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Weather  system  storm  brews 

Promise  of  high-tech  radar  station  clouded  by  pressure  from  critics 


BY  JIM  NASH 

CW  STAFF 


It  started  as  a  low,  bass  rumble 
and  grew  to  a  shaking  roar. 
That  noise,  made  by  an  ap¬ 
proaching  wall  of  water,  was 
the  only  warning  anyone  in 
Shadyside,  Ohio,  received  be¬ 
fore  last  month’s  flash  flood. 

The  principle  behind  how 
noise  changes  when  its  source 
—  in  this  case,  the  flood  —  ap¬ 
proaches  the  listener  is  called 
the  Doppler  effect.  That  same 
principle  has  been  used  for 
years  in  research  radar  stations 
to  dissect  storms  and  gauge 
their  power.  Analyzed  by  pow¬ 
erful  mainframes,  traces  of  the 


effect  may  eventually  offer  peo¬ 
ple  30  minutes’  warning  of  dan¬ 
ger  with  a  90%  accuracy  rate. 

Later  this  summer,  the  U.S. 
government  plans  to  power  up 
its  first  operational 
Doppler-based  ra¬ 
dar  station.  The 
Twin  Lakes,  Okla., 
installation  will  be 
the  first  of  175  fa¬ 
cilities  worldwide 
that  will  steal  se¬ 
crets  from  nature. 

Unisys  Defense 
Systems  was  named  the  prime 
contractor  in  1987  for  the  $420 
million  task  of  marrying  Dopp¬ 
ler  radar  with  32-bit  multipro¬ 
cessor  computers  running  at  a 


speedy  33  million  instructions 
per  second. 

However,  WSR-88D  — 
which  stands  for  “weather  sur¬ 
veillance  radar-1988,  Doppler” 
—  would  be  utterly 
useless  at  detecting 
the  storm  of  con¬ 
troversy  surround¬ 
ing  it.  Critics  of  the 
program  have  at¬ 
tacked  it  from  all 
sides,  offering  the 
following  com¬ 
plaints: 

•  Meteorologists  said  they 
doubt  government  claims  that 
Doppler  radar  has  a  230-km 
range.  Some  cited  a  recent 
Continued  on  page  131 


Outsource  deal  bulls  through 
Merrill  Lynch  telecom  group 


BY  ELISABETH  HORWITT 

CW  STAFF 

NEW  YORK  —  One  year  after 
signing  a  $150  million  network 
outsourcing  contract  with  MCI 
Communications  Corp.,  Merrill 
Lynch  &  Co.  is  reporting  smooth 
network  operations,  good  rela¬ 
tions  with  its  carrier  and  signifi¬ 
cant  cost  savings.  However,  the 
investment  giant  has  achieved  all 
this  at  the  cost  of  dismantling 
its  telecommunications  depart¬ 
ment. 

Many  key  networking  execu¬ 
tives,  including  former  director 
of  telecommunications  Robert 
Niebanck,  have  departed.  While 
some  of  the  losses  were  deliber¬ 
ate  downsizing  measures,  a  sig¬ 
nificant  number  of  vital  manag¬ 
ers  left  because  they  felt  the 
outsourcing  arrangement  gave 
them  little  or  no  future  at  the 
company. 

During  the  past  year,  Merrill 
Lynch  has  been  involved  in  a 
struggle  to  balance  conflicting 
network  priorities.  It  has  tried  to 


cut  costs  without  sacrificing  net¬ 
work  service  quality  and  cut  staff 
without  losing  too  many  key  peo¬ 
ple.  At  the  crux  of  this  balancing 
act  is  the  question  of  how  much 
of  its  network  operations  the  in¬ 
vestment  company  can  safely 


farm  out  to  vendors  and  how 
much  must  remain  in-house, 
sources  within  the  company  said. 

By  deciding  not  to  go  through 
with  a  $50  million  contract  to 
outsource  all  of  its  network  man¬ 
agement  operations  to  MCI  and 
IBM,  Merrill  Lynch  lost  the 
chance  to  downsize  its  network¬ 
ing  organization  by  transferring 
about  50  staff  members  to  MCI 
and  IBM  and  retaining  only  20. 

Continued  on  page  4 


Defense 
giant  pulls 
Profs  plug 


BY  JEANS.  BOZMAN 

CW  STAFF 


LONG  BEACH,  Calif.  —  Some¬ 
one  decided  to  turn  off  Douglas 
Aircraft  Co.’s  IBM  Profs  main¬ 
frame  electronic  mail  system 
early  last  Thursday  morning  as 
an  austerity  measure  —  and  em¬ 
ployees  at  the  besieged  $4.7  bil¬ 
lion  subsidiary  of  McDonnell 
Douglas  Corp.  are  hopping  mad. 

“We’re  stepping  back  seven 
years,”  said  one  employee  at  the 
parent  company’s  headquarters 
in  St.  Louis.  “We  simply  don’t 
have  the  secretarial  and  clerical 
people  to  support  us.  We  rely  on 
Profs  as  a  tool.” 

Profs,  or  Professional  Office 
System,  is  being  shut  down  as 
part  of  an  cost-cutting  plan  that 
seeks  to  save  $700  million  for 
the  $14.5  billion  McDonnell 
Douglas  by  January  1991.  Doug¬ 
las  Aircraft’s  Profs  system 
linked  22,000  of  the  subsidiary’s 
47,000  employees.  “Seven  hun¬ 
dred  million  is  a  very  big  num¬ 
ber,”  Douglas  Aircraft  spokes¬ 
man  Don  Hanson  said.  “You’ve 
Continued  on  page  14 


Is  there  a  place  for  Sun  in  'open’  DEC? 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


BOSTON  —  Digital  Equipment 
Corp.  opened  the  Decworld  ’90 
show  last  week  with  a  siren  song 
of  open  “plug-and-play”  multi¬ 
vendor  networks,  while  also  put¬ 
ting  a  new  marketing  spin  on 
client/server  computing. 

Underlying  the  usual  market¬ 
ing  hoopla  was  a  repackaged  cor¬ 
porate  strategy  that  stressed  the 
minicomputer’s  emerging  role 
as  a  network  server  to  “client” 
personal  computers  and  work¬ 
stations.  DEC  officials  also 
spelled  out  their  plans  to  pull  a 
variety  of  competing  computer 
systems  under  their  own  “open” 
network  architecture  umbrella. 

Yet  there  is  a  catch  for  Unix- 
based  users:  The  umbrella  will 
comply  with  standards  blessed 
by  the  Open  Software  Founda¬ 
tion  in  Cambridge,  Mass.,  a 
group  that  counts  DEC,  IBM  and 
Hewlett-Packard  Co.  among  its 


weightiest  members. 

Notably  absent  is  the  No.  1 
workstation  vendor,  Sun  Micro¬ 
systems,  Inc.,  which  has  systems 
in  place  at  a  large  percentage  of 
VAX  sites  nationwide.  Can  DEC 
establish  a  truly  open,  multiven¬ 
dor  network  that  excludes  Sun 
workstations? 

Users  working  on  both  DEC 


and  Sun  systems  —  as  well  as 
company  officials  on  both  sides 
—  vehemently  insist  that  this 
will  not  happen. 

“DEC  and  Sun  are  already 
supporting  a  number  of  the  same 
standards,”  said  Kevin  Ober- 
man,  network  manager  of  the 
engineering  department  at 
Continued  on  page  133 


Cost 

Less  than  $10,000 
$10,000  to  $100,000 
$100,001  to  $300,000 
$300,001  to  $500,000 
$500,001  to  $1  million 
More  than  $1  million 
Don’t  know 


Cheaper  than  expected 

Most  users  say  it  cost  $100,000  to  $300,000  to 
get  their  commercial  executive  information  system 
packages  up  and  running  -  while  many  consultants 
say  it  should  cost  $300,000  to  $500,000  or  more 

For  product  ratings,  see  Buyers’  Scorecard,  page  88 
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ira  1  notes  on  this 
Monday  after  Friday 
the  13th:  About 
13%  of  Japanese  organizations 
polled  recently  said  they’ve 
been  afflicted  with  viruses.  Also, 
92%  of  those  13%  said  the  bugs 
had  hit  Macintosh  systems  ...  A 
Japanese  ministry  chose  last 
Friday  to  hold  its  first  workshop 
on  virus  prevention.  The  minis¬ 
try’s  goal  is  to  develop  hacker- 
resistant  programs  .  .  .  Net¬ 
ware  Users  International  last 
week  found  a  Jerusalem  B  com¬ 
puter  virus  in  one  Netware  site. 
The  virus  entered  through  a 
non-Novell  DOS  program  and 
was  designed  to  delete  pro¬ 
grams  last  Friday.  Look  on  the 
bright  side:  The  next  Friday  the 
13th  isn’t  until  September  1991. 
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EXECUTIVE  BRIEFING 


■  Outsourcing  is  not  for  the  faint  of 
heart,  judging  from  Merrill  Lynch’s  experi¬ 
ence.  One  year  after  the  financial  services 
firm  farmed  out  most  of  its  telecommunica¬ 
tions  operation,  officials  say  cost  savings 
have  been  on  target  —  but  a  lot  of  good  peo¬ 
ple  have  left,  and  the  company  is  fighting  an 
ongoing  battle  to  avoid  handing  too  much 
control  to  the  contractor.  Page  1 . 

■  Every  vendor  wants  a  piece  of  the 
EIS  market,  and  that  poses  problems  for 
IS  managers.  With  everything  from  4GLs  to 
graphical  interfaces  being  hawked  as  execu¬ 
tive  support  tools,  implementors  need  to  ask 
questions  about  how  much  use  the  system 
will  get,  how  much  they  want  to  spend  and 
what  impact  they  expect  on  the  business. 
You  can  build  it  yourself,  slap  a  front  end  on  a 
database  or  spend  $100,000  for  a  custom 
package,  with  pros  and  cons  to  each  ap¬ 
proach.  The  two  largest  selling  EIS  packages 
get  high  satisfaction  ratings  from  their  cus¬ 
tomers.  Stories  begin  page  79. 


■  CIOs  are  finding  them¬ 
selves  in  positions  of  unac¬ 
customed  influence,  accord¬ 
ing  to  an  Input,  Inc.  report.  A 
survey  found  that  top  issues 
for  CIOs  in  the  future  will  be 
integrating  business  and 
technology;  education  and 
communication;  and  support¬ 
ing  business  goals.  Page  67. 

■  Mitch  Kapor  and  others 

vow  to  protect  computer  us¬ 
ers  from  violation  of  their 
constitutional  rights  but  back 
away  from  calling  their  newly 
christened  Electronic  Fron¬ 
tier  Foundation  a  “hacker  de¬ 
fense  fund.”  Page  6. 
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veloping  better  security  sys¬ 
tems  by  not  letting  them  sell 
those  products  abroad,  indus¬ 
try  leaders  say.  Officials  at 
some  major  vendors  are  urg¬ 
ing  the  government  to  ease 
its  restrictions.  Page  7. 

■  Douglas  Aircraft  Co. 
pulls  the  plug  on  its  Profs 
system,  leaving  22,000  em¬ 
ployees  without  their  accus¬ 
tomed  E-mail.  A  drive  for  cost 
savings  is  cited  as  the  reason, 
but  some  employees  say  the 
move  is  penny-wise  and 
pound-foolish.  Page  1 . 

■  Goal  Systems  admits 

that  its  Runtrac  product  in¬ 
fringes  on  Computer  Asso¬ 
ciates  copyrights  and  prom¬ 
ises  to  move  users  smoothly 
to  a  clean  version.  Page  8. 

■  DEC  stresses  peaceful 
coexistence  with  other  ven¬ 
dors  as  Decworld  ’90  opens. 
It’s  also  increasingly  pushing 


the  VAX  as  a  network  server. 
But  openness  may  not  be  so 
simple  for  some  Unix  users, 
particularly  if  they  have  Sun 
equipment.  Page  1 . 

■  IBM  leaves  the  ATM 
business  —  sort  of.  It  sells 
its  ATM  products  and  service 
business  to  onetime  competi¬ 
tor  Diebold,  Inc.  but  also  en¬ 
ters  into  a  joint  venture  with 
Diebold  to  develop  new  bank¬ 
ing  products.  Page  4. 

■  IBM  and  3Com  will  de¬ 
velop  a  scheme  for  managing 
central  devices  on  mixed  To¬ 
ken-Ring  and  Ethernet  net¬ 
works.  Users  say  the  stan¬ 
dard  is  needed,  but  the  effort 
may  lack  some  key  vendor 
support.  Page  8. 

■  Sears  serves  notice  that 
EDI  will  be  a  requirement  for 
doing  business  for  its  5,000 
suppliers.  Partners  praise  the 
firm’s  even-handedness  in  is¬ 
suing  the  mandate.  Page 
132. 

■  On-site  this  week:  Har- 
court  Brace  Jovanovich  en¬ 
lists  CASE  tools  to  build  a 
bread-and-butter  mainframe 
application  from  scratch. 
Page  34.  It’s  IS  on  the  run 
for  those  who  are  setting  up 
systems  for  the  Goodwill 
Games,  expecting  to  tear 
them  down  two  weeks  later. 
Page  31.  LaQuinta  Motor 
Inns  managers  are  sleeping 
easier  since  they  scrapped 
proprietary  minicomputers  in 
favor  of  Unix-based  PCs. 
Page  45.  CBS  hopes  T1 
plans  will  save  it  from  the  em¬ 
barrassment  of  no-soap  tele¬ 
vision.  Page  53. 
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Presenting  The  Most  Advanced, 
Integrated  And  Automated 
Production  Control  In  The  World 


Computers  are  too  fast. 

Humans  are  too  human. 

And  life  is  too  short. 

It’s  time  to  automate  your  production 
control  process. 

By  automating  all  of  the  manual, 
repetitive,  error-prone  tasks  involved  with 
production  control  you’ll  not  only  save  lots 
of  time,  money  and  aggravation,  but  you’ll 
also  be  able  to  achieve  and  maintain 
optimum  service  levels. 

So  the  question  really  isn’t  whether  to 
automate-ifs  how?  That  answer  is  easy. 

CA-UNIPACK®/APC  from  Computer 
Associates. 


Report 

Distribution 


Console 

Management 


Scheduling 


JCL 

Validation 


Rerun/ 

Recovery 


Report 

Balancing 


Documentation 


CA90s 


Only  CA-UNIPA  CK/APC 
can  integrate  and  automate  every 
aspect  of  the  production  control  process. 

It’s  the  most  advanced,  and  integrated 
package  in  the  industry  and  the  only  one  that 
delivers  a  single,  comprehensive  solution. 

CA-UNIPACK/APC  covers  every  aspect 
of  automating  the  production  control 
processes  including:  automatic  workload 
scheduling,  automatic  console  message 
processing,  automatic  rerun/restart, 
automatic  report  balancing,  automatic 
report  manipulation  and  distribution,  JCL 
validation  and  automated  job  recovery. 

And  now,  with  our 
Computing  Architecture  For 
The  90s,  CA-UNIPACK/APC 
can  deliver  even  higher  levels 

_  of  integration  and  provide 

ca's  computing  total  data  center  automation 
Architecture  For  by  working  seamlessly  with 

other  CA-UNIPACKS  that 
value  of  every  ca  automate  Storage,  Security, 
software  solution,  performance  Management, 

and  Data  Center  Administration. 

To  find  out  more  about  how  you  can 
raise  your  service  levels  and  eliminate 
everything  that1  s  slowing  you  down  dial 
1-800-645-3003. 

Call  today.  | 

Time’s 
a-wasting. 


(Computer 


Software  superior  by  design. 


©  1990  Computer  Associates  International,  Inc., 
711  Stewart  Avenue,  Garden  City.  NY  11530-4787. 


NEWS 


IBM,  Diebold  strike  ATM  deal 


BY  ELLIS  BOOKER 

CW  STAFF 


IBM  deposited  some  cash  last 
week  in  a  joint  venture  to  devel¬ 
op  future  “self-service  banking 
systems”  for  the  world  market 
while  withdrawing  from  the 
maintenance  side  of  the  auto¬ 
mated  teller  machine  (ATM) 
business. 

IBM  said  it  would  sell  certain 
portions  of  its  National  Service 
Division,  including  existing 
ATM  service  agreements  and 
service  parts,  to  ATM  vendor 
Diebold,  Inc.,  which  will  take 
over  support  of  IBM’s  installed 
base  in  the  U.S. 


At  the  same  time,  IBM  and 
Canton,  Ohio-based  Diebold 
signed  an  agreement  to  form  a 
joint-venture  firm.  The  new 
firm,  of  which  Diebold  will  be  the 
majority  owner,  will  market  both 
lines  of  ATMs.  But  the  “princi¬ 
pal  function”  of  the  firm,  the 
firms  said,  will  be  to  develop  new 
ATM  products.  These  will  in¬ 
clude  applications  systems  and 
hardware  for  ATMs,  as  well  as 
information  stations  that  let  cus¬ 
tomers  access  their  accounts. 

Terms  of  the  two  agreements 
were  not  disclosed.  However, 
analysts  placed  IBM,  a  player  in 
the  ATM  market  for  two  de¬ 
cades,  third  behind  market  lead¬ 


er  NCR  Corp.  and  Diebold,  add¬ 
ing  that  IBM’s  systems  had  not 
sold  well. 

“ATMs  are  a  drop  in  the 
bucket.  They  don’t  mean  any¬ 
thing  to  [IBM],”  said  Spensor 
Nilson,  publisher  of  Nilson  Re¬ 
port,  a  trade  publication  in  Santa 
Monica,  Calif.  Nilson  ranked 
NCR  as  the  top  vendor  in  the 
field,  selling  15,800  units  world¬ 
wide  last  year.  He  said  that  in 
1989,  Diebold  sold  7,301  units, 
while  IBM  sold  2,955.  ATMs 
have  an  average  cost  of  about 
$30,000  each,  he  said. 

According  to  a  Diebold 
spokeswoman,  the  company  had 
12%  of  all  ATM  shipments  inter¬ 


nationally  and  39%  of  all  U.S. 
shipments  last  year. 

For  U.S.  sales,  Diebold  and 
the  joint  venture  company  will 
market  the  combined  IBM/Die- 
bold  product  line.  International¬ 
ly,  IBM  will  market  the  systems. 

Diebold,  which  will  pick  up  as¬ 
sets  of  IBM’s  National  Service 
Division  as  well  as  ATM  mainte¬ 
nance  agreements  and  parts  in¬ 
ventories,  said  the  transaction 
will  increase  its  customer  ser¬ 
vice  revenue  by  10%. 

Diebold  President  and  Chief 
Operating  Officer  Robert  P.  Bar- 
one  was  named  chief  executive 
officer  of  the  new  company, 
which  will  also  be  based  in  Can¬ 
ton.  The  partner  companies  said 
they  expect  the  transaction  to  be 
completed  in  the  second  half  of 
1990. 


Merrill 

FROM  PAGE  1 

However,  the  firm  has  effec¬ 
tively  outsourced  the  responsi¬ 
bilities  of  its  telecommunications 
division  to  MCI  under  a  $150 
million  contract  signed  a  year 
ago,  according  to  Niebanck: 
“They  don’t  have  a  telecom  divi¬ 
sion  per  se  anymore.”  Niebanck 
founded  the  division  eight  years 
ago  and  was  let  go  by  Merrill 
Lynch  last  March  as  part  of  a 
downsizing  effort  that  has  so  far 
done  away  with  close  to  8,000 
positions  at  the  investment  firm, 
he  said. 

Two  reasons  to  leave 

Merrill  Lynch  backed  away  from 
the  outsourcing  contract  for  two 
major  reasons,  according  to 
Thomas  Byrnes,  vice-president 
of  telecommunications  services. 
First,  the  firm  could  not  come  to 
terms  with  the  vendors  about 
ways  to  ensure  that  its  network 
would  run  reliably.  Second,  it 
wanted  to  stanch  the  flow  of 
communications  people  who 
“did  not  bother  to  wait  around  to 
see”  whether  they  would  be 
axed  or  asked  to  join  a  vendor 
team,  he  added. 

Since  then,  Merrill  Lynch  has 
been  working  toward  what  may 
be  described  as  a  modified  out¬ 
sourcing  arrangement  with 
MCI,  which  puts  network  opera¬ 
tions  in  the  carrier’s  hands  but 
allows  an  internal  Merrill  Lynch 
network  management  organiza¬ 
tion  to  look  over  MCI’s  shoul¬ 
ders. 

Merrill  Lynch  created  that 
group  in  the  past  few  months  by 
combining  the  data  networking 
part  of  the  former  telecommuni¬ 
cations  division  with  its  data  cen¬ 
ter  organization. 

The  group  is  responsible  for 
managing  Merrill  Lynch’s  IBM 
Systems  Network  Architecture 
network  and  helping  MCI  to 
weigh  business  and  application 
priorities  as  it  manages  the  phys¬ 
ical  side,  according  to  Leonard 
Accardo,  group  manager  of  in¬ 
formation  processing. 


“Every  communication  line  is 
not  equal”  in  terms  of  the  impor¬ 
tance  of  keeping  it  up  and  run¬ 
ning,  Accardo  said.  “If  a  line  to  a 
stock  exchange  goes  down,  no 
one  does  business  on  that  partic¬ 
ular  exchange,  while  if  a  branch 
line  goes  down,  that’s  obviously 
not  as  critical.” 

Last  week,  top  Merrill  Lynch 
systems  and  communications  ex¬ 
ecutives  met  with  MCI  to  dis¬ 


cuss  “where  to  go  from  here,” 
now  that  the  two  companies  had 
finished  a  one-year  project  of 
converting  some  500  Merrill 
Lynch  sites  to  MCI’s  network. 

According  to  Accardo,  Du- 
Wayne  Peterson,  Merrill 
Lynch’s  executive  vice-presi¬ 
dent  of  operations/systems  and 
telecommunications,  “made  it 
clear  that  we’ve  saved  a  lot  of 
money  over  the  past  couple  of 


years,  and  now  our  primary  ef¬ 
forts  have  to  be  toward  quality” 
issues  such  as  improvement  of 
network  response  time  and 
availability  levels. 

Merrill  Lynch  spokesmen  ex¬ 
pressed  their  satisfaction  at  the 
meeting  with  the  way  MCI  has 
filled  the  firm’s  networking 
needs  so  far. 

The  question  is  whether  Mer¬ 
rill  Lynch  still  has  enough  high- 
quality  network  management 
personnel  on  board  to  retain 
some  control  of  its  networking 
future  or  whether  MCI  will  as¬ 
sume  almost  total  domination. 

Merrill  Lynch  may  have  lost 
more  of  its  key  networking  per¬ 
sonnel  than  it  can  afford  through 
a  combination  of  its  own  down¬ 
sizing  efforts  and  the  outsourc¬ 
ing  uproar,  Niebanck  said. 

“The  four  or  five  people  that 
were  key  to  the  telecommunica¬ 
tions  organization  have  left,”  in¬ 
cluding  William  Gaze,  the  origi¬ 
nal  designer  of  the  investment 
firm’s  private  network,  he  add¬ 
ed.  “I  think  that  he  will  be 
missed.” 


Bearish  on  telecom 

Merrill  Lynch’s  reorganization  has  sharply  cut  its  telecommunications 
division,  concentrating  its  attention  on  data  networking 
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GTE  to  tighten  telecom 
grip  with  Contel  buyout 


BY  ELLIS  BOOKER 

CW  STAFF 


GTE  Corp.  last  week  said  it  had 
reached  a  preliminary  agree¬ 
ment  with  Atlanta-based  Contel 
Corp.  to  acquire  the  company  in 
a  stock  trade  worth  about  $6  bil¬ 
lion  at  current  prices. 

If  GTE,  based  in  Stamford, 
Conn.,  succeeds  in  obtaining 
regulatory  approval  for  the  pur¬ 
chase,  the  combined  firm  would 
be  the  nation’s  fifth-largest 
phone  company  and  would  have 
the  second-largest  cellular  tele¬ 
phone  network. 

According  to  a  GTE  spokes¬ 
man,  the  firm  hopes  for  a  defini¬ 
tive  agreement  within  a  few 
weeks  and  final  completion  of  the 


deal  by  year’s  end.  The  Federal 
Communications  Commission, 
as  well  as  the  individual  state 
public  regulatory  commissions, 
must  rule  on  the  merger. 

Contel  and  GTE  “are  taking  a 
cue  from  the  regional  Bells’  cen¬ 
tralization  and  streamlining,” 
said  Harvey  Popell,  a  principal  at 
Broadview  Associates,  an  infor¬ 
mation  technology  mergers  and 
acquisitions  firm  in  Fort  Lee, 
NJ.  This  deal  “should  make  oth¬ 
er  telephone  companies  examine 
their  portfolios  and  decide 
whether  they  should  be  buying 
[their  competitors]  or  maybe  di¬ 
vesting,”  he  added. 

The  synergy  between  GTE’s 
and  Contel’s  cellular  operations 
was  an  clear  attraction  of  the 


deal,  analysts  said.  In  April,  GTE 
agreed  to  acquire  the  cellular 
phone  operations  of  the  Provi¬ 
dence  Journal  Co.  for  $710  mil¬ 
lion.  Earlier  this  year,  McCaw 
made  a  major  cellular  purchase, 
buying  controlling  interest  in  Lin 
Broadcasting  Corp.  for  $3.4  bil¬ 
lion. 

GTE,  which  has  phone  opera¬ 
tions  in  46  states  and  a  major 
lighting  business,  posted  net 
earnings  of  $1.4  billion  on  sales 
of  $17.42  billion  last  year.  Con¬ 
tel  netted  $277  million  on  $3.1 
billion  in  revenues  last  year. 

Both  firms  also  supply  units 
that  provide  telecommunica¬ 
tions  equipment  to  businesses, 
satellite  communications  ser¬ 
vices  and  cable  television  enter¬ 
prises. 

If  the  deal  goes  through,  Con¬ 
tel  Chairman  Charles  Wohlset- 
ter,  80,  and  Vice-Chairman  John 
L.  Segall  will  reportedly  become 
vice-chairmen  of  GTE  and  mem¬ 
bers  of  the  board. 
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DECnet  SPX/IPX  TCP/IP  NetBIOS 


Oracles  protocol-transparent  network  products  unify  incompatible  networks . 


Compatibility  •  Portability  •  Connectability 


Named  Pipes 


If  you  like  industry  standards  you’ll  love 
networking.  Because  there  are  so  many  network 
standards:  Ethernet,  Token  Ring,  Named 
Pipes,  DECnet,  LU6.2,  FDDI,  TCP/IP,  SPX/IPX, 
X.25,  SNA,  etc. 

Oracle’s  software  lets  you  integrate  all  the 
networks  you  have  today  and  adopt  new 
technologies  as  they  emerge. 

Oracle’s  network  and  database  software 
makes  data  distributed  over  multiple, 
incompatible  networks  and 
computers  appear  as  if  it 
were  a  single  database 
on  a  single  computer. 

So  users  can  get  the 
information  they  need 
without  having  to  know 
where  it  comes  from. 

This  is  because  ORACLE 
works  with  virtually  every 
network  protocol,  media  and 
network  operating  system.  From 
LU6.2to  DECnet  to  NetWare. 

And  the  ORACLE  database  runs  on 
every  major  computer  and  operating 
system.  It  also  offers  gateways  to  other 
major  data  sources  such  as  DEC’s  RMS  and 
IBM’s  DB2  and  SQL/DS.  ORACLE  even 
supports  access  from  popular  PC  products  like 
Lotus  1-2-3,  dBASE,  and  Macintosh  HyperCard. 
So  companies  can  turn  incompatible  systems 
into  a  unified  network  of  networks. 

Oracle  backs  all  its  products  with  the  largest 
service  and  support  organization  of  any  software 
company,  including  over  200  specialists  trained 
to  handle  networking  issues. 

If  your  networking  is  not  working,  see  how 
one  twist  can  turn  your  whole  network 
around.To  sign  up  for  our  free  database 
conference  in  your  area,  please  call 

1-800-633-1071  ext.  8104. 


LU6.2 


New  Twist 
On  An  Old  Problem 


©1990  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Orade  Corporation.  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1-800-ORACLE1  for  hardware  and  software  requirements. 


NEWS 


NEWS  SHORTS 

HyperCard  developer  leaves  Apple 

The  exit  door  continued  to  swing  at  Apple  Computer,  Inc.  last 
week  as  Bill  Atkinson,  who  developed  the  popular  HyperCard 
program  and  ranked  as  one  of  the  company’s  leading  scientists, 
announced  that  he  is  departing  to  create  a  new  company  with 
two  other  former  Apple  staffers.  Atkinson  teamed  up  with 
Andy  Hertzfeld,  one  of  the  architects  of  the  operating  system 
for  Apple’s  first  Macintosh  computer,  and  former  Apple  engi¬ 
neer  Mark  Porat  to  form  Grand  Magic,  Inc.,  which  is  located  in 
Mountain  View,  Calif.  Hertzfeld  cryptically  described  the  com¬ 
pany’s  future  offering  as  a  personal  intelligent  communicator, 
but  he  has  said  in  the  past  that  he  was  working  on  a  Macintosh¬ 
like  windows-and-icons  interface  to  be  used  on  a  television. 


Semiconductor  bookings  slip 

The  semiconductor  book-to-bill  ratio,  one  of  the  most  closely 
watched  indicators  of  the  health  of  the  chip  industry,  dipped 
from  1.14  points  in  May  to  1.06  in  June,  the  Semiconductor  In¬ 
dustry  Association  said  last  week.  The  figure  means  that  for 
every  $100  worth  of  products  chip  makers  ship,  they  received 
$106  in  new  orders.  The  June  figure,  however,  is  an  improve¬ 
ment  over  the  June  1989  figure  of  0.90.  Analysts  said  they 
were  not  worried  about  the  slip  because  the  unusually  high  ra¬ 
tio  for  May  was  unsustainable. 


Graphics  workstation  war  grows 

Evans  &  Sutherland  Computer  Corp.  threw  another  curve  in 
the  hotly  contested  graphics  systems  market  last  week  when  it 
announced  a  high-performance  graphics  workstation  for  less 
than  $30,000.  The  ESV3  reduced  instruction  set  computing- 
based  system  will  compete  for  turf  in  the  rapidly  expanding 
market  with  companies  such  as  Silicon  Graphics,  Inc.  and  Star- 
dent  Computer,  Inc.  The  Unix  machine  is  priced  at  $29,900 
and  is  available  immediately.  The  Salt  Lake.  City-based  firm  is 
most  widely  known  for  its  computer  graphics  applications,  in¬ 
cluding  sophisticated  flight  simulators. 


FCC  to  forge  ahead  on  ONA 

Federal  Communications  Commission  Chairman  Alfred  Sykes 
said  last  week  that  the  agency  will  press  on  with  its  plans  to  fos¬ 
ter  the  development  of  open  network  architecture  (ONA).  The 
move  comes  despite  a  recent  decision  by  a  federal  appeals 
court  that  appeared  to  reject  a  1986  FCC  ruling  giving  the  Bell 
telephone  companies  freedom  to  offer  enhanced  information 
services  such  as  electronic  mail  and  database  services.  “I  don’t 
see  a  departure  from  the  course  we’ve  been  on,  [and]  ONA  de¬ 
velopment  should  not  be  significantly  slowed,”  he  said.  Accord¬ 
ing  to  Sykes,  the  FCC  is  scheduled  to  begin  a  new  look  at  the 
matter  in  the  fall. 


Athena  bears  commercial  fruit 

Digital  Equipment  Corp.  announced  last  week  the  commercial 
availability  of  products  and  integration  services  based  on  Athe¬ 
na,  a  joint  IBM-DEC  project  to  develop  distributed  desktop 
management  services  for  MIT.  The  Athena  offerings  provide 
security,  systems  management  and  “easy  resource  access” 
across  a  distributed  network  of  multivendor  Unix  worksta¬ 
tions,  a  DEC  spokesman  said.  The  vendor  will  initially  target 
the  academic  community  but  also  sees  the  business  sector  as  a 
likely  market,  the  spokesman  added. 


AT&T  to  digest  Western  Union  unit 

To  accommodate  its  recent  $180  million  purchase  of  most  of 
Western  Union’s  Business  Services  unit,  AT&T  has  appointed 
Gordon  Bridge,  former  AT&T  Computer  Systems  co-presi¬ 
dent,  to  head  what  the  telecommunications  giant  is  currently 
calling  the  AT&T  Global  Messaging  unit.  As  president  of  the 
new  business  unit,  Bridge  will  report  to  Vic  Pelson,  group  ex¬ 
ecutive  for  AT&T  core  businesses.  Richard  McGinn  will  be¬ 
come  the  sole  president  of  AT&T  Computer  Systems,  report¬ 
ing  to  Robert  M.  Kavner,  group  executive  of  AT&T’s  Data 
Systems  Group. 


Kapor  group  lines  up  for  rights  fight 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


WASHINGTON,  D.C.  —  A  pack 
of  peacemakers  ambled  into 
town  last  week  with  money  on 
their  hips  and  a  resolve  to  lay 
down  the  law  on  the  computer 
frontier. 

At  a  press  conference,  Mitch 
Kapor,  founder  of 
Lotus  Development 
Corp.  and  On  Tech¬ 
nology,  Inc.,  an¬ 
nounced  that  he  and 
John  Barlow,  a  song 
lyricist  and  ex-cattle 
rancher,  had  created 
the  Electronic  Fron¬ 
tier  Foundation 
(EFF)  to  fund  legal 
efforts  to  apply  First 
Amendment  protec¬ 
tion  to  computer  and 
communications  media.  The 
group  plans  to  encourage  devel¬ 
opment  of  software  that  makes  it 
easier  to  use  computer  net¬ 
works,  among  other  activities. 

“We  want  to  help  civilize  the 
electronic  frontier”  —  the  gap 
that  now  exists  between  society 
and  technology,  Kapor  said.  The 
foundation  will  be  based  in  Cam¬ 
bridge,  Mass. 

The  group’s  founders  were 
quick  to  say  that  EFF  does  not 
condone  unauthorized  entry  by 
hackers  into  computer  systems 
and  would  not  defend  hackers  ac¬ 
cused  of  such  crimes.  It  will  not 
be  a  “hacker  defense  fund,”  Ka¬ 


por  said. 

Kapor  added  that  he,  Steve 
Wozniak,  co-founder  of  Apple 
Computer,  Inc.,  and  a  “Silicon 
Valley  high-tech  pioneer  who 
wishes  to  remain  anonymous” 
had  each  made  a  “six-figure  ini¬ 
tial  commitment  to  the  founda¬ 
tion.” 

Among  the  foundation’s  first 
acts  was  to  award  a 
$275,000  grant  to 
Computer  Profes¬ 
sionals  for  Social  Re¬ 
sponsibility,  based  in 
Palo  Alto,  Calif.  The 
funds  will  be  used  to 
host  a  series  of  poli¬ 
cy  roundtables  dur¬ 
ing  the  next  two 
years  with  lawmak¬ 
ers,  computer  users 
(including  hackers), 
law  enforcement  of¬ 
ficials  and  others. 

EFF  is  already  paying  legal 
fees  to  Boston  and  New  York  law 
firms  providing  legal  assistance 
to  Steve  Jackson,  founder  of 
Steve  Jackson 
Games  in  Austin, 

Texas,  and  Craig 
Neidorf,  a  20-year- 
old  electronic  news¬ 
letter  publisher. 

In  March,  the 
U.S.  Secret  Service 
raided  Steve  Jackson 
Games  and  the  home 
of  an  employee  and 
seized  computers 
that  it  said  contained 


a  “handbook  on  computer 
crime,”  Jackson  said.  The  hand¬ 
book  was  in  fact  a  game,  pub¬ 
lished  in  the  form  of  a  handbook, 
called  Cyberpunk,  Jackson  said. 
Neither  Jackson  nor  the  employ¬ 
ee  were  charged  with  any 
crimes,  but  the  government  held 
onto  his  computers  for  nearly 
four  months,  according  to  Jack- 
son. 

One  of  the  seized  computers 
was  used  for  an  electronic  bulle¬ 
tin  board  and  “one  of  the  things 
we’re  very  interested  in  is  the 
U.S.  Secret  Service’s  interest  in 
electronic  bulletin  boards,”  Bos¬ 
ton  attorney  Harvey  Silverglate 
said.  “If  you  go  in  and  take  the 
equipment  that  rims  one  of 
these,  it  is  the  equivalent  of  go¬ 
ing  in  and  seizing  the  presses  at 
The  New  York  Times.”  This  pri¬ 
or  restraint  of  publication  is  a 
certain  violation  of  the  First 
Amendment,  he  said. 

The  foundation  also  plans  to 
seek  “friend  of  the  court”  status 
for  Craig  Neidorf,  a  University  of 
Missouri  student 
and  co-publisher  of 
“Phrack,”  an  elec¬ 
tronic  newsletter  for 
hackers.  Neidorf  has 
been  indicted  for  his 
alleged  participation 
in  a  scheme  to  steal 
documentation  for 
an  enhanced  911 
emergency  system 
from  BellSouth 
Corp. 


Mitch  Kapor,  co¬ 
founder  of  EFF 


Steve  Wozniak 

contribu  tes fu  nds 


Crime  doesn’t  pay — hackers  do 


Three  hackers  pleaded  guilty  last  week 
to  their  participation  in  a  scheme  to 
steal  documentation  for  an  enhanced 
911  emergency  telephone  system 
from  BellSouth  Corp. 

The  three  are  members  of  the  Legion  of 
Doom,  a  group  of  hackers  that  has  been  in¬ 
volved  in  numerous  computer-related  crimes, 
federal  prosecutors  in  Atlanta  and  Chicago  said. 

In  Chicago,  Robert  J.  Riggs,  21,  pleaded 
guilty  to  interstate  transportation  of  stolen 
property  and  wire  fraud  charges.  He  faces  up  to 
15  years  in  prison  and  fines  of  up  to  $500,000. 

Riggs,  along  with  Adam  E.  Grant,  22,  of  At¬ 
lanta  and  Franklin  E.  Darden,  24,  of  Norcross, 
Ga.,  was  also  indicted  in  Atlanta  last  February 
for  conspiracy  to  commit  computer  fraud,  wire 
fraud,  access-code  fraud  and  interstate  trans¬ 
portation  of  stolen  property.  Riggs  and  Darden 
each  pleaded  guilty  to  one  count  of  conspiring  to 
commit  computer  fraud.  Both  face  a  maximum 
penalty  of  five  years  in  jail  and  a  $250,000  fine. 
Grant  pleaded  guilty  to  having  15  or  more  Bell- 
south  access  codes  with  the  intent  to  defraud. 

Sentencing  has  been  set  for  Sept.  14.  “That 
is  when  the  fireworks  will  start,”  said  Kent  Al¬ 
exander,  assistant  U.S.  attorney  in  Atlanta. 
“There  is  a  distinct  possibility  that  this  may  be 
one  of  the  first  instances  of  a  hacker  [Riggs]  go¬ 
ing  to  jail.” 

In  an  indictment  last  February,  federal  au¬ 
thorities  alleged  that  in  September  1988,  Riggs 
and  Craig  Neidorf,  an  electronic  newsletter 
publisher,  began  a  scheme  to  steal  documenta¬ 


tion  to  an  enhanced  911  system  from  BellSouth. 
Riggs  downloaded  the  text  file  in  December 
1988  and  posted  it  on  a  computer  bulletin  board 
in  Lockport,  Ill.,  the  indictment  said. 

Neidorf  allegedly  retrieved  the  911  program 
from  the  Lockport  bulletin  board  service,  edited 
the  document  and  reposted  it  on  the  bulletin 
board  for  Riggs  to  review. 

Neidorf  has  admitted  to  publishing  an  edited 
version  of  911  documentation  along  with  infor¬ 
mation  on  how  to  alter  telephone  switching 
software  so  that  calls  are  put  into  an  endless 
loop.  He  pleaded  not  guilty  to  the  charges  and  is 
currently  set  to  go  to  trial  next  week.  Neidorf 
contends  that  he  was  not  aware  that  the  911 
documentation  had  been  stolen,  said  Sheldon 
Zenner,  his  attorney.  “There  is  only  one  guy 
here  who  has  not  broken  into  anything,  and  that 
is  Craig  Neidorf.” 

However,  government  documents  asserted 
that  Neidorf  was  involved  in  the  scheme  from 
the  outset.  According  to  the  plea  agreement  be¬ 
tween  Riggs  and  federal  authorities,  Riggs  con¬ 
tacted  Neidorf  and  told  him  that  he  was  trans¬ 
ferring  a  text  file  stolen  from  BellSouth.  Also,  in 
an  affidavit  for  a  search  warrant,  a  U.S.  Secret 
Service  agent  alleged  that  Neidorf  admitted  to 
knowing  that  the  911  documentation  was  sto¬ 
len.  His  edited  version  of  the  BellSouth  911  doc¬ 
umentation  contained  a  BellSouth  notice  forbid¬ 
ding  disclosure  of  the  text  file’s  contents,  the 
agent  added.  Riggs  is  expected  to  testify  for  the 
prosecution. 

MICHAEL  ALEXANDER 
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National  security  thwarts  business 

Rules  and  squabbles  stifle  commercial  security  products 


BY  GARY  H.  ANTHES 

CW  STAFF 


U.S.  government  concerns  about  national 
security  are  ironically  inhibiting  the  de¬ 
velopment  of  computer  security  technol¬ 
ogy,  leaving  commercial  systems  in  the 
U.S.  dangerously  and  unnecessarily  ex¬ 
posed,  industry  officials  said. 

Some  20  years  of  research  have  given 
the  U.S.  a  commanding  lead  in  methods 
for  safeguarding  computer  systems,  said 
Stephen  T.  Walker,  president  of  Trusted 
Information  Systems,  Inc.  (TIS).  “But 
confusing  government  policies  are  squan¬ 
dering  that  lead,”  he  said. 

Since  the  government  will  not  allow 
export  of  products  with  the  most  strin¬ 
gent  security  features,  companies  are  re¬ 
luctant  to  develop  them,  Walker  said. 
“They  say,  ‘If  I  can’t  export  it,  I  won’t 
build  it.’  ” 

According  to  Walker,  Digital  Equip¬ 
ment  Corp.  abandoned  an  important  proj¬ 
ect  earlier  this  year  to  develop  a  comput¬ 
er  able  to  support  multiple  operating 
systems,  each  running  at  a  different  level 
of  security.  Development  was  well  under 
way  —  some  six  beta-test  sites  were  es¬ 
tablished  —  when  DEC  threw  in  the  tow¬ 
el,  in  part  over  worries  about  the  difficulty 
of  getting  the  product  out  of  the  U.S.,  he 
said.  “We  decided  not  to  bring  it  to  mar¬ 
ket,”  confirmed  Steven  Lipner,  manager 
of  the  secure  products  group  at  DEC. 
“Getting  licenses  for  field  test  sites  over¬ 
seas  was  difficult.  Our  experience  was 
that  the  review  process  [for  government 
licenses]  took  an  indeterminate  amount  of 
time.” 

Loosening  the  reins 

Officials  at  DEC,  IBM,  Oracle  Systems 
Corp.  and  TIS  are  urging  the  government 
to  relax  its  reins  on  the  export  of  state-of- 
the-art  secure  systems.  In  a  joint  letter  to 
the  National  Institute  of  Standards  and 
Technology  (NIST)  —  with  which  the 
National  Security  Agency  (NSA)  is  direct¬ 
ed  by  law  to  develop  standards  for  com¬ 
puter  security  —  the  officials  said,  “It  is 
our  discouraging  conclusion  that  whatev¬ 
er  level  of  trust  is  selected  for  application 
of  export  control  measures,  this  policy 
will  establish  a  boundary  that  [commercial 
systems]  will  never  exceed.”  U.S.  ven¬ 
dors  will  not  bear  the  cost  of  developing 
separate  product  lines  for  domestic  and 
overseas  markets,  they  said. 

Stephen  Kent,  chief  scientist  at  BBN 
Communications,  Inc.,  said  the  export  is¬ 
sue  may  be  based  in  part  on  a  misunder¬ 
standing  of  the  NSA’s  policy.  Kent  said  a 
panel  of  the  National  Academy  of  Sci¬ 
ences,  on  which  he  serves,  was  recently 
assured  by  an  NSA  official  that  the  agency 
had  never  blocked  export  of  a  computer 
system  because  of  its  level  of  trust  or  safe¬ 
ty  features  in  its  operating  system.  “They 
assured  us  this  wasn’t  a  problem.  They 
don’t  have  a  cutoff  level  for  export,”  he 
said. 

However,  the  agency  does  sometimes 
oppose  an  export  if  it  also  includes  sensi¬ 
tive  software  tools  used  to  develop  and 
test  the  system,  Kent  said. 

NSA  and  NIST  are  also  under  fire  for 
lack  of  progress  in  developing  a  federal 
standard  for  public-key  cryptography,  an 
increasingly  popular  approach  for  safe¬ 
guarding  data  transmissions. 


An  emerging  de  facto  standard  is  em¬ 
bodied  in  the  software  products  of  RSA 
Data  Security,  Inc.  But  the  algorithm  for 
public-key  cryptography  used  by  RSA  is 
so  foolproof  that  NSA  fears  that  it  may 
hamper  its  own  intelligence-gathering  ef¬ 
forts,  industry  sources  said. 

“NSA  is  not  in  favor  of  anything  in 
crypto.  Everything  is  being  stopped  by 
NSA,”  said  Walker,  an  ex-NSA  employee 
and  author  of  its  criteria  for  evaluating 
trusted  computer  systems. 

Although  neither  agency  will  officially 
acknowledge  it,  governmental  and  busi¬ 


ness  sources  cited  a  long-simmering  terri¬ 
torial  dispute  between  NSA,  whose  pri¬ 
mary  concern  is  secure  communication  of 
classified  information  through  encryp¬ 
tion,  and  NIST,  which  is  more  interested 
in  application  and  operating  system  con¬ 
trols  to  protect  sensitive  but  unclassified 
data  in  computers. 

While  the  agencies  squabble  over  the 
pending  standards,  many  commercial  or¬ 
ganizations  are  going  their  own  way  to  de¬ 
velop  security  features  for  electronic  data 
interchange,  electronic  funds  transfer, 
electronic  mail  and  secure  telephones. 

However,  many  companies  are  reluc¬ 
tant  to  embrace  any  kind  of  encryption 
scheme  until  one  is  officially  blessed  by 
Uncle  Sam.  James  Bidzos,  president  of 
RSA  Data  Security,  said  banks  are  among 


the  organizations  needing  the  technology 
most,  but  some  fear  use  of  a  nonstandard 
method  may  invalidate  their  insurance 
policies.  Others  are  reluctant  to  use 
something  unless  it  has  been  endorsed  by 
an  official  body.  The  communications  net¬ 
works  and  computer  systems  of  many 
banks  are  at  risk  as  a  result,  he  said. 

Asked  about  the  NIST /NSA  relation¬ 
ship,  Stuart  W.  Katzke,  chief  of  the  com¬ 
puter  security  division  at  NIST,  said, 
“Conflict  is  too  strong  a  word.  It’s  a  mat¬ 
ter  of  reconciling  two  different  con¬ 
cerns.”  Katzke  said  NIST  will  publish  the 
first  of  four  standards  for  public-key  cryp¬ 
tography  this  fall,  some  eight  years  after 
first  proposing  to  do  so.  The  standard  will 
deal  with  digital  signatures  for  message 
authentication,  he  said. 


Maximize  the  Efficiency  of  Your  Tape  Library 

CLEAN  UP  WITH 


FAST  ANALYSIS  OF  TAPE  SURFACES 
(FATS  )  is  a  tape  utility  program  which 
permits  online  tape  certification,  verification 
and  erasure. 

•  FATS  is  designed  to  certify  tapes  where 
they  will  be  used  on  the  actual  tape  drives. 

•  FATS  certifies  scratch  tapes  and  verifies 
that  data  files  can  be  read. 

•  FATS  supports  high-speed  data  security 
erasure  of  tape  data. 

•  FATS  provides  a  permanent  record  of  each 
tape  tested  in  the  form  of  comprehensive 
detail  and  summary  reports. 

FAST  ANALYSIS  OF  TAPE  AND 
RECOVERY  (FATAR)  is  a  tape  utility 
program  which  analyzes  and  copies  tapes, 
especially  tapes  with  data  checks  or  bad  data. 


BUS 


For  a  FREE  COPY  of  the 
FATS  and  FATAR  REPORTS 
and  a  FREE  90  DAY  TRIAL 

CALL  (201)  890-7300 

Available  for  VS1  and  all  MVS  systems 


FATAR  is  designed  to: 

•  Read  tapes,  including  multi-volume  and/or 
multi-file  tapes. 

•  Recover  from  I/O  errors  on  tapes. 

•  Copy  tapes,  including  multi-file  and/or 
multi-volume  tapes  in  one  execution. 

•  Modify  data  on  tape  (while  copying). 

•  Display  and  correct  data  check  blocks 
on  tape. 

•  Validate  and  correct  the  record  format  of 
files  on  tape  (including  variable  spanned 
records  like  SMF). 

•  Convert  ASCII  data  to  EBCDIC,  EBCDIC 
to  ASCII. 

•  Copy  tapes  to  a  different  label  type  or 
device  type  such  as  ANSI-to-IBM  labels, 
or  6250  BPI  to  3480  cartridge. 

•  Re-block  tape  files  while  copying. 
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IBM  signs  on  to  LAN  mix  plan 


Mixed  LAN  plan 

IBM  and  3Com  plan  to  ease  management  of  proliferating  devices  attached 
to  Ethernet  and  Token-Ring  networks 


Personal  computers 

4,200,000 

2,200,000 

Technical  workstations 

600,000 

less  than  10,000 

Mainframes/Minicomputers 

350,000 

10,000 

Bridges/Routers  30,000  10,000 

Number  of  nodes 


Source:  International  Data  Corp.  CW  Chart:  Marie  Haines 


BY  PATRICIA  KEEFE 

CW  STAFF 


NEW  YORK  —  IBM  and  3Com 
Corp.  announced  last  week  they 
have  teamed  up  to  develop  a  set 
of  network  management  specifi¬ 
cations  that  will  manage  devices 
on  mixed  Token-Ring  and  Ether¬ 
net  networks  while  conserving 
memory  in  desktop  environ¬ 
ments. 

A  final  draft  should  be  avail¬ 
able  by  the  fourth  quarter,  al¬ 
though  commercial  products  in¬ 
corporating  the  specification  will 
not  be  forthcoming  until  late 
1991,  according  to  IBM. 

Applications  written  to  this 
specification,  dubbed  the  Het¬ 
erogeneous  LAN  Management 
(HLM)  architecture,  will  report¬ 
edly  enable  local-area  network 
managers  to  simultaneously  con¬ 
trol,  monitor  and  analyze  net¬ 
work  information  on  intercon¬ 
nected  Ethernet  and  Token- 
Ring  networks  with  one  tool. 
This  is  not  possible  today  in  an 


open  systems  environment,  us¬ 
ers  contacted  last  week  said. 

Many  user  sites,  particularly 
in  the  transportation,  utility  and 
education  sectors,  have  separate 
installations  of  both  networks, 
but  the  trend  is  to  link  them  up, 
according  to  International  Data 
Corp.,  market  researchers  in 
Framingham,  Mass.  A  survey  of 
24,000  contacts  at  12,046  sites 
revealed  that  19%  have  both 
network  types  installed. 

The  Burlington  Coat  Factory 
in  Lebanon,  N.H.,  uses  only  Eth¬ 
ernet,  in  part  because  of  intero¬ 


perability  issues,  MIS  manager 
Michael  Prince  said.  “A  reason 
why  we  might  shy  away  from  in¬ 
stalling  Token-Ring  would  be 
the  network  management  issue 
and  the  extent  to  which  both 
LANs  could  be  centrally  man¬ 
aged  from  one  facility,”  he  said. 

That  is  the  situation  at  Aion 
Corp.,  a  software  developer  in 
Palo  Alto,  Calif.,  running  an  Eth¬ 
ernet  shop.  Network  manager 
Rick  Reed  said  the  lack  of  inter¬ 
operability  and  cross-manage¬ 
ment  has  stopped  Aion  from 
picking  up  Token-Ring,  even 


though  he  expects  he  will  need 
one  to  simulate  his  customer’s 
heterogeneous  environments 
for  software  development  pur¬ 
poses. 

Both  Aion  and  the  North 
American  Banking  Group  at  Citi¬ 
corp  use  bridges  and  routers  to 
connect  Ethernet  to  Token-Ring 
when  necessary,  and 
neither  wants  to 
overload  its  systems 
with  even  more  soft¬ 
ware.  “I  could  get 
excited  [about  this]  if 
it  meant  that  I  could 
use  [one]  protocol 
analysis  type  of  de¬ 
vice  on  either  side  of 
my  network,  regard¬ 
less  of  the  access 
method  employed,” 
said  Brian  Illari,  an 
assistant  vice-presi¬ 
dent  in  charge  of  LANs  at  Citi¬ 
corp.  He  said  he  would  also  re¬ 
quire  support  of  IBM’s  16M 
bit/sec.  Token-Ring. 

In  addition  to  the  joint  devel¬ 
opment  agreement,  3Com  and 
IBM  said  they  will  seek  support 
for  the  completed  specifications 
from  various  industry  standard 


groups  and  will  welcome  input 
from  other  industry  players. 

“Microsoft  believes  this  proj¬ 
ect  will  benefit  [OS/2]  LAN  Man¬ 
ager  customers  and  applauds  the 
industry’s  cooperation,”  said 
Bruce  Jacobson,  a  group  product 
manager  at  Microsoft  Corp. 
However,  he  did  not  say  whether 
Microsoft  would  in¬ 
terject  itself  into  the 
HLM  project. 

At  press  time, 
Novell,  Inc.  was  still 
preparing  a  state¬ 
ment.  Novell’s  Net¬ 
ware  network  oper¬ 
ating  system  runs 
over  both  Ethernet 
and  Token-Ring. 

Leslie  G.  Denend, 
an  executive  vice- 
president  at  3Com, 
conceded  that  the  ef¬ 
fort  probably  cannot  succeed 
without  support  from  Novell, 
which  controls  the  bulk  of  the 
LAN  market,  and  Microsoft, 
which  is  pitching  OS/2  LAN 
Manager  as  the  networking 
standard  of  the  future. 

Bureau  correspondent  Jim 
Nash  contributed  to  this  article. 


3Com’s 

Denend 


Users  biggest  losers 
in  spreadsheet  wars 


ANALYSIS 


BY  NELL  MARGOLIS 

CW  STAFF 

As  industry  observers  watch  the 
courtroom  doors  to  see  which  ri¬ 
val  spreadsheet  vendor  Lotus 
Development  Corp.  will  haul 
through  them  next,  spreadsheet 
users  appear  to  be  thinking  that 
they  have  nothing  to  worry 
about. 

According  to  lawyers,  that 
may  be  because  users  are  not 
thinking,  or  at  least  not  thinking 
hard  enough. 

“I  don’t  care  one  bit  about 
any  of  this  lawsuit  business,” 
said  a  user  of  Borland  Interna¬ 
tional’s  Quattro  spreadsheet 
soon  after  Lotus’  legal  assault 
against  Borland  on  the  charge 
that  Quattro  and  a  second  prod¬ 
uct,  Quattro  Pro,  infringe  on  Lo¬ 
tus’  copyrighted  1-2-3.  The 
user,  one  of  many  Quattro  users 
at  Hughes  Aircraft  Co.  in  El  Se- 
gundo,  Calif.,  asked  not  to  be 
identified. 

“We  bought  Quattro  because 
of  the  price  —  it  costs  one- 
fourth  of  what  Lotus  does  —  and 
we’re  going  to  keep  right  on  us¬ 
ing  it  unless  the  courts  say, 
‘You’ve  got  to  rip  it  out  of  your 
building.’  And  they’re  never  go¬ 
ing  to  say  that,”  the  user  said. 

Frank  Crow,  accounting  man¬ 
ager  at  Noramco,  Inc.,  a  bulk 
pharmaceuticals  company  based 
in  Athens,  Ga.,  and  a  Quattro 
user  site,  was  similarly  sanguine. 
“Quattro  is  a  good  product  and  a 


good  buy,  too,”  he  said.  “I  doubt 
that  anything  is  going  to  come 
out  of  this  lawsuit  that  would 
make  much  difference  to  us.” 

Lawyers  know  better  than  to 
bet  on  the  outcome  of  litigation. 
Last  week,  however,  several 
noted  that  regardless  of  who  ulti¬ 
mately  wins  the  series  of  look- 
and-feel  lawsuits,  users  stand  to 
lose. 

“All  of  this  litigation  isn’t  do¬ 
ing  users  any  good,”  said  Lee 
Hagelshaw,  a  partner  in  the  San 
Francisco-based  law  firm  of  Ha¬ 
gelshaw  and  Cole.  At  the  end  of 
the  day,  he  and  other  intellectual 
property  attorneys  said,  the  user 
community  could  come  out  on 
the  short  end  of  what  promises 
to  be  a  lengthening  series  of 
costly  lawsuits,  in  several  re¬ 
spects. 

If  Lotus  wins  —  and,  at  feder¬ 
al  court  level,  it  has  already 
cinched  one  decisive  victory 
[CW,  July  2]  —  it 
could  achieve  a  vir¬ 
tual  monopoly  in  the 
spreadsheet  market. 

For  users,  this  would 
mean  less  choice  in 
both  the  software 
and  its  price  tag. 

Lotus’  legal  as¬ 
sault  on  Borland,  in¬ 
dustry  observers  said  last  week, 
puts  a  possible  name  and  dollar 
figure  to  that  threat.  It  also 
moves  the  debate  to  a  higher 
plane,  they  said.  Several  of  the 
same  commentators  who  ex¬ 
pressed  little  sympathy  for  Pa¬ 
perback  Software  International, 


Inc.,  which  they  dismissed  as 
having  tried  to  profit  from  a 
quick  and  dirty  cloning  of  Lotus 
1-2-3,  voiced  no  such  scorn  for 
Borland  or  its  products,  per¬ 
ceived  as  high-quality  variations 
on  the  1-2-3  theme. 

Muddled  standards 

In  addition,  a  judicial  expansion 
of  copyright  protection  for  soft¬ 
ware  rains  further  confusion  on 
the  already  unclear  movement 
toward  standards  in  the  software 
arena,  according  to  Ned  Saltz- 
berg,  a  partner  at  Boston-based 
Warner  &  Stackpole  who  repre¬ 
sented  Stephenson  Software, 
one  of  the  defendants  that  Lotus 


defeated  along  with  Paperback 
late  last  month.  It  is  users  who 
have  clamored  for  standards,  he 
said;  it  is  users  who  will  be  incon¬ 
venienced  to  the  extent  that  de¬ 
velopers  feel  crushed  between 
the  competing  interests  of  satis¬ 
fying  the  customers  and  avoiding 
lawsuits. 

“I’ve  already  had  several 
[software  developer]  clients  call 
to  ask,  ‘What  are  we  supposed  to 
do?’  ”  Hagelshaw  said. 

The  lawyers  who  are  bom¬ 
barded  with  this  question  will  not 
be  able  to  give  their  clients  satis- 
fyingly  concise  replies,  said  Ste¬ 
ven  Shaiman,  who  specializes  in 
intellectual  property  protection 


at  Philadelphia-based  Shaiman  & 
Bosch.  “How  do  you  reconcile 
standards  with  protected  rights? 
Where  do  you  draw  the  line  be¬ 
tween  public  interest  and  private 
interest?”  he  said. 

Moreover,  Saltzberg  said,  al¬ 
though  every  party  in  the  the  re¬ 
cent  rash  of  lawsuits  claims  that 
victory  for  its  position  would 
benefit  users,  users  themselves 
have  been  strangely  absent  from 
the  courtroom. 

“Users  need  an  advocate  [in 
these  cases],  and  so  far,  there 
hasn’t  been  one,”  he  said.  “May¬ 
be  in  the  next  suit,  a  user  group 
or  organization  will  file  an  amicus 
brief.” 


Goal  concedes  copyright  infringement 


BY  JOHANNA  AMBROSIO 

CW  STAFF 

COLUMBUS,  OHIO  —  Goal 
Systems  International,  Inc.  is 
writing  a  new  version  of  its  Run- 
trac  product,  due  out  within  six 
months,  because  the  company 
has  conceded  there  is  some  code 
in  Runtrac  that  in¬ 
fringes  on  Computer 
Associates  Interna¬ 
tional,  Inc.’s  CA-11 
package. 

Two  weeks  ago, 
CA  filed  a  lawsuit  al¬ 
leging  copyright  in¬ 
fringement  against 
Goal,  one  of  Goal’s 
developers  and  the  developer’s 
former  company  [CW,  July  2], 
Since  then,  Goal  has  completed 
its  investigation  into  the  matter 
and  fired  the  developer,  Jerry 
Bennett. 

“Our  preliminary  investiga¬ 
tion,  which  was  conducted  in  co¬ 


operation  with  CA,  indicates  that 
there  was  infringing  of  code  in 
portions  of  Runtrac  when  we  ac¬ 
quired  it  in  1988,”  said  David  C. 
Wetmore,  Goal’s  president  and 
chief  executive  officer. 

Although  the  legalities  are  far 
from  settled,  it  now  appears  that 
existing  Runtrac  customers, 
which  total  fewer  than  200,  will 
have  to  swap  their  current  ver¬ 
sion  of  Runtrac  for  the  new  ver¬ 
sion.  “I  believe  that’s  the  way  it 
will  happen,”  Wetmore  said.  The 
other  option  is  that  CA  will  get  a 
royalty,  and  in  return,  existing 
customers  will  be  allowed  to 
keep  their  current  Runtrac  ver¬ 
sions. 

“It’s  up  to  Goal  to  make  sure 
the  new  Runtrac  is  functionally 
equivalent  to  the  old  one  and  to 
make  sure  the  transition  is  an 
easy  one,”  Wetmore  said.  “And 
we  will  do  that.”  He  claimed 
switching  Runtrac  products  will 
not  be  a  big  deal  to  customers. 


A  related  Goal  product,  Job- 
trac,  “appears  free  of  question¬ 
able  code,”  Wetmore  said.  But 
the  interface  from  Jobtrac  to  CA- 
11  was  restructured  and  is  now 
available  to  Jobtrac  customers. 
An  interface  between  Jobtrac 
and  Runtrac  will  be  included  in 
the  new  version  of  Runtrac. 

Now  that  Goal  has  conceded 
that  its  product  does  infringe  on 
CA,  the  issue  of  damages  is  left 
for  the  two  companies  to  re¬ 
solve.  Talks  to  settle  the  lawsuit 
out  of  court  have  broken  off,  and 
the  two  companies  are  not  cur¬ 
rently  negotiating. 


CA’s  world 

•  Investors  stomp  stock 
after  revenue  dip  talk. 
Page  132. 

•  Security  conference 
draws  users,  new  prod¬ 
ucts.  Page  10. 
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The  Same 
Different 

Applications  built  using  Oracle  Tools  automatically  adapt  to  multiple  user  interfaces. 

Developing  a  program  that  runs  on  the  entire 
spectrum  of  PCs,  Macs,  Suns  and  other 
workstations  is  next  to  impossible.  Because 
each  computer  has  its  own  graphic  user  interface 
(GUI),  developers  must  spend  months  rewriting 
each  application  for  each  incompatible  GUI. 

Unless  the  applications  are  built  with  Oracle 
Tools. 
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3270  Block  Mode 


Macintosh 


DECwindows/Motif 


An  application  developed  with 
Oracle  Tools  automatically  adapts  to  the 
native  look  and  feel  of  the  computer  on 
which  it  runs.  PCs,  Macs,  Suns  or  other 
workstations.  Even  character  and  block  mode 
terminals.  All  without  changing  a  single  line  of 
code. 

The  key  to  this  interface  independence  is 
Oracle’s  adaptable  look  and  feel  technology  that 
translates  “generic”  interface  operations  into 
the  native  windowing  system  of  different 
environments.  So  a  single  application  can  be 
easily  deployed  across  an  entire  organization’s 
PCs,  Macs,  workstations  and  terminals.  All 
without  recoding. 

SQL*Forms  3.0  and  SQL*Menu  5.0  will 
support  both  current  and  emerging  interface 
standards.  X/Motif,  DECwindows,  Macintosh, 
Presentation  Manager,  MS  Windows,  Next  Step, 
as  well  as  character  and  block  mode  terminals. 

Call  1-800-ORACLE1,  Ext.  8102  and  receive 
the  free  Oracle  Tools  Information  Kit.  It  includes 
demonstration  diskettes  and  product 
information  illustrating  the  full  capabilities  of 
SQL*Forms  and  SQL*Menu. 

Developing  applications  will  never  be  the 
same.  Or  different. 


Character  Mode 


Presentation  Manager/ 
Windows 
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NEWS 


Security  issues  get  a  lock  on  users’  attention 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


ORLANDO,  Fla.  —  It  may  not  be  one  of 
the  information  systems  department’s  fa¬ 
vorite  jobs,  but  security  is  receiving  more 
attention  in  a  growing  number  of  shops. 
Topping  the  to-do  lists  of  many  users  is 
the  need  to  get  a  handle  on  the  personal 
computers  and  minicomputers  that  have 
access  to  the  corporate  mainframe. 

“There  are  a  lot  of  holes  out  there,” 
said  Gary  Savolainen,  technical  consul¬ 
tant  for  data  security  at  Royal  Trust  in 
Ontario.  “You  can’t  completely  control 
what’s  coming  into  the  mainframe.”  He 


said  Royal  Trust  is  attempting  to  better 
secure  the  Application  System/400s  that 
connect  to  its  IBM  host. 

Users  spoke  about  these  and  related  is¬ 
sues  at  the  annual  conference  for  custom¬ 
ers  of  Computer  Associates  International, 
Inc.’s  security  software,  held  last  week  in 
Orlando.  CA  unveiled  new  security  prod¬ 
ucts  at  the  conference,  which  attracted 
some  1 ,700  people  (see  story  below). 

Security  is  on  a  lot  of  minds  these  days. 
According  to  Computer  Intelligence  in  La 
Jolla,  Calif.,  47%  of  the  IBM  and  plug- 
compatible  mainframe  base  has  some  kind 
of  security  package.  That  is  up  from  43% 
a  year  ago  and  21%  in  1985. 


“Security  is  one  of  the  fastest  growing 
mainframe  markets,”  said  Jerry  Berry,  a 
software  industry  analyst  at  Computer  In¬ 
telligence. 

Those  users  who  were  willing  to  be  in¬ 
terviewed  said  their  most  acute  need  is  in 
the  area  of  distributed  computing.  This  in¬ 
cludes  controlling  and  monitoring  infor¬ 
mation  that  is  uploaded  from  or  download¬ 
ed  to  PCs  and  minis  and  administering  the 
security  for  a  network  of  heterogeneous 
computers  from  one  place. 

As  things  now  stand,  users  generally 
have  to  administer  security  separately  for 
different  computers.  For  example,  when  a 
password  is  deleted,  the  administrator 


X + 3270 = LanSet 


LanSet  800.  A  new  X  Window 
equation .  To  give  you  full 
integration  of  X  Windows  and 
mainframe  3270  connectivity  in 
a  single  X  server. 

LanSet  800  has  several  ways  of 
adding  3270  functionality  to  X.  For 
example,  LanSet  800/3270dc  gives 
you  both  an  Ethernet  TCP/IP 
connection  and  direct  connection 
to  an  IBM  3X74  controller.  Use  the 
Ethernet  connection  for  access  to  all 
your  X  Window  and  other  UNIX 
applications.  Use  the  IBM  connection 
for  direct  access  to  your  SNA 
network  and  SNA  applications. 

With  the  LanSet  800/3270dc, 
two  cables— Ethernet  and  your 
existing  3X74  coax -plug  directly 
into  the  LanSet  X  server.  On  the 
screen  you  have  a  3270  window 
and  as  many  X  windows  as  you  like. 
The  3270  window  is  fully  integrated 
with  the  X  environment,  with  no 
hot  key  required.  There’s  no  need 
for  any  special  software  on  your 
mainframe. 

We’ve  got  lots  more  ways  LanSet 
800  can  meet  your  X  Window  and 
IBM  3270  needs.  Check  out  all  of 
Spectragraphics’  X  Window 
equations.  We  have  the  right 
connections  for  you. 

FREE  X  windows  Guide. 

A  concise  Guide  to  help  you 
understand  X  window  technology 
and  applications.  For  your  FREE 
copy,  call  (619)  587-6969,  FAX 
(619)  450-0218.  Or  write,  X-Guide, 
Spectragraphics  Corporation,  9707 
Waples  Street,  San  Diego,  CA  92121. 


SPECTRAGRAPHICS 


Connecting  with  your  ideas. 


LanSet  is  a  trademark  of  Spectragraphics  Corporation.  All  other  trademarks  and  copyrights  acknowledged.  ©  1990  Spectragraphics  Corporation. 


has  to  delete  the  password  from  the  secu¬ 
rity  program  of  each  computer  to  which 
the  user  was  allowed  access. 

At  NCNB  Texas  National  Bank,  there 
are  between  eight  and  10  security  pack¬ 
ages  in  the  Dallas  data  center  alone.  “We 
want  one  standard  package  to  control  ev¬ 
erything,”  said  Glinda  Cummings,  manag¬ 
er  of  data  security  at  the  bank  in  Dallas. 
“But  that’s  blue  sky.  I  hope  I  live  long 
enough  to  see  it.” 

Her  thoughts  were  echoed  by  Richard 
D.  Sinnott,  a  member  of  the  operations 
staff  at  Ciba-Geigy  Corp.  in  Greensboro, 
N.C.:  “Our  direction  is  to  get  everything 
onto  one  security  package.” 

Rohm  and  Haas  Co.,  a  Philadelphia- 
based  chemical  manufacturer,  is  “looking 
at  the  issue  of  PC  security,”  said  Barbara 
A.  Glabere,  computer  security  adminis¬ 
trator  in  the  firm’s  computer  applications 
research  department.  “We’re  checking 
into  different  PC  products  but  haven’t 
made  any  decisions  yet.” 

Perhaps  one  measure  of  how  the  secu¬ 
rity  industry  has  grown  is  that  more  IS  de¬ 
partments  are  allocating  staff  members  to 
focus  on  security  issues.  At  NCNB,  for  ex¬ 
ample,  the  minicomputer  security  staff 
comprises  six  people. 

“With  all  the  attention  that  security 
breaches  have  gotten  in  the  press,  compa¬ 
nies  realize  the  need  to  devote  full-time 
professionals  to  this,”  said  Gary  Sheehan, 
senior  security  specialist  at  Progressive 
Corp.  in  Mayfield,  Ohio. 


CA  takes 
the  mike 

CA  took  advantage  of  the  user 
groups  convened  in  Orlando  to  an¬ 
nounce  enhancements  to  its  securi¬ 
ty  packages  and  one  new  related 
product.  Among  the  enhancements 
are  virus-control  features  and  the 
ability  to  control  DB2  security 
through  one  of  CA’s  security  pack¬ 
ages. 

Furthermore,  Charles  B.  Wang, 
CA’s  chief  executive  officer,  repeat¬ 
ed  the  firm’s  pledge  to  keep  ACF2 
and  Top  Secret  as  two  separate  and 
supported  product  lines:  “We  will 
not  merge  them.  We  want  to  pro¬ 
tect  the  client’s  investment.” 

CA  also  announced  a  worksta¬ 
tion  that  provides  on-line,  interac¬ 
tive  Help  and  documentation  for 
CA’s  ACF2  security  package.  The 
workstation,  called  the  Online  Con¬ 
sultant,  uses  multimedia  —  text, 
voice  and  video  stored  on  compact 
disc/read-only  memory  —  to  teach 
users  about  ACF2. 

DB2  links  from  both  CA  main¬ 
frame  security  packages  are  avail¬ 
able  for  beta  testing.  These  fea¬ 
tures  will  allow  the  security 
administrator  to  control  and  audit 
resources  and  events  occurring  in 
DB2  through  the  rules  and  proce¬ 
dures  in  CA’s  security  packages. 

The  virus-control  feature,  avail¬ 
able  in  Release  6.0  of  IBM’s  MVS 
version  of  CA’s  ACF2,  is  said  to  pre¬ 
vent  viruses  and  similar  problems 
from  spreading  to  data  and  pro¬ 
grams  with  a  high  integrity  level. 

JOHANNA  AMBROSIO 
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Opening  Database  Servers 

lb  Tne  Whole  World 

ORACLE  Server.  Nonstop  data  sharing  among  PCs ,  Macs,  minis,  and  mainframes. 


Update  from  SQL*Forms 
to  VINES  database 


Imagine  the  frustration  of  being  in  an  airplane 
that  can  only  take  off  and  land  at  the  same 
airport.  SQL  Server  suffers  that  same  problem.  It 
limits  users  to  a  single  server  running  just  OS/2 
and  Named  Pipes. 

ORACLE®  Server  is  different.  As  an  open 
server,  it  works  with  virtually  any  network,  any 
operating  system,  application  or  database 
system. 

So  ORACLE  can  act  as  an  information  hub  to 
share  data  across  an  organization’s  PCs,  Macs, 
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minis  and  mainframes 

ORACLE  Server  works 
with  existing  Novell,  3Com, 
and  IBM  LANs  as  well  as 
Lotus  1-2-3  and  dBASE 
applications. 

It  even  allows  access 
to  corporate  data  stored 
in  other  vendors’ 
software  such  as 
RMS  on  DEC  minis 
and  DB2  on  IBM  ^ 
mainframes. 

And  only  Oracle 
provides  a  set  of 
integrated  tools 
for  portable 
application 
development, 
office  automation  and  CASE. 

It  also  has  interfaces  to  the 
most  popular  programming 
languages. 

All  this  is  backed  by  the 
largest  service  and  support 
organization  of  any  software 
company  in  the  world. 
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Query  to  remote 
OS/2  Server 


Query  to  dBASE 
application  to 


VAX  VMS  k 
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ORACLE  Server  \ 


Call  1-800-ORACLE1  ext.  8193 


to  buy  ORACLE  Server 
for  OS/2  for  $3699  and 
get  six  months  of  free 
upgrades  and  phone 
support. 

Or  you  can  try  the  3- 
user  Developers  Version 
for  $1299. 

Because  no  one  wants  to  be  all  hooked  up 
with  no  place  to  go. 


Call 

1 -800-ORACLE  1 
ext.  8193 
and  sign  up  for  the 
Client/Server 
Forum 
in  your  area. 


Compatibility  •  Portability  •  Connectability 
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There’s  a  world  of  distance  between  oui 


center  consolidation,  disaster  recov¬ 
ery  and  remote  check  processing. 

PIXNET-XL  is  also  easy  on  your 
budget.  Besides  eliminating  the  need 
for  a  remote  CPU,  we  can  cut  down 
your  monthly  line  costs.  PIXNET-XL 
doesn’t  require  any  increase  in 
bandwidth  no  matter  how  far  the 
distance.  And  since  we  have  the 
flexibility  to  work  with  your  exist¬ 
ing  hardware  and  software,  getting 


PIXNET-XL  is  a  trademark 
ot  AT&T  Paradyne. 

®  1990  AT&T  Paradyne 


Only  AT&T  Paradyne  can  pro¬ 
vide  extension  of  vour  mainframe’s 

j 

multiplexer  channel  to  anywhere  in 
the  world, with  virtuallv  no  loss  in 
performance.  With  AT&T  Paradyne’s 
PIXNET-XL™  channel  extension 
products, you  can  access  your  main¬ 
frame  across  the  ocean  as  fast  as 
across  the  room.  Which  makes 
PIXNET-XL  ideal  for  applications  like 
host-to-host  communications,  data 
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hannel  extenders  and  everyone  else’s. 


started  is  economical  too.  Not  to 
mention  fast. 

PIXNET-XL  products  support  a 
number  of  con  figurations,  plus  a  wide 
range  of  speeds  and  facilities,  includ¬ 
ing  analog,  satellite,  fiber  andTl/El. 

To  get  your  mainframe  to  go  to 
the  ends  of  the  earth,  call  your 
AT&T  Paradyne  Account  Executive 
or  1 800  482-3333,  Ext.  302. 

In  Canada, call  (416)  494-0-453 


AT&T  Paradyne 
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Cray  exec  leaves  over  strategy  dispute  with  CEO 


BY  ELLIS  BOOKER 

CW  STAFF 


MINNEAPOLIS  —  Cray  Research,  Inc. 
President  and  Chief  Operating  Officer 
Marcelo  Gumucio,  a  fixture  in  the  super¬ 
computer  maker’s  management  team  for 
the  past  eight  years,  resigned  unexpect¬ 
edly  last  week. 

In  a  letter  to  employees,  Cray  Chief 
Executive  Officer  John  A.  Rollwagen  said 
he  and  Gumucio  had  disagreed  on  the  exe¬ 
cution  of  the  company’s  long-range  strat¬ 
egy.  “We  attempted  to  blend  our  distinct 
management  styles  effectively,  but  we 
were  not  successful  in  that  effort,”  Roll¬ 


wagen  said.  Gumucio  also  resigned  from 
Cray’s  board  of  directors. 

The  resignation  surprised  industry  an¬ 
alysts,  who  nevertheless 
agreed  that  the  two  top  exec¬ 
utives  brought  very  different 
management  styles  to  the  job. 

Rollwagen,  described  as  intu¬ 
itive  and  entrepreneurial, 
promoted  a  relaxed,  colle¬ 
giate  atmosphere  at  Cray, 
while  Gumucio  was  more  ana¬ 
lytical  and  structured. 

“Marcelo  was  trying  to  in¬ 
still  a  formal  structure  and 
discipline  ...  to  make  Cray 


more  large  company-like,”  said  Patricia 
Laupheimer,  a  vice-president  of  research 
at  Shearson  Lehman  Hutton,  Inc.  in  New 
York.  Although  noting  this  ef¬ 
fort  may  have  led  to  “some  ill 
feeling  with  employees,” 
Laupheimer  credited  Gumu¬ 
cio  with  promoting  Cray’s 
push  into  the  low  end  of  the 
supercomputer  market,  held 
by  the  likes  of  Convex  Com¬ 
puter  Corp.  in  Richardson, 
Texas. 

Cray’s  stock  rose  follow¬ 
ing  the  announcement  of  Gu- 
mucio’s  resignation,  but 


Cray’s  Gumucio 

left  unexpectedly 


USE  YOUR  SNA  BACKBONE 


Router 

Environment  and  TCP/IP  LANs. 

Linking  physically  separated  or  geographically 
dispersed  networks  running  TCP/IP  can  be  an 
expensive  problem.  You  need  dedicated  and  redun¬ 
dant  data  lines,  extra  routing  hardware  and  some  kind  of  network  management  system.  Mitek  OpenConnect 
Systems5*1  now  offers  a  solution  which  eliminates  much  of  the  expense  associated  with  TCP/IP  internetwork 
routing,  because  it  uses  the  existing  backbone  of  your  SNA  network. 


The  OpenConnect®/IP 
Connects  IBM®’s  SNA 


TO  LINK 
TCP/IP  LANS. 


The  OpenConnect/IP  Router 

The  OpenConnect/IP  Router  allows  you  to  route  and  transfer  data  packets  from  one  TCP/IP  network,  over 
your  SNA  backbone,  to  another  TCP/IP  environment  Data  packets  are  “enveloped”  and  transferred  trans¬ 
parently  to  another  computing  environment  around  the  corner  or  around  the  world.  This  eliminates  the  need 
for  additional  circuits,  wiring,  extra  routers  and  the  high  cost  associated  with  each.  The  OpenConnect/IP 
Router  solution  also  gives  you  comprehensive,  centralized  network  routing  control  of  remote  LANs  by 

allowing  IP  traffic  to  be  routed  over  your  proven  SNA  topology.  The 

OpenConnect/IP  Router  package  includes  a  Control  Program 
for  routing  table  administration,  which  can  reside  on 
an  IBM  VM  or  MVS  mainframe  or  AS/400® 
mid-range  system. 

More  Than  Just  Routing 

The  OpenConnect/IP  Router  supports 
PU  2.0  and  PU  2.1  definitions  and  is 
fully  compatible  with  the  OpenConnect 
line  of  servers.  The  OpenConnect/IP 
Router  supports  NetView®  and 
provides  frill  connectivity  to 
IBM’s  TCP/IP. 

The  OpenConnect/IP  Router  pack¬ 
age  protects  your  current  network 
investment,  provides  for  centralized 
network  routing  control,  and  allows 
for  maximum  network  utilization  by 
providing  access  to  all  devices  on 
the  various  networks.  For  more 
information,  please  contact  Mitek 
OpenConnect  Systems  today. 

(214)  490-4090 


2033  Chennault  Drive 
Carrollton,  Texas  75006 
FAX:  (214)  490-5052 


©  1990  Mitek  Systems  Corp. 

OpenConnect  is  a  registered  trademark  of  Mitek  Systems  Corp  OpenConnect  Systems  is  a 
service  mark  ol  Mitek  Systems  Corp  IBM,  NetView  and  AS/400  are  registered 
trademarks  of  International  Business  Machines  Corporation. 
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Laupheimer  said  the  firm  will  miss  the 
marketing  focus  he  brought  to  it. 

Gumucio,  52,  joined  Cray  eight  years 
ago  as  executive  vice-president  of  mar¬ 
keting,  taking  the  title  of  president  and 
COO  in  November  1988. 

Rollwagen,  49,  said  he  will  take  on  the 
duties  of  COO  and  president  “for  the  fore¬ 
seeable  future.”  A  possible  successor, 
Laupheimer  speculated,  could  be  Bob 
Ewald,  now  Cray’s  executive  vice-presi¬ 
dent  of  software. 


Profs 

CONTINUED  FROM  PAGE  1 

got  to  make  some  serious  sacrifices  to  get 
there.”  Further  corporate  austerity 
moves  are  scheduled  to  be  announced  to¬ 
day  in  St.  Louis. 

But  users  are  puzzled  about  how  the 
savings  will  be  made,  especially  if  the  IBM 
mainframe  running  Profs  under  the  VM 
operating  system  is  not  itself  shut  off. 
“The  only  way  they’re  going  to  save  mon¬ 
ey  is  by  eliminating  some  hardware  or 
software,  not  by  freeing  up  capacity  on 
some  disk  drives,”  one  Douglas  Aircraft 
employee  in  Southern  California  said. 

In  addition  to  E-mail,  Profs  supported 
calendaring  and  group  scheduling  of 
meetings.  “We  hope  this  loss  is  tempo¬ 
rary,”  one  longtime  Douglas  Aircraft  em¬ 
ployee  said.  “The  people  who  did  this  to 
us  see  it  as  a  cost-saving  measure,  but  we 
are  trying  to  tell  them  it’s  penny-wise  and 
pound-foolish.  They’re  also  laying  off  peo¬ 
ple  in  the  mail  room.  What  are  they  going 
to  do  next?  Rip  out  the  phone  lines  and  at¬ 
tack  all  methods  of  communication?” 

“The  savings  will  come  primarily  in 
our  ability  to  use  that  [extra  computer]  ca¬ 
pacity  to  offset  our  needs  in  other  applica¬ 
tion  areas,”  said  Rich  Nelson,  business 
unit  manager  for  computer  operations 
support  at  Douglas  Aircraft’s  Automated 
Systems  Center  in  Long  Beach.  “It’s  yet 
to  be  seen  if  we’re  going  to  get  the  results 
that  were  intended.” 

While  Profs  will  no  longer  be  available, 
the  underlying  VM/CMS  messaging  sys¬ 
tem  will  be,  Nelson  noted.  Although  un¬ 
derutilized,  the  VM/CMS  messaging  sys¬ 
tem  could  support  E-mail  services  to  link 
Douglas  Aircraft’s  25-plus  buildings  scat¬ 
tered  throughout  Long  Beach  and  the 
nearby  Southern  California  communities 
of  Torrance  and  Cypress.  If  the  alternate 
system  were  to  become  widely  used,  how¬ 
ever,  the  savings  in  system  resources 
bought  with  Profs’  dismissal  could  be  lost, 
Nelson  said. 

Douglas  Aircraft  is  burdened  with 
higher  costs  linked  to  launching  the  new 
MD-11  commercial  jet  and  enduring  a 
corporate  hit  as  parent  McDonnell  Doug¬ 
las  faces  massive  defense  cutbacks.  “Each 
component  of  the  company  is  looking  at 
all  their  costs,  including  the  costs  of  elec¬ 
tronic  messaging,”  a  McDonnell  Douglas 
spokeswoman  said. 

To  save  money,  Douglas  Aircraft  an¬ 
nounced  3,000  layoffs  from  its  work  force 
of  50,000  in  May  and  centralized  three  in¬ 
formation  systems  staffs  into  one  in  April. 
McDonnell  Douglas  still  has  131,000  em¬ 
ployees  worldwide,  but  more  layoffs  are 
expected.  Even  the  McDonnell  Douglas 
computer  services  division,  the  Systems 
Integration  Co.,  has  wasted  away  to  a 
$290  million  unit  after  selling  its  Tymnet 
operation  and  other  computer  services 
companies  —  a  far  fall  from  $1.2  billion  in 
the  late  1980s. 
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S  Redefines  “Change  IMS” 


“Change  IMS”  is  no  longer  synonymous  with  that 
system-down  word-“IMSGEN.”  And  “make  a 
change”  does  not  mean  you  have  to  suffer  the 
performance  degradation  of  IMS  online  change. 

DELTA  IMS,  from  BMC  Software,  allows  you  to 
dynamically  add,  change  or  delete  the  data  base 
and  data  communication  elements  of  your  IMS 
system  without  a  moment’s  slowdown  in  opera¬ 
tions.  User  requests  can  be  responded  to  in  a 
matter  of  minutes,  instead  of  days  or  weeks,  and 
changes  made  through  DELTA  IMS  are  sup¬ 
ported  across  all  types  of  IMS  restarts. 

From  now  on,  when  you  hear  “Change  IMS,” 
think  “DELTA  IMS®.” 


DELTA  IMS  is  available  in  three  product  levels, 
allowing  you  to  select  the  product  that  will  most 
enhance  your  IMS  system’s  efficiency: 


Action/ 

DELTA 

DELTA 

IMS® 

DELTA  IMS 

VIRTUAL 

Component 

IMS®  DC 

DB/DC 

TERMINAL 

Modify/Rename  Terminals 

• 

• 

• 

Modify/ Rename  LTERMs 

• 

• 

• 

Modify  Terminal  Security 

• 

• 

• 

Add /Modify  Data  Bases 

— 

• 

• 

Add/Modify  Programs 

— 

• 

• 

Add/Modify  Route  Codes 

— 

• 

• 

Add/Modify  Transaction 

Codes 

• 

• 

Create/Delete  Virtual 

Terminals 

• 

Create/Delete  Virtual 

LTERMs 

• 

Create/Delete  Virtual 

Printers 

— 

— 

• 

For  more  information,  or  to  begin  a  30-Day-Plus 
Free  Trial  of  any  of  the  DELTA  IMS®  products,  call 
BMC  Software,  Inc.,  toll  free  at  1  800  841-2031,  or 
FAX  your  request  to:  713  242-6523. 


©  1990  BMC  Software,  Inc.  All  rights  reserved. 


IBM© 

SOFTWARE 


BMC  Software,  Inc. 

P.O.  Box  2002  Sugar  Land,  Texas  77487-2002  713  240-8800 

Internationally,  contact  one  of  BMC’s  wholly  owned  subsidiary 
offices  in: 


Australia 
(61)3819  6733 
FAX 

(61)3819  6758 


Denmark 
(45)44  68  2200 
FAX 

(45)44  68  33  00 


England 

(44)  276  24622 

FAX 

(44)27661201 


France 

(33)  1  48  77  77  77 

FAX 

(33)  1  48  77  01  17 


Italy 

(39)  2  48193850 
FAX 

(39)2  48193846 


Japan 

(81)3  837  8651 
FAX 

(81)3837  8585 


Spain 

(34)  1  639  3062 
FAX 

(34)  1  639  42  75 


West  Germany 
(49)  69  664060 
FAX 

(49)69  6661047 


Robert  was  sold  on  Hewlett-Packard  PCs  while 


he  was  still  in  college. 


He  was  studying  engineering  and 
contends  an  HP  calculator  was 
the  secret  to  his  success.  Since 
then,  HP  LaserJet  printers  have 
been  a  big  help  to  his  growing 
company  So  when  he  found  he 
could  get  Hewlett-Packard  relia¬ 
bility  in  a  network  of  personal 
computers,  Robert  decided  to 
stay  with  a  sure  thing. 


With  Intel  286, 386,  and  486- 
based  models, 

HP’s  line  of  Vectra 
personal  com¬ 
puters  suits  a 
range  of  business 
needs.  Vectra 
PCs  easily 
accommodate 
expansion.You 
can  get  up  to  8  accessory  slots,  1.3 
gigabytes  of  hard  disk  storage, 
and  64  Mbytes  of  RAM.  And  all 
models  accept  both  5.25" 
and  3.5"  disks. 


mm 


Beyond  this,  HP’s  adherence  to 
industry  standards  ensures  com¬ 
patibility  Now,  and  into  the  future. 


But  the  most  important  feature  is 
one  that  Hewlett-Packard  has 
offered  for  50  years.  Exceptional 
quality  This,  along  with  HP’s 
extensive  network  of  trained, 
authorized  dealers,  gives  you  all 
the  assurance  you  need. 

For  the  dealer  nearest  you,  call 
1-800-752-0900,  Ext.  282Q. 

There  is  a  better  way 


HEWLETT 

PACKARD 


Intel  480  is  a  trademark  of  the  Intel  Corporation. 
©1990  Hewlett-Packard  Company 
CPPCC913 
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Leader  of  young  scientists  granted  Siemens  Award 


Part  of  a  series  of  profiles  of  Computer- 
world  Smithsonian  Award  winners. 


BY  RICHARD  PASTORE 

CW  STAFF 


Scientists  in  the  Soviet 
Union  and  Japan  who  are 
studying  acid  rain  send 
their  findings  via  person¬ 
al  computer  network  to  a 
PC  in  the  U.S.  A  scientist 
in  the  U.S.  engaged  in 
the  same  study  calls  up 
his  colleagues’  data  and 
compares  it  with  his  own. 


Such  international  cooperation  is  excit¬ 
ing,  but  what  makes  this  significant  is  that 
the  “scientists”  are  seventh  graders. 

For  his  leadership  in  developing  such 
innovative  science  education  programs, 
Robert  Tinker,  chief  science  officer  at  the 
Technical  Education  Research  Center 
(TERC),  received  the  first  Siemens/ 
Computerworld  Smithsonian  Award  for 
the  Advancement  of  Science.  The  award 
was  presented  late  last  month  at  a  cere¬ 
mony  in  Washington,  D.C.  “Dr.  Tinker’s 
vision  of  children  as  scientists,  tackling 
real-world  problems,  makes  him  the  ideal 
recipient  of  this  award,”  Siemens  Corp. 
President  Hans  Decker  said. 


Tinker  has  developed  several  interna¬ 
tional  science  networks.  Students  and 
teachers  in  the  Global  Laboratory,  Star 
Schools  and  National  Geo¬ 
graphic  Kids  Network  pro¬ 
grams  all  use  networked  PCs 
as  their  primary  data  collect¬ 
ing  and  transmitting  tools. 

TERC’s  telecommunications 
programs  alone  have  reached 
more  than  75,000  pupils  and 
2,500  teachers  worldwide. 

Despite  the  technological 
slant  of  the  Siemens  Award, 

Tinker  has  not  lost  sight  of 
the  real  goal  of  his  efforts  — 


Tinker  views  chil¬ 
dren  as  scientists 


EXPERTS  IN  APPLICATIONS  SOFTWARE 


THINK 

DIGITAL 

THINK 

ROSS 

THINK 

ACCOUNTING 

Digital’s  technology  teams  up  with  Ross’  software  to  bring  you 
leading  financial,  distribution  and  human  resource  solutions 

for  the  Digital™  VAX®  system. 

Call  today  for  more  information:  (415)  593-2500  Ext.  149 


n 


ROSS 

SYSTEMS 


555  Twin  Dolphin  Drive,  Redwood  City,  CA  94065-2102 

Digital  is  a  trademark  and  VAX  is  a  registered  trademark  of  Digital  Equipment  Corporation. 


stimulating  young  people’s  interest  in  sci¬ 
ence.  As  a  result  of  the  programs,  “stu¬ 
dents  are  becoming  more  accurate  about 
their  assessment  of  what  their  role  could 
be,  where  they  could  go  and  what  the  ca¬ 
reer  paths  are,”  he  said. 

TERC,  based  in  Cam¬ 
bridge,  Mass.,  has  been  pro¬ 
moting  such  “constructivist” 
education  methods  for  25 
years.  “People  learn  best  by 
creating  their  own  knowledge 
in  their  head  instead  of  having 
knowledge  poured  into 
them,”  said  Tinker,  a  48- 
year-old  MIT-trained  physi¬ 
cist  who  has  been  a  full-time 
TERC  leader  for  the  last  12 
years.  “Technology  strongly 
reinforces  this  constructivist 
approach  to  education  —  it  gives  kids 
more  options,  more  power  and  more  so¬ 
phistication  for  what  they  do.” 

Among  the  many  other  programs  us¬ 
ing  computers  and  networks  is  an  IBM- 
sponsored  Personal  Science  Laboratory 
for  high  school  juniors  and  seniors. 
TERC-written  software  allows  students 
to  record  gathered  scientific  and  mathe¬ 
matical  data  into  a  graphical  environment, 
conduct  data  analysis  and  export  and  im¬ 
port  data  from  Lotus  Development 
Corp.’s  1-2-3  and  Microsoft  Corp.’s 
Works  spreadsheets. 

TERC  is  also  addressing  educators 
with  its  Microsig  special  interest  group. 
The  Boston-area  -PC  network  allows 
teachers  to  explore  ways  to  expand  com¬ 
puter  use  by  special-needs  students. 

A  staff  of  eight  designs  and  implements 
the  technological  portions  of  TERC’s 
hands-on  education  pilot  programs.  The 
typical  development  cycle  is  two  to  four 
years. 

“We  have  kids  come  in  here  in  the  ear¬ 
ly  stages  to  understand  what’s  going  on  in 
their  heads,”  Tinker  said.  “Then  we  go 
out  to  the  school  to  see  [the  program]  in  a 
dynamic  classroom  environment.” 

Much  of  the  nonprofit  center’s  funding 
comes  from  the  National  Science  Founda¬ 
tion  and  the  U.S.  Department  of  Educa¬ 
tion.  Computer  vendors  also  lend  a  hand, 
including  IBM,  Digital  Equipment  Corp. 
and  Apple  Computer,  Inc. 

Once  an  educational  program  proves 
its  worth,  it  is  turned  over  to  software 
vendors  for  sale  to  schools.  Companies 
producing  and  marketing  TERC  software 
and  materials  have  included  IBM  and  D.C. 
Heath  &  Co. 

Tinker  and  TERC  face  their  own  set  of 
problems  when  dealing  with  computer 
vendors  and  equipment.  While  business¬ 
es’  primary  concern  is  PC  power  and  reli¬ 
ability,  TERC’s  needs  run  more  toward 
affordability  and  ease  of  use.  Consequent¬ 
ly,  Tinker  is  hoping  that  vendors  will  de¬ 
velop  more  low-cost  products  geared  to¬ 
ward  novices. 

The  IBM  Personal  System/ 1  intro¬ 
duced  last  month  is  a  step  in  the  right  di¬ 
rection,  Tinker  said.  With  its  $1,000  price 
tag,  built-in  modem  and  Intel  Corp. 
80286  power,  “the  PS/1  could  be  very 
important  to  education,”  he  said. 

Citing  the  Siemens  Award  as  proof, 
Tinker  said  private  industry  is  increasing¬ 
ly  concerned  about  fostering  and  promot¬ 
ing  science  education  “for  their  own  self- 
interest  and  long-term  viability.”  Be¬ 
cause  of  deficiencies  in  science  education 
here,  companies  such  as  Siemens  “can’t 
get  creative  or  even  adequately  trained 
employees  to  do  the  work  they’ve  already 
got,”  he  said. 
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And  you've  won. 

Most  technology  companies 
—including  us— have  spent  the 
last  10  years  or  so  trying  to 
beat  the  living  daylights  out 
of  each  other. 

But  who  really  got  hurt  in 
the  crossfire? 

Customers. 

Business  people  who  just 
had  a  job  to  do,  but  were  forced 
to  choose  sides,  not  solutions. 

That's  why  we're  revolution¬ 
izing  the  focus  of  our  entire 


company.  And  sending  hundreds 
of  applications  engineering 
teams  to  work  side-by-side  with 
our  customers. 

We're  looking  toward  you 
now.  Not  over  our  shoulder  at 
IBM  or  anybody  else. 

We're  looking  at  the  way 
you  work.  The  jobs  you  do.  The 
problems  you  face.  The  goals 
you  have.  The  answers  you  need. 

And  we're  looking  with  an 
open  mind. 

The  new  Wang  will  create 


solutions  based  on  your  needs, 
not  only  our  technology. 
Solutions  that  add  value  to 
established  standards  wherever 
possible,  be  it  IBM,  UNIX,  Wang 
VS  or  whatever. 

But  let's  not  kid  each  other. 
We're  no  saints  in  business  suits. 

We're  in  this  to  win,  just  like 
anyone  else. 

But  unlike  anyone  else,  we 
know  the  only  way  we  win,  is  if 
you  win. 


LET'S  GET  TO  WORK. 


Now  send  10  times  more  data 

every  second 

with  Digitals  Ethernet 
and  FDDI  solution. 


Ethernet  10  Mb/sec. 


*  Digital  Equipment  Corporation,  1990.  The  DIGITAL  Logo,  DECserver,  DECconnect,  DECnet,  DECmcc,  DECwindows,  and  Digital  has  it  now  are  trademarks  of  Digital  Equipment  Corporation. 
Integrated  Image  Management  graphics  generated  by  SMS. 
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Announcing  a  Digital  innovation 
that  boosts  throughput  between 
Ethernet  LANs  by  a  power  of  ten. 

It’s  our  combined  Ethernet/ 
FDDI  solution. 

The  best  Ethernet  solution  made 
even  better. 

802.3  Ethernet  is  the  most 
widely  used  LAN  technology  in  all 
the  land.  And  Digital  has  been 
Ethernet’s  leading  innovator  for  as 
long  as  there’s  been  an  Ethernet. 

For  example,  our  LAN  Bridge 
200  spans  new  levels  of  perform¬ 
ance.  Our  DECserver™  family  has 
set  the  de  facto  standard  in  terminal 
servers.  And  our  DEC  connect™ 
family  has  all  the  cabling  options 
you  need  to  get  your  network  really 
wired. 

But  with  FDDI,  the  best  in 
Ethernet  just  got  better. 


FDDI.  The  cure  for  LAN  locked 
data. 

FDDI  is  the  fiber  optic  standard 
that  sets  new  standards  for  perform¬ 
ance.  Offering  data  rates  of  up  to 
100  Mb/sec. 

With  Digital’s  FDDI  and  Ether¬ 
net  adapters,  you  can  network 
workstations,  servers  and  storage 
devices  for  fast,  fast  performance. 
Which  makes  our  solution  perfect 
for  network-intensive,  high- 
bandwidth  applications  like  graphics, 
compound  documents,  high-speed 


Digitals  Ethernet/FDDI,  100  Mb/sec. 


TM 


access  to  distributed  databases,  and 
imaging-for  example,  the  Inte¬ 
grated  Image  Management  system 
from  SMS  shown  in  this  ad.  And 
our  Ethernet/FDDI  solution  sup¬ 
ports  all  workstations  that  comply 
with  DECneC  OSI  and  TCP/IP 
networking  standards. 

So  advanced  is  all  this  advanced 
networking  technology  that  it 
serves  as  the  foundation  for  Digital’s 
ground-breaking  Network  Applica¬ 
tion  Support  (NAS),  a  comprehen¬ 
sive  set  of  software  that  enables 
applications  integration  across  a  dis¬ 
tributed  multi-vendor  environment. 
Customers  are  now  able  to  build 
network  applications  using  NAS 
solutions,  and  be  assured  of  long¬ 
term  stability  and  compatibility, 
even  when  new  technology  evolves. 

Higher  intelligence  for 
management. 

Digital’s  Ethernet/FDDI  is  the 
intelligent  way  to  send  data  faster. 
And  DECmcc™  network  manage¬ 
ment  software  is  the  intelligent  way 
to  manage  your  Ethernet/FDDI 
network  faster.  DECmcc  software 
has  built-in  intelligence,  so  it  makes 
short  work  of  long  hours  of  network 
maintenance.  All  from  any  work¬ 
station  in  the  network.  All  with  the 
ease  of  our  DEC  windows™  graphic 
interface. 


The  performance  leader  in  open 
networks. 

Our  new  FDDI  products  are 
just  one  example  of  Digital’s  leader¬ 
ship  in  networking.  With  our  tradi¬ 
tion  of  technological  innovation, 
intelligent  network  management, 
and  a  steadfast  commitment  to 
open  standards,  Digital’s  network¬ 
ing  gives  you  a  way  to  tie  your 
company  together,  without  tying 
you  down. 

For  more  information,  call 
your  local  Digital 
sales  office  or 
1-800-343-4040, 
ext.  194. 


Digital 

has 
it 

now 
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ADVANCED  TECHNOLOGY 


TECH  TALK 


Fast  as  light 

Photo  tonics  Corp.  last  week 
introduced  a  device  that  links 
computers  in  separate  build¬ 
ings  by  infrared  light.  The 
Building-to-Building  Photo¬ 
link,  which  mounts  on  the  in¬ 
side  of  a  window  pane  or  on  a 
wall  near  a  window,  connects 
desktop  computers  that  are 
up  to  600  ft  apart,  the  compa¬ 
ny  said.  It  comes  in  two  ver¬ 
sions:  Apple  Computer,  Inc. 
Appletalk/Localtalk  for 
Macintosh  networking  envi¬ 
ronments  and  RS-232  inter¬ 
face  for  terminal-to-host  ap¬ 
plications.  The  Apple¬ 
talk/Localtalk  version  is 
compatible  with  Appletalk 
routers  and  bridges  and 
transmits  at  the  full  230.4K 
bit/sec.  network  speed.  The 
RS-232  version  can  transmit 
four  channels  simultaneously 
at  9.6K  bit/sec.  and  full  du¬ 
plex. 

PCs  discovered  at  Pompeii 

Rediscovering  Pompeii,  an 
exhibit  of  more  than  200  re¬ 
cently  excavated  artifacts 
from  Pompeii,  opened  last 
week  at  the  IBM  Gallery  of 
Science  and  Art  in  New  York. 
The  exhibition  also  features 
interactive  programs  that 
show  how  computer  tech¬ 
nology  is  being  used  by  arche¬ 
ologists  to  explore  the  site  at 
Pompeii  as  well  as  to  further 
research  and  preservation 
efforts.  The  exhibition  has 
been  organized  by  the  Italian 
Minister  of  Cultural  and  Envi¬ 
ronmental  Assets/ Archeolo¬ 
gical  Superintendency  of 
Pompeii  and  IBM  Italy. 

It  runs  until  Sept.  15. 

Learning  software 

Researchers  at  the  Institute 
for  Learning  Sciences  and  at 
Andersen  Consulting  are 
looking  into  the  way  people 
learn  by  using  software  pro¬ 
totypes  based  on  artificial  in¬ 
telligence  and  cognitive  sci¬ 
ence  theory.  The  institute, 
which  is  at  Northwestern 
University  in  Evanston,  Ill., 
has  developed  three  proto¬ 
types:  a  sounding  board  that 
uses  Socratic  tutoring  tech¬ 
niques  in  problem  solving; 
“Ask  Tom,”  a  collection  of 
interviews  with  experts  on 
video  clips;  and  language 
learning,  which  teaches  non¬ 
native  language  to  students. 


Videotex:  Struggling  for  acceptance 

Despite  growth  potential  and  business  interest,  profits  are  still  hard  to  find 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


“Videotex  has  a  great  future  if  only  it 
can  get  through  the  present. " 

Gary  Arlen 

After  some  notable  failures  in 
the  mid-1980s,  videotex  ap¬ 
pears  to  be  back  on  track,  al¬ 
though  it  remains  unclear 
just  where  it  is  heading.  “It’s 
a  beast  that  won’t  die,”  said  Gary  Ar¬ 
len,  president  of  Arlen  Communi¬ 
cations,  Inc.,  a  Bethesda,  Md.,  vi¬ 
deotex  research  firm  and 
publisher  of  “Interactivity  Re¬ 
port”  newsletter. 

Though  definitions  vary, 
videotex  is  generally  viewed  as 
a  two-way  interactive  service  for 
home  and  business  users 
that  includes  text  and,  in¬ 
creasingly,  simple  graphics. 

A  wide  variety  of  services  ranging 
from  teleshopping  to  travel  infor¬ 
mation  and  reservations  are  avail¬ 
able  on-line  from  35  to  45 
companies. 

There  are  about  1.4  million  sub¬ 
scribers  of  videotex  services  offered 
by  such  providers  as  Prodigy  Services 
Co.  and  Minitel  U.S.A.,  a  subsidiary  of 
French-Telecommunications,  accord¬ 
ing  to  Robert  L.  Smith  Jr.,  executive 
director  of  the  Videotex  Industry  As¬ 
sociation  in  Silver  Spring,  Md. 

“The  industry  in  general  is  growing 
at  a  20%  to  30%  per  annum  clip,” 
Smith  said.  “That’s  not  bad  growth, 
but  at  the  same  time,  everyone  in  the 
[videotex]  industry  agrees  that  is  far 
from  where  we  would  like  to  be  in 
terms  of  market  size.” 

The  business  needs  a  wider  range  of 
high-quality  services  aimed  at  both 
home  and  business  users,  Smith  said. 

Potential  videotex  customers  want 
easy  to  use  and  inexpensive  services, 
said  Geoffrey  Moore,  director  of  mar¬ 
ket  programs  and  communications  at 
Prodigy  in  White  Plains,  N.Y.  Prodigy 


has  been  successful  marketing  to  less 
sophisticated  personal  computer  users 
by  bundling  a  modem  and  software  in 
one  package  and  has  made  its  products 
less  costly  for  users  by  funding  the  ser¬ 
vice  through  advertising. 

“Traditionally,  what  has  been  called 
videotex  was  a  text-based  service  that 
charged  by  the  minute,  putting  most  of 


the  cost  on  individual  subscribers,” 
Moore  said.  “The  interface  was  de¬ 
signed  for  people  comfortable  with 
computers;  it  required  a  modem  that 
was  difficult  to  operate.” 

The  company  has  grown  from 
50,000  to  more  than  435,000  sub¬ 
scribers  in  only  18  months,  making  it 
nearly  the  largest  provider,  Moore 
said. 

“I  call  Prodigy  the  Great  White 
Plains  Hope,  because  everyone  hopes 
that  it  will  succeed,”  Arlen  said.  “Its 
failure  would  send  a  message  that  after 
spending  three-quarters  of  a  billion 
dollars,  if  [Prodigy]  can’t  make  it  work, 
who  can?” 

The  videotex  industry  is  looking  to 


get  a  significant  boost  from  IBM’s  re¬ 
cent  introduction  of  its  Personal  Sys¬ 
tem/1  home  computer  that  includes  a 
built-in  modem  and  Prodigy.  IBM  and 
Sears,  Roebuck  &  Co.  are  co-owners 
of  Prodigy. 

Other  PC  manufacturers  are  ex¬ 
pected  to  follow  suit  with  models  that 
include  internal  modems  and  software 
for  on-line  services  bundled  in. 

However,  PCs  may  not  prove  to  be 
the  crowbar  that  will  pry  the  lid  off  the 
videotex  market.  There  are  sever¬ 
al  companies  in  the  industry 
betting  that  a  portable  tele¬ 
vision-size  terminal,  similar 
to  French  Telecommunica¬ 
tion’s  Minitel  terminal,  would 
be  more  readily  accepted  by  con¬ 
sumers  and  perhaps  business  users. 

U.S.  Videotel  and  Southwestern 
Bell,  for  example,  discovered  that  44% 
of  the  20,000  participants  in  a  videotex 
trial  that  ended  in  March  opted  to  pay  a 
monthly  fee  to  use  a  low-cost  ter¬ 
minal  rather  than  their  own  PCs. 
“That  suggests  that  people  with 
PCs  who  already  have  a  modem  don’t 
see  the  PC  as  a  communicating  de¬ 
vice,”  Arlen  said.  “A  telephonelike 
device,  a  home  information  appli¬ 
ance,  is  certainly  going  to  be  a  ma¬ 
jor  factor  in  creating  a  business  —  it 
may  not  be  videotex  but  an  electronic 
home  and  office  information  service.” 

Several  of  the  Bell  operating  com¬ 
panies  have  been  experimenting  with 
“smart  telephone”  technology  and  are 
petitioning  the  Federal  Communica¬ 
tions  Commission  to  amend  regula¬ 
tions  that  now  prohibit  them  from  of¬ 
fering  videotex  services. 

Videotex  services  aimed  at  business 
users  are  also  slowly  picking  up,  ac¬ 
cording  to  Smith.  The  videotex  net¬ 
works  are  increasingly  being  used  to 
provide  small  and  medium-size  busi¬ 
nesses  with  order  entry,  direct  mar¬ 
keting  and  other  services  (see  story, 
this  page). 

Adding  value 

Some  managers  are  looking  to  add  val¬ 
ue  to  their  internal  corporate  networks 
by  linking  them  with  outside  videotex 
services  providing  travel  reservations, 
for  example,  Smith  said.  “Hardware 
and  software  support  is  available  for 
PC  users;  there  is  no  reason  why  the 
person  in  the  data  center  wouldn’t 
want  to  have  access  to  that  same  capa¬ 
bility.” 

Videotex,  which  celebrates  its 
twentieth  birthday  next  year,  has  long 
been  characterized  as  a  technology  in 
search  of  a  market.  Some  experts  said 
that  the  technology  is  already  rapidly 
becoming  obsolete. 

Profits  have  also  remained  elusive. 
Minitel,  which  is  often  pointed  to  as  the 
most  visible  videotex  success  because 
it  has  five  million  subscribers,  has  yet 
to  make  a  profit  in  seven  years  of  oper¬ 
ation. 


Giving  them  the  business 

One  of  fastest  growing  segments  of  Prodigy  Services  Co.  is  not 
consumer  subscriptions  but  a  division  called  Prodigy  Business 
Service,  which  is  geared  to  commercial  users  during  the  day 
when  consumers  sign  off  the  system  and  go  to  work,  said  Geof¬ 
frey  Moore,  director  of  market  programs  and  communications. 
Artec  Distributing,  Inc.,  a  prerecorded  videotape  distributor  based  in 
Shelburne,  Vt.,  has  been  using  the  service  for  nearly  a  year,  said  Judy  Ra¬ 
ven,  director  of  marketing  for  Artec.  The  400  retailers  enrolled  in  the  ser¬ 
vice,  which  is  called  Artec  Express,  use  it  for  on-line  order  entry,  inventory 
look-up  and  other  business  applications,  Raven  said. 

Prodigy  charges  retailers  $  13/hour  on-line,  but  the  tab  is  ultimately 
picked  up  by  Artec. 

Prodigy  has  also  inked  pacts  with  Moore  Medical  Supplies  and  Profes¬ 
sional  Insurance  Agency  of  California  and  Nevada,  among  other  firms. 

MICHAEL  ALEXANDER 
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Major  Applications  of  the  SAS  System 

Based  on  User  Survey 


Data  Analysis 


Data  Presentation 


Data  Access 


Data  Management 


Applications 


Development 


Leading  Companies  Choose  the  SAS  System 

%  of  Companies  with  SAS  Software 


From  the  Data  Center  to  the  Desktop 
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Consumer  Goods 

Materials 
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Bf 

Why  the  World  of  Business 
Relies  on  the  SAS*  System. 


When  millions  of  records  and 
billions  in  revenue  all  ride  on 
your  data,  you  can’t  settle  for 
anything  less  than  the  world’s 
most  reliable  software.  That’s 
why  more  than  75%  of  the  world’s 
most  successful  companies  — 
from  finance  to  pharmaceuticals, 
manufacturing  to  mining  — 
depend  on  the  SAS  System.  The 
01  applications  software  system. 

A  World  of  Choices 

We’ve  designed  the  SAS  System 
for  practically  any  application 
that  involves  accessing,  manag¬ 
ing,  analyzing,  and  presenting 
data  —  from  shop-floor  quality 
control  to  top-floor  executive 
information  systems.  And  because 
SAS  applications  run  the  same 
regardless  of  hardware,  you  have 
the  power  to  decide  where  those 


applications  belong  —  in  the  data 
center,  at  the  department  level, 
or  on  the  desktop. 

World-Class  Service 

The  SAS  System  is  backed  by 
expert  technical  support  and 
consulting  services,  continuous 
enhancements,  and  comprehen¬ 
sive  documentation  and  training. 
All  from  SAS  Institute  Inc.,  one 
of  the  world’s  most  respected 
names  in  software. 

See  for  yourself  why  thousands 
of  companies  turn  to  the  SAS 
System  for  their  most  strategic 
applications.  Call  us  now  at 
(919)  677-8200  and  ask  for  your 
free  Executive  Summary  and 
details  about  our  free  30-day 
software  evaluation.  In  Canada, 
call  (416)  443-9811. 


The  SAS®  System. 

More  Choices 

for  More  Applications 

than  Any  Other  Software. 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Circle  □  Box  8000 
Cary,  NC  27512-8000 
Phone  (919)  677-8200 
Fax  (919)  677-8123 


The  SAS  System  runs  on  mainframes, 
minicomputers,  workstations,  and 
personal  computers. 

Copyright  ©  1989  by  SAS  Institute  Inc. 
Printed  in  the  USA. 


VIEWPOINT 


EDITORIAL 

Helping  hackers 

IN  THE  LAST  five  years,  hacking  has 
evolved  from  a  mischievous  pursuit  of 
nerdy  teenagers  to  a  legitimate  threat  to 
international  communications  and  com¬ 
merce.  If  the  Internet  virus  showed  how  much 
trouble  a  single  programmer  could  cause,  then 
the  revelation  that  one  group  was  planning  to 
disrupt  the  entire  911  emergency  network  in 
nine  states  hammered  home  the  potential  dam¬ 
age  of  a  concerted  hacking  effort. 

Law  enforcement  officials,  egged  on  by  ner¬ 
vous  business  leaders,  are  reacting  with  alarm  to 
the  situation.  But  are  they  trampling  individuals 
in  the  stampede  to  end  the  threat? 

The  formation  of  the  Electronic  Frontier 
Foundation  last  week  may  shed  valuable  light  on 
this  question.  The  group  will  draw  its  share  of 
derision  because  its  mission  is  to  defend  the  civil 
rights  of  computer  hackers.  But  it  deserves  a 
chance  to  raise  some  emerging  issues. 

For  example,  should  computer  bulletin  boards 
be  considered  legitimate  agents  of  the  press, 
with  all  the  constitutional  protection  that  en¬ 
tails?  If  someone  publishes  information  on  a  bul¬ 
letin  board  about  how  to  break  into  a  bank’s  com¬ 
puter  system,  who  is  liable?  The  originator  of  the 
information?  The  bulletin  board  operator?  The 
person  who  uses  it  to  commit  a  crime?  All  three? 

If  law  enforcement  authorities  seize  an  entire 
file  server  from  a  small  business  on  suspicion 
that  it  contains  stolen  credit  card  numbers,  is 
that  unfair  restraint  of  trade?  What  if  evidence  of 
an  unrelated  crime  is  found  on  the  hard  disk?  Are 
private  electronic  mail  messages  stored  on  a  file 
server  entitled  to  the  same  right  to  privacy  as  a 
letter  delivered  by  the  U.S.  Postal  Service?  What 
responsibility  do  bulletin  board  operators  have 
for  knowing  what  information  is  exchanged 
among  their  users?  How  much  do  they  actually 
have  to  know  about  those  users? 

Increased  networking  and  high-speed  commu¬ 
nications  are  making  it  tougher  and  tougher  to 
detect  the  origins  of  criminal  activity  and  to  de¬ 
termine  just  who  is  at  fault.  At  the  same  time, 
digging  out  that  information  involves  sifting 
through  increasing  amounts  of  extraneous  mate¬ 
rial  in  a  process  that  may  jeopardize  the  privacy 
or  livelihood  of  others. 

However,  the  job  must  be  done,  and  these  is¬ 
sues  will  be  addressed  only  through  the  courts. 
That’s  where  the  Electronic  Frontier  Founda¬ 
tion  can  make  its  mark.  Not  only  does  the  in¬ 
volvement  of  such  respected  figures  as  Mitch 
Kapor  and  Steve  Wozniak  lend  the  group  legiti¬ 
macy,  but  also  simply  raising  these  issues  each 
time  another  hacker  raid  comes  to  light  will  force 
law  enforcement  authorities  to  consider  their  ac¬ 
tions  more  carefully. 

On  the  flip  side,  we  hope  Messrs.  Kapor  et  al 
do  not  simply  use  their  organization  to  hold  forth 
on  the  need  to  let  hackers  express  themselves  or 
practice  their  art.  Neither  business  nor  the  legal 
community  takes  that  argument  seriously  any¬ 
more.  But  by  picking  its  targets  carefully  and 
sticking  to  the  high  road,  the  group  can  do  a  lot  to 
define  the  boundaries  of  the  debate. 


LETTERS  TO  THE  EDITOR 


Easy  migration 

Your  article  “When  a  DBMS 
doesn’t  relate”  [CW,  May  28] 
omitted  important  information. 
For  example,  the  concerns  ex¬ 
pressed  about  BWD  Automotive 
are  that  they  are  “wary  of  the 
major  investment  required  to  go 
relational  . . .  not  the  least  of 
those  concerns  was  the  task  of 
rewriting  thousands  of  lines  of 
code  . . .  The  access  methods  of 
file  systems  such  as  VSAM  made 
it  necessary  to  substantially 
modify  programs  when  the 
structure  of  the  data  was 
changed.” 

My  firm  has  converted  most 
of  our  production  data  structures 
from  VSAM  to  Computer  Asso¬ 
ciates  International’s  CA-Data- 
com/DB  using  a  feature  called 
VSAM/Transparency.  This  en¬ 
abled  us  to  quickly  migrate 
from  CICS/Cobol  to  IDEAL, 
CA’s  fourth-generation  lan¬ 
guage  (4GL),  for  improving  cur¬ 
rent  applications  and  adding  new 
ones. 

The  old  CICS/Cobol  applica¬ 
tions  continue  to  be  used  until 
they  need  significant  changes; 
then,  we  convert  them  to 
IDEAL.  The  old  applications  ac¬ 
cess  the  new  Datacom/DB  data¬ 
bases  with  no  changes  via  the 
VSAM/Transparency  feature. 
Our  experience  indicates  that  a 
relatively  modest  10%  or  less 
overhead  is  incurred  with 
V  SAM/Transparency. 

Moving  to  a  4GL  relational 
database  environment  was  abso¬ 
lutely  critical  to  our  effective¬ 
ness  (for  both  mainframe  and 
Unix/Xenix  platforms).  As  an  in¬ 
tegrated  steel  producer,  we 
need  to  efficiently  run  our  infor¬ 
mation  systems  (still  VM/VSE) 
while  constantly  adding  to  and 
improving  our  application  port¬ 
folio.  Systems  people  are  a  key 


asset,  and  a  4GL  plus  a  relational 
database  management  system 
helps  them  be  successful  and 
productive.  Your  readers  should 
be  aware  of  the  CA-Datacom/DB 
VSAM/Transparency  option  and 
benefits. 

Richard  R.  Bailey 
Rochester  Hills,  Mich. 

Impenetrable  logic 

Your  article  “What’s  in  store  for 
1995?  PCs  will  fulfill  potential” 
[CW,  June  4]  keys  into  a  question 
that  I’ve  been  ready  to  ask  for 
several  years. 

When  someone  offers  me  a 
“personal  agent”  that  “filter[s] 
all  the  information  sent  to  [me],” 
my  first  question  will  be:  “How 
do  I  set  the  percentage  of  infor¬ 
mation  that  is  to  be  sent  through 
to  me  unfiltered,  undelegated?” 

If  the  vendor  states  proudly 
that  all  information  is  filtered  — 
that  none  can  get  through  ran¬ 
domly  —  I  will  immediately  re¬ 
ply:  “How  much  did  my  competi¬ 
tion  pay  you  for  trying  to  blind 
and  deafen  me  by  artfully  pre¬ 
venting  me  from  seeing  anything 
that  doesn’t  fit  my  preconceived 
notion?  Get  out!” 

If  this  cybernetic  butler/jailor 
only  shows  you  what  you’ve  al¬ 
ready  asked  to  see,  then  by  defi¬ 
nition,  no  new  information  can 
reach  you!  Your  filter  will  pre¬ 
vent  you  from  noticing  when  you 
need  to  change  your  filter!  Liter¬ 
al  insanity. 

Rob  Higgins 
Media,  Pa. 

Go  with  the  flow 

I  enjoyed  the  careful  and  accu¬ 
rate  article  that  Joe  Maglitta 
wrote  about  the  Centers  for  Dis¬ 
ease  Control’s  Wonder  project 
[CW,  June  4].  However,  I  wish  to 
clarify  one  point.  The  article 


states  that  data  is  passed  seam¬ 
lessly  between  Adabas  and  Natu¬ 
ral.  What  that  sentence  should 
have  said  was  that  the  Adabas/ 
Natural  environment  passes 
data  seamlessly  to  the  SAS  Insti¬ 
tute  environment  where  the  re¬ 
quested  data  is  graphed  or 
mapped  using  SAS  Graph  —  the 
point  being  that  the  person  who 
is  signed  onto  the  Wonder  sys¬ 
tem  requests  the  data  and  can 
receive  it  either  in  tabular,  chart, 
graph  or  map  format. 

Regarding  my  staff,  Joseph 
Reid  and  Andrew  Friede  are 
largely  responsible  for  the  ideas 
behind  and  the  implementation 
of  Wonder. 

Howard  W.  Ory,  M.D. 

Director 
Information  Resources 
Management  Office 
Centers  for  Disease  Control 
Atlanta 

OS/2  on  the  rise 

I  believe  “Market  justice”  [CW, 
June  25]  was  a  weak  and  clumsily 
reasoned  editorial. 

There  would  be  no  Apple 
Macintosh  or  derivative  graphi¬ 
cal  user  interfaces  today  without 
the  bold  pioneering  of  Lisa. 

Your  examples  of  successes 
all  started  with  weak  software 
support.  OS/2  is  still  frail,  but  it 
will  make  a  powerful  follow-on  to 
Microsoft  Windows  3.0. 

Donald  C.  MacDonald 
Dallas 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor,  Comput¬ 
erworld,  P.O.  Box  9171,  375  Co- 
chituate  Road,  Framingham, 
Mass.  01701.  Fax:  (508)  875- 
8931;  MCI  Mail:  COMPUTER- 
WORLD. 
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VIEWPOINT 


[CW,  May  21]  commenting  on 
the  issues  Hassett  raised  main¬ 
tained  that  it  is  “absolutely  es¬ 
sential”  for  the  leasing  industry 
to  “clean  its  own  house,”  but 
“spring  cleaning”  is  already  an 


association.  As  a  result,  CDLA 
membership  is  the  mark  of  a  pro¬ 
fessional,  ethical  organization. 

CDLA  and  the  leasing  indus¬ 
try  do  not  condone  any  of  the  ac¬ 
tivities  Hassett  mentioned.  The 
fact  that  these  practices  are  now 
a  topic  of  discussion  may  be  one 
of  the  few  positive  by-products 
of  the  CIS  failure. 


ongoing  process  at  CDLA. 
CDLA  maintains  and  enforces  a 
Code  of  Professional  Conduct 
and  Practices  by  which  all  mem¬ 
ber  firms  must  pledge  to  abide. 

CDLA’s  Industry  Practices 
Committee  hears  complaints  of 
violations  of  this  code,  and  if  it  is 
determined  that  a  violation  has 
occurred,  the  committee  im¬ 
poses  sanctions  and  in  some 
cases  expels  companies  from  the 


A  similar  phenomenon  ac¬ 
companied  the  O.P.M.  Leasing 
Services  debacle.  For  example, 
when  that  firm’s  massive  fraud 
was  exposed  in  1981  it  caused 
lenders  to  verify  that  leased  ma¬ 
chines  are  actually  in  place  be¬ 
fore  they  commit  to  financing. 
For  honest  companies,  this 
change  in  procedure  was  a  mere 
inconvenience;  for  dishonest 
companies,  it  meant  the  expo¬ 


Quell  the  fear  of  lessor  abuses 


KEN  BOULDIN 


Association’s 
meeting.  He 


On  May  4,  Jim 
Hassett,  trustee 
of  lessor  CIS 
Corp.,  took  the 
podium  at  the 
Computer  Deal¬ 
ers  and  Lessors 
(CDLA)  spring 
addressed  lessor 
bankruptcies  and  CIS,  which  is  in 
Chapter  11.  And  he  mentioned  a 
number  of  “abuses”  perpetrated 
by  leasing  companies. 

Among  the  alleged  abuses 
Hassett  described  were  selling 
computers  before  exercising  a 
lease’s  purchase  option;  remov¬ 
ing  features  from  a  leased  com¬ 
puter  and  selling  or  leasing  them 
without  the  lessor’s  knowledge; 
and  subleasing  a  leased  comput¬ 
er  without  the  original  lessor’s 
knowledge. 

Not  surprisingly,  that  part  of 
his  speech  caught  the  attention 
of  the  audience,  which  included 
a  number  of  industry  media  rep¬ 
resentatives.  As  a  result,  stor¬ 
ies  have  appeared  in  industry 
trade  publications  about  “leas¬ 
ing  abuses,”  “dubious  business 
practices,”  and  the  need  for  the 
leasing  industry  to  undergo  a 
“spring  cleaning.” 

Hassett  did  raise  some  very 
good  points,  detailing  practices 
that  some  lessors  in  his  audience 


Bouldin  is  president  of  the  Computer 
Dealers  and  Lessors  Association. 


were  unaware  of  and  mentioning 
ways  to  improve  how  the  indus¬ 
try  does  business.  However,  his 
remarks,  and  the  conclusions 
reached  in  articles  that  subse¬ 
quently  appeared,  gave  the  im¬ 
pression  that  there  is  rampant 
wrongdoing  within  the  leasing 
industry  and  that  customers 
should  feel  jeopardized.  I  strong¬ 
ly  believe  this  is  not  the  case. 

The  abuses  that  Hassett  de¬ 
scribed  are  far  from  common¬ 
place  in  the  computer  leasing  in¬ 
dustry.  Many  of  those  listening 
to  his  speech  —  including  a  num¬ 
ber  of  industry  veterans  —  do 
not  believe  that  these  situations 
were  fairly  described. 

In  fact,  without  the  CIS  bank¬ 
ruptcy,  many  of  the  problems 
Hassett  referred  to  would  never 
have  surfaced.  However,  the 
light  that  Hassett  shed  on  these 
dubious  practices  has  caused 
many  companies  to  be  more 
aware  of  potential  problems  and 
to  improve  the  manner  in  which 
they  do  business. 

It  is  also  important  to  realize 
that,  contrary  to  the  impression 
given  by  some  articles  in  the 
trade  press,  few  customers  of 
computer  lessors  and  dealers  are 
actually  put  in  jeopardy  by  the 
practices  Hassett  described  in 
his  speech.  Many  of  these  trans¬ 
actions  are  conducted  between 
multiple  lessors  or  dealers  in 
computer  equipment  and  do  not 
even  involve  the  customer. 

A  Computerworld  editorial 


sure  of  their  schemes. 

As  with  any  business,  com¬ 
puter  leasing  and  remarketing 
will  always  face  challenges,  and  a 
few  companies  may  fail  to  meet 
those  challenges.  But  good  com¬ 
panies  will  continue  to  rise  to  the 
occasion.  As  Hassett  wrote  in  a 
recent  letter  to  CDLA,  . .  it 
was  not  my  intent  nor  desire  to 
tar  the  entire  industry  with 
regard  to  these  matters,  and  I 
also  pointed  out  that  one  of 
the  inherent  problems  is  that 
those  companies  who  engage  in 
the  practices  mentioned  create 
a  competitive  advantage  over 
those  companies  who  are  more 
concerned  with  both  the  moral¬ 
ity  and  ethics,  as  well  as  legal¬ 
ities  involved.” 

Lessees  wary  of  the  industry 
need  only  heed  the  advice  Has¬ 
sett  gave  on  May  4:  Don’t  base 
your  acceptance  of  a  lease  solely 
on  price;  the  deal  that  looks  too 
good  to  be  true  usually  is. 

Is  computer  leasing  and  re¬ 
marketing  in  trouble?  The  an¬ 
swer  is  no.  A  number  of  CDLA 
members  are  experiencing  some 
of  their  best  years  in  recent 
memory,  with  better  deals  and 
rising  lease  rates.  The  industry 
has  experienced  some  high-pro¬ 
file  bankruptcies  in  the  past  sev¬ 
eral  years,  but  these  failures 
were  largely  a  result  of  money¬ 
losing  deals  that  didn’t  make 
economic  sense  or  poor  manage¬ 
ment  decisions.  These  firms’ 
problems  were  for  the  most  part 
self-inflicted  and  are  not  symp¬ 
toms  of  a  terminally  ill  industry. 

Computer  leasing  and  remar¬ 
keting  is  still  a  healthy  industry. 


Why  high-tech  companies 
fail  from  their  own  success 


MARTY  GRUHN 

The  “go-go” 
1980s  gave  our 
industry  a  nota¬ 
ble  rogue’s  gal¬ 
lery.  DEC,  HP, 
Apple,  Compaq, 
Lotus,  Micro¬ 
soft,  Ashton-Tate,  Novell  and 
Sun  Microsystems  all  broke  out 
of  their  respective  packs  and  es¬ 
tablished  themselves  as  stan¬ 
dards  in  the  industry.  But  will 
they  still  be  luminaries  when  we 
look  back  on  the  1 990s? 

That  depends  on  whether 
they  have  done  their  homework 
and  can  avoid  some  of  the  traps 
that  have  caused  other  high-tech 
companies  to  fail. 

One  of  the  problems  with  suc¬ 
cess  is  that  it  validates  corporate 
cultures  and  technologies.  From 
this  come  the  sins  of  internally 
driven  strategies  and  the  evils  of 
an  installed  base. 

Internally  driven  strategies 
are  created  on  the  belief  that  a 
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vendor’s  previous  success  vali¬ 
dates  its  right  to  a  future.  The 
mind-set  evolves  as  follows: 

•  Our  technology  is  selling, 
therefore  it  is  good. 

•  Our  customers  like  our  tech¬ 
nology,  therefore  they  will  buy 
more. 

•  Our  customers  like  our  tech¬ 
nology,  therefore  other  compa¬ 
nies  will  buy  it,  too. 

•  Our  installed  base  equals  fu¬ 
ture  opportunity. 

If  we  move  down  market 
(cheaper)  or  up  market  (more 
expensive,  faster)  we  can  sell 
more  to  existing  customers.  We 
can't  announce  an  innovative 
product  in  our  core  market  be¬ 
cause  it  will  upset  the  installed 
base  (a.k.a.  cash  cow).  The  inev¬ 
itable  result  of  internally  driven 
strategies  is  that  vendors  start 
to  contemplate  their  own  navel. 
They  evolve  from  being  pioneers 
of  new  ideas  to  being  the  care¬ 
takers  of  an  installed  base.  Be¬ 
cause  they  think  they  are  pro¬ 
tected  by  the  critical  mass,  they 
ignore  new  or  radical  technol¬ 
ogies.  After  two  or  three  reorga¬ 
nizations,  the  firm  goes  away. 


Getting  too  big  for  your 
britches.  When  a  vendor  is  suc¬ 
cessful  in  a  niche,  it  begins  to  fo¬ 
cus  on  what  it  wants  to  be,  rather 
than  what  it  is.  This  illness  is 
usually  expressed  in  grandiose 
corporatese  about  new  market 
opportunities  or  strategic  in¬ 
vestments  for  the  future.  Forget 
it.  If  it  isn’t  a  lateral  or  down¬ 
market  extension  of  the  core 
business,  it  isn’t  going  to  work. 

Firms  that  get  too  big  for 
their  britches  usually  catch  the 
disease  by  focusing  on  only  one 
or  two  competitors.  As  they  win 
against  the  bigger  giant,  they  be¬ 
gin  to  believe  that  other  markets 
are  theirs  for  the  taking  as  well. 
This  can  be  the  kiss  of  death. 

Surviving  the  exodus.  One 
of  the  legacies  of  success  is  that 
vendors  usually  forget  how  hard 
it  was  to  achieve.  One  reason  is 
that  nobody  is  left.  Senior  execu¬ 
tives  are  wooed  away  to  other 
companies  that  promise  to  make 
them  president.  Salespeople 
who  pioneered  the  concept  re¬ 
tire  on  their  earnings  or  go  to 
other  companies  that  can  offer 
them  a  better  deal. 

The  result  of  this  exodus  is 
that  the  company  loses  the  expe¬ 
rience  of  history  and  the  reasons 
for  its  success. 

Arrogance.  Face  it,  arro¬ 
gance  begins  at  the  top  and 


works  its  way  down. 

There  is  a  fine  line  between 
arrogance  and  esprit  de  corps. 
Esprit  de  corps  is  created  when 
there  is  a  common  enemy  and 
the  company  is  gaining  momen¬ 
tum.  Esprit  de  corps  turns  into 
arrogance  when  the  enemy  is 
vanquished  and  no  other  com¬ 
petitor  comes  to  the  fore. 

The  problem  with  arrogance 
is  that  it  spreads  like  wildfire. 
Who  needs  to  manage  percep¬ 
tions  when  the  world  is  beating  a 
path  to  your  door? 

Arrogance  always  comes  be¬ 
fore  a  fall,  and  the  more  arrogant 
the  company,  the  harder  it  is  hit. 

Playing  follow  the  leader. 
Vendors  in  the  computer  indus¬ 
try  are  a  lot  like  lemmings  with 
an  unlimited  number  of  cliffs.  If 
it’s  a  bad  idea,  you  can  be  sure 
that  everyone  is  doing  it.  If  it’s 
the  wave  of  the  future,  look  for 
one  lone  voice  in  the  wilderness. 

The  problem  with  playing  fol¬ 
low  the  leader  is  that  the  leaders 
in  the  computer  business  are 
pretty  smart.  They  leak  their  in¬ 
tent  to  enter  new  markets  and 
then  charter  skeleton  organiza¬ 
tions,  which  are  hyped  in  the 
press.  While  competitors  scram¬ 
ble  to  pursue  the  “opportunity,” 
they  sneak  off  to  make  money 
somewhere  else.  Face  it,  the  big 
players  didn’t  get  where  they  are 


by  telling  everyone  what  they 
plan  to  do.  They  got  big  by  weav¬ 
ing  fantasies  to  keep  competi¬ 
tors  offtrack. 

Fat  marketing  organiza¬ 
tions.  To  check  the  health  of 
any  computer  supplier,  look  at 
the  head  counts  in  marketing  vs. 
engineering  and  the  feet  on  the 
street.  If  marketing  is  bigger 
than  either  or  both,  you  have  a 
vendor  on  its  way  out. 

Unfortunately,  vendor  suc¬ 
cess  almost  always  translates 
into  fat  marketing  organizations 
—  thriving  kingdoms  where  an 
ongoing  game  of  Keystone  Kops 
replaces  innovation  and  original 
thought.  Because  the  “custom¬ 
er”  becomes  numbers  in  a  mar¬ 
ket  research  summary,  strate¬ 
gies  are  designed  with  a  shotgun. 
It’s  sure  to  hit  something  out 
there,  even  if  it  is  wrong. 

The  results  of  fat  marketing 
organizations  are  obvious.  Prod¬ 
ucts  are  thrown  out  to  a  progres¬ 
sively  more  confused  audience, 
and  even  the  smartest  salesper¬ 
son  can’t  fill  the  void. 

To  avoid  fat  marketing  orga¬ 
nizations,  vendors  should  consid¬ 
er  installing  a  revolving  door. 
Marketers  whose  products  do 
not  make  the  numbers  get  to 
spend  a  fun-filled  year  in  sales. 
That’s  a  dose  of  reality  that 
should  clear  the  halls. 
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OS/2  can  do! 

Seamless  connectivity.  Every  busi¬ 
ness  wants  it.  And  every  business 
will  experience  the  limitations  of 
trying  to  achieve  it  with  DOS.  But 
OS/2®  Extended  Edition  (EE)  was 
designed  for  connectivity  and 
provides  the  flexibility  you  need 
today  and  tomorrow. 

Now,  you  may  only  want  to 
share  a  laser  printer  on  a  LAN 
configured  with  Token -Ring  or 
PC  Network.  With  OS/2  and  OS/2 


LAN  Server,  its  simple.  Later,  when 
you  need  to  do  more,  like  access 
a  host  or  an  Ethernet®  network, 
you  can,  since  OS/2  EE  has  these 
functions  built  in.  And  by  adding 
IBM  TCP/IP  software,  you  can 
even  access  multivendor  networks 
from  your  computer. 

But  best  of  all,  when  you 
combine  OS/2  EE  with  IBM’s 
Micro  Channel™  and  its  interrupt¬ 
handling  capability,  you  can  run 
several  communications  sessions  at 


once — without  sacrificing  reliability, 
even  during  peakload  conditions. 

Want  to  simplify  your  computer 
networking?  With  OS/2  Extended 
Edition,  the  solution  is  IBM. 

Find  out  more 
about  OS/2.  Contact 
your  IBM  Authorized 
Dealer  or 
marketing 
representa¬ 
tive.  For  a  dealer  near 
you,  call  1  800  IBM-2468,  ext.  197. 


IBM  and  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  of  International  Business  Machines  Corporation.  Ethernet  is  a  registered  trademark  of  XEROX  Corp  ©  1990  IBM  Corp 
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COMMENTARY 

J.A.  Savage 

This  has 
gone  2  far 

You  may  have 
read  recently 
that  the  num¬ 
ber  2512  +  1  was 
factored  by  a 
mathematician 
in  New  Jersey 
using  more  than  275  “MIP 
years”  (the  work  of  a  computer 
running  at  one  million  instruc¬ 
tions  per  second  [MIPS]  for  a 
year)  on  over  1,000  worksta¬ 
tions. 

The  number  takes  up  nine 
lines  in  a  column  this  size  and  is 
155  digits  long  —  which  is 
about  all  the  math  this  reporter 
is  capable  of  without  a  calcula¬ 
tor.  But  why  would  anyone  both¬ 
er  to  factor  such  a  problem  to 
find  what  numbers  multiplied  to¬ 
gether  constitute  the  155-digit 
result? 

Arjen  Lenstra,  the  man  be¬ 
hind  2,424,833  times  7,455, 
602,825,647,884,208,337, 
395,736,200,454,918,783, 
366,342,657  times  741,640, 
062,627,530,801,524,787, 
141,901,937,474,059,940, 
781,097,519,023,905,821, 
316,144,415,759,504,705, 
008,092,818,711,693,940, 

737,  said  that  the  resulting 
number,  2512  +  1,  was  No.  1  on 
the  Top  Ten  List  of  Most  Want¬ 
ed  Numbers. 

Never  heard  of  the  list?  Len¬ 
stra  said  it’s  been  around  since 
1924  in  what’s  called  the  Cun- 
Continued  on  page  34 


Chipping  away  at  a  tough  wall 

IBM  tries  some  new  carrots  to  entice  System/ 36  users  over  to  the  AS/ 400 


ANALYSIS 


BY  MARYFRAN  JOHNSON 

CW  STAFF 

For  two  years  now,  IBM  has 
been  trying  to  lure  a  recalcitrant 
bunch  of  System/36  users  over 
to  its  midrange  darling,  the  Ap¬ 
plication  System/400. 

Even  in  cases  where  AS/400s 
have  joined  or  replaced  Sys¬ 
tem/3  6s  in  the  workplace,  many 
users  remain  faithful  to  their  old 
operating  system  by  running 
certain  applications  in  a  Sys¬ 
tem/36  mode  on  the  AS/400. 

By  the  end  of  this  summer, 
however,  IBM  is  expected  to 
make  yet  another  overture  to 
the  System/36  world  with  new, 
lower  priced,  entry-level  AS/ 
400s  —  at  least  one  of  which  will 
run  the  System/36  operating 
system,  SSP,  in  native  mode. 

Also  in  the  wings  is  a  new  re¬ 
lease  of  the  OS/400  operating 
system,  which  IBM  has  been 
telling  its  business  partners  will 
be  shipping  before  October.  Re¬ 
lease  3  of  OS/400  is  reportedly 
loaded  with  features  designed  to 
make  the  AS/400  a  more  palat¬ 
able  choice  for  System/36  users. 

“Anything  that  makes  it  easi¬ 
er  will  be  appreciated,”  said  Bev¬ 
erly  Brown,  a  technical  analyst 
for  AS/400  and  System/36  sys¬ 
tems  at  Kendall  Co.’s  adhesive 
plant  in  Franklin,  Ky.  Kendall’s 
two  plants  in  Franklin  each  use 
an  AS/400  to  run  their  payroll 
systems,  while  a  manufacturing 
and  data  entry  application  re¬ 
sides  on  the  AS/400  but  runs  in 
the  System/36  mode. 


“It  is  somewhat  slower  in  the 
36  mode,  but  the  application  re¬ 
quires  System/36,”  Brown  said, 
noting  that  her  users  are  also 
more  comfortable  with  the  famil¬ 
iar  System/36  operating  system. 

“IBM’s  challenge  is  to  pro¬ 
vide  a  real  price/performance  in¬ 
ducement  to  these  System/36 
people,”  said  Carson  Soule, 
president  of  Computer  Applica¬ 
tions  Specialists,  an  IBM  mid¬ 
range  software  company  in 
Beltsville,  Md.  “Their  machines 
are  easy  to  run.  They’re  cost-ef¬ 
fective,  they’re  paid  for,  and 
large  numbers  of  these  users  are 
not  out  of  capacity  yet.” 

By  the  end  of  1989,  there 
were  113,000  installed  Sys- 
tem/36s  in  the  U.S.  and  249,500 
worldwide,  according  to  Interna¬ 
tional  Data  Corp.  (IDC)  in  Fra¬ 
mingham,  Mass. 

"It  is  that  installed  base 
where  IBM  realizes  the  bulk  of 
its  new  revenue  will  come  for  the 
low-end  AS/400  models,”  said 
Carolyn  Griffin,  an  analyst  at 
IDC.  “The  36  base  tends  to  be 
old  Blue  shops,  very  proprietary- 
based,  very  locked  into  IBM 
hardware  and  software.” 

Luring  those  System/36  us¬ 
ers  into  the  AS/400  tent  is  a 
market  that  analysts  estimated 
at  more  than  $10  billion,  figuring 
an  expenditure  of  $50,000  per 
site  for  each  customer  upgrading 
to  an  AS/400.  Yet  there  is  uni¬ 
versal  agreement  that  total  con¬ 
version  of  System/36  applica¬ 
tions  to  native  mode  on  the 
AS/400  is  a  rocky  trail  of  frustra¬ 
tion  and  expense. 

One  way  IBM  has  kept  a  hook 


in  the  promising  System/36  base 
has  been  to  create  multiple  oper¬ 
ating  environments  on  the 
AS/400. 

Although  OS/400  comes  in 
only  one  version,  it  actually  sup¬ 
ports  three  different  environ¬ 
ments.  The  main  environment  is 
“AS/400  native  mode,”  which 
includes  a  relational  database 
management  system,  hundreds 
of  system  menus,  a  Help  facility 


However,  the  System/36 
mode  on  the  AS/400  has  some 
legendary  performance  prob¬ 
lems. 

“We  are  rewriting  everything 
in  native  mode  because  anything 
we  run  in  the  36  environment  is 
horribly  slow,”  said  Richard 
Deckard,  vice-president  of  data 
processing  for  Atlanta-based 
Manheim  Auctions,  a  division  of 
Cox  Enterprises. 

“We  were  the  rebels.  Other 
[System/36  users]  told  us  we 
were  crazy  to  go  native,”  he 
said.  Starting  with  27  Sys- 
tem/36s,  Deckard  has  moved  all 
of  his  in-house-developed  appli- 


Low-end  strength 

In  terms  of  units,  the  bulk  of  the  67,000  AS/400s  sold  since  the  product  was 
introduced  in  1988  have  been  lower  end  models 


Model 

70 

Models 
50  and  60 

Models 
30,  35,  40 
and  45 

Models  10, 
20  and  25 


U.S. 

shipments 
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■ * 

‘  Shipments  I 
I  worldwide  ■ 
:  in  1989  : 

*  a 
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installed 
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700 

1,850 

700 

1,850 

2,900 

8,750 

6,100 

17,850 

6,100 

17,500 

10,100 

28,600 

4,800 

14,900 

7,500 

23,100 

Source:  International  Data  Corp. 

and  other  features. 

The  other  two  environments 
are  layered  on  top  of  OS/400  — 
one  for  System/38s  and  one  for 
System/3  6s  —  each  allowing  us¬ 
ers  to  keep  their  old,  familiar  op¬ 
erating  system  while  working  on 
new  hardware.  This  works  toler¬ 
ably  well  in  the  System/38  mode 
because  its  common  heritage 
with  the  AS/400  makes  the  op¬ 
erational  differences  between 
the  two  machines  minor,  several 
analysts  said. 


CW  Chart:  Paul  Mock 

cations  off  nine  of  the  machines 
and  said  he  anticipates  another 
year  of  work  to  finish  off  the  re¬ 
maining  18  System/36s. 

The  company  is  now  using  15 
AS/400s  and  seeing  a  “major  dif¬ 
ference  in  batch-type  work,” 
Deckard  said.  One  program  that 
used  to  take  10  hours  overnight 
to  run  on  a  System/36  now  takes 
IV2  hours  on  the  AS/400  Model 
B45. 

Moving  between  programs  in 
Continued  on  page  36 


die  totally  automated  office 

The  Next  Generation  in  Office  Automation 


•  Fully  Customizable  •  Decentralized  Administration  %  Full  Connectivity  •  Integrated  PC  Support  %  Resource-efficient 


Emc2/TAO  IS  A  QUANTUM  LEAP  FORWARD  IN  ELECTRONIC 
MAIL  AND  OFFICE  AUTOMATION. 

Emc2/TAO  is  a  dynamic  system  that  gives  Electronic  Mail 
and  Oftice  Automation  to  everyone  —  from  novice  to  expert. 
It  can  be  tuned  on  an  individual  basis  to  suit  the  user's  abil¬ 
ities  and  needs.  Novices  can  start  on  day  one  with  no 
training.  Experts  have  everything  they  need.  And,  it  has 
been  designed  as  a  platform  to  support  an  emerging  set  of 
capabilities  as  the  evolution  ot  office  automation  continues. 

POWER  THROUGH  SIMPLICITY 

Emc2/TAO  provides  hundreds  of  easy-to-use  features  for 
managing,  organizing  and  distributing  Electronic  Mail  and 
documents.  Emc2/TAO  includes  electronic-mail,  calendar¬ 
ing.  document  storage  and  retrieval,  and  a  multitude  of 
powerful  bridges  and  gateways. 


Emc2/TAO  gives  full  control  through  decentralized  adminis¬ 
tration.  Authorization  can  be  delegated  by  feature,  by  de¬ 
partment  or  by  logical  class.  And  Emc2/TAO's  user 
interface  allows  product  features  to  be  custom-tailored  to 
suit  the  needs  of  each  individual  user  or  group  of  users,  at 
the  installation's  discretion. 

Emc2/TAO  is  simple,  powerful,  and  allows  unprecedented 
connectivity. 

ALL  ENVIRONMENTS 

►  MVS,  MVS/XA 

►  VM/CMS 

►  VSE,  SSX 

►  TSO,  CICS,  IMS,  IDMS 


PCs  (Personal  Emc2) 

VAP  (Special  Emc2  VTAM  Application) 

FIVS  (Fischer  International  Virtual  System) 

CALL  NOW  for  more  information.  Toll-free:  800  237-4510.  In  Florida:  813-643-1500. 


GATEWAYS 

►  PCs  and  LANs. 

►SNADS. 

►X.400. 

►  BITNET. 

►  DIA/LU  6.2  compatible 
devices  and  systems. 

►  Western  Union  services: 

(Telex,  Facsimile,  EasyLink, 

►  DISOSS. 

►  PROFS. 

►  DEC  (VAX  Mail,  All-in-One). 

►  WANG  (Wang  Office). 

And  more. 


etc.) 
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INTERNATIONAL 
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TAC 

ELECTRONIC  MAIL  COMMUNICATION  CENTER  / 
TOTALLY  AUTOMATED  OFFICE 

Emc2/TAO  is  the  smart  answer. 

Many  of  the  largest  corporations 

in  the  world  have  already  selected  Emc2. 
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SPARCstation”  SLC.  By 
breaking  the  $5,000  barrier, 
it  turns  the  economics  of 
computing  absolutely  up¬ 
side  down.  And  lets  you 
give  your  people  a  system 
that  runs  circles  around  PCs 
and  minicomputers. 

Up  till  now,  for  this 
price  you'd  have  to  settle 
for  a  386  with  one  or 
two  little  extras.  Or  a 


share  of  a  minicomputer.  Or 
maybe  an  X  terminal  with  an 
underpowered  processor. 

But  now,  for  the  same  price, 
you  can  give  everyone  a  high- 
performance  RISC  work¬ 
station.  Complete  with  12.5 
MIPS  of  processing  power. 
The  UNIX®  operating 
-»w  system.  8  MB  of 
memory.  Even 
built-in  Ethernet.® 


But  more  than  a  hot  machine,  you  can 
give  them  all  the  strategic  advantages  that 
come  with  our  SPARC”  technology. 

First,  our  workstations  were  meant  to  be 
networked.  So  you  can  have  whole  groups 
working  on  the  same  project.  In  perfect 
synch.  And  every  user  has  serious  pro¬ 
cessing  power.  Right  at  the  desktop  level. 
Second,  there's  the  OPEN  LOOK  “  user 
interface.  Which  lets  people  learn  to  use 
UNIX  in  no  time  flat.  Finally,  there's  UNIX 
itself.  With  UNIX,  your  people  can  create 


©  1990  Sun  Microsystems,  Inc.  *Sun  Microsystems  and  the  Sun  logo  are  registered  trademarks  of  Sun  Microsystems,  Inc.  SPARCstation,  SPARC,  and  SPARC  ware  are  trademarks  of  Sun  Microsystems,  Inc.  OPEN  LOOK  is  a  trademark  of  AT&T.  UNIX  is  a  registered  trademai 


applications  that  would  take  a  lifetime  to 
develop  any  other  way.  In  fact,  there  are  over 
2,000  SPARC  ware  “  applications  that  are 
ready  to  run  right  now.  So  you  have  the 
added  advantage  of  choosing  the  world's 
largest  standard  for  RISC/UNIX  software 
compatibility. 

How  did  we  design  all  this  into  a  $5,000 
system?  Since  1982,  we've  built  nothing 
but  UNIX  workstations.  So  we've  learned  a 
few  things.  We  completely  eliminated  the 


into  the  back  of  the  monitor.  We  gave  it  a 
high-resolution  monochrome  display.  And 
since  SPARCstation  SLC  is  designed  for 
workgroups,  all  the  files  can  be  stored  in  a 
central  server.  Or  on  a  local  disk,  if  you'd 
rather. 

For  a  lot  of  companies,  introducing  a 
machine  like  this  would  be  next  to  impossible. 
But  at  Sun,  it's  not  exactly  our  first  break¬ 
through.  And  this  is  no  announce-it-today, 
ship-it-next-year  product,  either.  SPARC¬ 
station  SLC  is  available  in  quantity  today. 


SPARCstation  SLC.  If  you'd  like  to  see 
how  it  compares  to  every  other  system  you 
could  buy,  just  call  1-800-624-8999  ext.  2066. 
From  anywhere  in  the  U.S.  and  Canada. 
And  get  ready  to  move  your  people  a 
quantum  leap  ahead. 

Because  now  you  can. 

#sun 

microsystems 


processor  box.  By  building  the  electronics 

o(  AT&T.  Ethernet  is  a  registered  trademark  of  Xerox  Corporation.  *U.S.  List  Price  Quantity  1,  $4,995.  Includes  a  17-inch,  high-resolution  monochrome  display,  8  MB  of  main  memory,  integral  Ethernet,  SCSI,  and  serial  interfaces,  and  the  Sun  Operating  System. 


□meet  access  to  FOCUS  •  Rdb  •  RMS  •  DBMS  •  ORACLE  •  INGRES  •  Sybase  •  Adabas  •  DB2  •  SQL/DS  •  IMS  •  IDMS  •  VSAM  •  M2Q4  •  ShareBase  •  Teradata  FOCUS  •  Rdb  •  DBMS  •  ORACLE 


FOCUS  for  VAX/VMS  and  RISC/ULTRIX 


IF  YOU'RE  READY  FOR 
A  COMMON  LANGUAGE 
BETWEEN  VMS  AND  ULTRIX, 
JUST  SAY  THE  WORD. 


For  more  information  on  FOCUS,  call  us  at 
1 -800-969-1 NFO.  Or,  write  to:  Information  Builders, 
Inc.,  1250  Broadway,  New  York,  NY  10001. 


Whether  your  choice  of  environment  is  VMS, 
ULTRIX  or  a  combination  of  both,  there’s  only  one 
product  that  gives  you  all  you  need. 


COMPLETE  APPLICATION 
DEVELOPMENT  ENVIRONMENT 

DISTRIBUTED  DATABASE  ACCESS 

INTERCHANGEABLE  APPLICATIONS 

POWERFUL  END  USER 
PRODUCTIVITY  TOOLS 


FOCUS.  ONE  LANGUAGE.  ONE  SOLUTION. 
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A  brief  season  of  Goodwill 

Coordinating  IS  services  for  Goodwill  Games  Seattle  was  no  easy  task 


ON  SITE 


BYJ.  A.  SAVAGE 

CW  STAFF 


SEATTLE  —  This  information 
systems  department  will  not  last 
long. 

In  fact,  IS  services  for  the 
1990  Goodwill  Games  Seattle, 
an  international  sports  competi¬ 
tion  one-fourth  the  size  of  the 
Olympics,  will  only  last  from  July 
20  to  Aug.  5. 

Like  those  who  train  their 
whole  lives  for  a  few  minutes  of 
glory  and  perhaps  a  medal,  Mike 
Mount  and  Jim  Murray  have 
been  sweating  behind  the  scenes 
for  more  than  a  year.  Their  con¬ 
ditioning  program  revolved 
around  a  number  of  steps,  includ¬ 
ing  the  following:  wrangling  free 
systems  from  IBM  and  Apple 


Computer,  Inc.;  customizing 
software  left  over  from  the  1984 
Olympics;  training  volunteers; 
making  sure  that  the  14  venues 
for  activities  were  spread 
throughout  the  state;  and  having 
the  proper  jacks  and  wiring. 

With  this  logistical  nightmare 
looming,  Murray,  who  is  the  di¬ 
rector  of  technology,  said,  “The 
most  difficult  work  was  to  get 
sponsors.”  After  negotiating 
with  IBM  for  nine  months  and 
ending  up  with  300  personal 
computers,  a  4381  and  a  Sys¬ 
tem/38,  he  said  that  his  most 
pressing  problem  now  is  to  get 
skilled  volunteers. 

“There  are  two  criteria: 
They  must  be  in  management 
and  at  a  technology  company,” 
Murray  said.  He  added  that  key 
people,  such  as  data  processing 
and  networking  managers  from 


1990 


companies  such  as 
AT&T  and  The 
Boeing  Co.  were  se¬ 
lected  a  year  ago, 
and  now  these  vol¬ 
unteers  have  been 
charged  with  re¬ 
cruiting  others  from 
their  staffs  to  fill  out 
the  required  700  IS 
volunteers. 

Although  the  co-  GOODWILL 

ordination  sounds  ^  *  yrr- 
nightmarish,  both  Cj/\iVl_CO 

Murray  and  Mount,  SEATTLE 
vice-president  of 
technology  and  communications, 
are  swan  diving  into  it  for  the 
second  time  —  both  had  worked 
in  somewhat  the  same  capacity 
at  the  1984  Olympics  games  in 
Los  Angeles. 

“The  biggest  change  from 
the  Olympics  is  the  advances  in 


PCs,”  Mount  said.  “The  prob¬ 
lem  with  software  that  existed  in 
1984  was  that  the  biggest  ma¬ 
chine  only  had  256K  [bytes]  of 
memory.” 

The  two  biggest  applications 
—  accreditation  for 
the  2,600  athletes, 
1,500  news  people, 
assorted  coaches 
and  other  staff 
(adapted  from  the 
Olympics)  and  secu¬ 
rity  —  are  run  on 
the  mainframe  and 
the  System/38,  re¬ 
spectively. 

Job  orders  for  the 
12,000  volunteers 
and  inventory  for  ev¬ 
erything  from  cellu¬ 
lar  phones  to  towels 
are  run  on  PCs.  The  PCs  also 
schedule  transportation  for  the 
10,000  people  from  52  countries 
expected  to  fly  in  for  the  games, 
which  is  among  their  more  mun¬ 
dane  uses.  The  Apple  computers 
are  primarily  used  for  desktop 
publishing.  “Without  PCs,  this 


place  would  be  dead,”  Murray 
said. 

Another  innovation  is  the  use 
of  read-out  pagers  as  receiving 
terminals  for  results.  The  pagers 
can  be  hooked  up  to  printers  for 
hard  copy,  according  to  Mount. 
With  the  pagers,  results  of  com¬ 
petitions  such  as  ice  hockey  and 
women’s  volleyball  held  hun¬ 
dreds  of  miles  away  can  be  trans¬ 
mitted  without  expensive  com¬ 
munications  equipment. 

Three  to  four  days  before  the 
events  start,  the  organizing 
committee  will  have  access  to 
the  venues  to  install  terminals, 
copiers,  printers  and  phones 
with  special  jacks  for  journalists 
with  computers.  “You  don’t 
have  time  to  get  the  glitches 
out,”  Mount  said. 

A  depressing  lull  follows  this 
frenzy  of  activity,  the  two  men 
said.  “From  the  time  the  games 
start,  there’s  nothing  for  me  to 
do.  I  feel  like  the  Maytag  repair 
man,”  Mount  said.  Murray  add¬ 
ed,  “It  all  just  gets  boxed  up  and 
sent  back.” 


Hacker  attacks  can  be 
hazardous  to  health 


BY  MICHAEL  ALEXANDER 
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Hospitals  are  rushing  to  auto¬ 
mate  patient  records  as  a  way  to 
ease  the  economic  and  adminis¬ 
trative  burdens  of  storing  and 
using  records  on  paper.  While 
that  may  be  good  for  business,  it 
poses  security  headaches  for 
health  care  information  systems 
professionals. 

In  general,  “the 
security  of  hospital 
information  systems 
is  poor,”  according 
to  Jaime  Taaffe,  di¬ 
rector  of  computing 
for  the  department 
of  radiology  at  Mas¬ 
sachusetts  General 
Hospital  in  Boston. 

No  system  is  completely  im¬ 
mune  to  a  discontented  insider 
or  a  determined  hacker,  should 
one  or  the  other  decide  to  alter  a 
diagnosis  or  treatment  proce¬ 
dure  hoping  to  cause  bodily 
harm,  said  Richard  Sneider, 
president  of  Sneider  &  Asso¬ 
ciates  Ltd.,  a  Newton,  Mass., 
consulting  firm  specializing  in 
hospital  information  systems. 

iThe  safeguard  is  that  medical 
staffers  would  question  whether 
an  altered  procedure  was  appro¬ 
priate,  he  said.  "There  have 
been  cases  where  a  computer 
system  didn’t  correctly  report 
the  required  blood  type  for  a 
transfusion  and  the  patient  died 
at  a  large  county  hospital,” 
Sneider  said.  "In  theory,  a  hack¬ 
er  could  do  the  same  thing,  but  to 
my  knowledge,  there  has  not 
been  a  case  where  that  has  hap¬ 
pened.” 


Outlaw  hackers  have  pene¬ 
trated  hospital  computer  sys¬ 
tems,  altered  patient  data  and 
caused  other  sorts  of  high-tech 
mischief.  The  attacks,  while  se¬ 
rious,  apparently  have  not  re¬ 
sulted  in  injury  to  patients. 

About  two  years  ago,  hackers 
illegally  accessed  a  computer 
system  at  Barrow’s  Neurological 
Institute  of  St.  Joseph’s  Hospital 
in  Phoenix. 

“It  was  a  re¬ 
search  database  that 
was  invaded,”  a  hos¬ 
pital  spokeswoman 
said.  “The  computer 
did  not  contain  pa¬ 
tient  records.  None 
of  the  information 
was  stolen,  but  it 
caused  some  prob¬ 
lems  in  accessing  the  database.” 

A  subsequent  investigation 
resulted  in  the  arrest  of  two 
hackers  last  year  and  culminated 
in  May  with  a  nationwide  federal 
crackdown  on  computer  crime, 
code-named  Operation  Sun  Dev¬ 
il. 

Health  care  IS  managers  are 
forced  to  walk  a  tightrope  be¬ 
tween  accessibility  and  security 
of  patient  records,  Taaffe  said. 

For  the  information  to  be  use¬ 
ful,  it  must  be  readily  accessible 
to  an  ever-growing  number  of 
professionals  who  are  responsi¬ 
ble  for  the  care  of  a  patient. 

However,  the  same  informa¬ 
tion  must  be  well  guarded,  not 
only  for  the  sake  of  the  patient’s 
privacy  but  also  to  make  sure 
that  it  is  not  unknowingly  al¬ 
tered,  he  said. 

“The  data  that  resides  in  hos¬ 
pital  computers  —  patient  de¬ 


mographics,  complications  and 
diseases,  such  as  [acquired  im¬ 
mune  deficiency  syndrome], 
hepatitis  and  herpes  —  can  have 
a  major  impact  on  individual 
life,”  said  Ash  Dave,  vice-presi¬ 
dent  of  information  technology 
at  Cedars-Sinai  Medical  Center 
in  Los  Angeles.  “If  the  data  or 
analysis  is  not  accurate,  the  im¬ 
plications  are  far  more  serious,” 
he  added.  “If  the  information 
gets  out  in  the  wrong  hands,  it 
can  have  a  drastic  effect  on  pa¬ 
tients  and  physicians.  ’  ’ 

Compared  with  keeping  rec¬ 
ords  on  paper,  information  sys¬ 
tems  are  significantly  more  se¬ 
cure,  said  Mark  Schneider, 
national  manager  of  health  care 
information  systems  at  Arthur 
D.  Little,  Inc.  in  Cambridge, 
Mass.  “They  are  not  as  tight  as 
banking  and  some  governmental 
systems,  but  the  flip  side  is  that  it 
would  be  inappropriate  if  they 
were,”  he  said. 

Some  hospital  IS  managers 
said  that  because  of  the  poten¬ 
tially  disastrous  consequences  of 
not  adequately  protecting  their 
data,  they  are  more  active  in  pro¬ 
moting  proper  security  proce¬ 
dures  among  their  end  users. 

“My  major  concern  is  that  af¬ 
ter  taking  all  precautions,  we 
still  never  know  who  can  turn 
loose  on  us,”  Dave  said.  “When  a 
report  gets  out  into  the  user 
area,  the  user  is  really  in  control 
of  that  information.  Data  pro¬ 
cessing  cannot  do  anything  if  the 
user  decides  to  give  the  informa¬ 
tion  to  someone  else  or  if  some¬ 
one  gets  a  listing  of  AIDS  pa¬ 
tients  at  Johns  Hopkins  and  sells 
it”  to  an  insurance  company. 

Policing  information  stored 
on  stand-alone  personal  comput¬ 
ers  is  one  of  the  trickiest  parts  of 
the  security  job,  he  added. 

However,  most  major  hospi¬ 
tals  are  also  wrestling  with  inter¬ 
connecting  patient  accounting, 


materials  management,  radiolo¬ 
gy  and  a  wide  variety  of  other  ap¬ 
plications  into  seamless,  hospi¬ 
talwide  networks.  The  goal  is  to 
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1  HE  security  of 
hospital  infor- 
JL  mation  sys¬ 
tems  is  poor.” 
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have  a  completely  automated 
record  of  the  patient  from  admis¬ 
sion  to  checkout  and  even  be¬ 
yond.  Increasingly,  these  net¬ 
works  are  also  being  extended 
beyond  the  boundaries  of  the 
hospital  to  affiliated  hospitals, 


Digital  Equipment  Corp.  re¬ 
cently  announced  a  $20,000  in¬ 
tegrated  systems  package  that 
allows  users  to  upgrade  their  Mi- 
crovax  IIs  to  high-availability, 
dual-host  systems  with  automat¬ 
ic  fail-over.  DEC  claimed  the 
package  will  more  than  triple  the 
processing  power  of  Microvax  II 
configurations.  The  dual-host 
machine  is  a  pair  of  Microvaxes 
linked  with  a  special  bus  —  the 
Digital  Storage  System  Inter¬ 
connect  (DSSI).  The  upgrade 
packages,  available  now,  include 
a  new  Microvax  3300,  DSSI  bus 
adapter,  cabling,  associated  soft¬ 
ware  licenses  and  a  choice  of  var¬ 
ious  storage  elements. 

Smartstar  Corp.  and  DEC 

have  announced  a  cooperative 
selling  agreement  under  which 
DEC  salespeople  will  sell  the 
Smartstar  application  develop- 


research  institutions  and  others. 

In  stitching  together  these  in¬ 
ternal  and  external  networks, 
security  standards  may  not  be 
uniformly  applied,  again  contrib¬ 
uting  to  security  gaps. 

“Have  we  had  people  try  to 
break  in?”  Taaffe  asked.  “You 
bet.  We  need  to  be  on  these  nets, 
but  we  don’t  want  to  be.” 

Most  institutions  can  protect 
themselves  from  the  casual 
hacker,  however. 

“To  protect  against  a  deter¬ 
mined  hacker  costs  over  a  mil¬ 
lion  dollars,  and  even  in  that 
case,  a  person  familiar  with  the 
system  such  as  a  disgruntled  em¬ 
ployee  can  still  do  damage,” 
Sneider  said.  “Luckily,  the  most 
disgruntled  employees  have 
done  so  far  is  to  damage  financial 
records.” 


ment  software  directly  to  cus¬ 
tomers. 

In  another  reseller  agreement, 
DEC  and  V.I.  Corp.  in  Am¬ 
herst,  Mass.,  have  announced 
that  they  will  jointly  market 
V.I.’s  Dataview  family  of  graphi¬ 
cal  user  interface  development 
tools. 

EMC  Corp.  has  announced  a 
marketing  agreement  with  Inte- 
logic  Trace  in  San  Antonio  un¬ 
der  which  Intelogic  will  sell  all  of 
EMC’s  Wang  Laboratories,  Inc.- 
compatible  storage  products  to 
users  of  Wang  VS  minicomput¬ 
ers.  Intelogic  is  a  third-party 
maintenance  company  with  ap¬ 
proximately  200  U.S.  locations. 
EMC,  based  in  Hopkinton, 
Mass.,  will  continue  to  market 
its  storage  products  to  Wang 
customers. 


HARD  NOTES 

DEC  upgrades  Microvax  II 
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The  Sybase  View 

Business  critical  on-line  applications  can  dramatically  affect  the 
competitiveness  of  an  organization.  They  require  an  on-line  RDBMS 
architected  to  integrate  real-time  decision  support  and  transaction  processing 
across  networked  environments. 

Historically  RDBMSs  were  designed  only  for  decision  support  applications. 
Many  vendors  have  tried  to  extend  their  architecture  for  on-line  capabilities, 
but  lack  features  critical  to  success.  A  true  on-line  RDBMS  demands  superior 
performance,  integrity  availability  distributed  data  management,  and 
integrated  tools. 

SCALABLE  HIGH  PERFORMANCE 

For  the  best  price  performance  and  absolute  performance,  an  on-line 
RDBMS  must  scale  up,  or  down,  as  business  needs  dictate.  Only  an  on-line 
RDBMS  with  a  multi-threaded  programmable  server  architecture  has  proven 
successful  in  handling  peak  loads,  with  subsecond  response  time,  for  large 
numbers  of  users,  on  a  variety  of  platforms. 

SERVER  ENFORCED  INTEGRITY 

An  on-line  RDBMS  must  enforce  data  security  and  integrity  rules,  in¬ 
cluding  referential  integrity  in  the  database  rather  than  in  each  application. 
This  requires  an  intelligent,  programmable  server  architecture.  This  archi¬ 
tecture  dramatically  reduces  enterprise-wide  application  development  and 
maintenance  time  while  improving  protection  and  data  consistency 

HIGH  APPLICATION  AVAILABILITY 

An  on-line  RDBMS  provides  high  application  availability  to  avoid  costly 
downtime.  It  performs  backups,  recoveries,  and  database  administration 
changes  while  applications  continue  to  run.  And  it  supports  fault-tolerance 
with  mirrored  logs  and  databases,  as  well  as  multi-CPU  recovery  to  minimize 
exposure  to  hardware  problems. 

OPEN  DISTRIBUTED  DATA  MANAGEMENT 

An  on-line  RDBMS  fully  supports  an  open  client/server  architecture  that 
lets  you  transparently  distribute  applications  and  databases  over  networks 
of  multiple  heterogeneous  workstations  and/or  computer  systems.  It  includes 
a  two-phase  commit  service  to  support  distributed  update  transactions,  as 
well  as  retrievals,  across  two  or  more  servers.  And  it  provides  open  interfaces 
for  integrating  third  party  tools  as  alternate  clients  and  foreign  data  sources 
as  alternate  servers  for  a  truly  open  computing  solution. 

ADAPTABLE  WINDOWING  TOOLS 

An  on-line  RDBMS  gives  developers  a  set  of  window-based  4GL  tools 
that  are  object-oriented,  event-driven  and  portable.  And  it  integrates  these 
tools  with  the  power  of  the  programmable  server.  In  addition,  an  on-line 
RDBMS  gives  users  a  set  of  window-based  decision  support  tools  that  provide 
real-time  access  to  live  data  with  a  highly  intuitive  graphical  user  interface. 
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SYBASE  SQL  Server*  delivers  the  high  throughput  and 
fast  response  times  needed  for  on-line  applications.  Moreover, 
SQL  Server  maintains  performance  levels  as  the  number  of 
users,  and  the  size  of  the  databases  grow 

SYBASE  performance  is  based,  in  part,  on  a  multi - 
_  „  threaded  server 

Throughput  Response  Time 


SYBASE 

03 

E 

Common 

Common 

SYBASE 

Number  of  Users 

Number  of  Users 

SYBASE  maintains  maximum  transaction  through¬ 
put  and  fast  response  times  over  an  extended 
range  of  users. 


architecture  that 
includes  its  own 
kernel  and  SQL  task 
manager  that  are 
optimized  to  handle 
multi-user  functions 
usually  associated 
with  the  operating 
system.  In  addition, 
the  SYBASE  SQL 
Server  architecture 


The  on-line  enterprise  cannot  afford  an  RDBMS  that  must 
periodically  be  taken  off-line  for  routine  maintenance 
activities,  such  as  database  backups,  diagnostics,  design,  and 
integrity  changes. 

SYBASE  SQL  Server  allows  all  such  activities  to  be  handled 
on-line,  with  system-supplied  stored  procedures,  while  appli¬ 
cations  continue  to  run. 

SQL  Server  also  protects  against  hardware  problems  by 
supporting  software -based  fault  tolerance  with  mirrored  logs 
and  databases,  as  well  as  multi-CPU  recovery 
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SYBASE  provides 
a  highly  intuitive 
graphical  user 
interface  to  maxi¬ 
mize  productivity 
for  developers  and 
end-users  alike. 


ONLY  ONE  RDBMS  DELIVERS  ALL  THESE  FEATURES  -TODAY 


SYBASE  preserves  and  protects  your  hardware  and  software  investments 
while  allowing  your  organization  to  grow  SYBASE  gives  you  window-based 
decision  support  tools  along  with  a  powerful,  integrated  4GL  development 
environment;  you  write  applications  once  and  know  that  they’re  fully 
portable  to  a  wide  variety  of  platforms.  And  SYBASE  provides  an  open 
client/server  architecture  that  fulfills  the  promise  of  the  on-line  enterprise. 

SYBASE.  Architected  from  the  outset  as  the  on-line  RDBMS. 
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This  view  of  The  On-Line  RDBMS  first  appeared  in 
The  Sybase  Forum  (Computerworld,  April  2,1990). 


SYBASE  boosts  productivity  with  powerful 
window-based  tools  that  meet  the  needs  of  all 
users.  Programmers  get  a  state-of-the-art  fourth 
generation  language  (4GL)  programming  environ¬ 
ment.  Overlapping  windows,  pull-down  and 
slide-off  menus,  and  icons  help  developers  build 
complex,  on-line  applications  in  a  fraction  of  the 
time  it  takes  using  traditional  tools. 

In  addition,  SYBASE  offers  a  complete  SQL 
life-cycle  toolset  for  developers.  All  phases  are 
supported,  including  design,  prototyping,  develop¬ 
ment,  testing,  administration,  and  maintenance. 
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has  been  extended  to  take  full 
advantage  of  symmetrical  multi¬ 
processor  (SMP)  hardware 
systems.  The  resulting  benefits 
are  greater  throughput,  more 
effective  load  balancing,  ex¬ 
tended  multi-user  capacity  and 
efficient  operational  control. 

In  Computerworld  (March  5, 
1990,  “Buyer’s  Scorecard”) 
SYBASE  ranked  first  in  eight  out 
of  eighteen  categories,  including 
“Performance  in  processing 
on-line  transactions”  and 
“Performance  in  decision- 
support  applications.” 


One  of  New  York's  most 
respected  investment 
research  and  manage¬ 
ment  companies,  San¬ 
ford  C.  Bernstein  &  Co., 
chose  SYBASE  because 
"Of  all  the  systems  we 
evaluated,  SYBASE  was 
clearly  the  fastest.  It 
accommodated  multiple 
users  without  losing 
performance  and  offered 
the  most  functionality 
both  on  the  transaction 
processing  end  and  the 
data  management  end" 


The  on-line  enterprise  demands  data  and  application 
integration  and  interoperability  in  a  multi-vendor 
environment  —  SYBASE  Open  Client /Sewer  Architecture 
provides  exactly  that. 

SYBASE  Open  Client  permits  the  use  of  a  variety  of  front- 
end  tools  or  applications,  including  SYBASE  applications, 
independent  software  vendor’s  tools,  and  user  written  appli¬ 
cations.  SYBASE  Open  Server  can  seamlessly  integrate 
hierarchical  and  relational  DBMSs,  third-party  applications 
and  real-time  data  feeds  into  SYBASE  applications. 


General  Logistics  International  (GLI)  is  using 
SYBASE  to  help  manage  and  distribute  the  volumes 
of  data  generated  daily  by  one  of  the  largest  and 
busiest  container  carriers  in  the  shipping  industry— 
Mitsui/O.S.K.  Lines  North  America. "The  ability  to 
distribute  data  among  various  locations  combined 
with  flawless  data  integrity  when  distributing  that 
data  was  key  to  choosing  SYBASE" 


In  the  real,  multi -vendor  world,  SYBASE  preserves  your 
prior  investment  in  both  hardware  and  software.  SQL  Server 
supports  portability  to  a  wide  range  of  computing  platforms, 
including  VAX  AMS,  UNIX,  and  OS/2,  with  PC  and  MAC 
connectivity  making  it  a  natural  for  linking  applications 
residing  on  different  machines. 
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This  is  what  InfoWorld  (March  5, 1990,  "Dueling  Servers") 
had  to  say  about  SQL  Server's  referential  integrity:  "The  more 
power  a  multiuser  relational  database  system  has,  the  more 
potential  there  is  for  disaster.  If  you  change  a  number  on  one 
table,  any  other  table  that  depends  on  it  may  need  to  be 
changed.  The  risk  lies  in  the  failure  to  update  all  the  appropriate 
related  tables.  The  likelihood  of  this  increases  even  more  as 
more  front-end  applications  that  access  the  same  data  are 
added  to  the  system. 

"SQL  Server  offers  effective  countermethods.  Its  triggers,  a 
type  of  stored  procedure  that  executes  whenever  a  given  con¬ 
dition  occurs,  are  attached  physically  to  a  table... and  check  all 
updates,  inserts,  or  deletions  for  their  effect  on  related  tables. 
Since  the  trigger  is  installed  at  the  server  level  —  and  not  run 
through  the  front-end  application  —  it  doesn't  matter  which 
application  updates  the  critical  table.  This  is  a  critical  feature  as 
front  ends  multiply,  and  the  potential  for  mismanaging  data 
is  increased.  And  since  a  given  trigger  need  only  be  written  once, 
at  the  server,  it  makes  data  integrity  programming  easy." 

A  final  note:  InfoWorld  rated  SQL  Server  referential 
integrity  "excellent!' 


SYBASE  SEMINAR  SCHEDULE/JULY-AUGUST,  1990 

From  every  angle,  it’s  clear  that  the  on-line  RDBMS  is  a  critically 
important  tool  for  today’s  management. 

So  please  join  us  for  a  free  seminar.  Well  explore  a  host  of  on-line 
issues  in  greater  depth,  and  present  a  demonstration  of  SYBASE’S 
on-line  transaction  processing  and  decision  support  capabilities. 

For  seminar  reservations,  or  more  information  about  SYBASE, 
use  the  coupon  or  call  1-800-8-SYBASE. 


California 

Los  Angeles 

July  17 

San  Francisco 

Aug  14 
Aug  7 

San  Ramon 

July  18 

District  of  Columbia 

Washington 

July  11 

Aug  16 

Illinois 

Chicago 

July  12 

Aug  2 

Massachusetts 

Boston 

July  18 

Aug  8 

Minnesota 

Minneapolis 

July  11 

New  York 

New  York  City 

July  10 

Augl 

Texas 

Houston 

July  17 

1 - 1 

□  Register  me  for  the  Sybase  seminar  to  be  held  in  (city) - on 

(date) _ All  seminars  run  from  9am  to  noon. 

□  Send  me  more  information  about  Sybase. 

1  Name - Title -  l 


Sybase 


Client/Server  For  The  On-Line  Enterprise 


Company - . — 

Address - Suite 

City _ State _ Zip  _ 


For  more  information  or  seminar  reservations, 
call  1-800-8-SYBASE. 


Phone  ( _ ) - Ext - 

Mail  to:  Sybase  Seminars,  6475  Christie  Avenue,  Emeryville,  CA  94608 
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Publishing  house  rewrites  the  book  on  systems 

Harcourt  Brace  Jovanovich ’s  renewed  focus  and  homegrown  system  bring  a  happy  ending 


BY  SALLY  CUSACK 

CW  STAFF 


ORLANDO,  Fla.  —  Publishing  conglom¬ 
erate  Harcourt  Brace  Jovanovich,  Inc. 
(HBJ)  is  falling  on  better  times.  By  selling 
all  of  its  theme  parks  last  year  —  includ¬ 
ing  Cypress  Gardens,  four  Sea  Worlds, 
and  Boardwalk  and  Baseball  —  the  corpo¬ 
ration  eliminated  an  $875  million  bank 
loan  and  turned  its  full  attention  back  to 
what  it  does  best  —  pub¬ 
lishing  textbooks. 

Michael  W.  Byrnes, 
vice-president  of  MIS  at 
HBJ,  is  the  man  ultimately 
responsible  for  merging 
and  maintaining  the  firm’s 
400,000  accounts.  The 
company  produces  text¬ 
books  for  kindergarten 
through  college  levels  and 
has  customers  in  the  retail, 
academic,  dealer-distribu¬ 
tor  and  international  mar¬ 
ketplace.  A  few  years  ago, 

HBJ  envisioned  one  order 
processing  system  for  all 
accounts. 

“We  acquired  publishing  group  Holt 
Rheinhart  &  Winston  back  in  1986,” 
Byrnes  recalled.  “And  that  gave  us  three 


HBJ’s  Byrnes  had  a  lot 

of  management  support 


different  order  processing  systems:  a 
homegrown  one  we’d  developed,  an  aca¬ 
demic  one,  and  the  one  Holt  had  been  us¬ 
ing.  We  needed  something  generic  to 
[meet]  the  needs  of  the  entire  company.” 

To  merge  the  accounts,  HBJ  decided 
to  develop  a  new  system  in-house,  using 
computer-aided  software  engineering 
(CASE)  technology.  The  two  existing  HBJ 
systems  were  each  over  20  years  old,  and 
the  Holt  Rheinhart  &  Winston  software 
dated  back  to  1980,  recalled  Dan  Dono¬ 
van,  HBJ’s  director  of  production  support. 

“The  cleaner  direction 
was  to  re-engineer  the  ap¬ 
plication  for  the  needs  of 
the  business  today,”  Don¬ 
ovan  said.  “It  was  in  1987, 
and  we  also  brought  in 
DB2,  as  well  as  Cobol  11, 
as  new  tools,  and  we  relied 
on  our  existing  data  pro¬ 
cessing  staff.” 

He  added  that  HBJ  ex¬ 
perienced  the  problems 
that  are  typical  of  any  shop 
going  from  a  maintenance 
to  development  environ¬ 
ment,  and  “we  got  some 
employee  resistance  to  the 


new  methodologies  for  program  develop¬ 
ment  installation  and  things  like  that.” 

The  ultimate  product  was  dubbed 
COPS,  for  Customer  Order  Processing 


System.  Programmed  in  Cobol  II,  the 
COPS  software  is  DB2-compatible  and 
runs  off  the  company’s  Amdahl  5890 
300E  mainframe  under  IBM’s  MVS/XA. 

The  preliminary  system  design  work 
was  done  using  Foundation,  Arthur  An¬ 
dersen’s  CASE  product,  with  the  de¬ 
tail  and  programming  design  han 
died  by  the  HBJ  staff.  Arthur 
Andersen  also  serves  as  the  au¬ 
ditor  for  HBJ,  and  having  es¬ 
tablished  contacts  at  each  com¬ 
pany  made  for  a  natural 
working  relationship. 

Byrnes  described  the  COPS  sys¬ 
tem  as  in  “quasi-production”  mode  at 
present,  getting  fixed  up  for  the  full  pro¬ 
duction  installation  scheduled  for  early 
November.  In  hindsight,  he  said  he  feels 
the  company  should  have  started  with  a 
smaller  project. 

“COPS  in  itself  is  the  largest  single 
system  HBJ  has  ever  written.  It  is  the 
front  end  for  all  order  processing,  has  a 
million-plus  lines  of  code  and  includes  450 
programs  that  operate  in  on-line,  batch 
and  reporting  mode,”  he  said,  observing 
that  at  the  outset,  the  complexity  of  the 
project  was  not  completely  understood. 
“We  should  have  spent  more  time  study¬ 
ing,”  he  admitted. 

With  a  local-area  network  used  for  the 
development  piece  of  the  project,  there 
are  currently  22  persons  of  the  122-mem- 
ber  data  processing  staff  involved  in 
COPS  development.  Initially,  the  product 
was  programmed  using  temporary  pro¬ 
grammers  for  cost-effectiveness. 

“The  happy  ending  here  is  that,  be¬ 


HBJ 


sides  the  system,  we  have  had  a  lot  of  sup¬ 
port  from  management.  They  were  very 
much  involved  in  the  needs  of  the  project 
and  have  learned  that  data  processing 
isn’t  a  1-2-3  business;  it  takes  a  lot  of  time 
and  effort  and  understanding.” 

Management  understanding  is  impor¬ 
tant  to  a  shop  the  size  of  HBJ’s.  With 
1,200  employees  at  the  Orlando,  Fla.,  of¬ 
fice,  and  a  total  of  almost  6,000  nation¬ 
wide,  the  organization  has  950  users 
linked  to  the  mainframe  system  over 
56K  and  9.6K  bit/sec.  leased 
lines,  and  there  are  approxi¬ 
mately  1,000  stand-alone  IBM 
Personal  Computer-compati¬ 
bles  scattered  about.  The  com¬ 
pany  recently  replaced  coaxial 
with  balons  cable  for  quicker  and 
cheaper  installation  of  terminals, 
and  it  is  also  looking  toward  building  an 
overall  network  for  cost-effectiveness  in 
the  future. 

Keeping  the  equipment  up  and  running 
is  another  concern  for  Byrnes.  Referring 
to  southern  Florida  as  the  “lightning  capi¬ 
tal  of  the  world,”  he  has  taken  precau¬ 
tions  to  isolate  the  data  center  operations 
from  any  form  of  outside  interference. 
The  two-foot  sink  floating  floor  includes 
sump  pumps,  and  halon  systems  are  in¬ 
stalled  in  the  ceiling. 

HBJ  uses  Comdisco,  Inc.  for  disaster 
recovery  services,  but  according  to 
Byrnes,  the  company  fortunately  has  had 
no  occasion  to  use  them. 

Byrnes  said  he  firmly  believes  that  the 
MIS  group  can  contribute  to  the  running 
of  the  business.  “MIS  departments 
should  be  proactive,”  he  said.  “Senior- 
level  management  is  directly  involved 
with  us,  as  part  of  the  mainframe  opera¬ 
tions  and  the  CASE  development  pro¬ 
ject.” 
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When  the  U.S.  Census  is  taken 
in  1990,  data  will  be  key- 
entered  with  Viking  software. 
About  106  million  households 
will  be  asked  as  many  as  60 
questions  per  person.  Viking 
Data  Entry  (VDE)  system  will 
be  used  to  record  responses. 

VDE  software  was  selected 
because  it  is . . . 

•  Very  efficient;  far  exceeding 
Census  Bureau  specifications. 

•  High-speed  data  entry;  maxi¬ 
mizing  operator  productivity. 

•  Error-sensitive;  increasing 
accuracy,  reducing  costly 
reruns  and  delays. 

•  Easy  to  learn;  virtually 
eliminating  operator  training 
time. 


These  are  just  a  few  qualities 
you’ll  learn  to  count  on  from 
all  Viking  products:  Forms 
Manager  (VFM),  Data  Manager 
(VDM),  Control  System  (VCS), 
as  well  as  VDE.  Now  available 
in  a  new  Version  3.0  release  on 
multiple  computer  platforms. 

Contact  us  for  all  your  data  entry 
and  screen  form  management 
software: 

Viking  Software  Services,  Inc., 

4808  East  67th  Street,  Suite  100, 
Tulsa,  OK  74136-4959. 

PHONE:  (918)  491-6144; 

FAX:  (918)  494-2701. 

VIKING 

SOFTWARE  SERVICES 
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ningham  Project,  and  his  number  has 
been  No.  1  since  1985. 

“They  always  have  a  list  of  numbers 
they  really  want  to  see  factored,”  Lenstra 
said. 

This  particular  number  has  been  re¬ 
lied  on  by  banks  and  governments  in  en¬ 
cryption  code  because  it’s  been  so  hard 
to  crack. 

So  Lenstra  the  mathematician  —  not 
the  spy  or  the  thief  —  decided  to  crack 
the  number  to  test  his  theory  of  factor¬ 
ization,  developed  at  Bellcore,  Inc.  in 
Morristown,  N.J. 

He  split  the  problem  into  subpro¬ 
grams  to  run  on  distinct  processors,  a 
kind  of  parallelization  but  with  the  pro¬ 
cessors  in  workstations  spread  all  over 
the  world.  Most  of  the  computers  used 
were  like  Lenstra’s  own,  a  Digital  Equip¬ 
ment  Corp.  Decstation  3100,  in  the 
eight  to  10  MIPS  range. 

Runtime  was  donated  by  researchers 
who  were  interested  in  the  result,  accord¬ 
ing  to  Lenstra,  as  well  as  some  at  univer¬ 
sities  and  at  DEC. 

For  five  weeks,  those  subprograms 
ran  and  when  done,  each  would  send  in 
the  data  over  electronic  mail  to  the  cen¬ 
tral  gathering  point  in  Palo  Alto,  Calif. 
The  data  was  assembled  on  700M  bytes 
worth  of  tape  and  shipped  to  Florida  State 
University. 

There,  a  64,000-processor  Thinking 
Machines  supercomputer  chewed  the  in¬ 
formation  for  three  hours  and  spat  out 


the  three  numbers  above.  (No.  No.  Don’t 
make  me  type  it  over.)  Again,  Lenstra 
swears  he  never  took  time  away  from  oth¬ 
er  research  projects  for  the  supercom¬ 
puter  run.  “I  think  we  got  some  time  that 
would  otherwise  be  for  maintenance,” 
he  said. 

Cracking  the  code 

Two  things  resulted  in  cracking  the  code 
number,  Lenstra  says.  First,  he  was  able 
to  parallelize  his  solution  for  factorizing 
numbers,  and  second,  he  was  able  to  use 
the  64,000-processor  machine  effec¬ 
tively. 

I’m  trying  hard  to  think  of  something 
positive  to  say  about  using  all  that  devel¬ 
opment  time  and  computer  time  to  fac¬ 
tor  2512  +  1 ,  and  the  only  thing  I  can  come 
up  with  is  that  highly  specialized  use  of 
parallel  computing  is  interesting  because 
developing  software  with  the  ability  to 
break  up  problems  to  run  on  many  proces¬ 
sors  at  once  continues  to  be  the  draw¬ 
back  to  high-performance  parallel  com¬ 
puting. 

But  that’s  about  it.  If  the  same  effort 
was  put  into  devising  a  more  precise  glob¬ 
al  weather  model,  humanity  might  have 
a  better  grasp  of  global  warming,  or  scien¬ 
tists  could  use  the  computer  time  for 
molecular  modeling  that  could  help  devel¬ 
op  an  acquired  immune  deficiency  syn¬ 
drome  vaccine. 

As  it  stands,  it’s  a  fine  number  in  the 
annals  of  math  history.  But  it’s  no  longer 
No.  1. 


Savage  is  a  Computerworld  West  Coast  senior  cor¬ 
respondent. 
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CASE  road  rocky, 
but  it  goes  to  the  top 


BY  NELL  MARGOLIS 

CW  STAFF 

Computer-aided  software  engi¬ 
neering  remains  the  way  to  go, 
although  the  way  needs  to  be 
paved  by  CASE  success  stories 
and  patient  managers  who  un¬ 
derstand  that  the  tolls  are  steep, 
the  learning  curves  treacherous 
and  the  route  longer  than  it  looks 
at  the  start. 

That  is  the  consensus  of  a 
group  of  users  contacted  recent¬ 
ly,  18  months  after  they  were 
first  featured  in  Computerworld 
as  early  implementors  of  CASE 
concepts  [CW,  Dec.  26,  1988- 
Jan.  2, 1989]. 

“CASE  is  a  tremendously 
hard  sell,”  said  Judith  Martin- 
Mitchell,  vice-president  of  the 
First  National  Bank  of  Chicago, 
back  in  late  ’88.  “At  every  step 
as  you  implement  methodolo¬ 
gies,  new  questions  and  prob¬ 
lems  appear  —  you  need  more 
understanding,  more  informa¬ 
tion,  more  management.” 

While  the  complexities  of  the 
CASE  undertaking  have  not 
abated,  Martin-Mitchell  said  re¬ 
cently,  sawier,  larger  scale  us¬ 
ers  such  as  First  Chicago  have 
learned  to  anticipate  them  and 
not  be  unduly  discouraged  or  de¬ 
flected  from  the  CASE  approach. 

“It’s  not  so  hard  a  sell  any 
more,”  Martin-Mitchell  said. 
“Success  stories  help  a  lot.” 

At  First  Chicago,  two  CASE- 
enabled  applications  —  a  cus¬ 
tomer  contact  database  and  an 
overnight  overdraft  package  — 


are  currently  up  and  running. 
The  bank’s  happy  experience, 
and  its  consequent  willingness  to 
forge  ahead  in  CASE,  can  be 
credited  in  part  to  its  software 
engineering  team’s  continuing 
compatibility  with  tools  provided 
by  Texas  Instruments,  Inc.  and 
to  the  fact  that  CASE  has  en¬ 
joyed  early  and  consistent  execu¬ 
tive-level  support,  Martin- 
Mitchell  said. 

That  top-down  backing  is  in- 


“Start  small”  is  the  advice 
she  said  she  would  pass  on 
to  companies  contemplating 
CASE.  “And  stay  small  for  a 
while.  You  learn  so  much  when 
you  go  through  the  whole  life  cy¬ 
cle,  and  everything  you  learn  will 
be  invaluable  to  you  next  time.” 

Not  only  is  “on-the-job  train¬ 
ing”  the  best  way  to  become 
CASE-worthy,  she  added;  it  well 
might  be  the  only  way. 

Kurt  Wagner  agreed.  Eigh¬ 
teen  months  ago,  Wagner,  then  a 
manager  at  the  Seattle  office  of 
accounting  and  consulting  firm 
Arthur  Young,  was  an  avid  CASE 
supporter  and  was  encouraged 
by  the  beginnings  of  a  peer-to- 
peer  educational  effort.  Now  the 
founder/president  of  an  11-per- 


TAY  SMALL  FOR  a  while.  You  learn  so 
much  when  you  go  through  the  whole  life 
cycle,  and  everything  you  learn  will  be 
invaluable  to  you  next  time.” 

JUDITH  MARTIN-MITCHELL 
FIRST  NATIONAL  BANK  OF  CHICAGO 


dispensable  to  a  successful 
CASE  implementation  was 
brought  home  the  hard  way  at 
Bath  Iron  Works  Corp.  A  CASE 
initiative  under  way  at  the  Bath, 
Maine-based  shipbuilding  firm 
was  derailed  by  hard  times  in  its 
basic  industry  and  new  manage¬ 
ment  that  saw  CASE  as  a  dis¬ 
pensable  luxury. 

“CASE?  You  could  say  that 
it’s  sort  of  dead  in  the  water 
here,”  business  systems  analyst 
Wayne  Sanford  said. 

Also  critical  to  First  Chica¬ 
go’s  success,  Martin-Mitchell 
said,  was  the  bank’s  decision  to 
rein  in  the  scope  of  its  initial 
CASE  project. 


BUILDING  A 
DATA  CENTER? 


Because  data  center  design  becomes 
more  complicated  every  day,  only  a 
specialist  can  handle  its  myriad  problems 
and  intricacies. 

And  Datasphere  is  the  specialist 
that  excels!  We  have  designed,  expanded 
and  built  hundreds  of  thousands  of 
square  feet  of  data  centers  the  world 
over.  Our  client  list  reads  like  a  who’s 
who  of  international  commerce  and 
industry. 

For  free  literature  and  the  rest  of 
the  story . . . 


CALL  DATASPHERE 
NOW! 

800-221-0575 


son  systems  integration  firm,  he 
is  still  a  CASE  booster  —  CASE 
credentials  were  among  the  at¬ 
tributes  he  selected  for  when 
staffing  his  start-up.  But  he  said 
he  now  sees  limits  to  the  role 
that  user  groups  will  play  in  eas¬ 
ing  implementation. 

“Grass-roots  education  is 
good,  but  I’m  not  sure  that  it’s 
effective,”  Wagner  said.  “What 
we  need  are  some  large-scale 
success  stories,  broadcast 
broadband  to  everybody.” 

At  Arthur  Young,  which  has 
since  merged  with  former  rival 
Ernst  &  Whinney  to  become 
Ernst  &  Young,  Wagner’s  suc¬ 
cessors  and  former  colleagues 
are  still  pursuing  CASE  with  a 
vengeance,  both  for  internal  de¬ 
velopment  and  as  consultants. 

“CASE-related  projects  are 
all  that  I’ve  been  doing  for  the 
last  IV2  years,  and  that  will  con¬ 
tinue  to  be  all  that  I  do,”  said 
manager  Michael  Blackman. 

The  merger,  he  said,  merely 
intensified  and  focused  the 
merging  firms’  respective  ef¬ 
forts.  Believing  that  a  strong  and 
consistent  methodology  is  key  to 
successful  CASE  implementa¬ 
tion,  Ernst  &  Young  has  now 
standardized  on  a  refined  and  tai¬ 
lored  version  of  Knowledge- 
ware,  Inc.’s  Information  Engi¬ 
neering  Workbench  offering  — 
which  it  has  repackaged  under 
the  name  of  Navigator  —  and 
has  mounted  a  “very  large  inter¬ 
nal  training  effort,”  Blackman 
said. 

The  state  of  CASE,  Blackman 
said,  “has  changed  enough  over 
the  past  18  months  so  that,  as  a 
consultant,  I  don’t  spend  much 
time  educating  users.  That’s  not 
an  issue  any  more.”  Now,  he 
said,  “the  issue  is  that  companies 
have  to  get  out  of  the  mode  of 
thinking  in  terms  of  just  cutting 
costs  through  CASE.” 


AccondingTo  Datapro’s 
Lasflhree  Surveys, 
Here’s  The  List 
Of  4GL/RDBMSs 
More  Reliable 
Than  PROGRESS. 


When  Datapro  surveyed  users  of  4GL/RDBMSs, 
PROGRESS  received  higher  marks  for  reliability  in 
application  development  than  anyone  else.  Higher  than 
Oracle.  Higher  than  Informix.  Higher  than  Ingres  and 
Focus.  In  three  consecutive  surveys. 

PROGRESS  is  more  reliable  because  it  provides 
data  integrity  through  automatic  roll-back  recovery 
and  automatic  concurrency  control.  And  our  distributed 
database  supports  two-phase  commit,  so  you  can 
retain  data  integrity  in  even  the 
most  complex  networked 
environments. 

To  receive  the  full  Datapro 
report,  or  to  test-drive  a  complete 
evaluation  copy  of  PROGRESS, 
just  call  800  FAST  4GL,  or  send 
in  the  coupon  below. 


Progress 


PROGRESS  is  a  registered  trademark  of  Progress  Software  Corporation.  Datapro,  Oracle, 
Informix,  Ingres,  and  Focus  are  trademarks  of  their  respective  manufacturers 


Name  Please  print  or  attach  your  business  card. 

Title 

Company 

Address 

Phone  Fax 

□  Send  me  a  copy  of  Datapro's  report  on  PROGRESS. 

□  Call  me  about  the  PROGRESS  Test  Drive. 

1  plan  to  buy  a4GLand  RDBMS  in:  □  3  mos.  □  6  mos,  □  12  mos. 

Computer  Model(s): - j 

Operating  System(s)/Network(s): -  | 

Clip  and  send  to:  Inside  Sales,  Progress  Software  Corp.,  5  Oak  Park, 

Bedford,  MA  01730.  Fax:617275-4595.  CW0716  I 
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SOFT  NOTES 

DEC  teams  with  Ross  in  global  market 


Ross  Systems,  Inc.,  a  Red¬ 
wood  City,  Calif. -based  applica¬ 
tion  software  vendor  for  Digital 
Equipment  Corp.  VAX-based 
systems,  recently  signed  an 
agreement  with  DEC  that  in¬ 
cluded  plans  by  Ross  to  imple¬ 
ment  DEC’s  RDB  database, 


RISC  Ultrix  and  Network  Appli¬ 
cations  Support  software  into  its 
product  line.  The  agreement 
also  called  for  DEC  and  Ross  to 
jointly  sell  selected  products 
from  both  firms  worldwide  and 
for  DEC  to  use  certain  Ross  soft¬ 
ware  packages  in-house  world¬ 


wide,  according  to  Dennis  Vohs, 
Ross’  chief  executive  officer. 

Cognos  Corp.  in  Burlington, 
Mass.,  intends  to  to  sell  its  appli¬ 
cation  development  and  relation¬ 
al  database  management  system 
to  users  of  Hewlett-Packard  Co. 


systems.  Cognos  Pbwerhouse 
software  will  be  available  for  the 
HP  9000  Series  800.  The  Unix- 
based  software  will  be  offered  as 
a  full  life  cycle  development  envi¬ 
ronment,  covering  the  various 
phases  of  software  engineering 
and  maintenance. 

Andersen  Consulting  in  Chi¬ 
cago  said  it  plans  to  offer  a  ser¬ 
vice  called  Client  Link  that  will 


It  was  an  open  and  shut  case.  Only  our  Financial,  Human  Resources  and 
Environmental  Management  software  for  the  IBM  AS/400  provides  you  with  the  mainframe 
functionality  and  PC  ease-of-use  necessary  to  let  you  get  more  work  done. 

That’s  why  our  midrange  solutions  are  being  chosen  by  more  and  more  Fortune  1000  corporations. 
Free  White  Paper  Offer:  For  more  information  and  a  free  copy  of  a  white  paper  entitled, 
Transparent  Technology:  Getting  Your  Work  Done  In  The  90s,”  call  1-800-52  5-0490. 

In  Massachusetts,  please  call  1-508-778-2000. 

(Software  2000^ 

The  Difference  Is  Expertise. 

ATLANTA  •  BOSTON  •  CHICAGO  •  LOS  ANGELES  •  LIMERICK  •  LONDON 

1800  Series  Concept  Collection  from  American  Tourister  IBM  and  AS/400  are  registered  trademarks  of  International  Business  Machines  Corporation. 


give  users  of  its  Mac-Pac  soft¬ 
ware  access  to  on-line  code  mod¬ 
ifications  as  well  as  a  database  of 
oft-asked  questions  and  an¬ 
swers.  The  initial  service  is  tar¬ 
geted  at  Andersen’s  customers 
running  manufacturing,  distribu¬ 
tion  and  financial  software  on  the 
IBM  Application  System/400 
minicomputer. 

Systems  Center,  Inc.  and 
Tandem  Computers,  Inc. 

signed  a  deal  that  calls  for  the 
two  firms  to  jointly  sell  systems 
and  network  management  soft¬ 
ware  to  Tandem  customers.  The 
software  will  be  based  on  Sys¬ 
tems  Center’s  recently  acquired 
Netmaster  management  soft¬ 
ware. 


IBM 

FROM  PAGE  27 

the  native  mode  and  System/36 
environment  is  often  a  tedious 
process,  and  the  opening  and 
closing  of  files  from  the  Sys¬ 
tem/36  mode  “can  drive  the 
AS/400  nuts,”  said  David  An¬ 
drews,  president  of  ADM,  Inc., 
an  AS/400  consulting  firm  in 
Cheshire,  Conn. 

While  IBM  has  solved  some 
performance  problems,  the  ones 
left,  Andrews  said,  include  creat¬ 
ing  and  deleting  files,  running 
batch  work  or  data  sorts  in  an  in¬ 
teractive  environment  and  sign¬ 
ing  on  or  off  screens. 

Analysts  said  IBM  will  clear 
up  most  of  these  difficulties  with 
the  System/36  mode  through  a 
facility  in  OS/400  Release  3.  Op¬ 
erational  Assistant  is  basically  a 
set  of  screens  that  masks  the 
complexity  of  native  mode  and 
mimics  the  simplicity  of  the  Sys¬ 
tem/36  operating  environment. 

Stalwarts  of  the  System/36 
insist  that  highly  structured, 
professionally  written  code  is 
what  users  need  to  avoid  the  per¬ 
formance  problems  in  that  envi¬ 
ronment.  Properly  used,  the 
System/36  mode  can  give  a  user 
“everything  that’s  native,  plus  a 
set  of  36  compatibility  func¬ 
tions,”  Soule  said.  The  problem 
is,  many  System/36  shops  are 
one-  or  two-person  operations 
without  professional  program¬ 
ming  expertise. 

Consultants  in  the  AS/400 
and  System/36  world  recom¬ 
mend  that  applications  be  re¬ 
viewed  on  a  case-by-case  basis  to 
find  the  best  candidates  for  run¬ 
ning  in  the  System/36  environ¬ 
ment.  “It’s  the  bread-and-butter 
applications,  the  ones  that  get 
used  every  day  and  need  to  run 
as  fast  as  they  can,  that  should  be 
rewritten  in  native  mode,”  said 
Rodger  Peck,  president  of  the 
Peck  Systems  Group  in  Bridg¬ 
man,  Mich.,  a  systems  integra¬ 
tion  and  consulting  firm  in  Bridg¬ 
man,  Mich. 

Peck  said  many  of  his  Sys¬ 
tem/36  clients  will  only  be 
wooed  to  the  AS/400  by  lower 
prices  on  the  entry  models. 
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NEW  PRODUCTS  —  SOFTWARE 


Utilities 

The  Workstation  Group  has  in¬ 
troduced  two  Unix  products  de¬ 
signed  for  users  of  IBM  main¬ 
frames  who  also  want  to  use  a 
Unix  environment. 

Uni-Xedit  is  a  full-screen  im¬ 
plementation  of  IBM’s  Xedit 
text  editor  that  features  an  on¬ 
line  Help  system  and  more  than 
40  editor  commands. 

Uni-Rexx  is  a  Unix  implemen¬ 
tation  of  IBM’s  Rexx  system 
control  language  that  offers  ex¬ 
tensive  text  parsing  and  string 
manipulation  facilities. 

Both  products  run  on  plat¬ 
forms  such  as  Sun  Microsys¬ 
tems,  Inc.’s  Sun-3  and  The  Santa 
Cruz  Operation’s  Xenix.  The 
products  are  sold  for  $399  each 
or  together  for  $699. 

The  Workstation  Group 
6300  N.  River  Road 
Rosemont,  Ill.  60018 
(708)  696-4800 

Britz  Publishing,  Inc.  has  an¬ 
nounced  a  bank  account  reconcil¬ 
iation  system  for  maintaining  ac¬ 
curate  data  about  bank  checking 
activities  on  an  IBM  System/36 
or  Application  System/400. 

The  Recon  system  includes 
an  RPG  data  entry  program  and 
IBM’s  Data  File  Utility.  It  also 
features  an  option  to  send  follow¬ 
up  letters  to  payees  of  checks 
that  have  been  outstanding  for  a 
given  length  of  time. 

The  product  can  track  up  to 
999  bank  accounts  for  999  firms; 
it  can  also  be  used  as  a  stand¬ 
alone  unit  or  with  accounts-pay- 
able  systems,  the  vendor  said. 

Recon  includes  complete 
RPG  source  code  and  costs  $99. 


A  free  30-day  trial  period  is  in¬ 
cluded. 

Britz 

101  Old  Canton  Road 
Madison,  Miss.  39110 
(800)  255-2028 


Applications 

packages 

Ace  Microsystems  Ltd.  has  an¬ 
nounced  LEX-WP  Version  9C, 
an  upgrade  to  its  word  process¬ 
ing  and  database  management 
software  package. 

The  product  features  pop-up 
menus,  an  integrated  spell¬ 
checker,  proportional  space 


Ace  Microsystems’  LEX- 
WP  features  pop-up  menus 


printing,  an  integrated  database 
and  a  mail-merge  facility. 

LEX-WP  runs  on  Digital 
Equipment  Corp.’s  PDP  and 
VAX  computers,  MS-DOS- 
based  personal  computers  and 
Unix  and  Xenix  systems.  DEC 
system  license  fees  range  from 
$390  to  $12,000.  Licenses  for 
PC-  and  Unix-based  systems 
cost  between  $390  and  $3,600. 
Ace  Microsystems 
Kew  Bridge  House 
Kew  Bridge,  Brentford 


Middlesex,  UKTW8  0EJ 
(081)847-4673 

Data  3  Systems,  a  division  of  Ask 
Computer  Systems,  Inc.,  has  in¬ 
troduced  a  line  of  Distributed 
Requirements  Planning  (DRP) 
and  Sales  Order  Management 
(SOM)  products  designed  for 
IBM  System/38  and  Application 
System/400  machines. 

The  new  products  include 
SIM/400  DRP,  a  facilitator  for 
linking  multiple  systems,  and 
Release  2.01  of  its  SIM/400 
Manufacturing  and  Financials 
software  package. 

DRP  products  range  from 
$20,000  to  $66,000,  and  SOM 
products  cost  between  $14,000 
and  $46,200,  depending  on  type 
of  AS/400  machine  used. 

Data  3  Systems 
P.O.  Box  441 
2544  Cleveland  Ave. 

Santa  Rosa,  Calif.  95402 
(707)528-6560 


Database 

management 

systems 

The  Answer  Systems  Division  of 
Sterling  Software,  Inc.  has  an¬ 
nounced  Quick  Query,  a  point- 
and-click  menu  enhancement  for 
its  Answer/Reporter  Software 
database  report  generator. 

Answer/Reporter  Software  is 
used  to  retrieve  and  format  data 
from  multiple  databases  on  an 
IBM  System/370  and  plug-com¬ 
patible  mainframes  and  then  dis¬ 
play  the  data  on  an  IBM  3270 
terminal.  Quick  Query  provides 
nontechnical  3270  users  with  an 
interface  that  enables  them  to 
use  the  data  retrieval  and  for¬ 
matting  features  of  Answer/Re¬ 
porter. 

Pricing  ranges  from  $6,000 
to  $15,000,  depending  on  CPU 
configuration. 

Sterling  Software 
21050  Vanowen  St. 

Canoga  Park,  Calif.  91304 
(818)716-1616 


Computer-aided 

software 

engineering 

Interact  Corp.  has  announced 
the  Interact  Integrator,  a  data 
management  framework  for  in¬ 
tegrating  computer-aided  soft¬ 
ware  engineering  tools  and  oth¬ 
er  software  packages  in  a 
networked  environment. 

Platforms  supported  include 
Sun  Microsystems,  Inc.’s  Sun-3 
and  Sparcstation. 

A  single-user  station  that  in¬ 
cludes  a  user  interface,  automat¬ 
ic  tool  sequencing  and  compre¬ 
hensive  data  management  facili¬ 
ties  costs  $10,000.  An  integra¬ 
tion  station  with  all  the  features 
of  the  user  station  as  well  as  a 
tool  encapsulator  sells  for 
$30,000.  The  product  is  slated 
for  a  third-quarter  release. 
Interact 
417  Fifth  Ave. 

New  York,  N.Y.  10016 
(212)696-3700 


Let  CICS 
Manage  Itself 

Automate  Your  CICS  Regions  with  AOEF 

■  Start,  stop  and  recover  CICS  regions. 

■  Time  initiate  transactions,  batch  job 
support  and  CEMT  commands. 

■  Monitor  and  correct  terminal  status. 

■  Trigger  journal  jobs  on  demand. 


■  Ship  ea 


>roblem  warnings  to  consoles, 


lip  early  problem  warnings  I 
TSOids  ana  to  the  HELP  desk. 

•  Respond  to  CICS’s  WTOs,  WTORs, 
abends  and  log  messages  with  MVS 
activities,  predefined  WTOR  responses 
and  corrective  CEMT  commands. 


The  CICS  Automated  Operations  Extension  Facility 
is  a  proven  approach  to  system  managed  CICS  resources. 
Call  us  today  for  more  information  or  a  trial  for  AOEF 


Netec  International,  Inc. 

P.O.  Box  180549  •  Dallas,  TX  75218 

Telephone  (214)  343-9744 

FAX  (214)  343-9009  •  TLX  314419 


AccondingTo  Datapros 
LastThree  Surveys, 
Here^The  List 
Of  4GL/RDBMSs 
More  Efficient 
Than  PROGRESS. 


In  the  last  three  Datapro  surveys,  no  other  4GL/RDBMS 
topped  PROGRESS  for  efficiency.  Not  Oracle.  Not 
Informix.  Not  Ingres  or  Focus.  Not  anybody. 

That’s  because  PROGRESS  is  powerful  application 
development  software  with  a  compile-and-go  capability 
that  lets  you  generate  efficient,  high-performance  code. 
And  its  high-performance  RDBMS  efficiently  manages 
transaction  processing  through 
a  multi-threaded  client/server 
architecture. 

To  receive  the  full  Datapro 
report,  or  to  test-drive  a  complete 
evaluation  copy  of  PROGRESS, 
just  call  800  FAST  4GL,  or  send 
in  the  coupon  below. 


PROGRESS  is  a  registered  trademark  of  Progress  Software  Corporation.  Datapro,  Oracle. 

Informix.  Ingres,  and  Focus  are  trademarks  of  their  respective  manufacturers. 

— 


Name  Please  print  or  attach  your  business  card.  Title 

Company 

Address 

Phone  Fax 

□  Send  me  a  copy  of  Datapro’s  report  on  PROGRESS. 

□  Call  me  about  the  PROGRESS  Test  Drive. 

I  plan  to  buy  a  4GL  and  RDBMS  in:  □  3  mos.  □  6  mos.  □  12  mos. 

Computer  Model(s): _ 

Operating  System(s)/Network(s): _ 

Clip  and  send  to:  Inside  Sales,  Progress  Software  Corp.,  5  Oak  Park, 

Bedford,  MA  01730.  Fax:  617  275-4595.  CW0716 


PROGRESS' 
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HP  X-Tferminals 
let  you  add  and  subtract 

at  the  same  time 


Everyone  on  your  project  needs 
access  to  the  network.  But  there  aren’t 
enough  workstations.  Nor  is  there 
enough  money  in  your  budget  for  more 

Hewlett-Packard  has  a  better  way. 

The  HP  X-Terminal  Series.  A  full 
family  of  X  Window  Terminals  that 
operate  within  any  UNIX"  environ¬ 
ment.  Yet  are  also  very  compatible 
with  your  budget. 

HP  provides  the  most  flexible 
options  available.  For  instance, 
you  can  start  with  our  high 
performance  8-plane  color 
or  gray-scale  X-Terminal. 

Then  trade  up  to  an  HP 
workstation  or  next 
generation  HP 
X-Terminals  with 
our  unique  upgrade 
program.*  Either  way, 
you’ve  made  a  secure 
investment  with  free¬ 
dom  to  grow. 

The  best  part,  however,  is  that 
everyone  who  needs  a  station 
can  now  have  one.  HP  X-Terminals 
start  as  low  as 
$2995.** 

So  if  you’d  like  to 
add  to  your  proj¬ 
ect  team- without 
subtracting  much 


from  your  budget 
-call  us  for  more 
information  at  1-800-752-0900,  Ext. 


1265. 


There  is  a  better  way 


HEWLETT 

PACKARD 


*100% return  credit  on  HP  700/X  terminal  when  applied  to  upgrading  to  a  color  or  monochrome  HP  workstation.  **U.S.  list  price  for  monochrome  HP  700/X 

terminal  including  19"  gray  scale  monitor  with  1024  x  768  resolution,  keyboard,  mouse,  1  megabyte  memory.  UNIX  is  a  registered  trademark  of  AT&T 
in  the  U.S.A.  and  in  other  countries.  ©  1990  Hewlett-Packard  Company  CPEG924 


SYSTEMS  &  SOFTWARE 


NEW  PRODUCTS  —  HARDWARE 


Turnkey  systems 

KCR  Technology,  Inc.  has  an¬ 
nounced  a  turnkey  system  that 
will  print  information  in  forms 
such  as  shipping  tags,  bar-code 
labels,  packing  slips  and  custom¬ 
er  service  reports. 

The  7607  Remote  Printing 
System  was  designed  for  high- 
volume  remote  printing  from 
IBM  mainframes  operating  un¬ 
der  System  Network  Architec¬ 
ture.  The  system  emulates  the 
Remote  Job  Entry  protocol  to 
enable  users  to  print  at  rates  as 
high  as  90  page/min.,  the  vendor 
said. 

The  7607  costs  $124,450. 
Service  rates  start  at  $743  per 
month. 

KCR  Technology 
One  Riverview  Square 
E.  Hartford,  Conn.  06108 
(800)  525-7055 

Optigraphics  Corp.  has  intro¬ 
duced  a  turnkey  large-format 
document  scanning  system. 

Optidraft  was  designed  to 
meet  the  data-capture  needs  of 
mapping  professionals,  facility 
managers  and  mechanical  and 
manufacturing  engineers.  Fea¬ 
tures  include  the  ability  to  view 
images  in  real  time  while  a  draw¬ 
ing  is  being  scanned  as  well  as  a 
two-dimensional  computer-aid¬ 
ed  design  package  with  drafting 
and  database  capabilities. 

The  system  requires  an  IBM 
Personal  System/2  or  Personal 
Computer  on  the  Intel  Corp. 
80386  platform.  It  sells  for 
$100,000. 

Optigraphics 
9339  Carroll  Park  Drive 
San  Diego,  Calif.  92121 
(619)292-6060 


Processors 

Lantronix  has  introduced  a  line 
of  terminal  servers  that  are  com¬ 
patible  with  Sun  Microsystems, 
Inc.  workstations. 

The  products  are  offered  in 
four-,  eight-  and  16-port  ver¬ 
sions  and  are  equipped  with  soft¬ 
ware  that  provides  Sun  worksta¬ 
tion  users  with  transparent 
access  to  file  servers  and  remote 
network  peripherals  via  Telnet 
and  rlogin. 

Pricing  ranges  from  $1,495 
to  $2,495,  depending  on  model. 

Lantronix 
26072  Merit  Circle 
Laguna  Hills,  Calif.  92653 
(714)367-0050 

The  Remex  Division  of  Seymour 
Electronics  and  Automation, 
Inc.  has  announced  a  line  of  mi¬ 
croprocessor-based  shop  termi¬ 
nals  designed  to  provide  multi¬ 
tasking  distributed  numerical 
control  without  a  single  point  of 
failure. 

The  devices  can  be  used  as 
computer-integrated  manufac¬ 
turing  (CIM)  subsystems  in  high- 


level  networks  or  as  stand-alone 
DNC  systems  at  manufacturing 
firms  that  are  not  ready  to  use 
CIM.  Each  terminal  reportedly 
includes  a  multitasking  machine 
interface  unit  and  a  separate,  in¬ 
terchangeable  operator  inter¬ 
face. 

The  terminals  range  in  price 
from  $1,000  to  $4,000,  depend¬ 
ing  on  configuration. 

Remex 

1335  S.  Acadia 
Fullerton,  Calif.  92631 
(714)535-4160 


Data  storage 

Ten  X  Technology,  Inc.  has  in¬ 
troduced  an  optical-disc  subsys¬ 
tem  that  enables  users  to  read 
and  write  erasable  and  write- 
once,  read-many  optical  media 
using  a  single  drive. 

The  Opti  Xchange  subsystem 
includes  a  multifunction  5  Vi -in. 
optical  drive  and  a  built-in  hard¬ 
ware  interface  that  provides 
connectivity  without  the  need 
for  software  drivers.  The  prod¬ 
uct  can  store  from  650M  bytes 
to  1G  byte  of  data  per  cartridge, 
depending  on  type  of  compres¬ 
sion. 

The  subsystem  is  slated  to  be¬ 
gin  shipping  this  month  for 
$5,995. 

Ten  X  Technology 
4807  Spicewood  Springs 
Road 

Austin,  Texas  78759 
(512)346-8360 


Opti  Xchange  can  store  up  to 
1Gbyte  of  data 


Clearpoint  Research  Corp.  has 
announced  the  DCMS-TSB,  an 
8mm  tape  storage  subsystem 
designed  for  Digital  Equipment 
Corp.  VAX  8000  and  6000  se¬ 
ries  systems. 

The  product  provides  users 
with  emulation  for  DEC’S  Tape 
Mass  Storage  Control  Protocol 
and  serves  as  a  third-party  di¬ 
rect-attachment  subsystem  for 
DEC’S  VAXBI  bus. 

DCMS-TSB  also  features 
ports  for  up  to  seven  tape  de¬ 
vices  and  offers  configuration 
and  backup  capacities  ranging 
from  2.3G  bytes  to  more  than 
14G  bytes,  according  to  the  ven¬ 
dor. 

The  subsystem  is  priced  at 
$17,850. 

Clearpoint 
35  Parkwood  Drive 
Hopkinton,  Mass.  01748 
(508)435-2000 


Zetaco,  Inc.  has  introduced  a 
data  storage  subsystem  that  pro¬ 
vides  users  of  Data  General 
Corp.  operating  systems  with  a 
4mm,  1.3G-byte  cartridge  for 
unattended  backup  of  most  5V4- 
in.  Winchester  disk  drives. 

The  SKT-1300  includes  a 
standard  small  computer  sys¬ 
tems  interface  and  a  proprietary 
SCZ-4  controller.  Other  features 
include  a  fast  file  search  that  re¬ 
portedly  allows  users  to  access 
file  marks  and  record  boundaries 
in  less  than  20  seconds. 

The  price  is  $9,195,  and  add¬ 
on  drives  sell  for  $ 5 , 6 7 5 . 

Zetaco 

6850  Shady  Oak  Road 
Eden  Prairie,  Minn.  55344 
(612)941-9480 

Distributed  Logic  Corp.  has  in¬ 
troduced  two  series  of  storage 
arrays  designed  for  Digital 
Equipment  Corp.  VAX  systems. 

The  DA750  and  DA850  fea¬ 
ture  respective  disk  storage  ca¬ 
pacities  of  10. 4G  and  15.5G 
bytes.  The  products  can  be  or¬ 
dered  with  a  pair  of  Exabyte 
8200  8mm  2.3G-byte  cartridge 
tape  drives  or  with  two  Exabyte 
8500  5G-byte  tape  drives. 

List  price  ranges  from 
$146,938  to  $235,421,  depend¬ 
ing  on  subsystem  model. 

Dilog 

1555  S.  Sinclair  St. 
Anaheim,  Calif.  92806 
(714)  937-5700 


I/O  devices 

Genicom  Corp.  has  added  two 
models  to  its  4000  series  of  line 
matrix  printers. 

Models  4410  XT  and  4440 
XT  feature  an  optional  corre¬ 
spondence  font  that  provides 
twice  the  speed  of  near-letter 
quality  printers,  the  vendor  said. 

Model  4410  XT  lists  at 
$6,195,  and  Model  4440  XT 
costs  $7,795. 

Genicom 
Genicom  Drive 
Waynesboro,  Va.  22980 
(703)  949-1492 


Maintenance 

equipment 

On-Line  Environment  Corp.  has 
introduced  a  failure  avoidance 
system  designed  to  detect  envi¬ 
ronmental  system  problems  in 
computer  facilities. 

Analysite  collects  measure¬ 
ments,  such  as  the  temperatures 
of  magnetic  tape  or  a  freon  leak 
in  an  air  conditioner,  at  six  times 
per  minute  and  downloads  the 
data  for  analysis.  Maintenance 
personnel  can  access  the  data  by 
dialing  into  an  RS-485  network 
from  IBM  Personal  Computers. 

The  service  is  aimed  primari¬ 
ly  at  medium  to  large  systems.  It 
is  being  offered  for  $500  to 
$1,000  per  month,  depending  on 
the  size  of  the  site. 

On-Line  Environment 
1185  Chess  Drive 
Foster  City,  Calif.  94404 
(415)578-0480 


Accondinglb  Datapro’s 
LastThree  Surveys, 
Here^The  List 
Of  4GL/RDBMSs 
Preferred 
ToPROGRESS. 


These  are  the  bare  facts.  In  the  last  three  Datapro  surveys, 
PROGRESS  was  rated  higher  in  overall  user  satisfaction 
than  all  4GL/RDBMSs  reviewed.  That  includes  Oracle, 
Informix,  Ingres  and  Focus.  Which  means  for  developing 
applications,  we’re  the  user’s  choice. 

The  reasons  why  begin  with  an  English-like  lan¬ 
guage  that  automates  tasks  you’d  normally  have  to  pro¬ 
gram  with  other  4GLs.  Our  new  data  dictionary  lets 
you  easily  manage  data  across  multiple  databases  and 
networks.  And  with  PROGRESS,  you  can  easily  port 
applications  to  hundreds  of  different 
machines  without  changing  a  line 
of  code. 

To  receive  the  full  Datapro 
report,  or  to  test-drive  a  complete 
evaluation  copy  of  PROGRESS, 
just  call  800  FAST  4GL,  or  send 
in  the  coupon  below. 

PROGRESS  is  a  registered  trademark  of  Progress  Software  Corporation.  Datapro.  Oracle, 
Informix,  Ingres,  and  Focus  are  trademarks  of  their  respective  manufacturers. 


Progress* 


Name  Please  print  or  attach  your  business  card  Title 

Company 

Address 

Phone  Fax 

□  Send  me  a  copy  of  Datapro's  report  on  PROGRESS. 

□  Call  me  about  the  PROGRESS  Test  Drive. 

I  plan  to  buy  a  4GL  and  RDBMS  in:  □  3  mos.  D6mos.  ni2mos. 

Computer  Model(s): - - - 

Operating  System(s)/Network(s): - 

Clip  and  send  to:  Inside  Sales,  Progress  Software  Corp.,  5  Oak  Park, 

Bedford,  MA  01730.  Fax:  617  275-4595.  CW0716 
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Vnacqmp  introduces 

PLATFORM  SO  ADVANCED, 
YOUR  IMAGES,  IT  ENHANC 
MAGE,  AS  WELL. 


Introducing  the  new  standard  for  the 
information  and  image  management 
industry.  The  XFP  2000  provides  a 
state  of  the  art  platform  to  build  a  cor¬ 
porate  I.  &  I.M.  system  that  will  remain 
at  the  leading  edge  of  technology  well 
into  the  21st  Century. 

It  is  capable  of  producing  enhanced 
microfiche  with  dramatic  headings,  as 
well  as  graphic  representations  of 
actual  documents  and  forms.  And  that 
will  help  you  make  a  strong  corporate 
statement  every  time  you  send  out  a 
copy  of  an  invoice. 

At  last,  there’s  a  COM  system  that 
will  ultimately  take  image  management 
out  of  the  archives,  and  into  an  interac¬ 
tive  relationship  with  your  computer 
network,  and  even  into  your  company’s 
boardroom. 

For  more  information  about  acquir¬ 
ing  your  own  Anacomp  system,  or 
having  Anacomp  operate  one  for  you 
through  a  service  bureau,  write  J.  Mark 
Woods,  Chief  Operating  Officer,  Executive 
Vice  President,  Anacomp,  Inc.,  One 
Buckhead  Plaza,  3060  Peachtree  Road, 
N.W.,  Suite  1700,  Atlanta,  Georgia 
30305.  Or  simply  call  404-262-2667. 

With  the  DatagraphiX  XFP  2000, 
the  future  of  information  and  image 
management  is  in  your  hands.  Use  it  well. 


UNTIL  NOW, 

COM  SYSTEMS 
PROCESSED  DATA 
STRICTLY  BY  THE 
NUMBERS.  THE  XFP 
2000  WILL  PUT  IT  IN 
ANY  FORM  YOU  LIKE. 

O  Anacomp’s  new 

DatagraphiX  XFP  2000 
is  the  only  COM  system 
designed  to  incorporate 
the  new  graphic  capabili¬ 
ties  into  its  “Advanced 
Function  Platform!’ 

O  Fiche  capabilities  include 
your  choice  of  multiple 
fonts,  forms,  signatures  and 
logotypes. 

O  Forms  and  documents  can  be  gen¬ 
erated  to  exactly  replicate  the 
graphics  of  the  original. 

O  Invoices  and  statements  which 
have  the  “branded”  and 
“corporate-look”  of  the  issuer  can 
be  output  with  raw  alphanumeric 
data  of  sales  transactions. 

O  Visualizations  of  insurance  claim 
forms,  bank  statements,  utility 
bills,  and  other  industry-specific 
representations  can  be  easily 
created. 


The  software  that  made 

writing  easier 

now  makes  your  writing  better. 


The  leading  executive  word  processor 
now  includes  a  custom  integration 
of  the  leading  grammar-checker  - 
Gram  •  mat  •  ik™  IV 

New  Professional  Write®  2.2 
from  Software  Publishing 
Corporation  detects 
errors  in  grammar,  style, 
usage  and  punctuation. 
Then  recommends  a 
way  to  correct  them. 


*  k 


This  new  version  also 

Better  uniting  supports  many  more 

for  busy  executives.  .  .  ,. 

J  pnnters,  including 

HP®  LaserJet®  III,  LaserJet  IIF!  and  DeskJet® 

Plus.  And  offers  a  new  line  of  HP  font 

support,  as  well  as  the  25  in  One!™  Ill 

cartridge  from  Pacific  Data  Products. 


Edit  F4-Fornat 


F5-Spel 1/Granraar 


F6-Addresses 


1.  Check  spelling  of  word  Ctrl-A 

Z.  Check  spelling  to  end  of  document  Ctrl-U 

3.  Find  synonyms 

4.  Check  grammar  to  end  of  document  Ctrl-6 

5.  Show  statistics 


Check  your  grammar  as  easily 
as  you  check  your  spelling. 

That’s  not  all.  Professional  Write  2.2  has 
lots  of  other  new  features  —  automatic 


*  s  Market  Analysis 
June  1,1990 
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Greatly  expanded 
printer  and  font  support. 


hyphenation, 
unlimited 
document 
size,  en¬ 
hanced 
import  and 
export  of 
delimited 
ASCII  files, 
and  much, 
much  more.  It’s 
also  available  in 
Professional  Write’ 
new  LAN  version. 


The  best  news  is  that  even  with  all  these 
new  features  Professional  Write  is  still  the 
word  processor 


Lots  of  new  features  with¬ 
out  any  compromise 


that’s  easy  to 
learn  and  easy 
to  use.  No  ten- 
pound  manuals. 

No  training. 

The  easiest  way  to  prove  it, 
of  course,  is  to  show  you.  Send 
for  your  free  trial  disk  today 
Tbu’ll  be  a  better  writer  tomorrow 


SR 


'SOFTWARE 

'PUBLISHING 


o  N 


FOR  A  FREE  TRIAL  DISK,  CALL  1-800-345-2888,  OPERATOR  206,  IN  U.S.  AND  CANADA 

For  upgrade  information,  call  303-799-4900  (U.S.)  and  416-566-0566  (Canada). 

Professional  Write  is  a  registered  trademark  of  Software  Publishing  Corporation.  ©  1990  Software  Publishing  Corporation,  1901  landings  Dr.,  Mountain  View,  CA  94039-7210. 
Grammatik  is  a  trademark  of  Wang  Laboratories.  HP  LaserJet,  DeskJet  are  registered  trademarks  of  Hewlett-Packard  Company  25  in  One!  is  a  trademark  of  Pacific  Data  Products. 
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Multimedia:  A  royal  (ty)  mess 


ANALYSIS 


BY  JAMES  DALY 

CW  STAFF 


Putting  together  a  multimedia 
presentation?  Better  round  up 
the  lawyers. 

Experts  said  the  dizzying 
montage  of  music,  video  and 
flashy  images  that  has  become 
the  central  charm  of  multimedia 
also  harbors  a  decidedly  dark 
side:  Securing  the  copyrights  for 
those  myriad  images  has  created 
a  landscape  peppered  with  legal 
sinkholes. 

Gary  Hare  found  out  the  hard 
way. 

Hare  is  president  of  Fathom 
Pictures,  Inc.,  a  small  Sausalito, 
Calif. -based  production  house 
that  specializes  in  interactive  en¬ 
tertainment  and  amusement 
park  attractions.  He  has  come  up 
with  the  idea  of  putting  together 
a  product  based  on  Rotisserie 
League  Baseball,  a  popular  game 
wherein  baseball  fans  craft  cus¬ 
tomized  lineups  from  profession¬ 
al  rosters  and  then  engage  in  a 
season-long  battle  of  statistics. 

Hare  wanted  to  mix  images  of 
the  players  with  performance 
numbers  and  personal  high¬ 
lights,  then  spice  it  up  with  some 
music  and  old  film  clips.  “It  was 
an  exciting  project,”  he  said. 

That  is,  until  he  started  talk¬ 
ing  royalty  numbers  to  those 
with  whom  he  would  have  to  se¬ 
cure  copyrights,  including  Major 
League  Baseball  (which  wanted 
10%  of  gross  wholesale),  the 
Major  League  Players  Associa¬ 
tion  (another  10%),  music  com¬ 
panies  (3%)  and  publishing 
houses  for  statistics  (another 


5%),  as  well  as  television  net¬ 
works  and  the  estates  of  de¬ 
ceased  players.  By  the  time  the 
final  figures  were  added  up, 
property  rights  had  gobbled  up 
nearly  50%  of  wholesale. 

“That’s  one  game  that  never 
got  off  the  ground,”  Hare  said. 

Hare’s  aborted  game  under¬ 
lines  a  severe  problem  facing  us¬ 
ers  in  the  burgeoning  field  of 
multimedia  production.  The  con¬ 
cept  of  compensation  and  owner¬ 
ship  is  today’s  “single  biggest  is¬ 
sue  in  multimedia,”  said  Sean 
Callahan,  an  executive  vice-pres¬ 
ident  at  Savitar,  Inc.,  a  San  Fran¬ 
cisco-based  company  that  devel¬ 
ops  technology  for  the  electronic 
publishing  community. 

Multimedia  production  oper¬ 
ations  are  suddenly  finding  huge 
and  valuable  amounts  of  time 


gobbled  up  with  legal  —  not  cre¬ 
ative  —  issues.  “It’s  not  unusual 
for  some  shops  to  spend  as  much 
as  half  of  their  production  time 
just  securing  copyright  permis¬ 
sion,”  said  Nick  Arnett,  presi¬ 
dent  of  Santa  Clara,  Calif.,  Multi¬ 
media  Computing  Corp.,  which 
publishes  “The  Multimedia  Pro¬ 
ducer’s  Legal  Survival  Guide.” 
With  each  increase  in  the  com¬ 
plexity  of  a  multimedia  presenta¬ 
tion  comes  an  exponential  in¬ 
crease  in  the  threat  of  litigation. 

Legal  minefield 

The  very  characteristics  that 
make  multimedia  unique  also 
make  it  a  legal  minefield.  Nearly 
every  image,  photograph,  letter 
of  a  poem  or  note  in  a  song  is  pro¬ 
tected  by  a  copyright,  and  there 
is  no  such  thing  as  “permissible 


borrowing”  —  snitching  one  line 
from  a  poem  here  or  three  mea¬ 
sures  from  a  song  there. 

Arnett  said  that  the  first  step 
in  acquiring  preexisting  media  is 
finding  who  owns  the  copyright. 
This  can  often  be  a  sticky  busi¬ 
ness,  however.  Some  types  of 
media  (i.e.,  music)  may  have  sev¬ 
eral  owners,  all  of  whom  must 
grant  permission. 

It  is  also  important  to  antici¬ 
pate  and  describe  all  uses  of  the 
borrowed  medium,  so  you  will 
not  be  in  a  legal  straitjacket  if 
you  decide  to  alter  original  pro¬ 
duction  plans,  Arnett  said. 

If  you  do  not  have  a  particular 
piece  of  media  in  mind,  there  are 
catalogs  and  directories  avail¬ 
able  to  help  you  find  what  you  are 
looking  for.  Stock  houses  and 
rights  and  permissions  profes¬ 
sionals  can  also  provide  valuable 
assistance  in  locating  and  acquir¬ 
ing  parts  of  your  work. 

Continued  on  page  47 


FEATURE:  TELECOMMUTING  SUPPORT 

Who  bears  the  burden? 


BY  CAROL  HILDEBRAND 

CW  STAFF 


For  the  harassed  individual  strug¬ 
gling  with  the  demands  of  a  high- 
stress  career  and  a  backbreaking 
commute,  working  part-time  from 
home  can  seem  like  a  ticket  to  a 
simpler  lifestyle.  Many  telecommuters  say 
they  gain  time  with  family  while  improving 
their  productivity  and  reducing  stress. 

Simple  can  become  complex  when  tele¬ 
commuters  need  system  support,  however. 
Such  issues  as  who  is  responsible  for  equip¬ 
ment  maintenance  and  repair  as  well  as  who 
pays  for  the  equipment  in  the  first  place  are 
Con  ti  n  ued  on  page  50 


Blair  Thomley 


Is  PC  world 
gettingflat? 


BYJ.  A.  SAVAGE 

CW  STAFF 


Flat-panel  displays  could  offer 
computer  users  a  means  to  re¬ 
claim  the  desktop  from  boxy  per¬ 
sonal  computers. 

With  VDTs  approaching  basic 
limitations  in  screen  size  and  res¬ 
olution,  the  American  Electron¬ 
ics  Association  claimed  that  flat- 
panel  displays  will  take  over  the 
market.  “The  CPU  can  plug  into 
the  display  instead  of  a  box,”  said 
James  Hurd,  president  of  Planar 
Systems,  Inc.,  a  Beaverton, 
Ore. ,  display  maker. 

Memory  would  still  take  up 
other  real  estate  for  the  comput¬ 
er,  perhaps  in  a  box  set  under  the 
desk  or  a  21/2-in.  drive  on  the 
back  of  the  display. 

The  reason  such  display/CPU 
desktop  combinations  have  yet 
to  appear  in  force  on  the  market 
is  that  the  U.S.  flat-display  indus¬ 
try  is  still  in  its  infancy,  with  only 
about  a  half-dozen  firms. 

Pricing  should  not  be  a  hur¬ 
dle,  however.  Hurd  claimed  that 
a  display/CPU  does  not  have  to 
be  more  expensive  than  current 
workstations.  He  estimated  that 
an  Intel  Corp.  80386-based 
CPU/display  combination  would 
cost  between  $2,000  and 
$3,000. 

“It’s  simple  arithmetic,”  said 
Jim  Kehoe,  president  of  Plas- 
maco,  Inc.,  a  Highland,  N.Y., 
manufacturer  that  started  ship¬ 
ping  display  subassemblies  in 
February.  “We  all  have  a  high 
level  of  fixed  costs,  and  as  we 
work  to  get  volumes  higher, 
prices  will  go  down.” 


Micro  Focus  brings  370  Assembler  to  the  PC! 


The  Micro  Focus  370  Assembler  is  a  tool  which  helps  maximize  the 
productivity  of  both  the  mainframe  Assembler  programmer  as  well 
as  the  COBOL  programmer  whose  application  calls  Assembler 
subroutines. 

Micro  Focus  370  Assembler  allows  PC  development  and  main¬ 
tenance  of  host  based  Assembler  and  mixed  COBOL/  370  Assembler 
applications  when  used  with  Micro  Focus  COBOL/2  Workbench. 
The  full  featured  Assembler  programming  environment  includes: 


□ 

Macro  Processor 

□ 

Assembler 

MICRO  FOCUS® 

□ 

Linkage  Editor 

A  Better  Way  of  Programming™ 

□ 

Run  Time  Facility 

□ 

Interactive  Debugging  Facility 

■er  Rapid  Macro  processing  and  Assemblies 

^  Reduced  Host  dependency  and 
turnaround 

*§=  Reduced  development  time 

Interactive  370  Assembler  debugging 

Support  for  the  full  IBM  370  and  370  XA 
instruction  set 

Reduced  mainframe  resource  utilization 


For  more  information  about  the  Micro  Focus  370  Assembler 
or  about  other  Micro  Focus  products  call  1-800-872-6265 
or  415-856-4161. 
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In  the  stock  market, 
insider  information 

isacrime. 

In  the  OS/2  market, 

it’s  a  Messing. 


Now  you  can  invest  in  futures 
and  get  the  edge  on  your  competition, 
all  at  the  same  time. 

With  the  OS/2  version  2.0  Soft¬ 
ware  Development  Kit  program. 


Software  Development 


It  has  everything  you  need  to 
jumpstart  your  new  32-bit  applications. 
And  take  full  advantage  of  Intel’s  386™ 
and  i  486  "  processors. 

Not  to  mention  OS/2’s  graphical 
interface,  multi-tasking  and  advanced 
memory  management. 

You  get  successive  pre-releases 
and  final  versions  of  32-bit  OS/2, 
Microsoft  C  and  MacroAssembler. 

You  also  get  Microsoft’s  improved 
CodeView'  debugger. 

Access  to  your  OS/2  network 
while  you’re  developing  code. 

And  of  course,  expert  on-line  tech¬ 
nical  support. 

Call  (800)  227-4679,  Dept  L79,  to 
find  out  more.  And  do  it  now. 

The  early  bird  gets  the  application. 

Microsoft 

Making  it  all  make  sense 

Customers  within  the  50  United  States,  cal!  (800)  227-4679,  Dept.  L79.  Customers  in  Canada,  call  (416)  673-7638.  Outside  the  U.S.  and  Canada,  call  (206)  882-8661. 
©  1990  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  CodeView  and  the  Microsoft  logo  are  registered  trademarks  and  Making  it  all  make  sense  is  a  trademark  of 
Microsoft  Corporation  Intel  is  a  registered  trademark  and 386 and  i  486 are  trademarks  of  Intel  Corporation. 


PCs  &  WORKSTATIONS 


COMMENTARY 


Richard  Pastor e 


Not  much  box 
for  the  buck 


‘They’ve  come 
I  a  long  way  from 
the  PCjr,”  ob¬ 
servers  said  af¬ 
ter  IBM  intro¬ 
duced  its 
I  Personal  Sys¬ 
tem/1  home  computer  late  last 
month.  I  can  vouch  for  that  —  I 
was  a  PCjr  user  for  three  years 
before  I  mercifully  pulled  the 
plug  on  that  klunker  and  bought 
a  Tandy  1000.  The  PS/1  that  I 
played  with  at  the  press  confer¬ 
ence  in  New  York  was  a  vast 
improvement  —  but  it  was  by  no 
means  perfect. 

The  chief  problem  is  the 
price  and  value  you  get  —  or 
don’t  get  —  for  your  money. 
Forget  about  getting  away  for 
under  $1,000.  All  you  get  for 
the  $999  sticker  price  is  a  crip¬ 
pled  base  model  with  a  black- 
and-white  monitor,  only  512K 
bytes  of  memory  and  no  hard 
disk  —  an  inadequate  configura¬ 
tion  for  the  kids  who  want  to 
play  colorful  games  and  the 
adults  who  want  to  load  Lotus’ 
1-2-3  or  Microsoft’s  Windows. 
Plan  on  spending  $1,700  to 
$2,000  for  a  truly  useful  base 
configuration.  But  wait  — 
there’s  more.  Because  IBM  fool¬ 
ishly  chose  to  build  a  joystick 
port  into  a  $250  adapter  board 
rather  than  the  back  of  the  sys¬ 
tem  box,  adding  a  couple  of  joy¬ 
sticks  for  the  kids  will  cost  you 
an  incredible  $300. 

So  now  we’re  talking  serious 
bucks  for  a  machine  that  isn’t  all 
that  serious.  Although  it  has 
Video  Graphics  Array  resolu¬ 
tion,  the  monitor  you  are  forced 
to  use  is  too  small  for  serious 
desktop/home  publishing  use. 
Microsoft  Works  is  a  cute  little 
all-in-one  package,  but  work- 
at-home  users  might  quickly  find 
the  functionality  limiting.  Prod¬ 
igy,  one  of  two  on-line  services 
IBM  bundles  with  the  box,  has 
been  almost  universally  panned 
for  being  too  slow.  The  other, 
Promenade,  seems  likely  to  nick- 
el-and-dime  you  to  death  with 
its  25-cents-per-minute  prime¬ 
time  charge. 

Even  novice  users  have 
enough  common  sense  to  com¬ 
parison-shop.  If  they  walk  into 
their  local  electronics  super¬ 
store,  they  may  find  out  the 
PS/1  is  not  such  a  good  deal.  At  a 
superstore  like  Lechmere  in 
Boston,  you  can  snag  a  Packard 
Bell  386SX  with  on-board 
VGA,  hard  drive,  3  Vt-  and  5  Vi -in. 
floppy  drives,  a  modem,  Prodi¬ 
gy,  MS-DOS  4.1  and  Lotus- 
works  for  $1,699.  You  can  add 
a  VGA  monitor  for  $319. 

Continued  on  page  46 


Puette  eyes  integrated 
approach  at  Apple  USA 


IN  PERSON 


Two  weeks  ago,  Apple  Comput¬ 
er,  Inc.  filled  a  5-month-old  ma¬ 
jor  hole  in  its  corporate  struc¬ 
ture  when  it  scooped  Robert 
Puette  from  Hewlett-Packard 
Co.  and  named  him  president  of 
Apple  USA  —  the  company’s  do¬ 
mestic  sales,  marketing  and 
support  division. 

Puette,  the  affable  former 
general  manager  of  HP’s  world¬ 
wide  personal  computer  group, 
has  his  work  cut  out  for  him.  Ap¬ 
ple  USA  has  struggled  through  a 
prolonged  period  of  weak  sales 
and  managerial  turmoil,  and 
its  Cupertino,  Calif.-based  par¬ 
ent  has  been  known  to  munch 
through  its  ranks  like  some  folks 
go  through  salted  peanuts. 

Senior  West  Coast  Corre¬ 
spondent  James  Daly  recently 
spoke  with  Puette  to  discuss  his 
plans  for  the  division. 

Where  is  Apple  USA  going 
in  the  next  year,  and  how 
will  you  mix  in  your  expe¬ 
riences  at  HP? 

It’s  going  to  be  several  months 
before  I  can  talk  specifics  about 


either  products  or  channel  direc¬ 
tions.  But  I’ve  spent  nine  years 
in  the  PC  business  at  HP,  which 
deals  with  the  DOS  world.  I’ve 
learned  a  lot  about 
what  works  in  that 
situation  and  what 
doesn’t. 

Culturally,  the 
companies  are  simi¬ 
lar:  very  intense 
people,  who  appreci¬ 
ate  open  communi¬ 
cations,  trying  to 
make  a  contribution. 

A  lot  of  these  are  Sil¬ 
icon  Valley  charac¬ 
teristics.  Beer  busts, 
for  example:  You 
talk  beer  busts  to  an 
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Puette:  “ I’ve  got  a 
very  clear  picture  of 
what  is  needed” 


East  Coast  company,  and  they 
don’t  know  what  that  is.  But  ev¬ 
eryone  in  the  Valley  knows  what 
a  Friday  afternoon  beer  bust  is. 
And  it’s  a  good  communications 
vehicle. 

Any  changes  organiza¬ 
tionally  so  far? 

[Chief  Operating  Officer]  Mi¬ 
chael  Spindler  has  flattened  the 
organization  to  the  point  where  I 
have  about  10  people  that  report 


to  me.  [Former  Apple  USA  head] 
Allan  Loren  had  three  people  re¬ 
porting  to  him.  Instead  of  having 
a  single  person  worried  about 
U.S.  marketing,  I  have  people 
who  deal  with  channels  —  edu¬ 
cation,  business,  government. 
This  gives  me  fmer  control. 


What  effect  do  you  see 
Microsoft  Corp.’s  Win¬ 
dows  3.0  having 
on  Apple? 

Windows  3.0  brings 
the  DOS  world  clos¬ 
er  to  the  point-and- 
click  environment  of 
the  Mac.  That  [actu¬ 
ally]  simplifies  our 
marketing  job.  But 
the  catch  [for  DOS 
users]  is  that  the 
Mac  is  a  plug-and- 
play  environment.  If 
you  buy  DOS  you 
have  to  buy  Win¬ 
dows  separately,  and 


f 


then  you’re  talking  up  to  four 
hours  of  integration  time.  We’ll 
need  to  play  up  that  fact. 

Europe  has  been  tremen¬ 
dously  successful  during  a 
period  in  which  domestic 
revenue  has  been  weak. 
Will  we  see  the  European¬ 
ization  of  Apple  USA? 

I  don’t  think  so.  The  markets  are 
very  different,  and  you  can’t  al¬ 
ways  apply  what  works  in  Eu- 


No  reservations  about  Unix 


La  Quinta  Motor  Inns  checks  in  Xenix-based  management  system 


ON  SITE 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


SAN  ANTONIO  —  Between  La¬ 
bor  Day  1989  and  Mother’s  Day 
1990,  La  Quinta  Motor  Inns, 
Inc.  took  the  locks  off  of  its 
doors. 

La  Quinta  switched  from 
a  proprietary  minicomputer- 
based  system  to  Unix-based  mi¬ 
crocomputers. 

The  $200  million  205-inn 
chain  opted  for  The  Santa  Cruz 
Operation’s  (SCO)  Xenix/386 
Version  2.3.2  running  on  Hew¬ 
lett-Packard  Co.  Vectra  RS/20 
Model  154Es. 

“We  wanted  to  get  into  a 
standard  environment,  and  to 
our  minds,  it  had  become  more 
and  more  apparent  that  the  Unix 
world  was  where  everything  was 
moving,”  said  Michael  Emmons, 
director  of  application  develop¬ 
ment  at  La  Quinta. 

The  company’s  configura¬ 
tion,  unusual  at  the  time  when  it 
was  implemented  in  the  summer 
of  1989,  allowed  it  to  keep  the 
advantages  of  the  Texas  Instru¬ 
ments,  Inc.  990  Model  673  mini¬ 
computers  it  began  installing  in 
1980,  when  it  first  became  auto¬ 
mated. 

“We  didn’t  want  to  have  a  sin¬ 


gle  point  of  failure  that  would 
shut  the  system  down,”  Em¬ 
mons  said.  The  connections  are 
made  through  a  Corollary,  Inc. 
8x4  Intelligent  Terminal  Con¬ 
centrator. 

The  Vectras  serve  the  same 
functions  as  the  TI  machines: 
handling  customer  check-in, 
cashier  functions,  room  inven¬ 
tory  and  reservations.  Custom¬ 
ized  programs  written  for  the  TI 
system  in  Information  Builders 
Microfocus  Cobol/2  Version  1.0 
have  been  translated  to  Xenix, 


Najlah  Feanny/SABA 


Hamlett  is  pleased  with  per¬ 
formance  thus far 


and  the  hotel  chain  is  currently  in 
the  process  of  writing  new,  more 
powerful  applications  for  the 
system. 

Speed  and  functionality  are 
the  primary  benefits  La  Quinta 


has  seen  so  far.  Each  Vectra  has 
4M  bytes  of  random-access 
memory.  Another  4M  bytes  of 
RAM  will  be  added  in  the  near  fu¬ 
ture.  The  TI  machines  offered 
only  64K  of  programmable 
RAM,  which  meant  complex 
trickery  was  needed  to  get  ever¬ 
more-complicated  applications 
to  run. 

La  Quinta  estimated  that  it 
cost  less  to  install  the  Vectras  — 
each  with  three  HP  700/44  ter¬ 
minals  and  three  Okidata  Co. 
Model  320  printers,  plus  bar¬ 
code  readers  and  light  pens  — 
and  translate  all  its  software 
from  TI’s  proprietary  DS/10  en¬ 
vironment  to  Xenix  than  it  would 
to  simply  maintain  the  TI  system 
for  seven  years. 

La  Quinta  sends  reservation 
and  other  information  from  its 
Unisys  Corp.  2200/403  main¬ 
frame  in  San  Antonio  via  a  Tele¬ 
bit  Trailblazer  19. 2K  bit/sec. 
modem.  Two  Unisys  6050  mi¬ 
crocomputers  serve  to  translate 
the  mainframe  information  into 
Unix,  using  Unix  to  Unix  Copy 
Program,  after  an  earlier  choice 
to  use  a  Unix  emulation  tool 
proved  ungainly. 

Another  early  glitch  was 
solved  when  SCO  twice  rewrote 
a  Xenix  device  driver  so  that  the 
Vectra’s  tape  drives  would 
work.  The  fast-paced  installation 


rope  to  the  U.S. 

The  U.S.  is  the  largest  homo¬ 
geneous  marketplace  in  the 
world.  It’s  the  only  place  where 
you  can  call  3,000  miles  across 
the  country  and  get  a  product 
shipped  to  you  the  next  day. 
That  doesn’t  exist  in  Europe, 
and  I’m  not  sure  it’s  going  to  ex¬ 
ist  after  the  economic  reforms  of 
1992.  You  have  to  work  with  the 
situation  you’ve  got. 

The  sword  of  Damocles  of¬ 
ten  hangs  over  the  head  of 
Apple  USA.  The  average 
shelf  life  of  an  Apple  USA 
president  during  the  past 
five  years  was  about  18 
months.  Does  that  worry 
you? 

No.  I’ve  spoken  with  [Chairman 
and  Chief  Executive  Officer] 
John  Sculley  and  Michael  Spin¬ 
dler,  and  I’ve  got  a  very  clear  pic¬ 
ture  of  what  is  needed.  The 
sales,  service  and  support  orga¬ 
nizations  have  not  necessarily 
worked  together  over  the  last 
few  years.  We’ve  got  to  bring 
that  together.  Various  players  in 
the  past  have  had  trouble  doing 
that.  Either  they  didn’t  under¬ 
stand  the  task,  or  they  under¬ 
stood  our  customers  but  not  how 
to  manage  our  people,  or  they 
had  trouble  relating  to  the  whole 
thing.  I  feel  comfortable  with  all 
parts  of  the  situation.  I’m  not 
scared  —  but  maybe  I  should  be. 


—  eight  site  conversions  per 
week  —  went  smoothly,  with  a 
three-  to  four-week  learning 
curve. 

While  it  is  too  early  to  say  how 
beneficial  the  systems  are, 
Charles  Hamlett  Jr.,  vice-presi¬ 
dent  of  information  systems,  said 
that  applications  have  been 
greatly  enhanced,  including  the 
addition  of  such  features  as  im- 


Najlah  Feanny/SABA 


Emmons  aimed  for  a  stan¬ 
dard  environment 

proved  room  inventory,  more 
consistent  rate  charges  during 
promotions  and  improved  sales 
and  marketing  tools. 

Hamlett  said  that  within  a 
year  and  a  half,  the  company  will 
upgrade  to  SCO  Unix,  which  will 
allow  it  to  explore  DOS  func¬ 
tions,  X  terminals,  windowing 
and  color  terminals.  When  the 
company  replaces  its  Unisys 
mainframe,  it  will  switch  to  the 
Unix  environment. 

Said  Hamlett,  “We  100%  ex¬ 
pect  [it]  will  carry  us  through  this 
decade.” 
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MICRO  BITS 

Good  Word  for  Goodwill 


The  Seattle  Organizing  Committee  (SOC) 
of  the  1990  Goodwill  Games  has  an¬ 
nounced  that  it  will  standardize  on  the  fol¬ 
lowing  packages:  Microsoft  Corp.’s 
Word  for  Windows,  Word  Version  5.0  for 
the  IBM  Personal  Computer  and  compati¬ 
bles  and  Word  Version  4.0  for  the  Apple 
Computer,  Inc.  Macintosh.  The  SOC  is 
using  over  300  IBM  Personal  System/2s 
and  several  Macs  and  wants  to  be  able  to 
share  documents  across  different  envi¬ 
ronments. 

The  National  Education  Association 
(NEA)  said  it  will  include  Microsoft 
Works  in  its  IBM  PS/ 1 -based  NEA  Ed- 
star  system. 

The  University  of  California  at  Ir¬ 
vine’s  Executives  MBA  program  has  em¬ 
braced  the  electronic  notebook.  Starting 
this  fall  and  continuing  throughout  the 
next  three  years,  graduate  students  en¬ 
tering  the  program  will  be  outfitted  with 
Zenith  Data  Systems’  Minisport  HD. 
The  notebook  computer  will  come  pre- 
loaded  with  specific  courseware,  as  well 


as  word  processing  and  spreadsheet  pro¬ 
grams.  Faculty  will  also  be  issued  sys¬ 
tems. 

Hoboken,  N.J.-based  Stevens  Institute 
of  Technology,  said  to  be  the  first  insti¬ 
tution  to  require  its  students  to  lease  or 
purchase  a  personal  computer,  has  select¬ 
ed  the  AT&T  6286/EL  and  638SX/EL 
computers  for  the  incoming  class  of  1994. 

Taco  Bell,  a  unit  of  Pepsico,  has  closed 
an  18-month,  $8.2  million  contract  with 
Hewlett-Packard  Co.  that  covers 


1,750  HP  Vectra  QS/16S  Intel  Corp. 
80386-based  PCs,  software  and  printers. 
HP  will  install  and  service  the  machines  in 
Taco  Bell  outlets  nationwide  and  will 
automate  back-office  functions  using  22 
configurations  of  systems  software,  mem¬ 
ory  and  hard  drives.  Effective  use  of  the 
new  system  is  expected  to  improve  food 
costs  by  1%  and  reduce  the  time  store 
managers  spend  on  administrative  work 
up  to  25  hours  per  week. 

Zylab  Corp.’s  Zyindex  has  snagged  a 
couple  of  government  bids.  The  Federal 
Bureau  of  Investigation  will  use  the 
product  as  a  retrieval  tool  to  assist  inves¬ 
tigators  in  case  management.  Support  for 
a  variety  of  word  processing  formats  was 
a  key  factor  in  the  FBI’s  decision.  The 


U.S.  Department  of  Energy  has  stan¬ 
dardized  on  Zyindex  for  document  classifi¬ 
cation  and  has  used  the  product  to  create 
a  user  manual  in  comic  book  form,  cus¬ 
tomized  to  its  application. 

First  it  was  the  free  copy  of  the  Magellan 
utility  software  for  Trump  Shuttle  flyers. 
Now  Lotus  Development  Corp.  is 
teaming  up  with  Fuji  Film.  Between 
Aug.  15  and  Dec.  31,  buyers  of  Fuji  floppy 
disks  will  receive  a  trial  version  of  Magel¬ 
lan  2.0.  Stored  on  a  free  11th  disk,  the 
Magellan  sampler  will  be  available  in  spe¬ 
cially  marked  boxes  of  Fuji  3Vfe-in. 
MF2HD  and  5  Vi -in.  MD2HD  disks.  Also 
included  is  a  $25  rebate  coupon  good  to¬ 
ward  the  purchase  of  Magellan  2.0.  The 
package  retails  for  $139. 


Introducing  the  Wyse  Series  9000i.  It  delivers 
all  the  processing  performance  you’d  expect 
from  a  super  minicomputer— but  at  a  frac¬ 
tion  of  the  cost.  A  model  of  engineering 
elegance,  streamlined  yet  powerful,  it  offers 
dynamically-balanced  symmetric  multipro¬ 
cessing  for  anywhere  from  16  to  more  than 


Pastore 

CONTINUED  FROM  PAGE  45 

Craftier  buyers  will  go  grab  a  person¬ 
al  computer  magazine  and  order  from  a 
direct-mail  firm  the  same  machine  they 
saw  in  the  superstore  —  for  33%  less. 

Does  this  mean  the  PS/1  will  follow 
the  PCjr  into  oblivion?  It’s  doubtful.  Big 
corporations  don’t  like  to  make  the  same 
mistake  twice.  The  PS/1  was  clearly  de¬ 
signed  with  at  least  some  input  from 
real-life  people.  The  graphical  user  inter¬ 
face  that  cloaks  the  dreaded  DOS 
prompt  is  a  welcome  inclusion.  The  built- 
in  modem  and  the  mouse  are  nice  touch¬ 
es  for  the  professional  as  well. 

The  most  buoyant  life  vest  that  will 
keep  this  machine  afloat,  however,  is  its 
100%  DOS  compatibility.  If  the  memory 
requirements  match,  you  can  buy  a  PS/2 
program  for  your  PS/1  with  full  confi¬ 
dence,  IBM  claimed.  That  was  hardly  the 
case  with  the  grossly  incompatible  PCjr. 

Yet  by  making  the  PS/1  so  compati¬ 
ble,  IBM  is  taking  a  chance  that  the  unit 
will  impinge  on  its  low-end  PS/2  sales. 
This  senior  line  offers  more  options  for 
monitors,  memory,  expansion  cards  and 
operating  systems;  however,  the  two 
families  are  basically  the  same  animal 
from  a  software  standpoint.  IBM  de¬ 
serves  credit  for  not  insisting  on  sepa¬ 
rating  the  two  lines  with  a  frustrating  gulf 
of  architectural  differences  as  it  did  with 
the  PCjr. 

IBM  executives  acknowledged  that 
there  could  be  some  cannibalization  of 
low-end  PS/2  sales  but  said  they  are  not 
worried  about  any  significant  impact.  Any 
PS/2  sales  losses  will  be  more  than  offset 
by  PS/1  sales  to  first- time  buyers  who 
would  not  otherwise  have  considered 
any  purchase.  Pundits  predicted  1991 
PS/1  sales  of  500,000  to  one  million. 

Whether  these  sales  materialize  de¬ 
pends  on  how  carefully  shoppers  look  be¬ 
hind  the  PS/l’s  sticker  price  at  the  nuts 
and  bolts  they’re  getting  for  their  bucks. 


Pastore  is  a  Computerworld  senior  writer. 


250  users?  Today.  With  a  bus  designed  to 
take  you  much  further.  Scalability  is  the 
key.  The  Series  9000i  can  expand  from  one 
to  as  many  as  six  386  CPUs.  Or  even  486s, 
right  now.  That  means  you  can  increase  per- 
formance  up 

to  14  times  within  the  same  chassis.  And  the 
performance  gain  with  each  added  CPU  is 
linear:  unlike  other  multiprocessing  technol¬ 
ogies,  when  you  double  the  CPUs,  you  liter¬ 
ally  double  the  power.  The  result  is  greater 
speed,  efficiency  and  transaction  capacity. 
Because  you  can  increase  performance  as 
your  needs  increase,  the  Series  9000i  gives 
a  growing  company  plenty  of  room  to  grow. 
And,  since  adding  processors  costs  far  less 
than  replacing  systems,  it  offers  exceptional 
long-term  investment  protection.  Over  and 
above  the  upfront  savings.  It’s  nothing 
short  of  a  revolution  in  price/performance. 
And  it  comes  from  a  company  that  made  its 
reputation  making  advanced  technology 
more  affordable  for  more  businesses. 

Whether  you’re  just  making  the  move  to 
the  UNIX  world  or  looking  to  replace  an  out¬ 
moded  mini,  now’s  the  time  to  call  Wyse  at 
1-800-438-9973.  Because  we’re  the  ones 
who  put  the  power  of  the  mini  within  reach 
of  the  many. 


WYSE 
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Multimedia 

CONTINUED  FROM  PAGE  43 

This  legal  tangle  has  spurred  people 
like  Arnett  and  Callahan  to  call  for  the  for¬ 
mation  of  a  copyright  collective  along  the 
lines  of  what  the  Motion  Picture  Licens¬ 
ing  Corp.  does  for  the  film  industry  or  the 
American  Society  of  Composers,  Authors 
and  Publishers  does  for  the  music  busi¬ 
ness  —  provide  a  central  clearinghouse 
for  those  who  own  information  and  those 
who  would  like  to  use  it.  “In  that  way,  the 
user  could  pay  a  straight  fee  to  the  clear¬ 
inghouse,”  Arnett  said.  “All  the  negotia¬ 
tions  would  be  done  beforehand.  There 
would  be  no  mess.” 

Until  such  a  framework  exists,  howev¬ 


er,  Hare  recommended  that 
multimedia  producers  try  to 
work  with  large  publishing 
houses  where  one-stop  im¬ 
age  shopping  can  be  done. 
“A  place  like  Time-Life,  for 
instance,  can  supply  you 
with  photos,  film  clips,  near¬ 
ly  everything  you  need,”  he 
said. 

Still,  experts  said  that  a 
large  amount  of  people  will 
continue  to  skip  the  process 
of  securing  copyrights  be¬ 
cause  current  social  mores 
tacitly  allow  it.  “We  are  not 
a  copyright-conscious  soci¬ 
ety,”  Arnett  said.  “We  tape 
albums  and  movies  without 


Silicon  Graphics 

Multimedia  applications  can  turn  into  legal  vipers’ nests 


thinking  twice  about  it.” 

With  large  media  con¬ 
glomerates  roaming  the 
land,  however,  it  would  only 
take  a  few  copyright  in¬ 
fringement  lawsuits  to  side¬ 
swipe  the  fledgling  industry. 
Conversely,  image  houses 
could  lock  themselves  out  of 
a  fertile  new  area  if  they  do 
not  work  with  multimedia 
production  teams  that  could 
make  their  old  properties 
valuable  again. 

“There’s  still  an  awful  lot 
of  work  to  be  done,”  Arnett 
said. ‘“Now  we  just  need  to 
do  it  before  the  situation 
gets  out  of hand.” 


— 


Wyse  puts  me  power  of  the  mini 
in  the  hands  of  the  man* 

For  a  tot  less  money. 


KPi/TiJ 


•AIM  Technology  Suite  III  Benchmark,  Dec  1989 

WYSE  isa  registered  trademark  and  Series  9000i  is  a  trademark  of 
Wyse  Technology  Inc  UNIX  isa  registered  trademark  of  AT&T 
©  1990,  Wyse  Technology  Inc. 


Wang  seeks 
PC  price  edge 

LOWELL,  Mass.  —  Using  price  as  the 
bait,  Wang  Laboratories,  Inc.  recently  un¬ 
wrapped  two  high-end  personal  comput¬ 
ers  based  on  Intel  Corp.  25-MHz  I486  and 
33-MHz  80386  chips. 

Starting  at  $8,595,  the  1486-based 
Wang  PC  480/25C  includes  cache  memo¬ 
ry,  a  memory  management  unit  and  a 
floating-point  processor  built  into  its  mi¬ 
croprocessor.  The  unit’s  pricing  is  said  to 
be  comparable  to  that  of  Compaq  Com¬ 
puter  Corp.’s  33-MHz,  386-based  Desk- 
pro. 

The  Wang  PC  350/33C  features  a  33- 
MHz,  386-based  central  processor,  a 
chassis  with  a  small  footprint  and  costs 
$5,395  for  a  base  unit.  That  pricing  is 
comparable  with  many  25-MHz,  386- 
based  PCs,  Wang  claimed. 

Despite  Wang’s  efforts  to  touch  off  a 
price  war  in  what  is  mostly  a  DOS  and 
OS/2  market,  it  is  targeting  the  480/25C 
at  server,  multiuser  Unix  host  and  techni¬ 
cal  workstation  markets  as  well  as  at 
stand-alone  users. 

Wang  said  its  486-based  box  is  suffi¬ 
ciently  powered  to  handle  the  demands  of 
multiuser  computing  and  provides  the 
flexibility  needed  to  accommodate  the 
large-capacity  disk  drives  required  by 
Unix  users. 

For  example,  the  PC  480/25C  employs 
70-nsec  standard  single  LU  line  memory 
modules  to  boost  processor  performance. 
All  system  memory  is  located  on  a  single 
plug-in  card  to  simplify  memory  upgrad¬ 
ing  and  configuration. 

The  480/25C  base  unit  includes  4M 
bytes  of  memory,  an  on-chip  8K-byte 
cache  memory,  an  on-chip  numeric  co¬ 
processor,  an  eight-slot  chassis  with  one 
parallel  and  serial  port,  a  1.2M-  or  1.44M- 
byte  disk  drive  and  a  keyboard. 

The  PC  350/33C  base  unit  offers  1M 
byte  of  main  memory,  a  64K-byte  cache 
memory,  a  six-slot  chassis  with  one  paral¬ 
lel  and  two  serial  ports,  a  1.2M-  or 
1 ,44M-byte  disk  drive  and  a  keyboard. 

Both  systems  can  support  up  to  16M 
bytes  of  memory. 

To  enhance  system  power  and  versa¬ 
tility,  both  systems  can  copy  the  BIOS  and 
video  programs  from  read-only  memory 
into  32-bit  random-access  memory  to 
speed  up  their  operations,  according  to 
Wang.  The  PC  480/25C  also  caches  the 
BIOS  to  increase  system  speed  even 
more. 
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NEW  PRODUCTS 


Software  applications 
packages 

Computervision  has  announced  Revision 
4.0  of  Microdraft,  a  two-dimensional  de¬ 
sign,  drafting  and  detailing  software  pack¬ 
age. 

The  product  is  available  for  personal 
computers  running  a  DOS  extender  or 
Sun  Microsystems,  Inc.’s  Sparcstation  1 
workstation.  Features  include  a  library  of 
commonly  used  cross-hatching  patterns, 
the  ability  to  use  multiple  text  fonts  with  a 
single  drawing  and  within  one  line  of  text 
and  a  utility  that  enables  users  to  locate 

Laptop  users 
get  longer  life 

BY  CHARLES  VON  SIMSON 

CW  STAFF 


BOTHEL,  Wash.  —  Traveling  Software, 
Inc.  recently  upped  the  ante  in  the  laptop 
battery  maintenance  war.  The  company’s 
new  deep  discharge  feature  will  be  a  wel¬ 
come  relief  to  any  user  plagued  by  his  sys¬ 
tem’s  blinking  red  light. 

The  deep  discharge  function  bypasses 
the  voltage  spike  that  signals  the  system 
when  a  Nicad  battery  is  running  out  of 
power.  That  bypass  is  necessary  because 
if,  for  example,  a  four-hour  battery  is  con¬ 
sistently  recharged  after  one  hour  of  use, 
the  computer  “learns”  to  signal  the  bat¬ 
tery  monitor  that  the  battery  is  near  de¬ 
pletion  after  just  one  hour,  making  gauges 
of  remaining  power  useless. 

The  new  software  overrides  that  pro¬ 
cess  and,  as  the  battery  weakens,  sheds 
certain  power  loads  to  pieces  of  the  sys¬ 
tem,  such  as  modems  or  disk  drives,  until 
it  is  simply  maintaining  the  power  re¬ 
quired  to  run  the  CPU.  At  this  point,  it 
signals  the  system’s  low  battery  monitor. 

“The  laptop  catch-22  is  that  the  sys¬ 
tem  will  shut  itself  down,  making  it  impos¬ 
sible  to  completely  drain  the  battery,” 
said  Mark  Eppley,  president  of  Traveling 
Software.  “The  deep  discharge  function 
will  eliminate  the  need  to  either  get  a  new 
battery  all  the  time  or  hire  a  technician  to 
drain  the  old  one.” 

Traveling  Software  is  the  leader  in  bat¬ 
tery  monitoring  software,  supplying  sys¬ 
tems  for  40  laptop  vendors  including  NEC 
Corp.,  Toshiba  America,  Inc.,  Dell  Com¬ 
puter  Corp.  and  Sharp  Electronics  Corp. 

Digital  Research,  Inc.  (DRI),  a  Moun¬ 
tain  View,  Calif. -based  supplier  of  DR- 
DOS,  a  clone  of  Microsoft  Corp.’s  DOS 
operating  system,  also  announced  recent¬ 
ly  that  it  would  bundle  battery-monitor 
and  power-saving  software  with  its  ver¬ 
sion  of  DOS.  DRI’s  Battery  Max  software 
does  not  have  the  deep  discharge  feature. 

Both  firms  market  systems  that  sense 
active  keystrokes  and  reduce  power  to 
the  CPU  if  the  system  is  not  active.  This 
type  of  software  can  improve  battery  life 
by  up  to  50%  on  certain  machines.  DRI 
only  sells  its  Battery  Max  feature  bundled 
in  its  DR-DOS  product.  DR-DOS  is  avail¬ 
able  either  direct  from  the  company  or 
bundled  with  some  clone  laptops.  Travel¬ 
ing  Software’s  Battery  Watch  is  available 
from  dealers  for  $49.95. 
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and  remove  all  zero-length  entities  from  a 
database  in  a  single  pass,  according  to  the 
company. 

Microdraft  has  a  list  price  of  $2,950. 

Computervision 
100  Crosby  Drive 
Bedford,  Mass.  01730 
(617)275-1800 

Structsoft,  Inc.  has  announced  Turbocase 
2.0,  an  enhanced  computer-aided  soft¬ 
ware  engineering  program  that  runs  on 
Apple  Computer,  Inc.  Macintosh  sys¬ 
tems. 

The  software  package  includes  a 
graphical  interface  with  pop-up  menus 


and  an  implementation  of  data  modeling 
that  features  data-object  behavior  model¬ 
ing  (object-oriented  analysis),  which  pro¬ 
vides  state  transition  diagrams  for  model¬ 
ing  the  life  cycles  of  data. 

Turbocase  2.0  costs  $995. 

Structsoft 
5416  156th  Ave. 

Bellevue,  Wash.  98006 
(206)  644-9834 

Software  Publishing  Corp.  has  announced 
an  upgraded  version  of  its  business  pre¬ 
sentation  graphics  software  package. 

Harvard  Graphics  2.3  integrates  Draw 
Partner,  a  high-end  drawing  accessory, 
and  introduces  Hypershow,  a  feature  that 
allows  business  users  to  customize  the 
flow  of  a  presentation  during  a  screen- 


show  delivery. 

Harvard  Graphics  2.3  for  IBM  Person¬ 
al  Computer  XTs,  ATs,  Personal  Sys¬ 
tem's  or  compatibles  costs  $495.  A  lo¬ 
cal-area  network  version,  Harvard 
Graphics  2.3  LAN,  requires  a  network 
server  with  a  hard  disk,  640K  bytes  of 
memory  and  DOS  3. 1  or  higher. 

Pricing  ranges  from  $375  to  $1,875, 
depending  on  configuration. 

Software  Publishing 
1901  Landings  Drive 
Mountain  View,  Calif.  94039 
(415)335-6440 

Macintosh  products 

White  Pine  Software,  Inc.  has  announced 
an  upgrade  to  its  series  of  terminal  emula- 
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tors  designed  for  Apple  Computer,  Inc. 
Macintosh  systems. 

Version  3.1.2  is  part  of  a  family  that  in¬ 
cludes  the  Mac220,  Mac240  and 
Mac241.  The  product  includes  a  Telnet 
interface  and  requires  that  Apple’s 
Mactcp  be  installed  on  the  Macintosh  sys¬ 
tem. 

The  product  also  offers  support  for  Ap¬ 
ple’s  Communication  tool  box,  IK  byte  X 
modem  transfers  and  Y  modem  batch 
transfers. 

Version  3.1.2  is  available  for  an  up¬ 
grade  fee  of  $50. 

White  Pine  Software 
P.  O.  Box  1108 
94  Route  101 A 
Amherst,  N.H.  03031 
(603)886-9050 


Development  tools 

Microport,  Inc.  has  announced  Formula 
One  System/4,  a  software  package  that 
consists  of  a  complete  binary  distribution 
of  AT&T’s  Unix  System  V,  Release  4. 

The  product  serves  as  an  environment 
for  developers  who  need  AT&T  certifica¬ 
tion  and  who  work  on  networked  applica¬ 
tion  and  development  platforms  such  as 
Ethernet  networks,  according  to  the  ven¬ 
dor. 

Formula  One  System/4  is  available  to 
qualified  software  and  hardware  develop¬ 
ers  for  $2,500  per  copy.  A  free  upgrade 
for  the  first  commercial  release  of  the 
product,  which  is  scheduled  for  Novem¬ 
ber,  is  included  with  the  current  price. 


Microport 
30  Janis  Way 

Scotts  Valley,  Calif.  95066 
(408)438-8649 

Cadre  Technologies,  Inc.  has  introduced  a 
line  of  software  analysis  tools  designed  for 
developers  working  on  8-,  16-  and  32-bit 
microprocessors. 

The  products  include  the  SFA1000 
($10,500)  for  performance  analysis,  the 
SAW2000  ($15,850)  for  software  debug¬ 
ging  and  performance  analysis  on  8-  and 
16-bit  machines  and  the  SAW3000 
($1 9,500)  for  32-bit  devices. 

The  company  has  also  announced 
Taskview,  an  Ada  debugging,  analysis  and 
integration  tool  that  enables  developers 
to  analyze  performance  at  the  system 


state  and  task  levels  and  display  dynamic 
run-time  data.  Taskview  costs  $4,500. 

Cadre 

P.O.  Box  1309 
Beaverton,  Ore.  97075 
(800)  547-4445 


Data  storage 

A  DOS-based  backup  product  designed 
for  corporate  and  professional  users  has 
been  announced  by  Peter  Norton  Com¬ 
puting,  Inc. 

The  Norton  Backup  includes  an  auto¬ 
mated  backup  interface  and  a  Master  Cat¬ 
alog  feature,  which  permits  multiple  ver¬ 
sions  of  backed-up  files  to  be  selected  and 
restored.  A  Backup  Cycle  control  feature 
enables  users  to  automatically  switch  be¬ 
tween  full  and  partial  backup  at  prede¬ 
fined  frequencies. 

The  product  runs  on  any  IBM  Personal 
Computer,  XT,  AT,  Personal  System/2  or 
compatible  with  DOS  3.1  or  higher  ver¬ 
sions. 

It  is  priced  at  $149. 

Peter  Norton  Computing 
9th  Floor 
1 00  Wilshire  Blvd. 

Santa  Monica,  Calif.  90401 
(213)319-2000 

Zenith  unveils 
last  of  its  286s 

BY  MICHAEL  FITZGERALD 

CW  STAFF 
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It’s  Time  You  Consider 
Global  Software  n? 


MOUNT  PROSPECT,  Ill.  —  Zenith  Data 
Systems  last  week  unwrapped  the  last  In¬ 
tel  Corp.  80286-based  desktop  machine  it 
will  ever  make.  But  this  one,  the  Z-286 
LP  Plus,  rolled  out  with  a  twist  —  a  pop- 
in,  pop-out  daughterboard  said  to  ease 
and  enhance  upgradability. 

“In  the  short  term,  this  is  our  last  286- 
based  machine  for  the  desktop,”  a  Zenith 
spokesman  said.  “We  may  find  some  eso¬ 
teric  market  that  will  lead  us  to  make  [oth¬ 
er  286  systems],  but  at  the  moment,  we 
expect  that  it’s  our  last  one.” 

Unlike  previous  Zenith  models,  this 
286-based  personal  computer  can  be  easi¬ 
ly  upgraded  to  an  Intel  80386SX  chip. 

Citing  statistics  showing  that  some 
seven  million  286-based  machines  will  be 
sold  worldwide  in  1990,  LP  Plus  product 
manager  Rusty  Graham  said:  “While  to¬ 
day  the  286  is  a  pretty  viable  market,  we 
expect  that  in  about  two  years  the  SX  will 
become  the  mainstream  type  of  comput¬ 
er.” 

Previous  Zenith  computers  have  fea¬ 
tured  the  processor  and  the  coprocessor 
soldered  onto  a  system  board.  The  LP 
Plus  has  installed  these  same  components 
onto  a  small  daughterboard  that  can  be 
popped  on  and  off  the  main  system  board. 
A  plug-in  upgrade  can  reportedly  be  com¬ 
pleted  in  less  than  five  minutes.  Graham 
claimed  the  LP  Plus  upgrade  option  “will 
give  customers  an  easy  transition.” 

The  LP  Plus  comes  with  IBM’s  Video 
Graphics  Array  video,  1M  byte  of  ran¬ 
dom-access  memory,  three  expansion 
slots  and  a  1.44M-byte  3V2-in.  disk  drive. 
It  is  also  available  configured  with  either  a 
20M-byte  or  40M-byte  hard  drive.  It  runs 
at  12  MHz,  compared  with  the  16-MHz 
upgrade.  Pricing  of  the  new  machine 
ranges  from  $1,999  to  $2,699.  The  up¬ 
grade  card  retails  for  $599. 
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Telecommuting 

CONTINUED  FROM  PAGE  43 

not  always  as  cut-and-dried  as  they  are  in 
the  corporate  office. 

Working  from  home  can  translate  into 
additional  expense  and  inconvenience  to 
those  who  telecommute.  “I  love  doing 
this,”  says  Colleen  Clark,  an  engineer  at 
US  West  in  Denver,  who  has  been  tele¬ 
commuting  for  nearly  five  years,  “but  you 
do  have  to  make  a  few  concessions.”  Con¬ 
cessions  can  include  a  long  wait  for  new 
equipment,  slow  access  to  the  office  sys¬ 
tems  and  expenses  such  as  buying  and  re¬ 
pairing  personal  computers. 

The  amount  of  money  an  organization 
is  able  to  spend  on  telecommuting  can 


have  a  lot  to  do  with  how  much  systems 
support  a  user  will  get,  observers  say. 

Support  at  Levi  Strauss 

Levi  Strauss  &  Co.  in  San  Francisco  is 
running  a  pilot  telecommuting  program  in 
its  information  resources  group,  where 
about  30  people  have  been  telecommut¬ 
ing  since  January.  The  company  installed 


separate  phone  lines  for  voice  and  data  for 
each  telecommuter  as  well  as  a  PC  and  a 
facsimile  machine.  It  also  provides  call 
forwarding  off  its  private  branch  ex¬ 
change  and  has  a  contract  with  TRW,  Inc. 
for  support  of  PCs  and  peripherals  that 
extends  to  the  home  offices. 

The  company  says  there  is  an  eight- 
hour  turnaround  time  for  repairs  to  equip¬ 
ment  at  home  offices. 

The  objective  was  not  to  cut  cost,  ac¬ 
cording  to  Gevenie  Delsol,  director  of 
business  communications  at  Levi  Strauss. 
“We’re  just  trying  to  provide  a  better 
business  climate.  The  aim  was  to  dupli¬ 
cate  an  office  environment  as  closely  as 
possible.” 

The  Washington  State  Energy  Office 
in  Olympia,  Wash.,  has  also  instituted  a  pi¬ 


lot  telecommuting  program  as  part  of  a 
two-year  state  telecommuting  project  it 
is  coordinating.  The  in-house  program  in¬ 
volves  about  30  people.  But  unlike  Levi 
Strauss,  would-be  participants  who  need 
a  PC  have  to  buy  it  themselves.  Loaners 
are  available  but  are  limited  in  number 
and  given  out  on  a  lottery  basis.  The  loan¬ 
er  equipment  consisted  of  four  Hewlett- 


Packard  Co.  Vectra  286/12  machines 
that  were  available  for  a  year  in  conjunc¬ 
tion  with  the  state  project. 

A  few  Zenith  Data  Systems  and  To¬ 
shiba  America,  Inc.  office  laptops  that  had 
been  used  by  employees  attending  confer¬ 
ences  are  also  available  to  be  checked  out 
on  an  as-needed  basis  when  not  needed  by 
conference  attendees. 

“It’s  so  expensive  to  set  someone  up  at 
home  with  everything  they  have  in  the  of¬ 
fice  that  we  haven’t  been  able  to  do  that 
for  anyone  yet,”  says  John  Gabriel,  coor¬ 
dinator  of  the  Energy  Office’s  program. 
“As  a  state  agency,  it’s  particularly  hard 
for  us  to  justify  the  expense.” 

Marilyn  VanArkel  is  one  of  the  tele¬ 
commuters  who  made  the  decision  to  buy 
a  PC.  “Almost  all  of  my  work  is  done  on 
my  computer.  I  figure  it  was  an  invest¬ 
ment,  and  I  might  as  well  have  the  equip¬ 
ment  I  need,”  she  says. 

State  support 

Gabriel’s  office  will  provide  support  for 
the  four  Vectras,  although  users  will  have 
to  bring  them  into  the  central  office  for 
service.  Telecommuters  who  own  their 
own  equipment  are  responsible  for  paying 
for  their  repairs. 

Because  the  agency  is  providing  word 
processing  and  spreadsheet  software  to 
the  telecommuters,  it  will  care  for  any¬ 
thing  that  goes  wrong  with  the  software. 

Requiring  employees  to  buy  their  own 
PCs  creates  a  financial  barrier  for  some 
would-be  telecommuters,  says  Gil  Gor¬ 
don,  president  of  Gil  Gordon  Associates,  a 
Monmouth,  NJ.-based  consultancy  spe¬ 


cializing  in  telecommuting  issues.  “If  the 
budget  is  tight,”  he  advises,  “why  doesn’t 
[a  firm] . . .  buy  a  limited  number  of  lap¬ 
tops  and  lend  them  out?” 

A  loaner  program  can  go  a  long  way 
when  setting  up  a  telecommuting  pro¬ 
gram  on  a  limited  budget,  he  adds. 

‘Mixed  bag’ 

At  the  California  Department  of  General 
Services,  which  is  completing  a  two-year 
telecommuting  pilot  program  involving 
approximately  150  people  from  several 
different  state  agencies,  who  pays  for 
what  is  a  matter  of  agency  discretion. 

“It’s  a  mixed  bag,”  says  David  Flem¬ 
ing,  telecommuting  program  manager. 
“We  had  some  agencies  that  said,  ‘If  your 
telecommuting  tasks  require  a  PC,  then  it 
will  be  up  to  you  to  provide  your  own  com¬ 
puter.’  Others  said  they  would  provide  a 
computer  if  you  telecommute  three  or 
more  days  a  week.” 

As  with  Washington’s  State  Energy  of¬ 
fice,  the  PC  owner  is  the  one  who  takes 
care  of  maintenance  and  repairs. 

Fleming,  who  telecommutes  using  a 
computer  owned  by  the  state,  says  that  if 
he  has  a  problem,  he  can  contact  his  office 
to  send  an  in-house  staffer  to  his  home  or 
he  can  swap  out  the  PC  on  one  of  the  days 
that  he  goes  into  work. 

A1  Jacobus  at  the  telecommunications 
division  of  the  Department  of  General 
Services  also  telecommutes  four  days  per 
week.  While  he  is  entitled  to  bring  his 
state-owned  PC  home,  he  prefers  the 
computer  he  already  has.  Thus,  mainte¬ 
nance  and  repair  are  up  to  him. 


IT’S  SO  EXPENSIVE  to  set  someone  up  at  home  with 
everything  they  have  in  the  office  that  we  haven’t  been 
able  to  do  that  for  anyone  yet.” 

JOHN  GABRIEL 
WASHINGTON  STATE  ENERGY  OFFICE 


The  Power  to  See 
Outside  Your  World 


With  its  200-inch  telescope,  one  of  the  largest  in  the  world,  Mount  Palomar 
Observatory  can  focus  on  stars  not  visible  to  the  naked  eye. 
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Many  companies’  telecommuting  pro¬ 
grams  evolve  out  of  more  casual  arrange¬ 
ments,  in  which  full-time  staffers  start  out 
by  doing  extra  work  on  their  home  PCs 
and  end  up  working  from  their  homes  on  a 
more  formal  basis.  This  evolution  can  blur 
the  lines  of  support  between  users  and  the 
company. 


Home  away  from  business 

The  number  of  telecommuters  importing 
equipment  into  the  home  is  on  the  rise 


1989  1990*  1991* 

(in  millions  of  people)  ‘Estimated 


Source:  Link  Resources  CW  Chart:  Paul  Mock 

Such  is  the  case  at  Farallon  Comput¬ 
ing,  Inc.  in  Emeryville,  Calif.  “Our  pro¬ 
gram  is  not  formal.  It  definitely  just 
evolved,”  says  Mark  Vinsel,  Farallon’s 
network  manager.  Most  of  Farallon’s  te¬ 
lecommuters  already  had  machines  at 
home,  so  the  firm  provided  them  with 


9.6K  bit/sec.  modems  to  tie  them  into  the 
company’s  network. 

Support  is  a  matter  of  geography.  “If 
they  are  a  long  way  away,  they  have  to  get 
local  service.  But  if  they  are  close  by,  they 
can  bring  it  in,  and  I’ll  swap  it,”  Vinsel 
says.  Farallon  picks  up  the  support  cost. 
“[For]  Farallon  employees  using  our 
equipment,  we  would  pay  to  fix  it,”  Vinsel 
says. 

As  more  people  get  involved  in  a  tele¬ 
commuting  program,  support  issues  are 
likely  to  crop  up  more  regularly,  consul¬ 
tants  say. 

At  the  Department  of  General  Ser¬ 
vices,  the  level  of  support  for  state-owned 
machines  can  depend  on  the  employee’s 
computer  knowledge.  Jacobus  installed 
his  equipment  himself,  “but  for  people 
who  are  not  computer  literate,  [office  sup¬ 
port  staff]  will  go  out,  set  up  the  comput¬ 
er,  load  all  the  software  and  get  the  per¬ 
son  going.”  Installation  of  state-owned 
equipment  is  free. 

Western  policy 

At  US  West,  employees  usually  install 
their  own  equipment,  which  is  provided 
by  the  company,  says  Mike  Dillon,  who 
oversees  the  firm’s  telecommuting  poli¬ 
cy.  “We  don’t  really  have  a  support  group 
that  goes  out  to  the  homes  to  set  them 
up,”  he  says,  “but  the  vast  majority  of  the 
commuters  at  US  West  are  in  the  data 
computing  field  and  are  probably  very  fa¬ 
miliar  with  the  equipment  they’re  dealing 
with.” 

That  doesn’t  extend  to  repairing  the 
equipment,  however.  US  West  has  tele¬ 


commuting  programs  set  up  at  several  di¬ 
visions.  Where  there  is  an  internal  PC  re¬ 
pair  group  at  the  division,  employees  can 
bring  in  their  machines  for  repair  at  the 
company,  or  a  staff  member  will  make  a 
house  call.  Dillon  says  that  telecom¬ 
muters  at  divisions  without  such  staffing 
can  take  any  repair  problems  to  the  local 
provider  previously  agreed  on  by  the 
company.  US  West  bears  the  cost  of  the 
repairs  in  each  case. 

Home  ties 

Another  stumbling  block  for  telecom¬ 
muters  can  be  the  ease  —  or  lack  thereof 
—  with  which  they  are  able  to  gain  access 
to  the  corporate  office. 

To  avoid  this  problem,  Levi  Strauss 
chose  to  install  9.6K  bit/sec.  modems  for 
its  telecommuters.  The  2,400  bit/sec. 
modem  “would  have  made  it  too  obvious 
that  you  were  working  at  home,”  Delsol 
says.  “It  would  have  made  it  hard  for 
some  of  the  programmers  who  are  on  the 
mainframe  a  lot.” 

US  West’s  Clark  says  her  home  mo¬ 
dem  is  a  2,400K  bit/sec.  model,  “but  in 
the  office  we’re  on  9.6K,  so  there’s  a  big 
difference,”  she  says. 

Even  with  the  high-speed  modems,  Le¬ 
vis  Strauss  did  run  into  trouble  with  trans¬ 
mission  quality.  To  fix  the  problem,  it 
worked  with  Pacific  Bell  to  install  data- 
quality  lines,  which  reduce  data  errors 
and  the  number  of  retransmissions  neces¬ 
sary  on  the  line. 

For  Washington’s  Energy  Office,  the 
problem  with  access  turned  out  to  be  with 
its  packaged  communications  software, 


OUR  PROGRAM  is 
not  formal.  It 
definitely  just 
evolved." 

MARK  VINSEL 
FARALLON 

which  was  "very  complex  and  not  really 
user-friendly,”  Gabriel  says.  So  the  com¬ 
pany  is  developing  software  in-house  that 
should  take  care  of  telecommuters’  needs 
in  a  much  simpler  manner.  Gabriel  says 
that  most  of  the  telecommuters  only  need 
to  use  electronic  mail  or  send  and  retrieve 
files  and  do  not  need  sophisticated  com¬ 
munications  software. 

Gabriel  says  the  software  develop¬ 
ment  effort  was  born  when  his  director 
nearly  lost  several  weeks’  worth  of  work 
because  of  a  transmission  glitch.  “He 
said,  ‘That’s  it.  If  we  can’t  buy  it,  we’ll 
create  it.’  ” 

In  spite  of  the  drawbacks,  most  tele¬ 
commuters  say  they  enjoy  their  situation. 
According  to  General  Services’  Fleming, 
the  key  to  telecommuting  is  accepting 
some  give  and  take. 

“The  idea  with  this  is  not  to  standard¬ 
ize  everything  down  to  the  nth  degree. 
Let  it  work  for  you,  be  flexible.” 

VanArkel  finds  telecommuting  worth 
the  effort,  too.  “I  really  like  telecommut¬ 
ing,”  she  says.  “I  find  that  there  are 
things  to  be  worked  out,  but  they’re  cer¬ 
tainly  worth  the  effort.” 


The  Power  to  See 
Inside  Your  Network. 


Knowledge  is  power. 

When  there’s  a  slowdown 
in  VTAM,  response  time 
can  keep  your  users 
from  getting  their  jobs 
done.  They  expect  you 
to  fix  it.  But  to  do  that, 
you  need  to  pinpoint  the 
source  of  the  slowdown. 

OMEGAMON®  II  for  VTAM 
gives  you  that  knowledge.  Our  early  alert  exception 
analysis  tells  you  when  a  problem  is  beginning  to  brew 
and  precisely  where.  ‘Meantime  to  repair’  can  be 
drastically  reduced  from  weeks  to  hours,  from  hours 
to  minutes.  So  you’re  well  into  the  solution  by  the 
time  the  users  call  -  if  they  have  time  to  notice  a 
problem  at  all. 


With  OMEGAMON  II  for 
VTAM,  you  benefit  from: 

•  Immediate  problem 
detection 

•  Faster  problem 
resolution 

•  Maximization  of 
network  capacity 

•  Improved  network 
throughput. 

Increase  your  power  in  the  data  center  by  improving 
your  knowledge  of  VTAM.  Call  (800)  843-3970  today 
and  ask  for  Department  70 1C. 

♦Candle 

Raising  knowledge  to  the  highest  power. 

Copyright  ©  1990  Candle  Corporation. 


Actions  GoTo  Options  Help 


OMEGAMON  11  for  VTAM  Status  Display 
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Select  one  or  more  with  a  or  an  action  code. 
X=Exceptions  S-Show  next  screen 


Buffer  pools  .  .  .  : 

TNSTATS  for  CTCs.  . 

Virtual  routes  .  .  ■ 

TNSTATS  for  NCPs.  . 

Response  times  .  .  : 

1NSTATS  for  LOCALS. 

OMEGAMON  II  for  VTAM  focuses  automatically  on  network  hot  spots. 
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If  you  need  to  connect  PCs 
to  an  IBM®  mainframe,  there 
are  some  clear  advantages  to 
doing  it  with  Attachmate’s 
new  EXTRA!™  for  Windows. 

It’s  built  from  the  ground  up  as  a 
Microsoft®  Windows  application,  combin- 
ing  EXTRA  !’s  famous  power  and  versa- 
tility  with  Windows’  legendary  ease  of  use. 

Connecting  to  the  mainframe  is  as 
simple  as  pointing  to  a  dialog  box  and 
clicking  the  mouse.  File  transfers?  A 
quick  pull-down  menu  selection.  Multiple 
sessions?  Up  to  26  of  them,  each  in  its 
own  window. 


But  EXTRA!  for  Windows  doesn’t 
stop  with  the  friendly  features  of 
Windows.  It  adds  a  few  of  its  own. 

For  example,  SmartPad™  lets  you 
define  buttons  for  various  actions  on  an 
on-screen  keypad.  Define  buttons  for 


EXTRA!™  FOR  WINDOWS 


Quality  micro-mainframe  solutions. 

Attachmate  Corporation 

13231  SE  36th  Street  •  Bellevue,  WA  98006  •  (206)  644-4010 


logging  on,  invoking  macros,  entering 
PF  keys,  and  launching  special  functions. 

And  we’ve  put  all  of  our  connec¬ 
tivity  experience  into  EXTRA!  for 
Windows.  So  it’s  much  more  than  a 
pretty  interface  —  it’s  fast  and  reliable. 

EXTRA!  for  Windows  supports  coax 
(CUT  and  DFT)  and  LANs  —  including 
IBM’s  Token  Ring  Interface  Coupler 
(TIC).  And  it’s  smart  enough  to  maintain 
your  connection,  even  when  you  run 
non-Windows  applications. 

Call  l-800'426-6283  now  for  your 
free  demo  disk.  And  open  the  window  to 
better  PC-mainframe  connections. 


EXTRA!  and  SmartPad  are  trademarks  of  Attachmate  Corporation 
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COMMENTARY 

Ellis  Booker 

EDI  in 
demand 

Taking  matters 
into  their  own 
hands,  top  re¬ 
tailers,  car  mak¬ 
ers  and  insur¬ 
ance  companies 
are  telling  their 
trading  partners  with  increasing 
intensity  to  ramp  up  their  elec¬ 
tronic  data  interchange  (EDI)  ca¬ 
pabilities. 

With  varying  degrees  of  stri¬ 
dency,  all  have  told  their  trading 
partners  that  EDI  is  a  good 
thing,  that  standardized  elec¬ 
tronic  interfaces  promise  to  im¬ 
prove  efficiency  by  cutting  out 
the  administrative  overhead  re¬ 
quired  to  process  paper  forms. 
Electronic  messaging,  they 
add,  reduces  errors,  speeds  up 
turnaround  times  and  (in  the 
case  of  retailers)  could  reduce 
the  size  of  inventories  in  stores. 

But  there  is  another  reason 
for  the  drive  to  EDI.  I  suspect 
that  all  big,  progressive  compa¬ 
nies,  known  in  EDI  parlance  as 
“hubs,”  realize  that  the  old 
modes  of  doing  business  with 
consumers  are  going  to  change. 

Already,  savvy  (i.e.,  comput¬ 
er-literate)  consumers  can  ac¬ 
cess  an  on-line  information  net¬ 
work  —  say,  the  Prodigy  service 
from  IBM  and  Sears,  Roebuck 
and  Co.  —  and  order  a  dizzying 
array  of  goods.  All  you  need  is  a 
credit  card. 

What  happens  to  these  high- 
tech  orders  on  the  receiving  end, 
however,  is  anybody’s  guess. 

For  example,  apparently  a  num¬ 
ber  of  companies,  not  all  of 
them  small,  take  incoming  EDI 
orders  from  their  customers, 
print  them  out  and  then  traffic 

Continued  on  page 58 


The  little  protocol  that  could 

For  three  years,  EDI  has  been  chugging  its  way  into  the  railroad  industry 
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It  was  poet  lariat  Will  Rogers 
who  said:  “Even  if  you're  on  the 
right  track,  you’ll  get  run  over  if 
you  just  sit  there.” 

Heeding  those  words  two 
generations  later,  the  railroad 
industry  embraced  electronic 
data  interchange  (EDI).  In 
1987,  most  major  rail  companies 
had  dial-up  services  that  custom¬ 
ers  could  use  to  trace  the  loca¬ 
tion  of  their  equipment  as  it  was 
hauled  across  the  country. 

There  was  a  hitch,  though. 
Goods  transported  by  rail  are  of¬ 
ten  pulled  by  several  rail  compa¬ 
nies,  each  with  its  own  tracing 
software.  The  only  way  to  locate 
equipment  was  to  dial  up  each 
railroad  company  with  the  ap¬ 
propriate  micro-to-mainframe 


software.  Customers  were  left 
with  the  time-consuming  task  of 
contacting  several  firms  each 
day. 

Susan  Souerbry,  office  man¬ 
ager  at  Delta  Tank 
Line  Co.  in  Long¬ 
view,  Texas,  said  it 
took  her  45  minutes 
each  morning  to  call 
up  each  rail  company 
to  keep  tabs  on  Delta 
tank  cars. 

“Shippers  were 
saying,  ‘I  just  want 
to  key  in  quickly  and  find  out 
where  my  equipment  is,’  ”  said 
Judy  Martin,  manager  of  cus¬ 
tomer  support  at  Burlington 
Northern  Railroad.  “I  don’t 
think  we  knew  we  did  it  so  differ¬ 
ently,”  Martin  said  of  the  rail¬ 
road  tracking  systems. 

Three  years  ago  this  month, 


14  major  North  American  rail 
companies  gathered  as  a  task 
force  to  discuss  ways  of  hurdling 
protocol  barricades  for  custom¬ 
ers.  Martin  was  sent  to  repre¬ 
sent  Burlington 
Northern. 

She  said  defining 
specifications  for 
software  opened  the 
association’s  eyes. 
“It  helped  us  appre¬ 
ciate  the  frustration 
the  customers  were 
experiencing,”  she 
said.  There  seemed  no  way  to 
reconcile  the  protocol  differ¬ 
ences  in  the  industry. 

The  task  force  detailed  these 
differences,  along  with  what  a 
generic  tracing  software  pack¬ 
age  should  hold  for  customers.  It 
then  handed  the  specs  over  to 
the  Association  of  American 


Railroads  (AAR),  which  would 
find  a  software  developer. 

This  was  where  the  plan  de¬ 
railed.  Specs  were  drawn  up,  but 
in  1988,  the  AAR’s  legal  staff 
balked,  saying  the  association 
risked  an  antitrust  suit  if  rail 
companies  bought  the  software 
from  only  one  vendor,  Martin 
explained.  Virtually  all  activity 
on  the  matter  stopped,  she  said. 
Navigating  the  protocol  problem 
seemed  too  daunting  for  many 
railroad  executives  to  deal  with 
individually,  according  to  Mar¬ 
tin,  including  some  at  Fort 
Worth,  Texas-based  Burlington 
Northern. 

Many  looked  at  their  bottom 
lines  and  figured  the  matter  was 
best  left  for  dead,  Martin  said. 

The  prevailing  argument  at 
Burlington  Northern,  however, 
was  that  too  much  time  and  mon¬ 
ey  had  been  put  into  it  to  aban¬ 
don  the  project.  Executives  bet 
that  a  feasible  protocol  solution 
could  be  found  and  that  the  com¬ 
pany  might  gain  a  goodwill  bene- 
Continued  on  page  60 
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Linking  anchorman  Dan  Rather 
with  The  Young  and  the  Rest¬ 
less  means  more  than  sending 
the  newsman  to  cover  spring 
break  in  Palm  Springs,  Calif. 

CBS  has  finished  upgrading 
its  coast-to-coast  computer  net¬ 
work  with  Newbridge  Networks 
Corp.  3600-series  T1  multiplex¬ 
ers.  Last  week,  it  completed  the 
process  of  tying  together  its  cor¬ 
porate  offices  —  including  the 
New  York  studio  used  for 
Rather’s  broadcasts  and  the  Los 
Angeles  studios  used  to  tape  two 


soap  operas. 

The  television  network  is 
now  moving  on  T1  connections 
between  CBS’  largest  TV  sta¬ 
tions.  Beyond  that,  said  Tom 
Maile,  vice-president  of  tele¬ 
communications  at  CBS,  lies  the 
possibility  of  connections  to  Eu¬ 
ropean  broadcast  companies. 

Maile  said  the  Newbridge 
multiplexers  are  replacing  the 
network’s  aging  Amdahl  Corp. 
point-to-point  multiplexers  for 
transmitting  data.  Long-term 
plans  call  for  including  voice  and 
facsimile  transmissions.  He  de¬ 
clined  to  say  how  much  the  new 
system  cost  or  when  its  payback 
is  expected. 

Herndon,  Va.-based  New¬ 


bridge  has  installed  Mainstreet 
T1  Bandwidth  Managers  in  CBS’ 
New  York  broadcast  center  and 
headquarters,  its  Secaucus,  N.J., 
data  center  and  its  Los  Angeles 
studios  and  broadcast  center  as 
well  as  its  Washington,  D.C., 
news  bureau.  Two  4602  Main- 
street  Networkstations,  one 
each  in  New  York  and  New  Jer¬ 
sey,  are  managing  the  sys¬ 
tem. 

The  second  phase 
begins  in  January 
1991,  connecting  TV 
stations  in  Chicago, 
Philadelphia,  Miami  and 
St.  Louis,  four  of  CBS’ 
largest  owned  and  operated 
stations.  Spare  bandwidth  on  the 
network’s  broadcast  signal  will 
send  information  to  CBS  affili¬ 
ates,  Maile  said. 

While  there  are  no  plans  to  tie 
into  Canadian  stations,  Maile 
said,  network  executives  are 
looking  at  possible  links  to  Euro¬ 


pean  broadcast  companies.  CBS 
has  won  contracts  to  televise  the 
1992  and  ’94  Olympics  in  France 
and  Norway,  respectively  — 
which,  Maile  said,  highlighted 
one  of  Newbridge’s  strong 
points. 

He  said  that  although  compet¬ 
itive  pricing  was  a  primary  con¬ 
cern  in  awarding  the  contract  to 
Newbridge  over  Network 
Equipment  Technolo¬ 
gies,  Inc.,  Timeplex, 
Inc.  and  other  multi¬ 
plexer  firms,  stan¬ 
dardization  was  also 
key. 

“Newbridge  is  not 
proprietary,”  Maile  said.  “It 
has  Tl,  fractional  Tl,  and  other 
features  based  on  [CCITT]  stan¬ 
dards.”  Mainstreet,  for  exam¬ 
ple,  is  already  configured  for  the 
European  counterpart  to  Tl,  he 
said.  What’s  more,  the  equip¬ 
ment  accommodates  U.S.  and 
European  power  supplies. 
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Telecom  users  root  against  underdogs 

As  power  of  A  T&T  slips,  users  call  for  controls  on  increasingly  powerful  Sprint,  MCI 
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Some  of  the  nation’s  largest  telecom¬ 
munications  users  are  applauding  propos¬ 
als  to  loosen  regulatory  reins  on  AT&T 
while  simultaneously  calling  for  tighter 
controls  over  MCI  Communications  Corp. 
and  US  Sprint  Communications  Co.,  the 
No.  2  and  No.  3  players  in  the  $50  billion 
long-distance  marketplace. 


In  comments  filed  recently  with  the 
Federal  Communications  Commission 
(FCC),  some  consumers  of  telecom  ser¬ 
vices  called  for  greater  public  disclosure 
to  MCI  and  Sprint  contract  prices,  while 
others  suggested  that  some  of  the  rules 
that  have  constrained  the  former  Ma  Bell 
since  its  1984  divestiture  might  reason¬ 
ably  be  applied  to  its  increasingly  power¬ 
ful  competitors. 

Since  the  breakup  of  AT&T  six  years 
ago,  the  telecommunications  giant  has 
seen  a  steady  erosion  of  its  market  share, 


particularly  at  the  high  end  of  the  services 
market.  Meanwhile,  the  financial  and 
technological  prowess  of  its  competitors 
has  grown  dramatically. 

Heightened  competition 

In  response,  the  FCC  recently  concluded 
that  competition  in  long-distance  voice 
and  data  services  had  increased  to  the 
point  that  many  of  the  regulatory  con¬ 
straints  on  AT&T  could  be  phased  out.  In 
addition,  the  commission  found  the  high- 
end  business  services  market  to  be  espe¬ 


cially  competitive. 

Users  generally  supported  gradual  re¬ 
laxation  of  controls  on  business  services, 
saying  that  deregulation  stimulates  com¬ 
petition  and  leads  to  lower  prices  and  bet¬ 
ter  service. 

“The  FCC  is  striking  the  right  balance 
and  proceeding  at  about  the  right  pace,” 
said  John  Lynn,  telecommunications 
counsel  at  Electronic  Data  Systems  Corp. 

However,  some  users  who  are  enjoy¬ 
ing  the  benefits  of  lower  prices  and  more 
choices  said  that  they  see  a  dark  lining  in 
the  silver  cloud  of  divestiture. 

As  the  market  shares  of  MCI  and 
Sprint  increase,  so  does  the  possibility 
that  they  could  engage  in  the  unfair  prac¬ 
tices  long  attributed  to  AT&T,  the  users 
said. 

A  group  of  the  nation’s  largest  financial 
institutions  has  banded  together  to  call 
for  reduced  regulation  for  AT&T  as  well 
as  a  simultaneous  boost  in  scrutiny  —  if 
not  in  controls  —  of  AT&T’s  competi¬ 
tors. 

Henry  D.  Levine,  a  Washington,  D.C.- 
based  attorney  for  the  group,  said  he 
would  require  all  long-distance  carriers  to 
file  tariffs  —  public  notices  of  prices  and 
services  —  for  customer-specific  ser¬ 
vices,  typically  the  custom  deals  made  for 
voice  and  data  networks  for  large  custom¬ 
ers. 

That  would  put  AT&T  on  an  equal 
footing  with  MCI  and  Sprint,  but  not  the 
footing  suggested  by  the  FCC. 

One  FCC  proposal  would  permit 
AT&T  to  negotiate  private  contract  rates 
rather  than  submitting  to  a  lengthy  pro¬ 
cess  of  price  disclosure  and  justification. 
Levine’s  proposal  would  accomplish  the 
same  streamlining  but  would  open  all 
prices  to  public  scrutiny. 

Levine  said  he  is  not  proposing  to  regu¬ 
late  AT&T’s  competitors.  He  would  sim¬ 
ply  impose  a  notification  requirement  that 
makes  comparison  shopping  for  network 
services  easier. 

In  its  request  for  public  comments  in 
March,  the  FCC  asked  whether  it  should 
relax  controls  on  AT&T’s  provision  of  en¬ 
hanced  services,  such  as  electronic  mail 
and  credit-card  authorization,  as  well  as 
whether  it  should  ease  its  rules  against 
the  bundling  of  services  and  equipment. 

Adapso,  a  computer  software  and  ser¬ 
vices  trade  association,  strongly  urged 
the  FCC  to  leave  in  place  the  safeguards 
intended  to  protect  other  providers  of  en¬ 
hanced  services  that  use  AT&T  circuits, 
many  of  whom  are  Adapso  members. 

Follow  the  leader 

Adapso  called  AT&T,  MCI  and  Sprint  an 
oligopoly  in  which  AT&T  erects  umbrella 
prices  to  which  the  junior  members  peg 
their  rates.  Adapso  also  alluded  to  a  “be¬ 
havioral  umbrella”  that  influences  the 
practices  of  MCI  and  Sprint. 

The  trade  association’s  FCC  filing  said, 
“Adapso  is  very  concerned  that  if  the 
commission  were  to  relieve  AT&T  of  its 
. . .  obligations  and  AT&T  were  to  dis¬ 
criminate  against  its  enhanced  services 
competitors,  MCI  and  Sprint  are  just  as 
likely  as  not  to  respond  by  following  suit.” 

Adapso  said  that  the  FCC  should  not 
relieve  AT&T  of  its  controls  but  should 
consider  requiring  the  same  or  similar 
safeguards  of  MCI  and  Sprint. 

Charles  Helein,  general  counsel  for 
America’s  Carriers  Telecommunications 
Association,  said,  “When  AT&T  burps, 
[other  carriers]  adjust  prices  accordingly. 
MCI  and  Sprint  have  always  dovetailed 
with  AT&T.” 


Moving  a  data  center  to  the  suburbs  isn’t  as  far 
out  as  you’d  think. 

There’s  growing  interest  in  moving  large  data 
centers  from  expensive  downtown  offices  into  cheaper 
space  a  little  farther  out. 

But  what  makes  perfect  management  sense  can 
send  a  chill  through  MIS.  Because  as  the  distance 
between  users  and  data  center  increases,  system 
performance  often  drops  dramatically 

Unless  you’re  hooked  up  with  Network  Systems. 
Our  HYPERchannel-DX  networks 
connect  dissimilar  processors,  peripherals, 
and  protocols  over  long  distances  for 
true  high-performance  networking. 
And  RDSf  our  Remote  Device 
System,  extends  IBM  mainframe 
channels  to  just  about  anywhere  phone 
and  fiber  lines  will  go,  with  no  performance  loss. 

Before  management  sends  you  packing  for  the 
suburbs  and  points  beyond,  call  us  at  1-800-338-0122 
for  a  free  consultation.  We’ll  show  you  all  the  benefits 
of  distributed  information  systems.  Including  the 
acres  of  free  parking. 


Network  Systems, 
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Take  a  screen  test. 


Leave  it  to  LEGENT  to  premiere  a  DB2  performance 
manager  that  tests  well  no  matter  what  the  angle... 
AccuMAX ™  for  DB2.  Among  its  winning  features  — 
accurate,  maximum  performance  information  using  minimal 
system  resources.  Backed  by  a  comprehensive  screenplay 
presented  to  you  via  SAA/CUA  design  standards  and 
function  key-driven  displays. 

With  AccuMAX,  you  can  view  real-time  as  well  as 
mi  «  i  historical  application  and  subsystem  activity 

There  s  never  been 

online.  At  summary  and  detail  levels.  And  its 

o  better  time 

a  uvuvi  till iv  supporting  cast  of  facilities  has  everything  you 
to  buy  a  DB2  need  to  maximize  the  performance  of  your  DB2 

performance  manager.  environment. 

Fully  customizable  exception  analysis.  Dynamic 
performance  tracing.  Concurrent  monitoring  of  multiple 
DB2  subsystems.  Field-level  help  and  pop-up  windows. 
AccuMAX  will  even  track  its  own  activity  and  verify  low 
resource  consumption  via  the  AccuMAX  status  display. 
AccuMAX.  Under  the  direction  of  the  group 
that  brought  you  such  performance  favorites  as 
NetSpy™  and  DASDMON.  Backed  by  customer 
service  representatives  who  are  second  to  none  in 
the  industry. 

AccuMAX  for  DB2.  A  world  premiere  you  won’t  want 
to  miss.  To  schedule  your  screening,  call  800  323-2600.  Ask 
for  ext.  1184.  We’ll  send  you  a  demo  diskette  or  arrange  a  free 
30-day  evaluation. 
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LUXEMBOURG  —  The  European  Com¬ 
munity  is  moving  to  simplify  conformance 
testing  of  networking  products  for  its 
member  nations,  but  U.S.  equipment  ven¬ 
dors  are  concerned  about  losing  control  of 
the  conformance  certification  process  to 
a  government  body. 

A  recent  meeting  of  Council  of  Tele¬ 
communications  ministers  achieved  con¬ 
sensus  on  a  proposed  directive  that  would 
give  equipment  vendors  the  right  to  sell 
to  all  12  Common  Market  nations  if  their 


products  pass  conformance  tests  adminis¬ 
tered  by  just  one  of  those  countries.  Cur¬ 
rently,  each  country  administers  its  own 
tests  to  ensure  that  equipment  complies 
with  protocols  for  interfacing  with  its  own 
public  networks.  The  proposal  is  now  set 
for  approval  at  a  future  council  meeting. 

While  applauding  the  commission’s 
overall  goals  of  “harmonizing  standards” 
and  providing  “uniformity  of  testing,”  the 
Computer  and  Business  Equipment  Man¬ 
ufacturers  Association  (CBEMA)  said  it 
opposes  making  standards  conformance 
testing  “a  government-run  process.” 

“There  is  a  trend  now  in  Europe  to  use 


voluntary  standards  as  the 
basis  for  procurement  reg¬ 
ulations  and  requirements, 
and  that  could  amount  to  a 
nontariff  trade  barrier  so 
easily,”  CBEMA  spokes¬ 
woman  Mary  Ann  Karinch 
said. 

However,  Frank  Dzu- 
beck,  president  of  Wash¬ 
ington,  D.C.-based  con¬ 
sulting  firm  Communications  Network 
Architects,  Inc.,  said  he  believes  that  by 
“providing  one  point  of  testing  for  selling 
to  European  markets,”  the  directive 


would  finally  open  up  overseas  countries 
to  smaller  vendors  that  cannot  afford  a 
country-by-country  testing  process. 

In  particular,  the  local- 
area  network  and  bridge 
markets  should  experi¬ 
ence  “hellacious  growth” 
in  Europe,  as  vendors  such 
as  3Com  Corp.,  Wellfleet 
Communications,  Inc.  and 
Cisco  Systems,  Inc.  take 
advantage  of  the  lower 
cost  entry  barriers,  he 
added. 

The  “one-stop  confor¬ 
mity  checks”  proposed  by  the  directive 
would  “mark  a  significant  step  toward  the 
single  European  market”  and  make  “a  va¬ 
riety  of  telecom  terminals  more  widely, 
cheaply  and  rapidly  available  to  users,” 
the  commission  said. 

The  directive  can  only  work  effective¬ 
ly,  however,  if  the  commission  achieves  a 
related  goal  of  widespread  support  of  tele¬ 
communications  standards  —  such  as  In¬ 
tegrated  Services  Digital  Network  — 
throughout  the  European  Community. 

Setting  up  European  administrations 
as  standards  certification  authorities  also 
poses  a  number  of  logistical  questions, 
Karinch  added,  such  as  the  number  of  test 
facilities  there  would  be.  Furthermore,  if 
a  certification  backlog  developed,  the 
question  would  arise  as  to  which  gets  test¬ 
ed  first  —  European  or  non-European 
vendors. 

“Obviously,  a  product  has  to  be  ap¬ 
proved  for  use  in  the  country  where  we 
want  to  use  it”  so  that  it  will  interface 
with  the  national  network  and  “be  main¬ 
tainable  by  the  local  organization,”  said 
John  Puckett,  manager  of  technical  opera¬ 
tions  at  The  Foxboro  Co.,  a  Foxboro, 
Mass.-based  international  manufacturer. 
Such  approval  processes  can  be  difficult 
and  lengthy,  Puckett  acknowledged,  “and 
in  some  instances  there  are  long  back- 


Finding  foreign  fingers  in  standards  pie 


Is  your  customer  support  forcing 
you  to  go  to  extremes? 


Now  there’s  an  alternative  to  long-term 
service  contracts, which  your  customers  may 
not  want,  and  support  service,  which  jpow 
cannot  afford  to  give  away  The  solution  is 
AT&T MultiQuest ®  Service  and  it’s  an  innovative 
support  option  that  allows  your  customers  to 
pay  only  for  service  as  they  need  it. 

AT&T  MultiQuest  Service  is  a  completely 
interactive  900  service  designed  to  serve  you 
on  a  national  or  regional  basis.  By  using  AT&T 
MultiQuest  Service, you  can  offer  customers 
24-hour-a-day  access  to  your  technical 
support  via  a  designated  900  number.  Your 
customers  simply  call  the  number  whenever 
they  need  technical  assistance.  Using  a 
touch-  tone  phone,  they  can  then  access 
support  staff  or  interactive  databases. 

With  AT&T  MultiQuest  Service, you  can 
offer  more  comprehensive  support  than  ever 
to  your  customers.  And  because  you 


determine  the  charge  for  the  information  in 
advance,  it’s  also  an  excellent  method  to 
generate  new  revenue. 

AT&T  makes  it  easy  by  handling  all  of  the 
billing  and  collections  and  forwarding  the 
net  proceeds  to  you.  And  by  using  AT&T 
MultiQuest  Service,  you’re  maximizing 
revenue  opportunities  because  the  AT&T 
Network  can  deliver  the  highest  percentage 
of  potential  callers  to  your  900  number  of 
any  long  distance  network. 

So  think  about  AT&T  MultiQuest  Service. 
Now  you  don’t  have  to  get  caught  between  the 
rock  of  service  contracts  and  the  hard  place  of 
giving  customer  support  away 

AIM  MultiQuest  Service. 
Another  AIM  advantage. 

For  more  information,  call  your  AT&T 
Account  Executive  or  1 800  243-0900. 
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AT&T 

The  right  choice. 


IF  A  CERTIFICATION 
backlog  developed,  the 
question  would  arise  as 
to  which  gets  tested  first  — 
European  or  non-European 
vendors. 


logs”  at  test  facilities. 

CBEMA  advocates  uniform  testing  for 
conformity,  “but  we  want  it  to  remain  in 
the  hands  of  the  manufacturers,”  Karinch 
said. 

Users  benefit  if  vendors  provide  their 
own  standards  certification,  she  added, 
because  vendors  are  then  legally  liable  if  a 
product  does  not  turn  out  to  conform  to 
specifications. 

The  U.S.  networking  industry  has  al¬ 
ready  shown  decreasing  dependence  on 
conformance  testing  by  organizations 
such  as  the  Corporation  for  Open  Sys¬ 
tems,  said  Peter  Sevcik,  president  of  Sev- 
cik  Consulting.  “It  has  not  become  as  big  a 
deal  as  people  thought  it  would;  people 
are  getting  by  without  it,”  he  said. 

However,  apparently  not  all  users 
trust  vendors  to  provide  reliable  stan¬ 
dards  compliance  on  their  own.  At  The 
Foxboro  Co.,  “we  like  to  do  our  own  con¬ 
formance  testing  in  a  pilot  environment 
before  we  begin  implementing,  because 
we  find  that  what  vendors  publish  about 
conformance  testing  and  specifications  is 
not  always  true,”  Puckett  said. 
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Be  a  key  player 


With  AccuMAX1™  you  can  be  a  key  player  in  maxi¬ 
mizing  the  performance  of  DB2.  Under  any  circumstance. 
No  matter  what  your  role.  No  matter  what  your  level  of 
experience. 

From  applications  development  to  data  base 
administration  to  systems  support.  All  the  information  and 
facilities  you  need  to  customize  the  management  of  DB2.  All 
function  key-driven  in  SAA/CUA  format. 

There’s  never  been  There’s  the  application  trace  facility- 

,  .  Using  pop-up  windows,  you  can  start  or  stop 

a  better  time  nn„  .  ....  ,  . 

DB2  traces  dynamically.  And  it  s  easy  to  view 
tO  buy  a  DB2  current  and  historical  data  online.  So  you  can 
performance  manager.  diagnose  a  problem.  Tune  an  existing 

application.  Or  test  a  new  or  modified  one. 

If  your  role  is  subsystem  performance, 
AccuMAX  allows  online  access  to  any  DB2  area. 
And  you  can  monitor  multiple  DB2  subsystems 
concurrently.  Without  modifying  system  parameters 
or  rolling  through  numerous  displays. 

There’s  even  a  multi-level  help  facility  with  field 
definitions,  helpful  hints  and  recommendations.  And  the 
smart  window  in  the  upper  left  corner  gives  a  constant 
readout  of  real-time  performance  exceptions. 

Maximum  appeal  and  ease  of  use.  Under  any 
circumstance.  That’s  AccuMAX  for  DB2.  To  find  out  how 
you  can  be  a  key  player,  call  800  323-2600.  Ask  for  ext.  1184. 
We’ll  send  you  a  demo  diskette  or  arrange  a  free  30-day 
evaluation. 
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VSAT  industry  seeks  a  few  new  niches 


BY  JOANIE  M.  WEXLER 

CW  STAFF 

FRAMINGHAM,  Mass.  —  Like 
the  saturated  private  branch  ex¬ 
change  and  Tl  markets,  the 
very  small  aperture  terminal 
(VSAT)  industry  will  require  re¬ 
suscitation  by  new  market 
niches,  including  smaller  busi¬ 
nesses  and  those  expanding 
globally,  according  to  a  report 
from  industry  research  firm  In¬ 
ternational  Data  Corp.  (IDC). 

VSAT  networks,  which  allow 
direct  satellite  communications, 
generally  consist  of  one  large, 


Booker 
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central  station  with  any  number 
of  remote  VSATs.  VSATs  use 
small  1-  to  2-meter  dishes,  usual¬ 
ly  located  on  rooftops. 

IDC  estimated  the  total  mar¬ 
ket  for  VSAT  equipment  and 
services  for  1989  at  $700  million 
and  predicted  it  will  increase  to 
more  than  $1  billion  in  1991  and 


to  $3.37  billion  by  1994. 

However,  the  research  firm 
said  the  expanding  market  will 
grow  by  decreasing  percentages 
because  of  lower  equipment 
prices  caused  by  competition  and 
lower  sales  volume  generated  by 
smaller  customers.  Also,  VSAT 
vendors  will  increasingly  oper¬ 


ate  hubs  that  can  be  shared  by 
their  customers,  which  will  de¬ 
crease  service  costs. 

The  report  pegged  VSAT 
customers  as  those  with  high 
data  transmission  requirements 
that  tax  the  dial-up  network; 
those  generating  large,  random 
data  file  transfers  that  do  not  re¬ 
quire  dedicated  leased  lines;  and 
those  requiring  point-to-multi- 
point  data  transmission. 


The  IDC  report  editor  and 
primary  researcher,  Caroline  J. 
Michel,  added  that  VSATs  can 
come  in  handy  as  a  backup  alter¬ 
native.  “Having  one  terrestrial 
route  and  one  in  the  air  is  safer 
for  mission-critical  applica¬ 
tions,”  she  noted.  “If  both  alter¬ 
nate  routes  are  in  the  ground  and 
travel  the  same  general  path,  the 
same  earthquake  will  likely 
knock  out  both.” 


In  The  Complex  World  Of 

A  Simple,  Practical 


these  pieces  of  paper  as  they 
would  any  invoice. 

However,  the  notion  of  mak¬ 
ing  EDI  work  from  the  start  of 
the  process  to  the  end  is  going 
to  happen  —  and  may  be  hap¬ 
pening  in  limited  instances 
even  today. 

In  theory,  it  will  mean  that 
when  a  consumer  dials  up  the 
food  specialty  department  of 
her  favorite  store  to  order  a  non¬ 
stick  slotted  spoon,  this  request 
will  be  transferred  to  the  store’s 
inventory  department.  If  the 
item  isn’t  in  stock,  the  message 
will  continue  on  its  journey, 
first  to  the  supplier,  which  in 
turn  will  message  its  manufac¬ 
turing  plant  in  Nebraska.  There 
the  message,  having  traversed 
miles  of  territory  and  many  com¬ 
puter  systems,  will  be  refor¬ 
matted  by  a  factory-floor  con¬ 
troller  that  runs  a  slotted  spoon 
die  press. 

The  hubs  want  to  be  ready 
for  this  world  of  end-to-end  EDI, 
so  they  are  selling  the  concept 
in  the  meantime  to  their  trading 
partners  in  terms  of  local,  rela¬ 
tively  limited  benefits.  Alas,  if 
the  hubs  were  honest,  they’d 
admit  that  an  EDI  interface  is 
only  the  tip  of  the  iceberg. 

If  the  slotted  spoon  scenario 
above  is  accurate,  it  means  the 
movement  toward  EDI  will  re¬ 
quire  many  more  fundamental 
changes  to  the  way  information 
systems  are  used  inside  and 
across  enterprises. 

Dave  Reberry,  vice-presi¬ 
dent  of  systems  engineering  and 
development  at  US  West  Ad¬ 
vanced  Technologies,  the  re¬ 
search  and  development  arm  of 
the  Denver-based  regional  hold¬ 
ing  company,  recently  talked 
about  getting  value  from  IS  this 
way:  “For  example,  all  our  bill¬ 
ing  systems  have  been  built 
around  certain  assumptions 
about  how  you  do  business  with 
the  customer.  Going  forward,  a 
lot  of  these  assumptions  are  no 
longer  going  to  be  valid.” 


Booker  is  Computerworld's  Chicago 
bureau  chief. 
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IBM  to  sell  Interlink  gateways  in  U.S.,  Canada 


IBM  will  reportedly  sell  Inter¬ 
link  Computer  Sciences, 
Inc.  gateways  and  other  prod¬ 
ucts  in  the  U.S.,  Canada  and 
Puerto  Rico  starting  Friday. 

A  test  facility  for  verifying  multi¬ 
vendor  interoperability  of  Fiber 


Distributed  Data  Interface 
(FDDI)  local-area  network  tools 
is  up  and  running  at  Advanced 
Micro  Devices,  Inc.’s  Sunny¬ 
vale,  Calif.,  campus  with  its  re¬ 
ported  18  charter  members. 

Internetworking  company  Vita- 


link  Communications  Corp. 
has  announced  that  it  will  add 
Digital  Equipment  Corp.’s 
Decnet  Phase  IV  support  to  Vi- 
talink  Transpath  bridges  and 
routers. 

Under  a  $3  million  contract, 


Acer,  Inc.  will  reportedly  in¬ 
corporate  Proteon,  Inc.’s 
Pronet-4/16  IBM  Token-Ring- 
compatible  network  interface 
cards  and  its  Series  70  Intelli¬ 
gent  Wire  Center  into  Acer’s 
Token-Ring  Network  5290  se¬ 
ries. 


Information  Management, 
Solution  Has  Emerged. 


Introducing  the  Information 
Management  Software  solution  from 
Computer  Associates.  It’s  built  around 
three  basic  ingredients. 

Proven,  high  performance  database 
management  systems. 

Comprehensive  software 
engineering  solutions. 

And  the  most  important  ingredient 
of  all: 

Availability. 

Everything  you  need-  everything 
you’ve  been  told  you  had  to  wait 
for-we  have  ready  and  available  today. 

Our  relational  database  technology 
doesn’t  need  to  “mature.” 


CA-IDMS®/DB  and 

CA-DATACOM/DB®  support  mission- 
critical  applications  at  thousands  of 
sites  around  the  world. 

In  addition,  CA’s  software 
engineering  solutions  are  the  most 
complete  and  tightly  integrated 
available.  They  include  the  industry’s 
most  successful  COBOL  development 
environment,  4GLs,  and  application 
generators.  With  facilities  to  manage 
testing,  maintenance,  implementation 
and  change  control. 

And  with  our  Computing 
Architecture  For  The  90s,  you’ll  be  able 
to  achieve  distributed 
processing  across  the 
widest  range  of  multiple 
operating  systems  and 

cxscompming  hardware  platforms.  And 
Architecture  For  our  unique  transparency 
The.  90sProtec*  software  is  only  one  of  the 

ana  enhances  the  J 

value  of  every  ca  ways  CA90s  protects  the 
software  solution,  tremendous  investment 

you’ve  made  in  your  present 
applications. 

Altogether  it’s  a  simple,  practical 
solution  you  can  benefit  from  just 
when  you  need  it  the  most. 

Today 


CA90s 


(Computer 

DISSOCIATES 

Software  superior  by  design 


For  more  information  call  1-800-645-3003. 

©  1990  Computer  Associates  International,  Inc., 
711  Stewart  Avenue,  Garden  City,  NY  11530-4787 


Under  an  agreement  with 
Powercore,  Inc.,  Vitek  Sys¬ 
tems  Distribution  will  distrib¬ 
ute  Pbwercore’s  Network 
Scheduler  II,  a  multiuser  applica¬ 
tion  program  for  automating 
projects  and  meetings  across  a 
network. 

GTE  Telephone  Operations 

has  announced  plans  to  provide 
data  communications  and  office 
systems  services  —  including 
systems  design  and  integration 
—  in  the  company’s  four  operat¬ 
ing  areas  throughout  the  U.S. 

AT&T  lowered  interstate  and 
international  long-distance  ser¬ 
vice  rates  by  more  than  $300 
million  July  1.  The  price  cuts 
were  facilitated  by  a  Federal 
Communications  Commission 
regulation  that  reduced  AT&T 
and  other  long-distance  carrier 
fees  to  local  telephone  compa¬ 
nies  for  accessing  customer  tele¬ 
phone  lines. 

Bell  South  Corp.  reportedly 
plans  to  sell  DEC’s  voice  and 
data  networking  products  in  con¬ 
junction  with  the  carrier’s  pri¬ 
vate  branch  exchange  (PBX) 
and/or  central  office-based  prod¬ 
ucts  and  services. 

Ungermann-Bass,  Inc.  has 
announced  it  will  resell  Norton- 
Lambert  Corp.’s  Close-Up  and 
Close-Up/LAN  remote  commu¬ 
nications  software  packages  and 
integrate  them  into  its  customer 
support  programs. 

IBM  has  selected  Amnet,  Inc. 
to  develop  software  for  IBM 
Personal  Computers  used  as 
nodes  in  X.25  networks. 

Products  linking  hosts,  LANs 
and  videoconferencing  and  imag¬ 
ing  systems  to  Integrated  Ser¬ 
vices  Digital  Networks  have 
been  announced  by  Ascend 
Communications,  Inc. 

Codex  Corp.  said  it  will  support 
AT&T’s  enterprise  network 
manager,  Accumaster  Integra¬ 
tor,  by  the  end  of  the  year 
through  an  interface  in  the  Co¬ 
dex  9800  series  Integrated  Net¬ 
work  Management  System. 

An  FDDI  chip  that  implements 
all  physical-layer  functions  of  the 
100M  bit/sec.  LAN  is  reportedly 
being  tested  by  AT&T  Micro¬ 
electronics. 

Rolm  Co.  and  Norstan,  Inc. 

have  announced  that  Norstan 
will  refurbish  and  resell  Rolm 
PBX  equipment  in  the  U.S. 

Team  One  Systems,  Inc.  has 
announced  that  Sun  Microsys¬ 
tems,  Inc.’s  Sunnet  License  — 
a  combination  developer’s  tool 
kit/Openlook  graphical  user  in¬ 
terface  license  administration 
tool  —  has  been  integrated  into 
its  Teamnet  2.0  Concurrent 
Product  Development  Environ¬ 
ment. 
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CompuServe 
dials  up  Fujitsu 

CompuServe,  Inc.  has  announced  an  in¬ 
terconnection  agreement  with  Fujitsu 
Ltd.  that  will  give  CompuServe’s  net¬ 
work  customers  dial-up  access  at  up  to 
2.4K  bit/sec.  from  nine  major  Japanese 
cities  next  month.  Access  to  additional 
Japanese  cities  will  be  added  in  future 
months,  CompuServe  said.  The  direct  ac¬ 
cess  will  be  less  expensive  than  Compu¬ 
Serve’s  current  connections  to  Japan  via 
various  gateways,  the  vendor  said. 

Infonet  and  Andersen  Consulting 

have  entered  into  a  nonexclusive  agree¬ 
ment  to  offer  their  respective  services  to 
each  other’s  clients  on  a  preferred  basis. 
The  aim  is  to  combine  Andersen  Consult¬ 
ing’s  integration  and  implementation  ser¬ 
vices  with  Infonet ’s  global  networking 
services  in  order  to  target  the  outsourc¬ 
ing  market  more  effectively. 

Infonet  has  extended  its  international 
packet-switched  data,  electronic  mail, 
facsimile  and  telex  services  to  Ireland, 
with  a  communications  facility  in  Dublin 
that  is  scheduled  to  become  operational 
next  month,  Infonet  said.  Infonet  is  also 
interconnecting  its  services  with  the 
Postnet  public  data  network,  which  is  op¬ 
erated  by  Postgem  in  Ireland. 


EDI 
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fit  from  pleased  customers,  Martin  said. 

Software  developer  Rathe,  Inc.  in  For¬ 
est  Lawn,  Minn.,  was  hired  by  Burlington 
Northern  in  April  1989  to  write  a  pro¬ 
gram  based  on  the  task  force’s  specs. 
Rathe  created  BN  Lynx  software,  which 
accommodates  the  protocols  of  12  major 
carriers. 

The  program  runs  on  an  IBM  Personal 
Computer  or  compatible  using  DOS  3.0 
or  above  and  a  Hayes-compatible  modem. 

The  software 
automatically  di¬ 
als  up  and  inter¬ 
faces  with  the 
mainframes  to 
learn  where  and 
when  a  tank  or  boxcar  was  last  seen, 
whether  it  was  empty,  which  train  was 
pulling  it,  what  the  equipment’s  destina¬ 
tion  was  and  other  shipping  facts,  Martin 
said.  Two  rail  companies  have  protocol 
quirks  that  were  not  addressed  in  BN 
Lynx.  If  one  of  the  rail  companies  changes 
its  interface,  users  can  alter  the  appropri¬ 
ate  field  and  save  it,  she  said. 

Burlington  Northern  customer  repre¬ 
sentative  Greg  Oakley  said  BN  Lynx  ties 
in  with  mainframes  at  10  other  large  rail 
firms. 

Souerbry  has  been  overseeing  beta 
tests  of  BN  Lynx  Version  2.0.  “It  takes  no 
more  than  10  minutes  usually  to  dial  in  on 
nine  railroads,”  she  said.  Delta  shares  the 
information  with  shippers  using  its  tanks. 

BN  Lynx  is  free  to  Burlington  North¬ 
ern’s  customers  and  sells  for  $350  to 
firms  unlikely  to  ever  use  Burlington 
Northern  trains.  The  firm  has  sold  the 
source  code  to  one  other  rail  firm  and  is 
negotiating  with  another,  Martin  said. 
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Companies  considering  X  terminals  and 
worried  about  sluggish  response  time  can 
check  out  host  support  capacity  with  a 
benchmark  system  recently  introduced 
by  A&T  Systems,  Inc.  in  Silver  Spring, 
Md. 

XMaster,  an  extension  of  the  vendor’s 
Benchmaster  product,  measures  system 
or  network  response  time  by  recording  a 
live  user  application  scenario  and  deter¬ 
mining  what  response  time  would  be  in  a 
configuration  with  more  users. 

X  terminals  are  intelligent  devices  de¬ 


signed  to  run  the  X  Window  System,  a 
networking  protocol  that  allows  users  to 
access  applications  on  multiple  hosts  and 
display  them  in  separate  windows  on  one 
screen.  They  are  subject  to  unreliable  re¬ 
sponse  time  because  of  possible  network 
bottlenecks  to  the  host  and  the  inability  to 
process  applications  at  the  desktop. 

Aternatives  to  X  terminals  include 
personal  computers  and  workstations; 
XMaster  can  reportedly  also  benchmark 
X  Window  applications  in  these  devices. 

XMaster  captures  information  on  a 
wide  range  of  system  components  —  in¬ 
cluding  the  CPU,  I/O  devices  and  control¬ 
lers.  The  product  makes  a  copy  of  all  the 


work  that  is  being  done  on  the  entire  sys¬ 
tem  in  a  specified  time  period  and  estab¬ 
lishes  a  mock-up  of  the  performance  these 
activities  would  translate  into  when  sup¬ 
porting  larger  numbers  of  users. 

Its  purpose  is  to  help  customers  size 
their  systems  for  X  Window  applications, 
company  President  Ashok  Thareja  said. 

When  running  Benchmaster  and 
XMaster,  the  driver  machine  must  run 
“some  flavor”  of  the  Unix  operating  sys¬ 
tem  but  will  test  machines  running  any 
multitasking  operating  system,  Thareja 
said.  The  software  will  also  benchmark  lo¬ 
cal-area  network  performance,  as  long  as 
the  LAN  is  communicating  via  Transmis¬ 
sion  Control  Protocol/Internet  Protocol 
or  supports  rlogin,  a  utility  allowing  users 
to  log  in  from  one  host  to  another. 
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NEW  PRODUCTS 


Electronic  mail 

Walker  Richer  &  Quinn,  Inc.  has  intro¬ 
duced  Dispatch,  a  personal  computer- 
based  electronic  mail  management  sys¬ 
tem  for  Hewlett-Packard  Co.’s  HP 
Deskmanager,  an  HP  3000-based  E-mail 
system. 

The  system  enables  the  PC  to  down¬ 
load,  store  and  process  messages  and  han¬ 
dle  presentation  tasks  while  the  HP  Desk- 
manager  functions  as  a  mail  server  and 
distribution  system.  Other  features  in¬ 
clude  automatic  establishment  of  a  host 
connection  during  message  transfers  to 


and  from  HP  Deskmanager  and  the  ability 
to  schedule  message  exchanges  during 
off-peak  hours.  Dispatch  sells  for  $399. 

Walker  Richer  &  Quinn 
2815  Eastlake  Ave.  East 
Seattle,  Wash.  98102 
(206)  324-0350 

Secured  Communications  Technologies, 
Inc.  has  announced  a  product  that  pro¬ 
vides  complete  security  for  facsimile  and 
electronic  mail  transmissions  among 
banks,  law  firms  and  other  organizations 
that  need  to  protect  critical  data. 

The  Secom  system  uses  channel  se¬ 
cure  technology  to  allow  self-encryption 


of  transmissions  among  IBM  Personal 
Computers  or  compatibles  via  a  Hayes- 
compatible  modem  over  dial-up  phone 
lines.  The  product  lists  for  $695.  A  Secom 
Plus  package  includes  an  integrated  fax 
scanner  and  sells  for  $  1 ,295. 

Secured  Communications 
1111  Jefferson  Highway 
Arlington,  Va.  22202 
(703)486-1298 

Sitka  Corp.  and  Stamine  Technologies, 
Inc.  have  developed  an  electronic  mail 
gateway  that  provides  enterprisewide 
communications  among  Unix  Mail  and 
Sitka’s  Inbox  Plus  E-mail  program. 

Mail*Link  SMTP  uses  the  Simple  Mail 
Transfer  Protocol  (SMTP)  to  provide 
seamless  peer-to-peer  connections  be¬ 


tween  Inbox  Plus  and  other  networks  that 
support  SMTP.  It  is  said  to  enable  Inbox 
Plus  and  Unix  Mail  users  to  send  mes¬ 
sages  to  each  other  without  altering  com¬ 
mands  or  the  messages  themselves. 

License  fees  range  from  $249  to 
$4,950,  depending  on  the  number  of  us¬ 
ers. 

Sitka 

950  Marina  Village  Pkwy. 

Alameda,  Calif.  94501 
(415)769-9669 

Micro-to-host 

Verbex  Voice  Systems,  Inc.  has  an¬ 
nounced  a  conversational  voice  I/O  sta¬ 
tion  for  performing  receiving,  returns  and 
inspection  applications  on  an  IBM  3270 
or  Digital  Equipment  Corp.  VAX/VMS 
machine. 

The  Verbex  Receiving  Data  Capture 
System  features  continuous  speech  rec¬ 
ognition  and  enables  users  to  create  bar¬ 
code  labels,  tickets  and  control  reports  at 
a  receiving  workstation  without  any  host 
involvement.  The  stand-alone  system  can 
be  tied  into  a  personal  computer  local- 
area  network  environment. 

Pricing  ranges  from  $1,750  per  month 
for  a  single-operator  station  with  a  three- 
year  lease  to  $2,600  per  month  for  a  four- 
operator  system. 

Verbex 

1090  King  Georges  Post  Road 
Edison,  N.J.  08837 
(201)225-5225 


Gateways/Bridges/ 

Routers 

Andrew  Corp.  has  announced  a  remote  lo¬ 
cal-area  network-to-IBM  midrange  com¬ 
puter  system  gateway. 

Netlynx/5394  enables  any  Netbios- 
compatible  LAN  to  communicate  with  a 
remote  IBM  System/34,  36  or  38  or  Ap¬ 
plication  System/400.  The  product  is 
made  up  of  a  Synchronous  Data  Link  Con¬ 
trol  interface  board  and  a  software  pack¬ 
age  that  enables  each  node  on  the  LAN  to 
emulate  an  IBM  5250  terminal. 

Support  is  offered  for  LAN  interfaces 
such  as  Arcnet  and  Ethernet  and  several 
file-transfer  programs.  The  product  lists 
for  $1,995. 

Andrew 

2771  Plaza  Del  Amo 
Torrance,  Calif.  90503 
(213)320-7126 


Electronic  data 
interchange 

Harbinger  EDI  Services  recently  re¬ 
leased  an  upgrade  to  its  In-Touch*EDI 
electronic  data  interchange  (EDI)  soft¬ 
ware  package. 

Version  2.2  allows  users  to  receive  any 
EDI  document  or  link  EDI  with  interna! 
applications.  A  binary  file-transfer  capa¬ 
bility  enables  users  to  receive  EDI  stan¬ 
dards  and  software  updates,  the  vendor 
said. 

The  company  has  also  announced  In- 
Touch*EDI  Plus,  which  can  provide  users 
with  the  power  of  an  EDI  front-end  pro¬ 
cessor  and  the  ability  to  exchange  files 
with  midrange,  mainframe  or  personal 
computer  applications. 

Version  2.2  costs  $1,295.  In- 
Touch*EDI  Plus  sells  for  $  1 ,995. 
Harbinger 
1800  Century  Place 
Atlanta,  Ga.  30345 
(800)367-4272 


DB2  JUNGLE 

with 

_ PLATINUM  technology ;  inc. 


m 


uccessful  explorers  seek  the  guid¬ 
ance  of  the  best  professional  outfit¬ 
ters  and  trackers  before  leading  an 
expedition  into  dangerous,  unknown  terri¬ 
tory.  They  understand  that  the  right  equip¬ 
ment  and  expert  knowledge  of  the  terrain  are 
critical  to  the  success  of  their  mission. 

PLATINUM  technology,  inc.,  was  one  of  the 
first  companies  to  delve  into  the  uncharted 
DB2  jungle. 

Today,  we  are  recognized  internationally  by 
our  trailblazing  clients  as  the  world's  fore¬ 
most  professional  outfitters  for  DB2. 

With  our  complete  kit  of  DB2  software  tools, 
published  products,  and  education  and  our 
worldwide  network  of  affiliated  companies, 
PLATINUM  has  set  the  standards  for  quality 
and  service  in  the  DB2  market. 

Software  Products 

RC/QUERY™ 

RC/UPDATE™ 

RC/ MIGRATOR™ 

RC/SECURE™ 

PLATINUM  Database  Analyzer  " 
PLATINUM  Report  Facility™ 
PLATINUM  Plan  Analyzer™ 
PLATINUM  Data  Compressor " 
PLATINUM  Rapid  Reorg™ 

PLATINUM  Pipeline™  for  DB2 


DB2  Education 

■  Introduction  to  DB2 

■  DB2  Database  Design  and 
Application  Planning 

■  DB2  Database  and  System 
Administration 

■  DB2/SQL  Application  Programming 

■  CSP  Application  Programming 

■  Using  DB2  and  QMF 

Published  Products 

m  The  PLATINUM  DB2  Guide/Online 

■  The  PLATINUM  Reference  ”  for  DB2 

■  The  PLATINUM  DB2  Catalog  Poster 

As  you  begin  your  trek  into  unfamiliar, 
little  explored  regions  of  relational 
technology,  PLATINUM  can  outfit 
you  with  everything  you  need  to 
make  your  DB2  adventure  a 
success.  We've  been  there,  so 
we  know  what  it  takes. 

Let  PLATINUM  be  your 
expert  guide  through  the 
wilds  of  the  DB2  jungle. 

Call  1-800-442-6861  today 
for  more  information  or  a 
free  on-site  trial  evaluation 
of  any  PLATINUM  product. 

IBM  is  a  registered  trademark  and  DB2,  CSP,  and  QMF  are 
trademarks  of  International  Business  Machines  Corporation 


PLATINUM  technology ,  inc.. 


555  WatersEdge  Drive,  Lombard,  IL  60148 

^founding! 

MEMBER 

& 

(708)  620-5000 

1-800-442-6861  (US) 

FAX  (708)  953-1923 

1-800-848-0140  (Canada) 
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They  all  add  up  to  one  very  important  reason.  The  new  IDEA  Concert  lets  you  integrate  more  hosts  upstream  and  more  devices 
downstream  than  any  other  controller  on  the  market.  IBM  mainframes,  IBM  midrange  systems,  DEC  VAXs,  asynchronous  hosts,  coax, 
twinax  and  ASCII  devices,  you  name  it.  All  work  in  concert,  so  you  can  maximize  your  investments  and  increase  productivity.  The  IDEA 


Concert  Controller.  And  now,  we’ll  let  the  numbers  speak  for  themselves. 


1  •  Talks  to  IBM  370  class  mainframes 

8  •  Talks  to  a  combination  of  different  host  types 

2  •  Talks  to  IBM  AS/400  midrange  systems 

9  •  Talks  to  up  to  56  coax  devices 

3 .  Talks  to  IBM  System  3X  midrange  systems 

1 0 .  Talks  to  up  to  42  twinax  devices 

4 .  Talks  to  DEC  VAX  systems 

11.  Talks  to  up  to  80  LAN  devices 

5  •  Talks  to  other  asynchronous  hosts 

12.  Talks  to  IBM  3270-type  displays 

t) .  Talks  to  Unix  hosts 

13.  Talks  to  IBM  5250-type  displays 

/  •  Talks  to  multiple  hosts  (up  to  4) 

14.  Talks  to  IBM  InfoWindow  displays 

IDEA  Courier,  Inc.,  1515  West  14th  Street,  Tempe,  AZ  85281,  (602)  894-7000;  IDEAssociates,  Inc. ,  29  Dunham  Road,  Billerica,  MA  01821,  (508)  663-6878,  FAX  (508)  663-8851;  European  Headquarters  (France),  33-14-035-5858;  Asia/Pacific  (Hong  Kong). 
852-5-420172;  United  Kingdom,  44-81-390-5945;  Canada,  416-676-9930.  IBM,  PC  Support,  Token  Ring  and  InfoWindow  are  registered  trademarks  of  International  Business  Machines  Corporation.  AS/400  and  NetView  are  trademarks  of  International  Business  Machines. 
IDEAssociates  and  IDEA  are  registered  with  the  U.S.  Patent  and  Trademark  Office  by  IDEAssociates,  Inc.  IDEA  Concert  is  a  trademark  of  IDEAssociates,  Inc.  Courier  and  Servcom  are  registered  trademarks  of  IDEA  Courier,  Inc. 

DEC ,  VAX,  DEC  LAT  and  DECServer  are  trademarks  of  Digital  Equipment  Corporation.  Unix  is  a  registered  trademark  of  AT &T. 


from  IDEACouner 


15.  Talks  to  IDEA  9000  series  terminals  and  printers 

33  •  Talks  to  IBM’s  AS/400  PC  Support  application 

10.  Talks  to  IDEA  12000  series  terminals 

34 .  Talks  to  synchronous  modems 

17.  Talks  to  IDEA  177, 197  and  277  series  terminals 

3  5  •  Talks  to  SNA/SDLC  environments 

18.  Talks  to  DEC  VTXXX  terminals 

36.  Talks  to  SAA  compatible  devices 

19.  Talks  to  DECServer  200/550 

37.  Talks  to  IBM  NetView 

20.  Talks  to  IBM  3270-type  printers 

38 .  Talks  to  host  as  multiple  logical  units 

21.  Talks  to  IBM  5250-type  printers 

39 .  Talks  to  IDEA  Advanced  Function  Terminals 

22  •  Talks  to  IDEA  13000  series  printers 

40  •  Talks  to  coax  multiplexers 

23 .  Talks  to  IDEA  244  series  printers 

41.  Talks  to  asynchronous  multiplexers 

24 .  Talks  to  host-addressable  PC  printers 

42  .  Talks  to  concurrent  gateway  and  downstream 

2  5  •  Talks  to  local  devices 

physical  units 

26.  Talks  to  remote  devices 

43  •  Talks  to  entire  system  through  remote 

27.  Talks  to  a  PC  emulating  a  twinax  terminal 

diagnostic  capabilities 

28.  Talks  to  a  PC  emulating  a  coax  terminal 

44 .  Talk  to  IDEA.  1-800-528-1400 

29.  Talks  to  a  PC  emulating  an  ASCII  terminal 

3  0 .  Talks  to  Token  Ring  networks 

31.  Talks  to  DEC  LAT  networks 

3  2  .  Talks  to  X.  25  networks 

IDEA 

The  intelligence  to  communicate  better. 

IDEA  Courier  IDEAssociates  IDEA  Servcom 

It’s  mainframe.  It’s  midrange. 


Since  both  technology  and  business  are  always  evolving, 
why  limit  yourself  to  equipment  that  can’t?  Introducing  the 
12000  Series  of  coax  displays  from  IDEA. 

The  12000  Series  terminals  feature  a  versatile  modular 
design.  A  design  that  gives  you  the  power  to  add  functions  and 
upgrade  your  terminals  to  keep  pace  with  future  requirements. 

You  can  start  with  an  entry-level  display  then,  as  your  needs 
grow,  upgrade  to  a  high-function  display  simply  by  plugging  in  a 
new  logic  module. 

You  can  also  change  from  twinax  to  coax,  or  vice-versa.  So  if 


It’s  entry-level.  It’s  high- function. 


your  company  has  both  IBM  mainframes  and  AS/400s,  you  have 
the  flexibility  to  work  with  either. 

The  benefits  of  modularity  make  the  12000  Series  easy  to 
service,  too.  Should  an  element  fail,  it  can  be  replaced  in  the 
field  within  minutes, reducing  downtime  and  maintenance  costs. 

As  you’ve  come  to  expect  from  IDEA  Courier,  the  12000 

Series  displays  are  rich  in  product  features.  You  can  choose 

. 

. 

either  a  14"  or  15"  flat-faced,  high-resolution  screen,  each  with 

J 

a  removable  tilt/swivel  base  and  104-  or  122-key  adjustable 
keyboard.  In  addition,  the  15"  model  is  available  with  a  mono- 


IDEA  Courier,  Inc. ,  1515  West  14th  Street,  Tempe,  AZ  85281,  (602)  894-7000;  IDEAssociates,  Inc. ,  29  Dunham  Road,  Billerica,  MA  01821,  (508)  663-6878,  FAX  (508)  663-8851:  European  Headquarters  (France),  33-14-035-5858; 

Asia/Pacific  (Hong  Kong),  852-5-420172;  United  Kingdom,  44-81-390-5945;  Canada,  416-676-9930.  IBM  is  a  registered  trademark  and  AS/400  is  a  trademark  of  International  Business  Machines  Corporation.  Courier  is  a  registered  trademark  of  IDEA  Courier,  Inc. 

IDEA  is  registered  with  the  U.S.  Patent  and  Trademark  Office  by  IDEAssociates,  Inc. 


announces  a  new  species 
a  changing  environment. 


It’s  financial.  It’s  medical.  It’s  manufacturing.  It’s  insurance. 


chrome  or  color  display. 

For  extra  productivity,  the  12000  Series  terminals  come 
with  light  pen  support,  auto  keystroke  storage,  screen  print 
buffers,  set-up  menus  with  pop-up  windows,  four  screen  sizes 
including  132-column  and  on-screen  calculators  with  our  exclu¬ 
sive  data  import  and  export  capability. 

All  models  feature  parallel  support  for  local  printing  with  a 
display-attached  printer,  while  high-function  displays  give  you 
the  option  of  host-addressable  printing  as  well. 

Because  so  many  users  depend  on  it,  the  12000  Series 


terminals  include  a  three-year  on-site  warranty  from  IDEA 
Servcom.  Our  own  support  group  providing  maintenance  for 
all  your  computing  equipment. 

The  12000  Series  from  IDEA  Courier.  In  the  evolution  of 
the  terminal,  there’s  never  been  anything  like  it.  For  more 
information  call  1-800-  528-1400. 

IDEA 

The  intelligence  to  communicate  better. 


IDEA  Courier 


IDEAssociates 


IDEA  Sen/com 


CASE  Is  Another  Area 
Y)u  Shouldn’t  Wander  IntoWthout 

An  Experienced  Guide. 


More  than  one  IS 
manager  has  gotten  lost 
in  the  labyrinth  of  CASE 
implementation. 

That’s  why  you  need  Index 
Technology— the  world’s  most  experi¬ 
enced  CASE  provider— to  show  you 
the  way.  As  the  developers  of  the 
Excelerator®  Series,  we’ve  helped  tens 
of  thousands  of  users  around  the  world 
map  out  successful  CASE  solutions. 

What  makes  us  different  from  the 
other  CASE  companies?  Simple.  At 
Index  Technology,  we  don’t  just  sell 
you  a  lot  of  flashy  technology  and  then 
leave  you  in  the  dark. 

Instead,  we  give  you  everything 
you  need  to  make  your  CASE  effort 
succeed— including  proven  technology, 
adaptable  products,  and  an  array  of 
support  services  rated  the  best  in  the 


business.  We  show  you  how  to  get 
results,  then  stay  by  your  side  to  make 
sure  that  you  do. 

Over  the  years,  that  total-solution 
approach  has  earned  us  the  trust  of 
our  customers.  Including  IBM,  our 
biggest  customer  of  all.  In  fact,  IBM 
has  so  much  confidence  in  us,  it’s  pur¬ 
chasing  an  additional  2250  copies  of 
our  Excelerator  products  for  its  own 
use  worldwide. 

So  it’s  no  wonder  that  IBM  is 
marketing  our  Excelerator  Series  as 
part  of  its  own  AD/ Cycle™  offering.  Or 
that  IBM  is  relying  on  our  advice  in 
designing  the  Repository’s  information 
model.  Which  means  our  customers 
never  have  to  worry  where  their  CASE 
investment  will  lead. 

The  fact  is,  we  have  so  much  faith 
in  our  CASE  solution,  we  encourage 


60-day  product  trials.  We’re  the  only 
CASE  vendor  who  does.  We  think  that 
says  a  lot  about  us— and  even  more 
about  our  competition. 

But  don’t  take  our  word  for  it  Call 
us  for  details  on  actual  CASE  success 
stories,  and  find  out  what  our  customers 
have  to  say.  Then  try  the  same 
thing  with  our  competitors. 

Once  you  do,  we  think 
you’ll  agree:  It’s  safer  going  into  CASE 
with  someone  who’s  been  there  many 
times  before. 

Index  Technology  Corporation, 
One  Main  Street,  Cambridge,  MA 
02142,1-800-777-8858. 


Index  Technolog 


There’s  No  Substitute  For  Experience. 


Excelerator  is  a  registered  trademark  of  Index  Technology  Corporation.  IBM  is  a  registered  trademark  and  AD/Cycle  is  a  trademark  of  International  Business  Machines  Corporation. 
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EXE  CUT  I  V  E 
TRACK 


Ramakrishna 
Eleswarapu 

has  been  named 
director  of  data 
and  systems  at 
the  New  York 
State  Insurance  Fund. 
Eleswarapu  was  formerly 
chief  of  data  processing  at 
the  firm. 

In  his  new  position,  he 
will  oversee  a  computer  net¬ 
work  of  2,000  terminals  in 
operation  throughout  the 
state,  including  the  firm’s 
home  office  in  lower  Manhat¬ 
tan  and  its  seven  district  of¬ 
fices. 

Eleswarapu  has  been  at 
the  agency  since  1980,  when 
he  worked  as  a  consultant 
with  an  India-based  subsid¬ 
iary  of  Unisys  Corp.  and  be¬ 
came  an  employee  in  1983  as 
director  of  systems  and  pro¬ 
gramming.  He  holds  a  bache¬ 
lor’s  degree  from  Osmania 
University  and  an  MBA  from 
the  Indian  Institute  of  Man¬ 
agement  in  Calcutta. 


Also  promoted 
at  the  New 
York  State 
Insurance 
Fund  was  Di¬ 
ana  Bain,  who 
has  been  appointed  assistant 
director  of  data  and  systems. 
She  was  formerly  manager 
of  data  processing  systems. 

Bain  began  her  career  at 
the  Fund  as  a  programmer  in 
1980  and  later  advanced  to 
senior  computer  program¬ 
ming  analyst.  In  her  new  po¬ 
sition,  she  will  report  to  Eles¬ 
warapu. 

Bain,  who  immigrated  to 
the  U.S.  from  Poland  in  1962, 
holds  degrees  from  Hunter 
College  and  New  York  Uni¬ 
versity. 


Who’s  on  the  go? 

Changing  jobs?  Promoting 
an  assistant?  Your  peers  want 
to  know  who  is  coming  and 
going,  and  Computerworld 
wants  to  help  by  mentioning 
any  IS  job  changes  in  Execu¬ 
tive  Track.  When  you  have 
news  about  staff  changes,  be 
sure  to  drop  a  note  and  pho¬ 
to  or  have  your  public  rela¬ 
tions  department  write  to 
Clinton  Wilder,  Senior  Editor, 
Management,  Computer- 
world,  Box  9171, 375  Cochi- 
tuate  Road,  Framingham, 
Mass.  01701-9171. 


A  headache  this  big  calls  for  PACS 

Massachusetts  hospital ’s  project  PACS  reduces  cost  of  storing  imaging  records 


Stella  Johnson 


MGH’s  Taaffe  expects  PACS  project  to  reduce  hospital’s  imaging  crush 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


Thanks  to  electronic  diagnostic 
imaging  technology,  physi¬ 
cians  now  have  gentler  ways 
to  accurately  diagnose  ail¬ 
ments  than  potentially  de¬ 
structive  exploratory  surgery.  That’s 
good  news  for  patients  —  but  a  head¬ 
ache  for  hospital  information  systems 
managers. 

Electronic  diagnostic  equipment 
chums  out  mountains  of  images  per 
year,  which  are  costly  to  maintain  and 
overload  manual  record-keeping  sys¬ 
tems.  “It’s  a  nightmare,”  sighs  Jaime 
Taaffe,  director  of  computing  for  the 
department  of  radiology  at  Massachu¬ 
setts  General  Hospital  (MGH)  in  Bos¬ 
ton. 

MGH  employs  59  people  whose 
sole  job  is  to  store,  retrieve  and  shuttle 
the  images  generated  by  electronic  di¬ 
agnostic  equipment  among  depart¬ 
ments. 

Ironically,  automation  —  which  has 
caused  the  imaging  crush  —  is  also  be¬ 
ing  sought  as  a  means  to  help  ease  the 
economic  and  administrative  burdens 
of  storing  and  using  records  on  paper, 
film  and  other  media. 

MGH,  which  is  affiliated  with  Har¬ 
vard  University’s  Medical  School, 
maintains  three  film  libraries  to  house 
the  millions  of  images  generated  by  the 
radiology  department  each  year.  Im¬ 
ages  already  occupy  one  acre  of  floor 
space  at  the  hospital’s  main  film  library 
a  few  miles  away  in  Somerville,  Mass. 

The  Department  of  Radiology  con¬ 
ducts  340,000  radiology  exams  per 
year,  resulting  in  5  terabytes  —  5  tril¬ 
lion  bytes  —  of  images. 

“We’re  now  at  5  terabytes,  and 
we’re  not  keeping  all  of  it,”  Taaffe 
says.  “We’re  looking  at  keeping  6  tera¬ 
bytes  of  data  per  year.” 


In  an  attempt  to  manage  this  moun¬ 
tain  of  information,  MGH’s  Radiology 
Department  is  preparing  to  launch  the 
second  phase  of  an  ambitious  project 
called  the  Picture  Archiving  and  Com¬ 
munications  System  (PACS).  The  proj¬ 
ect  is  intended  to  help  solve  the  prob¬ 
lems  of  storing,  retrieving  and 
distributing  images  —  and  will  also 
help  generate  income  for  the  world-re¬ 
nowned  hospital. 

PACS,  which  is  based  on  a  network 
of  workstations  called  Quick-Radiology 
Storage  Transfer  Analysis  (Q- 
RSTAR),  has  been  under  development 
for  about  18  months  and  will  be  up  and 


running  before  the  end  of  the  year  (see 
story  page  72).  The  system  is  designed 
to  capture,  store  and  transmit  all  kinds 
of  images  as  well  as  graphics  and  voice, 
making  it  one  of  the  first  multimedia 
applications  of  its  kind  to  be  installed 
anywhere. 

The  first  phase  of  the  PACS  project 
was  based  on  a  system  called  Micro 
Radiology  Storage  Transfer  Analysis. 
It  was  intended  to  demonstrate  to  radi¬ 
ologists  and  other  professionals  the 
kinds  of  technology  available  and  to 
provide  a  basis  for  discussion  about 
what  such  a  system  would  require  if  it 
Continued  on  page  72 


CIOs:  Much  more  than  figureheads 


BY  ALAN  J.  RYAN 

CW  STAFF 


In  the  early  1980s,  the  term 
“chief  information  officer”  had 
not  yet  been  coined.  By  the  close 
of  the  decade,  CIOs  were  pop¬ 
ping  up  everywhere  but  still 
functioning  as  information  systems 
managers. 

Now,  according  to  a  study  by  Moun¬ 
tain  View,  Calif.-based  Input,  the  CIO’s 
power  is  expanding,  and  he  is  finding 
himself  in  a  position  of  unfamiliar  influ¬ 
ence.  The  study,  “The  Future  of  Infor¬ 
mation  Systems  Management,”  found 
that  CIOs  play  a  significant  role  as  their 
firms  move  toward  global  competition 
and  the  exploitation  of  information  re¬ 
sources  as  a  competitive  weapon. 


Because  of  the  increased  competi¬ 
tion,  pressures  for  shortened  product 
development  cycles,  shortened  manu¬ 
facturing  cycle  times  and  consistent 
reductions  in  time-to-market  have  re¬ 
sulted  and  are  inten¬ 
sifying,  according  to 
the  report. 

CIOs  listed  their 
primary  objective  as 
“integrating  busi¬ 
ness  and  technology;  to  serve  as  an 
educator  and  communicator,  while 
driving  the  IS  function  to  support  busi¬ 
ness  rather  than  technical  goals.”  The 
emphasis  is  on  directing  or  driving 
rather  than  managing  the  function,  and 
the  focus  is  on  its  integration  within 
the  business,  the  report  said. 

According  to  Input,  key  future 


trends  affecting  the  CIO  are  increasing 
levels  of  integration,  extended  use  of 
communications  systems  and  empha¬ 
sis  on  business  planning.  The  CIO  will 
spend  time  looking  to  integrated  data¬ 
bases,  platform  inde¬ 
pendence/systems 
connectivity,  com¬ 
puter-aided  soft¬ 
ware  engineering 
technologies,  expert 
systems  and  on-line  transaction  pro¬ 
cessing  capabilities. 

CIOs  who  were  polled  listed  image 
processing,  voice  recognition,  natural 
language  processing  and  self-teaching 
expert  systems  as  the  top  four  emerg¬ 
ing  technologies.  Input  interviewed 
more  than  30  IS  executives  and  indus¬ 
try  experts  for  the  survey. 
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It’s  2:00  am,  do  you  know  where  your  broccoli  is? 
Sally  does.  Every  day  she  tracks  over  20,000 
Carolina  Freight  Corp.  shipments.  Call  her  anytime, 
day  or  night.  She’ll  pinpoint  your  shipment  in  seconds 
Sally  is  the  voice  of  a  complex  Bull  computer 
network.  Linked  to  PC’s  in  over  2,500  Carolina 
customer  locations,  the  same  Bull  computer  handles 
over  320,000  transactions  a  day. 

Bull  computers  made  Carolina  the  technological 


leader  in  the  trucking  industry  by  providing  com¬ 
plete  control  of  information  to  Carolina  and  its 
customers.  That’s  important.  Because  nothing 
swallows  a  load  of  broccoli  faster  than  4,000,000 
miles  of  American  roads.  And  nothing  finds  it  faster 
than  Sally. 

Know  Bull. 

For  more  information  on  global  computer  solu¬ 
tions  from  Bull,  call  1-800-233-BULL,  ext.  110. 


Specifications 


2  DPS  90  Mainframes 


DPS  6  Plus  midrange 
system 


GCOS  8  operating 
system 


TP  8  transaction 
processing  software 


DNS  communications 
software 


Network  of  over  800 
Bull  workstations 
on-line 
real  time 


Over  190,000  satisfied 
customers 


Worldwide 


Information 
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COMMENTARY 

Max  Messmer 

Punch  a  hole 
through  the 
No-Zone  Layer 

lems  that  are  endemic  to  the  rest 
of  the  organization.  As  IS  orga¬ 
nizations  mature,  they  tend  to 
put  more  of  their  energy  into 
maintaining  old  ways  of  doing 
things  instead  of  initiating  new 
activities  with  potentially  higher 
productivity. 

As  a  result,  they  often  devel¬ 
op  what  I  refer  to  as  a  “No- 
Zone”  Layer.  This  is  a  layer  of 
negativity  that  hangs  like  a  ceil¬ 
ing  over  an  IS  staff,  suppressing 
their  natural  initiative.  The  layer 
grows  and  thickens  over  time, 
fed  by  the  repeated  “no’s”  peo¬ 
ple  hear  when  they  propose  a 
new  idea. 


IS  managers  overtly  cast  the 
No-Zone  Layer  over  employee 
initiative  with  responses  such 
as  the  following:  “Yes,  a  4GL 
would  really  reduce  develop¬ 
ment  costs,  but  then  we  would 
have  to  find  new  jobs  for  half 
the  maintenance  programmers” 
or  “Unix  workstations  make  a 
lot  of  sense  for  software  engi¬ 
neering,  but  Joe  in  IBM  techni¬ 
cal  services  would  never  buy  off 
on  it,  so  let’s  not  even  bring  it 
up.” 

Managers  inadvertently 
squash  good  ideas  through  be¬ 
nign  neglect,  banishing  cre¬ 
ative  solutions  to  languish  in  the 
No-Zone  Layer.  They  do  this 
with  responses  such  as:  “Great 
idea.  Let’s  set  up  a  task  force  to 
explore  it,”  or  “CASE  tools 
make  sense,  but  let’s  see  if  we 
finish  the  year  with  some  budget 
left  over  to  cover  the  education 
costs.” 

While  inertia  is  difficult  to 
overcome,  it  is  possible  to  break 
through  the  No-Zone  Layer.  To 
do  this,  the  concept  of  making 
applications  as  user-friendly  as 
possible  applies  equally  to  your 
own  personal  management 
style. 

The  kind  of  entrepreneurial 
spirit  that  encourages  problem¬ 
solving  and  risk-taking  comes 
from  individuals  —  not  organiza¬ 
tional  charts. 


Here  are  suggested  tech¬ 
niques  for  helping  IS  managers 
punch  some  holes  in  the  No- 
Zone  Layer. 

•  Assess  your  own  No-Zone 
quotient.  A  new  approach  must 
come  from  within.  Have  a  pri¬ 
vate  talk  with  yourself.  Try  to 
list  all  the  times  you’ve 
shrugged  off  someone  else’s 


ideas,  and  analyze  why  you  did 
that.  Did  you  really  think  it 
wasn’t  a  good  idea,  or  was  it  just 
getting  in  the  way  of  your  own 
plan? 

•  Demonstrate  your  own 
user-friendliness.  Not  only  is 
it  OK  to  argue  both  sides  of  an 
argument  in  front  of  people,  but 
it’s  also  the  only  way  you’ll 
loosen  them  up  to  feel  comfort¬ 
able  in  taking  risks  themselves. 
The  most  visionary,  creative  and 
innovative  ideas  often  sound 
offbeat  when  first  uttered.  Once 
people  learn  that  you’re  open  to 
exposing  and  publicly  exploring 


your  own  ideas  and  concerns, 
they  in  turn  will  open  up  with 
their  best,  most  creative  think¬ 
ing. 

•  Go  to  bat  for  your  people. 

If  you  think  something  is  a  good 
idea,  the  fact  that  your  boss  or 
the  telecommunications  manag¬ 
er  doesn’t  think  so  at  first 
glance  is  not  a  legitimate  excuse 


for  shooting  it  into  the  No-Zone 
Layer.  If  you  won’t  go  to  bat  for 
your  people,  all  you’ve  accom¬ 
plished  is  to  push  the  No-Zone 
Layer  one  level  higher  in  the 
organization. 

•  Evangelize.  Excitement  is 
contagious.  Fire  up  your  peers 
and  people  above  you  over 
what  you  are  trying  to  accom¬ 
plish.  They  might  not  become 
believers  overnight,  but  at  least 
they’ll  make  an  effort  to  sup¬ 
port  you  over  the  short  term, 
which  gives  you  time  to  pro¬ 
duce  concrete  results. 

•  Remember  that  “strategy 


is  the  art  of  experimenta¬ 
tion.”  Try  to  become  more 
comfortable  and  confident  in  the 
role  of  risk-taker.  Once  you’ve 
decided  to  champion  an  idea, 
give  it  its  absolute  best  chance 
to  succeed.  If  it  doesn’t,  you’ve 
still  made  progress  by  learning 
an  important  lesson  that  will 
build  a  stronger  strategy  going 
forward. 

•  Reward  risk  as  well  as  re¬ 
sults.  The  IS  director  of  one  of 
our  client  companies  issues  re¬ 
wards  for  “smart  mistakes”  on  a 
regular  basis.  He  does  it  to 
show  employees  that  he  really 
does  encourage  and  value 
smart  risk-taking  and  that  he  ex¬ 
pects  risks  to  sometimes  result 
in  mistakes. 

Strike  out  on  your  own  to 
break  a  hole  in  your  No-Zone 
Layer.  Soon,  other  depart¬ 
ments  will  begin  to  notice  your 
results  and  be  more  supportive 
of  your  desire  to  introduce  new 
systems. 

Go  about  it  in  whatever  cre¬ 
ative  manner  works  best  for 
your  individual  style,  with  one 
major  exception:  Don’t  set  up  a 
task  force. 


Messmer  is  chairman  and  CEO  of  Rob¬ 
ert  Half  International,  Inc.,  a  Menlo 
Park,  Calif. -based  IS  placement  service 
operating  Robert  Half  and  Accountemps 
divisions. 


THE  IS  DIRECTOR  of  one  of  our  client 
companies  issues  rewards  for  “smart 
mistakes”  on  a  regular  basis.  He  does  it  to 
show  employees  that  he  really  does  encourage 
and  value  smart  risk-taking  and  that  he  expects 
risk  to  sometimes  result  in  mistakes. 
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Now  the  shortest  distance  between  matter  what  it  is— from  a  LAN  to  a  WAN. 

two  computers  is  a  straight  line— to  FOCNET  means  fast  access  to 

the  new  FOCNET  Connect  Series.  ,  Mm  .distributed  data.  It’s  the  only  connectiv- 

It  offers  all  the  connections  ity  solution  that  gives  you  complete  data 

you  need  for  complete  data  sharing  access  between  network  nodes.  For 

between  mainframe,  mini  and  person-  any  file  type  or  operating  system  in  use. 

al  computers  in  your  enterprise  network.  No  Relational,  non-relational,  preexisting  or  new. 

This  advertisement  refers  to  numerous  software  products  by  their  trade  names.  In  most,  if  not  all  cases,  these  designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies 


FOCUS  for  DOS  •  OS/2  •  LAN  •  SUN  •  RS/GOOO  •  AT&T  •  IBM  Mainframe  •  DEC/VAX  •  fii 
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BOOK  REVIEW 


How  to  put  those 
heaps  of  data  to 
work  for  you 

THE  INTELLIGENT  COR¬ 
PORATION:  CREATING 
A  SHARED  NETWORK 
FOR  INFORMATION  AND 
PROFIT 
By  Ruth  Stanat 
A  macom  Books,  $24.95 


I've  often  wondered  how  compa¬ 
nies  manage  to  juggle  the  myriad 
considerations  that  go  into  build¬ 
ing  corporate  networks  without 
screwing  up  the  whole  system 
and  costing  the  corporation  mil¬ 
lions.  Now  I  know:  They  read 
books  like  The  Intelligent  Cor¬ 
poration. 

The  book  provides  a  struc¬ 
ture  for  corporations  struggling 
to  make  strategic  use  of  the 
mounds  of  information  that  are 
now  so  easy  to  get  but  so  difficult 
to  manage.  Author  Ruth  Stanat 
digests  a  complex  range  of  busi¬ 
ness  issues  into  one  convenient 
little  handbook  that  many  man¬ 
agers  probably  wish  they  had 
time  to  compile  for  themselves. 
The  book  shows  no  hint  of 


techno-jargon;  it  is  truly  a  man¬ 
ager’s  how-to,  written  in  busi- 
nessese. 

As  a  framework  for  thinking, 
the  book  delineates  the  financial, 
political  and  cultural  issues  com¬ 
panies  must  consider  as  they  em¬ 
bark  on  a  systematic  approach  to 
information  gathering,  sharing 
and  maintenance. 

This  momentous 
task  is  put  into  man¬ 
ageable  perspective 
by  a  “how-are-we- 
doing?”  gauge  that 
guides  the  reader 
through  an  informa¬ 
tion  audit  for  mea¬ 
suring  the  network 
against  the  bottom 
line. 

In  her  wisdom, 
the  author  doesn’t 
present  a  single  “correct” 
networking  scenario  for  every 
company.  Rather,  she  organizes 
the  corporate  manager’s  mental 
“things  to  do”  list  by  providing  a 
step-by-step  procedural  shell 
into  which  readers  can  drop  their 
own  set  of  circumstances. 

Targeting  strategy,  pricing 
and  sales  information  as  the 
most  valuable  competitive  infor¬ 
mation  in  today’s  corporate  envi¬ 
ronment,  Stanat  provides  con¬ 
crete  suggestions  for  integrating 
the  most  likely  sources  of  that  in¬ 
formation:  the  sales  force,  cus¬ 


tomers  and  the  trade  press. 

She  suggests  a  flexible, 
phased  approach  to  evaluating, 
planning,  implementing  and  inte¬ 
grating  systems  that  will  accu¬ 
rately  reflect  the  needs  of  the 
business  and  protect  existing 
capital  investments.  She  factors 
in  such  industry  trends  as  corpo¬ 
rate  decentralization,  downsiz¬ 
ing  through  the  elim¬ 
ination  of  middle 
managers,  the  global 
expansion  of  many 
corporations  and  the 
burgeoning  role  of 
the  corporate  mar¬ 
keting  research  de¬ 
partment. 

Stanat  insists 
that  companies  des¬ 
ignate  an  internal 
champion  for  the 
network  as  a  central  coordina¬ 
tion  point  and  identifies  the  de¬ 
sirable  qualities  in  such  a  candi¬ 
date,  including  in-depth  com¬ 
pany  knowledge,  a  willingness  to 
take  risks  and  a  results-oriented 
philosophy.  She  offers  such  con¬ 
crete  tips  as  suggesting  that  the 
champion  and  network  adminis¬ 
trator  make  a  two-year  commit¬ 
ment  to  the  project  and  offers 
target  time  periods  for  each 
phase  of  network  development. 

This  tangible  advice,  along 
with  the  network-building  expe¬ 
riences  of  firms  such  as  Citibank, 


General  Electric  Co.,  AT&T  and 
Ford  Motor  Co.,  make  this  book 
much  more  than  just  blue-sky 
managerial  philosophy.  It  is 
something  you  can  get  your 
arms  around  and  use. 

For  example,  it  tracks  the 
progress  of  a  centralized  GE  in 
the  mid-1980s  in  providing  divi¬ 
sional  managers  with  analysis  of 
raw  data. 

Stanat  emphasizes  that  the 
invaluable  corporate  database 
should  reflect  how  management 
of  the  organization  views  the 
business.  She  weighs  the  pros 
and  cons  of  internal  development 
vs.  outsourcing  and  offers  ways 
to  discourage  the  “information 
hoarding”  practice. 

The  book  also  provides  sam¬ 
ple  questionnaires  for  depart¬ 
ment  interviews  that  help  assess 
the  internal  resources  available 
for  intelligence  gathering. 

Stanat  seems  to  have  the  cre¬ 
dentials  for  offering  all  this  ad¬ 
vice.  In  addition  to  holding  ad¬ 
vanced  degrees  in  finance  and 
statistics,  she  has  20  years  of  ex¬ 
perience  in  marketing  and  plan¬ 
ning  at  Fortune  500  firms, 
where  she  witnessed  both  the 
success  and  downfall  of  informa¬ 
tion-gathering  endeavors. 

One  point  of  contention:  The 
author  is  founder  and  president 
of  a  database  publishing  firm  that 
also  offers  consulting  services. 


She  continually  mentions  the  op¬ 
tion  of  outside  assistance,  which 
could  be  interpreted  as  a  plug  for 
her  company.  However,  the  con¬ 
sultant  alternative  is  always  re¬ 
sponsibly  balanced  with  the  in- 
house  option,  so  I  guess  we 
shouldn’t  hold  the  author’s  pos¬ 
sible  vested  interest  against  her. 

The  book  also  seems  a  little 
pricey;  it  contains  about  250  airy 
pages  of  large  type  and  oversized 
flow  charts  that  aren’t  particu¬ 
larly  helpful.  But  I  suppose  for 
the  manager  who  discovers  one 
key  idea  between  the  covers, 
$24.95  will  seem  like  a  real  bar¬ 
gain. 

JOANIE  M.  WEXLER 


Wexler  is  a  Computertwrld  senior 
writer. 

Attention  authors  and  publish¬ 
ers!  Computerworld  is  now  re¬ 
viewing,  on  a  biweekly  basis, 
management  and  business  books 
relating  to  the  information  in¬ 
dustry.  We  want  to  provide  our 
readers  with  knowledge  of  books 
that  tap  into  the  rich  vein  of  re¬ 
search  and  writing  currently  go¬ 
ing  on  in  these  areas.  If  you  have 
suggested  books  for  review, 
please  send  them  to  the  atten¬ 
tion  of  Glenn  Rifkin,  Book  Re¬ 
view  Editor,  Computerworld, 
375  Cochituate  Road,  Framing¬ 
ham,  Mass.  01701. 


NET  CONNECT  SERIES.™ 


And,  when  FOCNET  is  combined  with 
FOCUS,  the  world’s  most  widely  used  4GL,  you 
get  interoperability  and  true  cooperative  pro¬ 
cessing  between  PCs,  LANs  and  mainframes. 
You  can  downsize  applications  to  less  expen¬ 
sive  machines  and  use  your  processing  power 
more  efficiently— all  the  while  preserving  your 


investment  in  existing  data.  To  learn  more,  call 
1-212-736-4433,  ext.  3700  or  write  Information 
Builders,  1250  Broadway,  NY,  NY  10001.  If  your 
job  is  getting  data  from  here  to  there,  you’ll  find 

[f§j]FDCU5 

1>  Information  Builders,  Inc. 


FOCNET a 
very  moving 
story. 
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PACS 

CONTINUED  FROM  PAGE  67 

were  to  be  clinically  useful. 

The  goal  of  Q-RSTAR  is  to  find  out 
whether  it  is  possible  to  rapidly  transmit 
high-quality  images  among  the  hospital 
and  five  Boston-area  sites:  the  main  film 
library  in  Somerville,  a  magnetic  reso¬ 
nance  facility  in  Charlestown,  the  PACS 
development  center  in  Cambridge  and  a 
hospital  and  a  health  maintenance  organi¬ 
zation  (HMO),  both  in  suburban  Boston. 
At  the  moment,  the  images  are  transport¬ 
ed  between  sites  on  an  hourly  shuttle  bus. 

The  images  will  be  viewed  on  Apple 
Computer,  Inc.  Macintosh  workstations 
with  high-resolution  monitors  or  printed 


on  a  laser  printer. 

“The  docs  wanted  to  see  originals,  but 
they  will  adapt,”  Taaffe  says.  “The  infor¬ 
mation  goes  faster  to  them,  and  the  infor¬ 
mation  is  just  as  good.  The  answer  is  that 
if  technology  provides  better  care  faster, 
they  will  adapt.” 

Still,  designing  systems  to  be  used  by 
highly  specialized  physicians  with  little 
computer  awareness  is  a  challenge.  Based 
on  a  previous  test,  the  PACS  develop¬ 
ment  team  was  convinced  of  the  need  to 
have  a  “capable,  forgiving,  yet  simple 
user  interface,”  Taaffe  says. 

“The  doc  interface  has  to  be  radically 
different  than  that  of  an  engineering 
workstation,”  he  says.  “Medicine  or  radi¬ 
ology  is  visually  thin;  the  interface  is  not  a 
lot  of  dialog  boxes  or  menus,  but  behind  it 


is  a  lot  of  heuristics  and  artificial  intelli¬ 
gence.”  The  interface,  which  was  de¬ 
signed  in-house,  adapts  over  time  so  that 
it  becomes  easier  and  faster  to  use.  “The 
workstation  observes  what  users  want 
and  tailors  itself,  instead  of  the  user  tailor¬ 
ing  to  the  system,”  Taaffe  explains. 

In  the  health  care  industry,  the  prob¬ 
lem  of  storing  and  retrieving  images  will 
become  more  acute  for  the  following  in¬ 
terrelated  reasons,  according  to  many 
health  care  professionals: 

•  Electronic  diagnostic  equipment  gener¬ 
ates  more  types  of  images  than  ever  be¬ 
fore.  In  addition  to  X  rays,  there  are  spec¬ 
troscopy,  magnetic  resonance,  nuclear 
medicine,  ultrasound  and  several  other 
types  of  imaging  technologies.  There  are 
some  30  different  classes  of  images,  with 


With  Chipcom,  all  you 
need  to  reconfigure 
your  network 


is  this  simple  tool. 


Managing  your  company’s  network  just  got  easier.  Chipcom ’s 
ON  line  System  Concentrator™  gives  you  a  totally  new  dimension  in 
freedom  and  flexibility'  for  configuring  and  reconfiguring  large,  com¬ 
plex  networks. 


The  unique  TriChannel™  architecture  of  ON  line  supports  not  just 
one,  but  up  to  three  separate  Ethernets.  Or  any  combination  of 
Ethernet,  Token  Ring  and  FDDI  networks.  All  at  the  same  time,  and 
all  within  a  single  ON  line  concentrator. 

Integrated  bridging  and  routing,  and  a  sophisticated  network 
management  system  allow  moves,  adds  and  changes  to  be  made  with 
fingertip  ease. 

Someday,  perhaps,  all  networks  will  be  as  reliable,  easy  to  manage 
and  flexible  as  Chipcom’s. 

But  for  now,  no  one  else  can  lay  a  finger  on  us. 


For  more  information,  call  1-800-228-9930. 


<m  CHIPCOM 

Networking  as  it  will  be. 
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“no  end  in  sight,”  Taaffe  says. 

•  Diagnostic  equipment  is  being  used  to 
produce  more  images  faster  per  examina¬ 
tion.  A  magnetic  resonance  imaging  scan¬ 
ner  can  generate  600M  bytes  of  data  in 
only  20  minutes,  for  example. 

•  Health  care  professionals  are  request¬ 
ing  more  exams,  mainly  to  boost  patient 
care  but  also  to  justify  the  expense  of  im¬ 
aging  equipment  that  can  often  run  into 
the  millions  of  dollars. 

•  More  health  care  professionals  are  in¬ 
volved  in  the  treatment  of  a  patient,  and 
each  wants  to  see  the  original  images, 
thus  requiring  that  images  be  transported 
between  several  locations  and  tracked. 

•  Instead  of  discarding  patient  images  af¬ 
ter  a  few  years,  hospitals  are  keeping 
them  longer.  Soon,  they  will  keep  a  pa¬ 
tient’s  records  for  his  entire  life. 

Taaffe  succinctly  sums  up  these  pros¬ 
pects  for  the  IS  manager:  “It’s  a  night¬ 
mare.” 


Smooth 

operator 

Massachusetts  General 
Hospital  has  spent  sev¬ 
eral  years  developing  a 
Picture  Archiving 
Communications  Sys¬ 
tem  (PACS)  aimed  at  helping  it  get 
out  from  under  the  “crushing 
weight  of  images,”  according  to 
Jaime  Taaffe. 

In  the  second  phase  of  the  PACS 
project,  Taaffe  is  overseeing  the  in¬ 
stallation  of  a  network  of  worksta¬ 
tions  called  the  Quick-Radiology 
Storage  Transfer  Analysis  and  Re¬ 
porting  System  (Q-RSTAR). 

There  will  be  16  Apple  Macin¬ 
tosh  workstations  in  Q-RSTAR 
once  the  network  is  operational  lat¬ 
er  this  year.  Each  will  be  equipped 
with  either  a  medium-  or  high-reso¬ 
lution  workstation  capable  of  dis¬ 
playing  magnetic  resonance  imag¬ 
ing,  nuclear  medicine,  radiographs 
and  other  sorts  of  images  produced 
by  electronic  diagnostic  gear.  The 
workstations  will  also  display  ani¬ 
mation  and  “cini-loops”  —  short 
clips  of  film. 

Shared  among  the  workstations 
is  a  multiplexed,  40  million  instruc¬ 
tions  per  second  image  processor 
capable  of  more  than  80  million 
floating-point  operations  per  sec¬ 
ond  and  constructed  from  multiple 
Mercury  Computer  Systems,  Inc. 
array  processors.  The  overall  sys¬ 
tem  is  controlled  by  a  Digital  Equip¬ 
ment  Corp.  VAX  6220  with  64M 
bytes  of  main  memory  allocated 
solely  for  the  Q-RSTAR  project. 

The  workstations  will  communi¬ 
cate  over  an  Ethernet  local-area 
network  for  command  and  control 
information  and  a  variety  of  high- 
bandwidth  “image  blasters”  to 
speed  images  within  MGH’s  main 
campus  and  a  Charlestown  facility. 

“The  image  transfer  rate  is  12M 
bit/sec.  or  17  million  pixel  images 
per  second,”  Taaffe  says.  “If  you 
don’t  get  this  kind  of  performance, 
no  one  will  use  it.” 

MICHAEL  ALEXANDER 
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“The  only  thing  not  changing  is  their  wiring  system.” 


With  conventional  wiring,  this  little  reorganization  could  cause 
quite  a  lot  of  disorganization.  But  with  the  AT&T  Systimax®  Premises 
Distribution  System,  you  simply  plug  voice,  data  and  video  equipment 
into  our  standard  jacks,  and  everyone’s  right  back  in  business.  No  has¬ 
sles,  no  cabling,  no  big  costs. 

The  open  architecture  of  Systimax  PDS  supports  products  from 
over  100  manufacturers,  including  the  AT&T  DEFINITY®  Communica¬ 


tions  System,  and  conforms  to  ISDN- ANSI  and  FDDI  standards.  Even 
LANs  are  a  snap  with  SYSTIMAX  PDS.  AT&T  can  tailor  a  solution  to  your 
needs,  building  a  mix  of  fiber  optic  and  unshielded  twisted-pair  media 
that  will  carry  you  into  the  future. 

To  learn  more  about  the  world’s  finest  cabling  scheme,  ask  your 
AT&T  Account  Executive  about  SYSTIMAX  PDS,  or  call  us  at  1  (800) 
247-1212,  Ext.  418. 


AT&T 

The  right  choice. 


Thanks  to  Lotus®  and  IBM?  you  now  have  an  opportunity, 
as  well  as  a  reason,  to  move  to  OS/2  ® 

The  opportunity?  For  one  incredibly  low  price  we’ll  not  only 
give  you  OS/2,  we’ll  also  give  you  four  megabytes  of  memory  to 
make  use  of  all  its  speed  and  power. 

And  to  make  it  all  worthwhile?  You  guessed  it.  Lotus  1-2-3 /G.™ 
The  spreadsheet  that’s  so  easy  to  use,  and  so  exciting,  PC  World 
called  it  “a  new  high  in  spreadsheet  technology.” 

Now  one  of  the  best  reasons  to  get  on  a  computer  in  the  first 
place  is  the  best  reason  to  upgrade  to  OS/2. 


Lotus  1-2-3/G, 


Lotus  1-2-3/G 


OS/2  and  4 
megabytes  of 
memory  all 
in  one  box. 


w 


How  To  Get  Everythin 


You  Need  To  Run  OS/2  And  Why 
You  Should  Even  Bother. 


The  best  part  is  that  all  of  these  things  are  available  in  one 
box.  Under  one  roof  (your  local  participating  IBM  authorized  dealer). 
But  only  for  a  short  time  (from  June  5th  through  August  31st).  And 
at  a  price  so  attractive,  you  could  wind  up  saving  as  much  as  $2000. 

That  information  alone  should  get  you  to  leap  off  the  fence 
and  dash  out  to  .buy  a  1-2-3/G  Bonus  Pack. 

But  for  those  of  you  who  might  not  be  ready  to  make  the  leap 
to  OS/2,  may  we  offer  you  some  more  reasons  why  you  should? 


We’ve  also  added  features  like  previews  and  palettes  in 
dialog  boxes,  dramatic  new  graphing  capabilities  and  the  capacity  to 
directly  move  objects  on  the  screen,  making  1-2-3/G  extremely 
responsive  to  the  way  you  work. 

The  more  you  get  to  know  1-2-3/G,  the  more  you’ll  like  it. 

The  advanced  functionality  helps  you  do  better  business  analysis, 
with  bonuses  like  file  linking,  network  support,  true  3D  worksheets, 
and  the  new  advanced  goal-seeking  technology  of  Solver. 

Solver  helps  you  solve  complex  “what  if’  problems  by  show¬ 
ing  you  “how  to”  achieve  desired  results.  Rather  than  going  through 
a  lengthy  trial-and-error  process,  just  ask  Solver  to  present  you  with 
alternatives,  given  whatever  variables  or  constraints  you  define  in 
your  spreadsheet.  It  will  not  only  give  you  a  choice  of  solutions  but 
will  also  point  out  the  optimal  one. 


Save  a  couple  of  grand  when  you  buy  them  all  together. 

First  of  all,  if  you’re  a  1-2-3®  user,  1-2-3/G  will  feel  familiar, 
with  menu  commands  and  keystrokes  you  already  know.  But  look 
a  little  closer.  You’ll  begin  to  notice  a  lot  that’s  new.  Like  full 
mouse  support.  Pull  down  menus.  And  dialog  boxes.  There’s  even 
a  WYSIWYG  display.  And  that’s  just  the  beginning. 


If  you’re  a  current  1-2-3  user,  you’ll  be  happy  to  know  that 
all  data  and  macros  created  in  existing  versions  of  1-2-3  can  be 
retrieved  directly  into  1-2-3/G.  So  a  move  to  OS/2  will  only  serve 
to  enhance  any  investment  you  may  have  already  made  in  1-2-3. 

But  how  does  OS/2  make  1-2-3  better?  Well,  besides  intro¬ 
ducing  1-2-3  to  a  graphical  environment,  OS/2  works  harder  and 
faster,  so  1-2-3  can  work  harder  and  faster  for  you. 


©  Copyright  1990  Lotus  Development  Corporation.  All  rights  reserved.  Lotus  and  1-2-3  are  registered  trademarks  and  1-2-3/G  is  a  trademark  of  Lotus  Development  Corporation.  IBM,  OS/2  and  PS/2  are  registered  trademarks 


With  OS/2, 1-2-3/G  can  give  you  Dynamic  Data  Exchange. 

DDE  provides  live  links  to  other  Presentation  Manager™  applications 
for  true  application  integration. 

For  example,  you  can  include  a  graph  from  1-2-3  in  a  word 
processor  document.  And  when  the  data  in  your  graph  changes, 
the  word  processor  document  will  automatically  be  updated  as  well. 

What’s  more,  we’ve  made  sure  1-2-3/G  complies  with  IBM 
Systems  Application  Architecture.  Which  not  only  makes  its 
interface  consistent  with  other  PM  applications,  but  also  means 
that  once  you  know  how  to  use  1-2-3/G,  you’ll  be  able  to  learn  other 
PM  products  more  rapidly. 


At  this  point,  you’re  probably  thinking,  “Enough,  I’m  con¬ 
vinced.’’  But  just  in  case,  we’d  like  to  bring  you  up  to  date  on  OS/2. 

OS/2 1.2  is  better  than  ever.  And  before  long,  no  one  will  be 

without  it.  It’s  more 

than  just  a  graphical 

environment  for  the 

PC.  Or  an  operating 

system  for  a 

handful  of 

power  users.  It’s  a 

high  performance,  easy 

to  use  operating  system 

that  provides  increased 

memory  addressability  4  megabytes  of  memory  will  give  you 

plenty  of  room  to  operate  OS/2. 

and  true  multitasking. 

Multitasking  in  OS/2  lets  you  get  your  job  done  more  effi¬ 
ciently  by  allowing  you  to  work  with  several  applications  at  once,  or 
even  perform  several  functions  at  once.  Instead  of  having  to  end  one 


Bonus  Pack.  If  you’re  a  PS/2®  user,  it’s  all  you  need  to  get  up  and 
running  with  OS/2  and  OS/2  applications  like  1-2-3/G. 


program  before  retrieving  another,  you  can  open  as  many  OS/2 
windows  as  you  need,  in  any  size.  And  not  only  view  them  concur¬ 
rently,  but  also  transfer  data  among  them.  You  can  also  do  things  like 
print  a  spreadsheet  and  run  Solver  at  the  same  time. 

Plus,  with  a  capacity  of  up  to  16Mb  of  real  memory,  you  can 
run  larger,  complex  programs  concurrently.  And  reliably.  That  means 
your  computer  is  more  efficient  for  you,  not  just  more  fun. 

If  you’re  worried  that  a  move  to  OS/2  will  mean  sacrificing 
the  investment  you’ve  made  in  DOS-based  applications,  this  should 
put  your  mind  at  rest:  The  DOS  compatibility  mode  in  OS/2  allows 
you  to  run  most  of  the  existing  DOS-based  programs  you  already 
own.  Which  means  the  transition  to  OS/2  involves  great  gain, 
without  any  pain. 

And  don’t  think  for  a  minute  that  we’ve  forgotten  about 
memory.  We  understand  that  the  biggest  obstacle  to  expanding  your 
system’s  capabilities  is  the  expense  of  expanding  your  memory. 

That’s  why  we’ve  included  4Mb  of  high  quality,  IBM  memory  in  our 


Hurry  to  your  local  participating  IBM 
authorized  dealer.  This  offer  won 't  last  long. 


Now  you’ve  heard  the  whole  story.  The  computer  environ¬ 
ment  of  the  nineties  is  here.  With  an  application  to  drive  it  right  off 
the  shelves.  So  don’t  waste  any  time.  Call  1-800-447-4700  for  the 
local  participating  IBM  authorized  dealer  near  you.  And  pick  up  the 
Lotus  1-2-3/G  Bonus  Pack,  with  OS/2  and  four  megabytes  of  mem¬ 
ory,  while  you  have  the  chance.  After  all,  while  the  window  of 
opportunity  may  be  brief,  IBM  and  Lotus 
have  opened  the  door  to  the  future. 


Lotus 


Offer  good  through  local  participating  IBM  authorized  dealers.  Offer  expires  A  ugust  31, 1990. 


The  Lotus  1-2-3/G  Bonus  Pack 


and  Presentation  Manager  is  a  trademark  of  Internalional  Business  Machines  Corporation. 
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CALENDAR 


JULY  29- AUG.  4 


AM  990  Conference.  Boston,  July  29- 
Aug.  3  —  Contact:  American  Association  for 
Artificial  Intelligence,  Menlo  Park,  Calif.  (415) 
328-3123. 

Insourcing  vs.  Outsourcing:  The  Sum¬ 
mit  Meeting.  Atlantic  City,  July  31-Aug.  1 
—  Contact:  The  Yankee  Group,  Boston,  Mass. 


(617)367-1000. 

Mid-Atlantic  Storage  Management 
Association  Forum.  Philadelphia,  Aug.  1 
—  Contact:  Randall  Lebedz,  MASMA,  P.O. 
Box  391 ,  Manville,  N  J.  (201)  526-9325. 

Computer  Security  in  the  ’90s  Confer¬ 
ence  and  Exposition.  Atlanta,  Aug.  1-3  — 
Contact:  Inforum,  Atlanta,  Ga.  (800)  343- 
5048. 


Object-Oriented  Design  and  Program¬ 
ming  seminar.  Montreal,  Aug.  2-3  —  Con¬ 
tact:  Darcy  Harrison,  Interactive  Software  En¬ 
gineering,  Goleta,  Calif.  (805)  685-1006. 


AUG.  5-1  1 


Uniforum  Open  Systems  Seminar.  Chi¬ 
cago,  Aug.  6  —  Contact:  Uniforum,  Santa 
Clara,  Calif.  (408)  986-8840. 

Managing  Information  Resources  in 
the  ’90s:  A  Fresh  Start.  Princeton,  NJ., 
Aug.  6-9  —  Contact:  Louise  Spieler,  National 


Association  of  State  Information  Resource  Ex¬ 
ecutives,  c/o  the  Council  of  State  Govern¬ 
ments,  Lexington,  Ky.  (606)  231-1870. 

North  American  ISDN  Users'  Forum. 

Gaithersburg,  Md.,  Aug.  6-9  —  Contact:  Lori 
Phillips,  NIST,  Gaithersburg,  Md.  (301)  975- 
2937. 

Siggraph  '90.  Dallas,  Aug.  6-10  —  Con¬ 
tact:  Siggraph  ’90,  Chicago,  Ill.  (312)  644- 
6610. 

Introduction  to  AIX  System  Adminis¬ 
tration.  Toronto,  Aug.  8-10  —  Contact: 


“WITH 
KELLY 
COMPUTER 
TEMPORARIES, 
WE  GET 

PROFESSIONALS 
WHO  GET  THE 
JOB  DONE 
WITH 

ACCURACY.” 


‘From  programming  to  data  entry,  Kelly  assigns  us  people  they  know  can  do  the 
job.  That  saves  us  time  and  money.  Kelly  is  the  best.” 
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1989  Kelly  Services.  Inc, 


The  Kelly  Girl' People  -The  First  and  The  Best' 


Judy  Neumann,  Bragen  Group,  Toronto,  Ont., 
Canada(416)  366-6363. 


AUG.  12-18 


The  Urban  and  Regional  Information 
Systems  Association.  Edmonton,  Alta., 
Aug.  12-16  —  Contact:  URISA,  Washington, 
D.C.  (202)  289-1685. 

SHARE  75.  New  Orleans,  Aug.  12-17  — 
Contact:  SHARE  Headquarters,  Chicago,  Ill. 
(312)644-6610. 

Downsizing  Conference:  Moving  from 
Mainframes  to  PCs.  Boston,  Aug.  13-14 
—  Contact:  Digital  Consulting,  Andover, 
Mass.  (508)  470-3880. 

Windows/Fall  Conference  and  Expo¬ 
sition.  Boston,  Aug.  15-17  —  Contact:  CM 
Ventures,  Emeryville,  Calif.  (415)  601-5000. 


AUG. 19-25 


Relational  Today  Seminar.  Palo  Alto, 
Calif.,  Aug.  20-21  —  Contact:  Codd  and  Date, 
San  Jose,  Calif.  (408)  441-6400. 

Eastern  Regional  ISSA  Conference. 

Washington,  D.C.,  Aug.  19-21  —  Contact: 
Ralph  S.  Poore,  Baltimore,  Md.  (301)  783- 
3865. 

Strategic  Information  Systems  Con¬ 
ference.  Boston,  Aug.  20-21  —  Contact: 
University  Seminar  Center,  Boston,  Mass. 
(617)248-8066. 

Summer  Workshops  for  the  Informa¬ 
tion  Processing  Professional.  Nashua, 
N.H.,  Aug.  20-23  —  Contact:  Ouellette  &  As¬ 
sociates,  Bedford,  N.H.  (603)  623-7373. 

SCO  Forum  ’90.  Santa  Cruz,  Calif.,  Aug.  20- 
24  —  Contact:  The  Santa  Cruz  Operation, 
Santa  Cruz,  Calif.  (408)  425-7222. 

Early,  Cloud  &  Co.’s  Summer  Confer¬ 
ence  on  Telecommunications.  Newport, 
R.I.,  Aug.  22-23  —  Contact:  Early,  Cloud  & 
Co.,  Newport,  R.I.  (800)  322-3042. 


AUG.  26-SEPT.  1 


National  Computer  Graphics  Associa¬ 
tion  Conference  and  Exposition.  Hous¬ 
ton,  Aug.  26-29  —  Contact:  NCGA,  Fairfax, 
Va.  (703)  698-9600. 

Unix  Security  Workshop.  Portland,  Ore., 
Aug.  27-28  —  Contact:  Usenix  Conference  Of¬ 
fice,  El  Toro,  Calif.  (714)  588-8649. 

CASE  for  the  1 990s.  Boston,  Aug.  27-29 
—  Contact:  Extended  Intelligence,  Chicago, 
111.(312)346-7090. 


SEPT.  2-8 


FED  Micro  ’90.  Washington  D.C.,  Sept.  5-6 
—  Contact:  National  Trade  Productions,  Alex¬ 
andria,  Va.  (703)  683-8500. 

Strategic  Planning  for  Information 
Systems.  Toronto,  Sept.  5-7  —  Contact: 
Barnett  Data  System,  Rockville,  Md.  (301) 
762-1288. 


SEPT.  9-1 5 


Adding  Image  Processing  to  Informa¬ 
tion  Systems.  Toronto,  Sept.  9-11  —  Con¬ 
tact:  Technology  Transfer  Institute,  Santa 
Monica,  Calif.  (213)  394-8305. 

Open  Systems  Applications  Develop¬ 
ment  Conference.  San  Jose,  Calif.,  Sept.  9- 
12  —  Contact:  Unify,  Sacramento,  Calif.  (916) 
920-9092. 

Implementing  TCP/IP  for  Systems  In¬ 
tegration.  Washington,  D.C.,  Sept.  10-11 
—  Contact:  Data-Tech  Institute,  Clifton,  NJ. 
(201)478-5400. 

Executive  Information  Systems:  From 
Planning  to  Implementation.  San  Fran¬ 
cisco,  Sept.  10-12  —  Contact:  Technology 
Transfer  Institute,  Santa  Monica,  Calif.  (213) 
394-8305. 
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When  it  comes  to  the  AS/400™ 
there's  only  one  true 
Storage  Alternative. 

From  reel-to-reel  tape  drives  to  a/2-inch  and  8  mm  cartridge  systems, 
LPL  is  The  IBM  Storage  Alternative  for  you.  Drop  this  card  in  the  mail 
for  more  information  about  our  family  of  products. 


□  YES!  Please  send  me  information  on  all  of  IPL's  storage  products. 

Name: 

Title: 


If  you  think 

mixing  these  media  ^ 
would  take  more 
than  one  controller, 
you  haven’t  heard  of  IPL 


Tired  of  paying  for  a  separate  controller  every  time  you  buy  a  new 
IBM-compatible  tape  device?  With  IPL’s  6800  Series,  you  don’t  havPI)||| 
to.  Each  member  of  our  family  of  tape  devices  operates  on  a  single  uni-^ 
versal  controller,  giving  you  maximum  flexibility  at  a  minimum  cost. 

Take  our  new  rack-mountable  V2  "  cartridge  tape  subsystem  as  an 
example.  With  a  standard  18-track  format  and  a  data  rate  of  3  MB/sec. , 
the  IPL  6890  V2 "  cartridge  device  offers  IBM  users  high  performance 
and  high  capacity.  What’s  more,  the  6890 ’s  optional  automatic  cartridge 
loader  allows  uninterrupted  loading  of  up  to  10  cartridges,  giving  you  a 
backup  capacity  of  2  GB  (or,  with  data  compression,  up  to  4  GB). 

And  perhaps  most  important,  current  IPL  tape  users  can  add  the  6890  to 
their  IBM  system  without  buying  a  new  controller. 

The  same  is  true  for  every  storage  device  in  our  6800  Series,  including 
our  3422-compatible  reel-to-reel  tape  drive  and  our  8  mm  cartridge 
drives  using  helical  scan  technology.  By  ensuring  that  each  of  our  cur¬ 
rent  and  planned  tape  storage  devices  operates  on  one  controller,  we 
make  it  easy  for  you  to  add  units  as  your  needs  change— or  as  technol¬ 
ogy  advances.  And  every  6800  device  is  compatible  with  IBM’s 
AS/400™  (B30-B70),  System  38,  9370  and  43XX  machines. 

With  over  16  years  of  IBM  plug-compatible  experience,  IPL  understands 
the  importance  of  solid  support.  Over  100  service  locations,  providing 
maintenance  repair  and  spare  parts,  are  supported  by  our  Waltham  techni¬ 
cal  support  staff  24  hours  a  day,  7  days  a  week.  In  addition,  our  Belgian 
support  office,  located  just  outside  of  Brussels,  services  IPL  distributors 
in  17  European  countries. 

All  in  all,  over  2,500  installations  worldwide  benefit  from  IPL’s  commit¬ 
ment  to  high  quality  support  for  the  6800  Series  product  line. 

For  more  information  about  the  6800  Series  of  IBM-compatible  tape  sub¬ 
systems,  U.S.  customers  may  call  l-800-338-8ipl  (in  MA:  617-890-6620; 
Fax:  617-890-8128).  European  customers  may  contact  us  at  our  U.S. 
office— or  at  the  IPL  Systems  International  Office,  Kerberg  Park, 
Pavillion406,  Imperiastraat  10,  Zaventem,  Belgium;  Tel:  32-2-725.40.87 
(Fax:  32-2-725.40.29). 


IBM  and  AS/400  are  registered  trademarks  of  International  Business  Machines  Corporation 


The  Storage  Alternative 


The  NEW  CODEX  3380  modem  gives  you  higher 
PERFORMANCE  AT  A  LOWER  PRICE. 

We’ve  just  introduced  a  new  19.2  Kbps  modem  that’s  priced  so 
low,  it  makes  sense  for  you  to  upgrade  your  9600  bps  applications 
right  away. 

It’s  the  new  Codex  3380  with  a  list  price  of  only  $2,995. 

And  it  helps  you  save  in  other  ways  by  improving  the  performance  of 
your  network. 

For  example,  you  save  on  network  equipment  and  line  costs 
when  you  combine  your  lower  speed  applications  into  one  19.2  link. 

You  save  because  the  Codex  3380  maximizes  throughput  automatically 
under  changing  line  conditions.  There’s  even  an  optional  feature  that 
provides  automatic  dial  restoral  to  avoid  costly  downtime  when  line 
conditions  degrade. 

The  most  valuable  feature  of  all  is  codex  quality. 

The  Codex  3380  comes  with  something  else  no  other  modem 
offers:  Codex’s  28  years  of  networking  innovation,  quality  and 
unsurpassed  reliability.  And  our  priority  on-site  one  year  warranty. 

If  you’d  like  more  information  about  the  new  Codex  3380,  call 
1-800-426-1212  ext.  7229  or  your  Codex  authorized  distributor. 

And  let  us  tell  you  how  the  3380  can  turn  19.2  into  fast  savings 
for  your  network. 
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PRODUCT  SPOTLIGHT 


EXECUTIVE  INFORMATION  SYSTEMS 

What  color  is  your  EIS? 


Data  Corp.  in  Framingham, 
Mass. 

As  users  select  the  functiona¬ 
lity  they  need  for  the  price  they 
want  to  pay,  no  two  companies 
can  claim  to  have  the  same  EIS. 

To  confuse  the  issue  further, 
decision  support  and 
executive  sup¬ 


puters  to  view  economic  fore¬ 
casts,  quality  measurements 
and  financial  information  as 
well  as  access  the  Dow 
Jones  News/Retrieval  ser¬ 
vice  and  the  mainframe 
electronic  mail  system. 
The  in-house-built 
system  is  based 
around  a  graphical 
interface,  which 
took  about  one 
year  to  devel¬ 
op.  This  interface 
serves  as  the  deliv¬ 
ery  vehicle  for  informa¬ 
tion  sprinkled  throughout 
headquarters  in  various  data¬ 
bases. 

At  this  point,  the  system  is 
manually  updated.  Motorola 
chose  to  create  the  interface 
first  and  save  the  feeder  system 
for  the  next  phase.  Inland  Steel 
Co.,  a  steel  manufacturer  in  East 
Chicago,  Indiana,  also  took  a 
build-your-own  approach,  pri¬ 
marily  because  it  was  working 
within  a  one-month  time  frame 
and  wanted  tools  that  they  were 
comfortable  with.  The  company 
put  a  front  end  onto  its  Lotus  De¬ 
velopment  Corp.  1-2-3  spread¬ 
sheet,  integrated  the  spread¬ 
sheet  with  Ashton-Tate  Corp.’s 
Dbase  files  and  used  some  add-in 
products  to  write  custom  appli¬ 
cations. 

The  finished  system  accesses 
financial,  marketing  and  human 
resources  databases  and  brings 
this  summary  data  into  the  file 
server.  Forty  people  —  from  the 
vice-president  of  manufacturing 
down  to  the  section  managers  — 
currently  use  the  system,  which 
provides  a  drill-down  function 
and  ad-hoc  queries. 

While  Inland  had  intended  to 
finesse  the  system  with  an  off- 
the-shelf  EIS  after  presenting  it 
to  executives,  the  users  were  so 
happy  with  the  results  that  it  no 
longer  seemed  necessary.  These 
executives  are  somewhat  techni¬ 
cally  oriented  and  don’t  mind 
typing  in  a  few  extra  commands, 
as  opposed  to  icons. 

The  fact  is  that  drill-down  on 
the  Inland  system  differs  from 
what  an  off-the-shelf  package 
would  offer.  Drill-down  in  the 
strict  sense  means  that  by  click¬ 
ing  on  or  touching  an  item  on  the 
screen,  users  access  more 


port  sys¬ 
tem  (DSS,  ESS)  characteristics 
are  creeping  into  commercial 
and  homegrown  EIS  systems, 
stirring  debate  as  to  how  much  of 
a  role  they  need  to  play  and  to 
whom  these  systems  are  most 
valuable. 

The  paths  that  users  can  take 
to  achieve  some  degree  of  EIS 
functionality  are  numerous,  in¬ 
cluding  the  following: 

•  Build  an  EIS  using  in-house 
tools  such  as  a  spreadsheet, 
4GL,  applications  generator, 
programming  language  and  their 
favorite  graphics  software. 


Marty  Braun 

•  Put  a 
front  end  cus¬ 
tomized  for  exec¬ 
utive  access  onto  a 
DSS,  be  it  an  off-the- 
shelf  or  in-house  package. 

•  Use  a  vendor  EIS  package  to 
display  a  handful  of  reports  to  a 
small  group  of  executives. 

•  Build  robust  applications  with  a 
vendor  EIS  package  for  a  large 
number  of  executives  and  man¬ 
agers. 

However,  for  each  path  tak¬ 
en,  functionality  differs  widely. 
Consider  the  following  three  ap¬ 
proaches,  in  ascending  order  of 
sophistication: 

At  Motorola  Corp.’s  corpo¬ 
rate  headquarters,  45  execu¬ 
tives  —  from  the  chairman  of 
the  board  to  the  assistant  gener¬ 
al  manager  —  use  personal  com- 


Make  A 
Wish 

What  executives 
would  really  like  to 
see  in  their  EIS. 
Page  85. 
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Scorecard 

Pilot  edges  out 
Comshare  in  user 
ratings  of  EIS  soft¬ 
ware.  Page  88. 


True 

Stories 

Michigan  Senate 
becomes  first  leg¬ 
islative  body  with 
an  EIS.  Page  86. 


BY  EILEEN  CARLSON 


Carlson  manages  the  EIS  services  area 
at  Integrated  Technologies,  Inc.,  a  con¬ 
sulting  firm  in  Rolling  Meadows,  Ill. 


JULY  16, 1990 


efining  an  executive  in¬ 
formation  system  (EIS) 
calls  to  mind  the  old  TV 
game  show  What’s  My 
Line?,  where  through  a 
series  of  questions,  pan¬ 
el  members  tried  to  de¬ 
termine  the  occupation 
of  an  anonymous  contes¬ 
tant. 

A  lot  of  people  are  stumped  by 
what  an  EIS  actually  is,  and  that 
is  understandable.  Until  a  year 
or  so  ago,  it  was  easy  to  point  at 
three  vendors  and  say,  “they  sell 
an  EIS.” 

Comshare,  Inc.,  Pilot  Execu¬ 
tive  Software  and,  more  recent¬ 
ly,  Execucom  Systems  Corp. 
all  offered  software  pack¬ 
ages  in  the  price  range  of 
$100,000  to  $200,000, 
and  all  offered  an 
easy-to-use  inter¬ 
face,  access  to  data¬ 
bases  throughout 
and  external  to  the 
organization,  drill¬ 
down  capacity,  ex¬ 
ception  reporting 
and  combinations  of 
graphics  and  text  to 
capsulize  informa¬ 
tion  for  the  busy  executive. 

During  the  last  couple  of 
years,  however,  more  products 
have  hit  the  market;  while  some 
of  these  claim  full  functionality, 
most  are  scaled-down  versions 
of  EIS  or  tools  to  help  users  build 
their  own  systems.  With  these 
alternative  routes,  the  definition 
has  become  a  little  more  hazy, 
with  enhanced  spreadsheets, 
EIS  front  ends,  prototyping  tools 
and  even  fourth-generation  lan¬ 
guages  (4GL)  vying  to  fit  into  the 
category. 

People  are  looking  beyond 
the  “big  three”  and  studying 
these  alternatives.  In  fact,  as 
many  as  50%  of  all  EISs  current¬ 
ly  in  place  and  one-third  of  those 
planned  at  IBM  mainframe  in¬ 
stallations  will  be  generated 
from  application  development 
tools,  according  to  Clare  Gillan, 
senior  analyst  for  application  so¬ 
lution  software  at  International 
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Substantial  proof  tha 


In  the  terminology  of  the 
modern  workplace,  power  and 
speed  have  become  the  short¬ 
hand  by  which  personal  com¬ 
puters  are  measured. 

■Sfe"  The  test  of  the  designer’s 


art,  though,  is  to  wring  the  greatest  performance  out 
of  available  megabytes  and  megahertz. 

With  a  disarmingly  clean,  integrated  design, 
Epson"  engineers  have  done  just  that  in  the  new 
286  and  386”  Series  personal  computers. 

Consider  the  evidence: 


o  VLSI  Chips.  The  compact 
footprin  t  of  Epson’s  new  machines  is  made  possible  by 
integrating  functions  on  VLSI  chips  such  as  these.  With¬ 
out  them,  separate  boards  would  require  separate  slots,  and 
the  motherboard  alone  would  be  three  times  the  size. 

0  Surface  Mount  Technology. 
Used  only  by  the  most  advanced  manufacturers,  SMT 
techniques  protect  the  structural  integrity  of  the  board, 
which  increases  overall  reliability. 

0  Hard  Drive  Controller.  The 
use  of  Integrated  Drive  Electronics  on  the  hard  disk 
eliminates  the  need  to  add  a  hard  disk  controller  board. 
I  his  simplified  design  means  faster  throughput  and  greater 
reliability. 
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Epson's  386SX  motherboard  displays  the  elegant 
architecture  necessary  for  optimal  performance. 


Feature  configurations  may  vary  with  different  models.  Board  shown  is  not  actual  size.  386  is  a  trademark  of  Intel  Corporation.  Epson  is  a  registered  trademark  of  Seiko  Epson  Corporation.  ©  1990  Epson  America,  Inc.,  2780  Lomita  Blvd.,  Torrance,  CA  90505.  (800)  922-8911. 


o  Epson's  proprietary  BIOS. 
Epson  has  elected  to  develop  its  own  BIOS,  customized  for 
each  individual  system,  simply  to  ensure  that  your  soft¬ 
ware  will  get  the  most  out  of  our  hardware. 

0  High  speed  memory.  In  fact, 
at  70  nanoseconds,  they  are  among  the  highest  speed 
memory  chips  available.  With  them,  memory  access  is  faster. 
Snap-in  SIMMS  modules  make  memory  upgrades  easy 
and  quick. 

o  Super  VGA  video  graphics 
are  embedded  on  the  motherboard.  The  result:  more 
efficient  data  transfer,  more  reliable  circuitry,  optimized 
video  performance. 

What  the  Epson  design  team  has  discovered  is 
that  less  is  very  definitely  more.  By  reducing  the 
number  of  separate  components  through  inte¬ 
gration,  performance  is  increased.  The  result  is  a 
flexible  tool  which  is  elegant,  efficient  and  allows 
the  effortless  application  of  power  and  speed  to  the 
task  at  hand. 

In  fact,  there  is  only  one  word  that  adequately 
describes  the  innovative  design  of  these  new  Epson 
computers.  Neat 
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Where  does  the  money  go? 

Financial  applications  are  the  most  popular  EIS  users,  with  sales  numbers 
a  close  second 


Manufacturing  Inventory  management 
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Percent  of  respondents,  base  of  132  (multiple  responses  allowed) 


Source:  Pizzano  &  Co. 
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detailed  information,  whether  it’s  in 
graphical  or  textual  form.  On  the  Inland 
system,  users  hit  “page-down”  and  mere¬ 
ly  see  more  preset  screen  detail,  not  in¬ 
formation  relating  to  any  particular  item. 
Additionally,  the  Lotus  graphics  are  not 
as  high-quality  as  a  vendor  package. 

Stone  Container  Corp.,  on  the  other 
hand,  began  with  a  custom-built  system 
and  replaced  it  with  Pilot’s  Command 
Center  after  the  first  attempt  “didn’t 
work  out  too  well,”  according  to  Donna 
Dreczko,  project  manager  of  EIS. 

Dreczko  attributes  the  failure  to  the 
system’s  use  of  function  keys  and  the  fact 
that  there  were  no  icons  or  graphics;  us¬ 
ers  selected  menu  items  with  a  text -based 
interface. 

The  new  system  clearly  displays  appli¬ 
cations  in  five  colored  boxes  that  execu¬ 
tives  touch  for  more  detailed  information. 

The  system  was  implemented  in  two 
months  and  runs  five  applications,  includ¬ 
ing  accounts-receivable,  orders,  ship¬ 
ments,  production  and  backlog.  Users 
range  from  the  chief  executive  officer  to 
the  senior  vice-presidents  from  each  func¬ 
tional  area. 

When  considering  what  off-the-shelf 

Common 

ground 

EISs  vary  widely  in  func¬ 
tionality;  however,  the 
following  are  the  most 
common  features  found  in 
“full-function”  products 
such  as  those  from  Comshare,  Inc., 
Pilot  Executive  Software,  Execu- 
com  Systems  Corp.,  Information 
Resources,  Inc.  and  IBM’s  Execu¬ 
tive  Decision,  according  to  Hugh  J. 
Watson,  director  of  MIS  programs 
and  EIS  projects  in  the  department 
of  management  at  the  University  of 
Georgia: 

•  Support  for  multiple-user  inter¬ 
faces. 

•  On-line,  context-dependent  Help 
screens. 

•  Command  files. 

•  Multiple  methods  for  locating  in¬ 
formation. 

•  Access  to  external  databases 
(such  as  Dow  Jones  News/Retrie¬ 
val). 

•  Interfaces  to  other  software  (such 
as  IBM’s  Professional  Office  Sys¬ 
tem,  Lotus  Development  Corp.’s  1- 
2-3). 

•  Integrated  decision  support  (such 
as  System  W,  IFPS). 

•  Easy  screen  design  and  mainte¬ 
nance. 

•  Screen  design  templates. 

•  Application  shells. 

•  Data  extraction  from  existing  or¬ 
ganizational  databases. 

•  Graphical,  tabular  and  textual  in¬ 
formation  on  the  same  screen. 

•  Integration  of  data  from  different 
sources. 

•  Security  for  data,  screens  and  sys¬ 
tems. 

•  Support  for  rapid  prototyping. 


packages  have  to  offer,  it  be¬ 
comes  clear  what  an  EIS  can 
do.  Comshare’s  Commander 
offers  two  primary  applica¬ 
tions  —  Briefing  Book  and 
Execuview.  With  Briefing 
Book,  information  is  down¬ 
loaded  from  the  mainframe  to 
a  PC.  With  standard  reports, 
drill-down,  color-coding, 
trend  analysis  and  commen¬ 
tary  features,  the  product 
presents  the  user  with  his 
own  customized  EIS. 

Execuview’ s  Executive 

Edge  handles  ad  hoc  report¬ 
ing,  where  the  executive 
views  the  data  from  the  main¬ 
frame,  file  server  or  PC.  The 
product  was  designed  to  work  with  Sys¬ 
tem  W  or  One-Up,  Comshare’s  DSS  prod¬ 
ucts. 

Execucom,  on  the  other  hand,  works 
with  preformatted  templates,  which  a 
company  writes  applications  to  fit. 

Pilot’s  Command  Center  offers  drill¬ 
down,  trend  analysis,  exception  reporting 
and  ad  hoc  query.  It  also  offers  a  number 
of  code  generators,  including  Advantage, 
Dimension  and  Multipath. 

Roads  taken 

A  large  percentage  of  companies,  howev¬ 
er,  willingly  give  up  some  of  the  functiona¬ 
lity  of  the  vendor  packages,  believing  they 
can  do  so  for  a  fraction  of  the  software 
cost.  In  addition,  they  see  no  reason  to 
pay  so  much  for  software  that  requires  a 
huge  degree  of  customization  —  usually 
one  to  six  months  worth  before  an  appli¬ 
cation  is  up  and  running. 

One  homegrown  approach  is  to  use  a 
very  powerful  4GL  product  to  provide 
EIS  capabilities. 

One  such  product  comes  from  Infor¬ 
mation  Builders,  Inc.,  which  just  released 
Focus  EIS.  Focus  EIS  sells  for  $995  per 
copy  and  requires  either  PC  Focus,  which 


lists  for  $1,295  per  copy,  or  the  main¬ 
frame  version,  which  costs  $180,000. 

Focus  EIS  uses  drill-down,  trend  anal¬ 
ysis  and  exception  reporting  to  improve 
data  access  and  reporting  capabilities  for 
systems  built  in  Focus  or  PC  Focus.  Its 
open  architecture  allows  access  to  data 
across  many  platforms. 

Information  Builders  claims  you  can 
bypass  the  mainframe  Focus  database  and 
go  right  to  the  source  systems;  however, 
the  ideal  method  is  to  pull  data  from  the 
different  sources,  bring  the  data  into  the 
Focus  database  and  then  present  it  to  ex¬ 
ecutives  with  Focus  EIS. 

In  addition,  Focus  EIS  is  ideal  for  com¬ 
panies  that  already  have  a  sophisticated 
Focus  database. 

Prototype,  then  implement 

Another  approach  is  to  first  prototype  and 
then  implement  a  production  system. 
Two  products  commonly  used  for  this 
purpose  are  American  Information  Sys¬ 
tems,  Inc.’s  Redimaster  and  Interactive 
Image’s  Easel. 

At  Central  and  South  West  Services,  a 
Dallas-based  holding  company  for  four 
electric  companies  and  a  gas  pipeline 


company,  “The  prototype  ap¬ 
proach  was  a  lot  more  attrac¬ 
tive  to  our  management  than 
making  an  up-front  commit¬ 
ment  and  going  with  any  of 
the  particular  EIS  products,” 
says  Dick  Groff,  manager  of 
planning. 

Central  and  South  West 
chose  Easel,  a  general-pur¬ 
pose  screen  design  and  proto¬ 
typing  tool.  The  product  cre¬ 
ates  screens  from  mainframe 
databases  to  present  on  a  PC, 
complete  with  color-coding, 
graphical  trends  and  drill¬ 
down  capabilities. 

It  took  the  IS  department 
about  eight  weeks  to  create  a 
demo  for  the  eventual  EIS.  It  included 
three  modules,  showing  operational  infor¬ 
mation,  status  reports  and  organizational 
charts.  From  there,  six  months  were 
spent  preparing  a  more  in-depth  proto¬ 
type  and  standardizing  on  the  use  of  the 
three  applications. 

The  project  is  now  on  hold  until  strate¬ 
gic  plans  are  finalized.  Nevertheless,  it  is 
still  less  expensive  to  have  a  prototype  fail 
than  a  full-blown  EIS. 

One  drawback  to  sticking  with  an  EIS 
created  in  this  manner  is  that  once  you  en¬ 
ter  production  mode,  maintenance  be¬ 
comes  costly  and  difficult.  Each  screen 
that  is  displayed  to  the  end  user  has  sever¬ 
al  PC  files  associated  with  it,  each  of 
which  needs  to  be  maintained.  If  the  exec¬ 
utives  decide  they’d  like  a  change  in 
screen  format,  it  is  a  big  job,  since  hun¬ 
dreds  of  screens  may  be  at  stake. 

Another  way  to  start  small  is  to  take  a 
departmental,  distributed  approach  with 
a  LAN-based  system. 

“The  architecture  of  the  future  will  be 
an  intelligent  workstation  providing  the 
human  interface  and  personal  productivi¬ 
ty  functions,”  says  Richard  Crandall, 
Continued  on  next  page 
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Continued  from  page  82 
president  of  Comshare.  “These  will  have 
engines  behind  the  scenes  performing  the 
bigger  analytical  and  data  management 
work,”  he  says. 

Abbott  Laboratories  went  with  Com¬ 
share  for  just  this  distributed 
approach.  “We  could  offer  ex¬ 
ecutive  information  systems 
without  them  becoming  in¬ 
credibly  costly  because  the 
preponderance  of  the  work  is 
handled  on  the  PC  while  the 
executive  is  using  it,”  says 
Nancy  C.  Boyd,  a  consultant 
in  the  firm’s  corporate  MIS 
department. 

Another  downscaled  ap¬ 
proach  to  PC-based  EISs  is  of¬ 
fered  by  Channel  Computing, 

Inc.’s  PC-based  Forest  & 

Trees. 

Users  of  the  system  define 
critical  success  factors  or  vi¬ 
tal  signs  and  set  up  their  applications  ac¬ 
cordingly.  While  the  $495  product  is  not  a 
bad  step  toward  eventual  EIS  functiona¬ 
lity,  there  are  a  few  drawbacks.  For  one,  it 
is  necessary  to  hard-wire  the  data  to  the 
application  as  well  as  program  every  part 
of  the  screen  that  will  be  activated.  Chan¬ 
nel  Computing  claims  that  executives  can 
do  their  own  screen  modification,  but  the 
number  of  steps  involved  in  this  process 
makes  that  claim  doubtful. 

As  users  choose  between  large-  or 
small-scale  systems,  they  also  are  faced 
with  another  issue:  the  degree  to  which 
ESS  and  DSS  characteristics  should  creep 
into  their  EIS. 

Executive  support  systems  are  um¬ 
brella  systems  that  enable  the  executive 
to  communicate  with  others  via  E-mail, 
review  people’s  schedules  to  set  meet¬ 
ings,  make  travel  arrangements  and  per¬ 
form  other  administrative  and  support 
functions. 

The  EIS  is  the  core  piece  of  the  ESS 


that  provides  the  financial,  marketing,  op¬ 
erational,  personnel  and  competitive  in¬ 
formation. 

The  more  comfortable  the  executive  is 
with  using  a  computer,  the  more  ESS 
functions  he’ll  want  in  the  EIS.  For  exam¬ 
ple,  on  some  systems,  E-mail 
is  embedded  within  the  EIS 
application  so  that  the  execu¬ 
tive  doesn’t  have  to  go  to  a 
separate  screen  to  mail  a 
message  about  a  particular 
report. 

A  DSS,  on  the  other  hand, 
is  usually  targeted  at  manag¬ 
ers  and  analysts.  Whereas  an 
EIS  is  a  presentation  vehicle 
of  summary  information,  a 
DSS  is  an  analytical  tool.  EISs 
do  perform  some  analytical 
functions,  such  as  sorting,  ba¬ 
sic  mathematics,  selection 
and  limited  what-if,  but  DSSs 
add  more  sophistication  to 
the  picture,  performing  strategic  plan¬ 
ning,  budgeting  and  forecasting,  consoli¬ 
dated  reporting,  what-if  analysis,  goal¬ 
setting  and  optimization  on  larger  vol¬ 
umes  of  data. 

EIS  of  use 

An  EIS  is  also  more  user-friendly  than  a 
DSS.  Most  vendor  packages  include  a 
touch  screen,  mouse  or  remote  control  to 
activate  the  system.  With  a  DSS  vendor 
package,  the  user  either  types  in  com¬ 
mands  or  uses  function  keys  to  activate 
the  system. 

EIS  purists  hold  that  executives  want 
only  capsulized  information  and  no  analyt¬ 
ical  capabilities.  “An  executive  will  take  a 
large  report  and  scan  for  items  that  are  in¬ 
teresting  to  him,”  says  Wayne  C.  Burkan, 
president  of  Alternative  Visions,  Inc.,  an 
EIS  consulting  organization  in  Farming- 
ton  Hills,  Mich. 

“An  analyst  is  far  more  methodical  in 
Continued  on  page  84 


The  “E”  in  EIS  doesn’t  just  have  to  mean 
“executive.”  Once  targeted  at  the  top 
brass,  executive  information  systems  are 
now  marketed  to  —  and  used  at  —  other 
levels  of  the  organization.  EIS  can  mean 
“everybody’s  information  system”  to 
some  and  even  “enterprise  intelligence 
system”  to  others. 

The  question  is,  how  far  down  in  an  or¬ 
ganization  can  an  EIS  be  effectively  used? 
And,  at  what  point  might  decision  support 
technology  or  other  information  systems 
better  serve  needs? 

In  the  traditional  view,  EISs  give  top 
executives  a  means  of  tracking  critical 
success  factors.  With  the  new  approach, 
“everybody  is  sharing  information  and 
networking  from  the  same  ubiquitous  da¬ 
tabase,”  says  Michael  Wat¬ 
son,  senior  manager  at  Price 
Waterhouse’s  Applied  Tech¬ 
nology  Center,  which  uses 
the  term  “enterprise  infor¬ 
mation  network.”  The  enter¬ 
prise  view  includes  all  of  the 
people  within  the  organiza¬ 
tion  from  the  senior-level  ex¬ 
ecutives  down  to  the  people 
responsible  for  the  operation¬ 
al  work. 

Another  advocate  of  this 
theory  is  Pilot  Executive 
Software.  “EIS  is  not  about 
executives.  It’s  about  a  technology  that 
solves  a  class  of  information  problems,” 
says  David  Friend,  the  company’s  founder 
and  chairman. 

“It’s  about  hypertext  data  navigation, 
access  to  multiple  data  sources,  graphical 
data  displays  to  aid  interpretation,  multi¬ 
ple  ad  hoc  views  of  data  and  so  forth.  It’s 
just  as  applicable  at  the  middle-manage¬ 
ment  level  as  at  the  top.” 

Friend  even  recommends  EIS  at  the 
operational  level.  For  instance,  a  plant 


manager  would  look  at  detailed  summar¬ 
ies  of  plant  activity  to  determine  the  level 
of  efficiency. 

Further  down  in  the  organization, 
however,  people’s  information  require¬ 
ments  do  change,  usually  growing  too 
specific  for  an  EIS  to  handle.  Friend  con¬ 
curs  that  decision  support  system  capabil¬ 
ities  need  to  be  used  at  these  lower  levels. 

In  Pilot’s  product,  the  issue  is  tackled 
by  assigning  different  users  of  the  system 
different  access  levels  to  the  database. 
Chief  executive  officers  may  access  the 
top  three  levels  of  the  database,  for  exam¬ 
ple,  including  salary  information.  Mid-lev¬ 
el  management  and  employees  on  the  op¬ 
erational  level  would  view  more 
applicable  levels  of  the  database. 


Others  take  a  modified  view,  believing 
that  EIS  was  designed  for  more  than  the 
top  executives,  but  it’s  not  for  everyone. 

“Directing  the  EIS  to  the  top  two  lev¬ 
els  of  management  is  too  narrow,”  says 
Richard  Crandall,  president  of  Comshare. 
“An  EIS  must  also  be  designed  to  include 
the  people  who  analyze,  process,  package 
and  deliver  information  to  decision  mak¬ 
ers.  “On  the  other  hand,”  he  continues, 
“EIS  is  not  relevant  right  down  to  the  bot¬ 
tom  of  the  organization.  There  you  will 
start  to  compete  with  other  products, 
such  as  Microsoft  and  Lotus,  that  have  di- 
ferent  functionality  than  an  EIS.” 

Far  reach 

People  who  have  used  EISs  see  practical 
reasons  for  the  filtering-down  process.  In¬ 
land  Steel  Co.  intended  from  the  very  be¬ 
ginning  for  its  homegrown  EIS  to  reach 
beyond  top  executives,  says  Kevin  D. 
Green,  EIS  project  manager.  “If  you  had 
the  executives  looking  at  the  business  us¬ 
ing  one  approach,  and  the  rest  of  the  com¬ 
pany  is  looking  at  the  business  using  a  dif¬ 
ferent  approach,  it  would  create  prob¬ 
lems,”  he  says. 

At  Inland,  40  people  —  ranging  from 
the  chief  operating  officer  to  section  man¬ 
agers  —  use  the  system,  and  it  is  current¬ 
ly  being  made  accessible  to  analysts.  In¬ 
land  follows  Pilot’s  approach,  in  which 
employees  at  different  levels  of  the  orga¬ 
nization  have  access  to  different  parts  of 
the  database. 

EIS  purists  argue  that  the  democrati¬ 
zation  of  EISs  trivializes  the  technology 
and  undermines  the  leadership  role  of  top 
executives.  “The  purpose  of  an  EIS  is  to 
send  signals  to  the  organization  as  to  what 
is  important,  to  indicate  movement  to¬ 
ward  a  new  direction  and  to  help  execu¬ 
tives  monitor  the  progress  towards  that 
direction,”  says  Wayne  C.  Burkan,  presi¬ 
dent  of  Alternative  Visions,  Inc. 

“The  organization  will  succeed  or  fail 
based  on  the  leadership  of  the  execu¬ 
tives,”  he  adds. 
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In  May,  1988,  we  installed  the  first  4400  Automated  Cartridge  System.  A  system  able  to  store  6000 18-track  cartridges  in  a  single 
library  and  access  any  one  of  them  in  as  little  as  30  seconds— for  some  applications,  it's  even  faster.  We  dubbed  our  breakthrough 
technology  Nearline®  since  it's  nearly  as  fast  as  online  data  storage  and  nearly  as  inexpensive  as  offline.  Two  years  later,  we've  sold 
1500  automated  tape  libraries  and  over  25,000  4480  cartridge  drives.  And  while  550  StorageTek  customers  are  seeing  incredible  cost 
savings,  our  competition  is  nowhere  to  be  seen.  To  find  out  more,  call  us  at  1-800-456-7689.  We'll  arrange  for  you  to  see  a  fully 
operational  4400  in  person.  Outside  the  U.S.  call  (303)  673-301 7  or  write  StorageTek  ACS  Marketing,  2270  South  88th  St,  Louisville,  CO  80028-4358,  and 
we'll  get  back  to  you  immediately.  Of  course,  if  you're  in  no  hurry,  call  our  competition. 

StorageTek* 


Central  and 
South  West’s 
Groff  says  proto¬ 
type  approach  is 
preferrable 


IF  EXECUTIVES 
looked  at  the  busi¬ 
ness  one  way,  and 
the  rest  of  the  compa¬ 
ny  another,  it  would 
create  problems. 
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INLAND  STEEL 
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Continued  from  page  83 
gathering  and  analyzing  informa¬ 
tion,”  he  says. 

Those  who  see  DSS  merging 
with  EIS  also  expect  that  lower 
levels  in  the  organization  will  use 
EISs  (see  story  page  83). 

The  top  three  vendors  have  a 
close  affiliation  with  DSS:  Corn- 
share  and  Execucom  started  out 
as  DSS  vendors  and  later  added 
EIS  products,  and  Pilot  started 


as  an  EIS  vendor  and  just  last 
year  added  a  DSS  component  to 
its  product  line. 

A  fourth  vendor  that  is  tradi¬ 
tionally  strong  in  DSS,  Informa¬ 
tion  Resources,  Inc.,  is  beta¬ 
testing  its  EIS  product.  While 
companies  have  used  its  DSS, 
Express,  to  build  EISs,  the  firm 
has  added  an  EIS  tool  kit  to  its 
PC  Express  with  the  intention  of 
easing  and  speeding  the  EIS  ap¬ 


plication  building  process.  This 
kit  is  scheduled  to  be  released 
next  month  and  will  cost 
$50,000  along  with  an  additional 
per-user  fee. 

In  all  four  cases,  the  DSS  can 
be  added  for  $150,000  to 
$200,000.  Used  in  combination 
with  the  EIS,  these  systems 
work  well  to  consolidate  and 
massage  the  raw  data  on  internal 
systems. 


Despite  these  advantages, 
stacking  an  EIS  on  DSS  or  vice 
versa  does  not  produce  the  inte¬ 
gration  one  might  desire.  For  ex¬ 
ample,  to  perform  more  sophisti¬ 
cated  DSS  applications  on  data 
presented  in  the  EIS,  flat-file 
transfers  or  other  preformatting 
steps  are  necessary  to  present 
the  information  in  a  user-friendly 
format.  It  would  be  nice  to  say 
that  you  get  what  you  pay  for 


The  Mistakes Yxi  Thought  V)u 
Could  Never  Make  AreThe  Ones 
That  Come  Back  To  HauntYbu. 
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Mistakes  are  costly. 

Discovering  an  error  in  a  pro¬ 
duction  application  is  up  to  100  times 
more  costly  to  correct  than  finding 
it  while  testing. 

On-Line  Software  understands 
this.  That's  why  we  re  introducing 
VTAM  VERIFY.  The  new  automated 
quality  assurance  tool  for  all  on-line 


Introducing 
VTAM  VERIFY™ 


environments  (CICS,  DB2,  IMS/DC, 
TSO/ISPE  ROSCOE,  IDMS/DC,  etc.). 

Programmers  can  speed  their 
testing  by  automating  with  VTAM 
VERIFY  which  runs  and  compares  test 
scripts  and  highlights  any  differences. 
Only  VTAM  VERIFY  lets  you  review  test 
results  on-line  and  immediately  adapt 
to  application  changes. 

With  VTAM  VERIFY  you  get  true 
on-line  testing  so  you  foresee  the  impact 
of  changes  before  you  move  to  produc¬ 
tion.  And  before  you  make  mistakes 
And  naturally  VTAM  VERIFY, 
which  is  a  component  of  our  Produc¬ 
tivity  Center,  is  backed  by  On-Line 
Softwares  twenty  years  of  leadership 
in  IBM  systems  and  our  lifetime 
trade-in  guarantee. 

Look  into  VTAM  VERIFY 
and  see  to  it  that  the  shadow  of 
costly  mistakes  never  hangs  over  you. 

For  information,  call  800-642-0177. 
In  Canada.  416-620-4844.  In  Europe, 
44-71-631-3696. 


On-Line  Software 

INTERNATIONAL 

<01990.  On-Line  Software  International,  Inc. 
IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 

IDMS/DC  &  ROSCOE  are  registered 
trademarks  of  Computer  Associates.  International  Inc. 


with  EISs.  In  some  senses,  this  is 
true;  $495  won’t  buy  the  func¬ 
tionality  of  a  $50,000  package. 

However,  high  price  alone 
cannot  guarantee  a  successful 
system.  There  are  many  imple¬ 
mentation  concerns  that  will  in¬ 
fluence  your  eventual  failure  or 
success  [CW,June  25]. 

The  good  news  is  that  as  the 
EIS  definition  changes  and  blurs, 
there  are  that  many  more  types 
of  EIS  packages  on  the  market, 
and  companies  can  choose  be¬ 
tween  luxury  and  economy  mod¬ 
els.  • 


Varying 

views 


There  are  as  many  ways  to 
view  data  through  an  EIS 
as  there  are  ways  to  view 
the  organization.  The 
most  common  applications 
include  the  following: 

•  Financial.  The  execu¬ 
tive  may  monitor  profit¬ 
ability,  analyze  expenses 
or  look  at  the  breakdown 
of  revenue  —  whether  by 
region,  corporate  division, 
department  or  product. 

•  Marketing.  The  sys¬ 
tem  may  display  market 
share,  demographic  make¬ 
up  of  the  customer  base 
and  product  popularity  in 
various  geographic  re¬ 
gions. 

•  Operational.  The  exec¬ 
utive  may  view  productivi¬ 
ty  variation  across  a  num¬ 
ber  of  plants,  how  the 
actual  production  rate 
compares  with  the  plan 
and  how  a  strike  would  af¬ 
fect  productivity. 

•  Human  resources. 
May  include  executive 
succession  planning,  num¬ 
ber  of  employees  that  fit 
into  certain  categories  ac¬ 
cording  to  their  skills  and 
experience,  actual  head 
count  vs.  planned  head 
count  and  background  in¬ 
formation  on  individual 
employees. 

•  Competitive.  May  in¬ 
clude  news  stories  regard¬ 
ing  the  competitors’  finan¬ 
cial  performance  and 
product  mix. 

•  External  factors.  Ex¬ 
ecs  may  want  on-line  ac¬ 
cess  to  interest  rates,  gov¬ 
ernment  regulations,  indi¬ 
cators  of  the  general 
economy  and  industry 
trends. 

Any  of  these  applica¬ 
tions  can  also  be  viewed  si¬ 
multaneously;  for  in¬ 
stance,  executives  can 
look  at  head  count  vs.  fi¬ 
nancial  performance  or  in¬ 
ternal  vs.  external  factors. 
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Execs  say,  it’s  nice,  but . . . 

BY  ALAN  RADDING 


Top  executives  may  not  know  every  tech¬ 
nical  detail  of  how  their  executive  infor¬ 
mation  system  (EIS)  works,  but  once  they 
use  one,  they’re  pretty  sure  what  they 
want  to  do  with  it. 

While  a  number  of  executives  contact¬ 
ed  by  Computerworld  said  they  were 
generally  pleased  with  their  systems, 
most  could  see  room  for  improvement. 
Displeasure  arose  mostly  when  the  EIS 
promised  more  than  it  delivered. 


The  improvements  most  wished  for 
varied  widely,  depending  on  the  execu¬ 
tive’s  usual  work  habits. 

“What  I  want  from  an  EIS  most  execu¬ 
tives  probably  don’t  need,”  says  John  Be- 
tak,  assistant  vice-president  of  asset  de¬ 
velopment  at  Conrail  in  Philadelphia,  who 
puts  great  value  on  analytical  capabilities. 
On  his  wish  list  is  specialized  software  to 
help  analyze  the  data  provided  by  the  EIS. 

Matters  of  taste 

The  need  for  analysis  tools  ranges  from 
the  basic  to  the  very  sophisticated.  Thom 
Faria,  vice-president  of  agency  opera¬ 
tions  at  The  New  England,  a  financial  ser¬ 
vices  company,  for  instance,  says  he 
would  be  satisfied  with  basic  modeling  ca¬ 
pabilities  such  as  what-if  scenarios  on  his 
EIS  from  Comshare,  Inc. 

Sophisticated  graphing  is  in  demand  at 
Connecticut  Mutual  Life  Insurance  Co.  in 
Hartford,  Conn.  “Sometimes  I’m  working 
with  numbers  that  are  in  the  millions  of 
dollars  and  numbers  that  are  below  half-a- 
million  dollars  at  the  same  time,”  says 
Richard  McGeary,  chief  financial  officer 
for  information  systems  at  the  firm.  “I 
need  to  have  logarithmic  graphing  so  I  can 
show  orders  of  magnitude.” 


Predictive  capabilities  are  gold  to 
some,  but  they’re  worthless  to  others. 

“We  built  our  system  on  the  concept  of 
what’s  happening,  not  what-if,”  says  Rob¬ 
ert  Wallace,  recently  retired  president  of 
Phillips  66  in  Bartlesville,  Okla.,  a  pioneer 
in  EIS.  Of  more  importance  is  up-to-the- 
minute  accuracy  of  data. 

Other  executives  just  can’t  get  enough 
information.  Conrail’s  Betak,  an  experi¬ 
enced  computer  user  who  is  accustomed 
to  accessing  many  Conrail  da¬ 
tabases,  says  he  would  like  to 
meld  all  of  these  databases 
into  the  EIS. 

Wallace  would  like  to  have 
more  types  of  data  in  the  EIS, 
such  as  information  on  laws 
and  regulations  from  legisla¬ 
ture  and  trade  associations. 
To  handle  this  load,  he  says, 
the  EIS  needs  to  be  faster,  at 
least  operating  “in  a  speed 
frame  consistent  with  our 
mental  process.” 

At  Comdisco,  Inc.,  an  equipment  leas¬ 
ing  firm  in  Rosemont,  Ill.,  James  Stanton, 
vice-president  of  administration,  has  ac¬ 
cess  to  a  massive  amount  of  information 
through  his  EIS  —  the  equivalent  of 
175,000  reports  internally  plus  external 
data  sources.  He  wouldn’t  refuse  if  he 
were  offered  more:  “If  we  had  better  ca¬ 
pability  to  drill  down  for  more  detail  and  if 
it  were  easier  to  get  data  from  outside 
sources,  I’d  support  that,”  he  says. 


Great  reviews 

End  users  and  IS  managers  dissatisfied 
with  their  EISs  make  up  a  distinct 
minority,  according  to  a  survey 


Percent  of  respondents 
Base  of  132 


E  CANT 
use  the  EIS 
from  a  lap¬ 
top,  but  that's  some¬ 
thing  I  want. 
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THE  NEW  ENGLAND 


Radding  is  a  free-lance  writer  in  Newton,  Mass.  Source:  Pizzano  &  Co.  CW  Chart:  Doreen  Dahle 


ASK  THE  VENDOR 


Pm  using  Decision  Pad  from  Api¬ 
an  Software  on  my  personal  com¬ 
puter  to  evaluate  project  alterna¬ 
tives  and  would  like  to  use  some 
data  in  my  minicomputer  data¬ 
base.  Is  there  a  way  to  get  the  in¬ 
formation  directly  into  Decision 
Pad? 

T.  R.  Sandke 
Manager,  SP-100 Nuclear  Sub 
Systems  Program  Control 
General  Electric,  Astrospace 
San  Jose,  Calif. 

APIAN  SOFTWARE,  INC.:  Decision 
Pad  can  import  information  directly 
into  its  columns  and  rows,  providing 
that  the  exported  data  file  has  been 
prepared  as  an  ASCII  file  in  fixed,  com¬ 
ma-delimited  or  Dbase  format. 


The  full  querying  power  of  your  da¬ 
tabase  can  be  used  to  extract,  group 
and  accumulate  specific  criterion  val¬ 
ues  for  each  of  your  alternatives  before 
thay  are  imported.  You  can  also  in¬ 
struct  Decision  Pad  to  do  some  prelim¬ 
inary  alternative  selection  at  the  time 
of  import.  You  don’t  have  to  get  the 
criteria  for  Decision  Pad’s  matrix  into 
the  ASCII  file  itself.  At  the  start  of  the 
import  process,  Decision  Pad  lets  you 
map  individual  ASCII  fields  to  their 
corresponding  Decision  Pad  criteria 
cells. 

In  addition,  the  names  of  the  alter¬ 
natives  should  be  in  the  ASCII  file  be¬ 
ing  imported.  Decision  Pad  will  auto¬ 
matically  place  them,  as  alternative 
names,  at  the  top  of  their  respective 
columns. 


The  need  for  detail  is  echoed  by  Steve 
Bonville,  second  vice-president  of  individ¬ 
ual  disability  marketing  at  Unum  Life  In¬ 
surance  Co.  in  Portland,  Maine.  “I  have 
charts  and  graphs,  but  I  can’t  get  at  the 
raw  numbers,”  he  says.  A  new  version  of 
his  Pilot  Executive  Software  EIS  prom¬ 
ises  to  remedy  that  situation. 

Other  executives  seek  the  comforts  of 
home.  “We  can’t  use  the  EIS 
from  a  laptop,  but  that’s 
something  I  would  very  much 
want,”  The  New  England’s 
Faria  says.  The  problem, 
suggests  Connecticut  Mutu¬ 
al’s  McGeary,  is  the  sheer 
volume  of  information  that 
would  have  to  be  transmitted. 

Others  chafe  at  predefined 
reports  and  long  for  unstruc¬ 
tured  output  capabilities.  “I 
wish  I  could  dump  [the  infor¬ 
mation  from  the  EIS]  on  a  floppy  and 
move  to  the  desktop  publisher  or  just 
transfer  it  to  the  publisher,”  Betak  says. 

Promises  to  keep 

Real  dissatisfaction  with  an  EIS  arises 
when  it  doesn’t  live  up  to  its  billing.  At 
Metropolitan  Life  Insurance  Co.  in  New 
York,  the  problem  is  not  with  the  EIS  but 
with  the  incomplete  or  out-of-date  infor¬ 
mation  it  delivers. 

“They  gave  me  a  PC  and  told  me  I 
would  have  access  to  a  lot  of  information 
with  a  mouse,”  says  Ted  Athanassiades, 
executive  vice-president  at  the  firm.  “Un¬ 
fortunately,  they  aren’t  keeping  up  the 
databases,  so  it  is  useless  to  me.” 


The  screen  gives  him  a  colorful  display 
of  the  information  he  can  select  with  the 
click  of  a  mouse,  but  when  he  requests 
that  information,  he  is  disappointed.  “If  I 
try  to  access,  say,  human  resources,  they 
give  me  a  report  that’s  dated  December 
1989.  It’s  useless  to  me,”  Athanassiades 
says. 

The  company  is  planning  to  connect 


the  EIS  to  the  central  databases  so  files 
can  be  accessed  immediately. 

Those  who  are  pleased  with  their  cur¬ 
rent  systems  see  almost  limitless  poten¬ 
tial  for  enhancements,  including  expert 
systems  capabilities.  “I  would  love  to 
have  the  system  become  intelligent  to 
who  you  are  and  what  you  like  to  see 
through  your  touch  stroke,”  McGeary 
says.  “I’d  also  love  to  be  able  to  say  ‘sales’ 
and  see  sales  information  open  up.” 

Others,  such  as  Comdisco’s  Stanton, 
think  the  current  technology  could  use  a 
few  improvements.  Stanton’s  particular 
peeve  is  touch-screen  design.  “At  times 
the  lines  are  too  close  together  for  thick 
fingers,”  he  says.  • 


’D  LOVE  to  be 
able  to  say  ‘sales’ 
and  see  sales  in¬ 
formation  open  up.” 

RICHARD  MCGEARY 
CONNECTICUT  MUTUAL 


UniForum  brings 
OPEN  SYSTEMS 
to  Hartford* 


YOU  can  profit  from  Open  Systems  NOW  —  this  special 
one-day,  non-vendor  seminar  will  show  you  how  to: 

□  Cross  divergent  hardware  platforms  with  ease 

□  Profit  from  the  power  of  portability 

□  Focus  on  key  purchasing/ strategy  issues 

□  Retain  current  system  investments. 

If  you're  an  MIS/DP  or  corporate  executive,  and  standards 
are  important  to  your  information  processing  strategies,  this  program 
is  for  you! 

Can't  make  Hartford?  Select  one  of  the  other  sites  listed  below 
and  register  today.  Course  tuition  is  just  $195  —  and  this  includes 
your  luncheon,  coffee  breaks,  complete  Open  Systems  manual,  and 
POSIX  reference  books. 


Overview 

Seminar 


*Monday,  Sept.  24 
Summit  Hotel 
Hartford, 
Connecticut 


ADDITIONAL  LOCATIONS: 

Select  the  Date  and  Gty  Most  Convenient  for  You 

□  Seattle,  WA . Mon.,  Aug.  6  □  Austin,  TX . Mon.,  Aug.  20 

□  Denver,  CO . Mon.,  Sept.  1 0  □  Irvine,  CA . Mon.,  Oct.  1 5 

□  Chicago,  IL . Mon.,  Oct.  29  □  Phoenix,  AZ . Mon.,  Nov.  12 

□  Son  Francisco,  CA . Mon.,  Nov.  26  □  St.  Louis,  MO . Mon.,  Dec.  10 


REGISTER  NOW! 

Call  800-323-5155 

Ask  for  JAMIE,  our  Open  Systems  Registrar 
708-299-3131  in  Illinois  and  outside  the  U.S. 


Sponsored  by 


asilniForum 


n  0<  UNU  Syuent  man 
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Government  by  screens  and  keyboards 


BY  CARYL  HOLLAND 


FIRST  PERSON 


It  is  30  minutes  before 
the  start  of  a  session  at 
the  Michigan  State 
Senate.  Senators  have 
just  enough  time  to 
make  status  checks  on 
their  executive  infor¬ 
mation  systems  (EIS), 
which  were  built  in- 
house  and  implemented  earlier  this  year. 

By  pressing  “ daily  calendar,  ”  they  fa¬ 
miliarize  themselves  with  the  events  of 
the  day.  They  may  also  check  electronic 
mail  messages  by  using  the  EIS  menu  to 
log  on  to  the  office  file  server. 

One  senator  receives  a  message  from  a 
legislative  aide  who  wants  him  to  review 
a  document  pertaining  to  a  bill  he  is 
speaking  on  later  today.  The  senator  can 
retrieve  the  document  located  in  the 
shared  directory  on  the  file  server,  make 
some  editing  corrections  and  print  the 
document  in  the  partisan  lounge. 

A  few  minutes  before  the  session,  the 
senators  check  which  bills  have  been  re¬ 
ferred  to  the  committee  by  pressing  the 
appropriate  button  on  the  screen.  While 
members  review  the  information,  the  ses¬ 
sion  is  called  to  order,  and  roll  call  be¬ 
gins.  The  screens  on  the  senators’  per¬ 
sonal  computers  automatically  change 
to  allow  them  to  press  the  “Aye”  button. 
They  then  press  the  “Party”  button  to 
view  who  is  present  by  party. 

The  Senate  is  now  in  full  swing,  ready 
to  tackle  another  day  of  business. 

The  impetus  to  build  an  EIS  at  the  Michi¬ 
gan  Senate  originated  in  late  1988,  when 
plans  were  being  finalized  to  completely 
gut  Senate  Chambers  and  restore  the 
original  1800s  decor. 

The  renovation  would  result  in  a  com¬ 
plete  overhaul,  so  a  few  senators  who  al¬ 
ready  used  PCs  suggested  incorporating  a 
Chamber  computer  system  into  the  plans. 

“Word  processing  and  database  appli¬ 
cations  were  common  tools  being  used  to 
manage  the  work  load,”  says  Senator  Bill 
Sederburg,  chairman  of  the  Michigan 
Capitol  Committee.  “We  realized  that 
computers  could  help  them  get  the  job 
done  on  the  floor.” 

The  senators  were  also  interested  in 
easy  access  to  Michigan  Compiled  Laws 
and  legislation  under  consideration. 

Done  deed 

A  little  more  than  a  year  and  $800,000 
later  ($495,000  in  application  develop¬ 
ment  and  implementation  and  $322,000 
on  workstations  and  network  hardware), 
34  of  the  38  senators  are  using  an  EIS  in 
their  everyday  work  and  during  legisla¬ 
tive  sessions. 

We  decided  that  EIS  was  the  way  to  go 
after  determining  critical  success  factors 
for  the  senators  through  a  series  of  inter¬ 
views.  Aiding  in  our  study  was  WW  Com¬ 
puter  Systems  Group  in  Grand  Rapids, 
Mich. 

Bill  Snow,  the  secretary  of  the  Senate, 
was  called  on  to  serve  as  executive  spon- 


Holland  is  an  implementation  manager  in  the  Sen¬ 
ate  Information  Services  department  in  the  Michi¬ 
gan  State  Senate. 


sor  for  the  project,  and  he  asked  Senate 
Information  Services,  the  Senate’s  com¬ 
puter  group,  to  assist  in  developing  a  plan. 

As  our  knowledge  of  EIS  grew,  we  re¬ 
alized  how  easily  one  could  fail.  In  order 
for  this  project  to  be  successful,  we  decid¬ 
ed  to  define  requirements,  document  ba¬ 
sic  assumptions  and  determine  issues  that 
needed  to  be  addressed. 

One  very  basic  requirement  was  that 
the  project  had  to  be  completed  by  Jan. 
10,  1990,  for  the  grand  opening  of  the 


Chamber.  Second,  we  needed  to  take  into 
consideration  the  varying  degrees  of  com¬ 
puter  skills  among  the  senators:  Only  1 1 
of  the  38  were  computer  literate.  Third, 
the  computer  technology  could  not  in¬ 
trude  on  the  1800s  decor. 

We  evaluated  some  off-the-shelf  EIS 
software  but  ran  into  complications.  For 
one,  the  system  had  to  be  compatible  with 
Novell,  Inc.’s  Netware,  which  the  Senate 
had  chosen  as  the  basis  for  its  computer 
network.  At  the  time  of  our  implementa¬ 


tion,  EIS  vendors  focused  primarily  on  the 
mainframe  environment. 

In  addition,  we  could  not  find  prepack¬ 
aged  software  that  met  the  operational 
requirements  of  the  Senate  voting  sys¬ 
tem,  such  as  recording  votes  and  request¬ 
ing  to  speak  on  an  issue.  All  of  these  func¬ 
tions  needed  to  be  performed  in  real  time 
between  workstations  and  the  display 
boards  located  on  the  front  wall  of  the  gal¬ 
lery. 

Given  the  inability  of  commercial  prod¬ 
ucts  to  deal  with  these  special  require¬ 
ments,  we  decided  to  design  and  code  a 
system  ourselves. 

Between  April  and  June,  the  informa¬ 
tion  systems  department  worked  with 
Decision  Resources  Corp.,  a  consulting 


1990.  The  missi 
north  of  New 


Integrated  network  management  is  about  to  undergo  a 
major  evolution.  Thanks  to  the  new  NYNEX*  ALLINK™  Operations 
Coordinator. 

Chances  are  your  corporate  network  is  made  up  of  elements 
from  a  variety  of  manufacturers.  The  people  at  the  NYNLX  Science  and 
Technology  Center  know  that.  Which  is  why  they  invented  ALLINK. 

ALLINK  integrates  information  from  your  existing  network 
element  managers.  So  you  can  make  better  network  management 
decisions.  While  preserving  your  investment  in  existing  systems.  This 
major  breakthrough  is  now  available  through  NYNEX  Information 
Solutions  Group. 

This  application  heralds  the  introduction  of  a  new  concept 
in  network  management  called  the  NYNEX  ALLINK  Network 
Management  Solution.  It  will  become  a  seamless7  integrated  network 
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firm  in  Washington,  D.C.,  and  Daktronics, 
Inc.,  a  major  provider  of  voting  display 
systems,  to  design  system  specifications. 
With  working  prototypes,  we  gathered 
user  feedback  on  screen  layout  and  func¬ 
tionality.  This  also  helped  build  support 
for  the  EIS  because  the  members  took 
ownership  of  the  system. 

During  this  time,  we  also  evaluated 
which  PC  to  use.  While  the  Apple  Macin¬ 
tosh  was  the  strongest  candidate  because 
of  its  easy-to-use  interface,  it  was  not  yet 
fully  integrated  with  token-ring  Netware 
local-area  networks. 

We  ended  up  selecting  IBM  Personal 
System/2  Model  70s  running  Microsoft 
Corp.’s  Windows/386  software  as  a 
graphical  user  interface.  This  also  allowed 
senators  to  switch  between  multiple  ap- 


Michigan  senators  have  text  of 
amendments  at  their  fingertips 

plications.  For  touch-screen  capability, 
we  selected  Micro  Touch  System,  Inc.’s 
products  and  used  Atlantic  Digital  to  de¬ 
velop  an  IBM  Micro  Channel  Architec¬ 
ture  graphics  controller  card. 

When  we  implemented  the  EIS  in  Janu¬ 


ary,  we  were  the  first  legislative  body  to 
incorporate  full-functioning  workstations 
at  the  senators’  desks.  Not  only  that,  but 
the  workstations  are  incorporated  into 
roll-top  desks,  thus  keeping  with  the 
Chamber’s  decor. 

We  are  very  pleased  with  the  accep¬ 
tance  of  the  EIS.  “This  technology  has 
improved  efficiency  of  senators,  allowing 
them  to  monitor  inter-  and  intra-office 
communications.  Plus,  they  have  the  text 
of  amendments  at  their  fingertips,”  says 
Senator  John  Engler,  Senate  Majority 
Leader  and  a  strong  advocate  of  computer 
technology.  As  for  the  future,  we  are  just 
beginning  to  discuss  such  possibilities  as 
access  to  on-line  news  services,  graphical 
presentations  of  fiscal  analyses  and  audio¬ 
visual  capabilities.  • 


management  system;  streamlining  everything  from  operations  to 
administration  performance  and  design. 

If  your  company  is  digging  around  for  a  new  and  innovative 
solution;  the  NYNEX  family  of  companies  would  like  to  help.  We 
offer  you  everything  from  communications  and  computer  systems; 
to  professional  services;  to  advanced  software  and  systems  and 
network  integration.  Call  us  at  1  800  535-1535  and  get  a  closer  look 
at  what;s  been  missing  from  connectivity. 


©  1990  NYNEX  Corporation 


Need  to  communicate? Need  to  compute?  The  answer  is 

NYNEX 


ASK  THE  VENDOR 

I’ve  used  SPSS’s  Statistical 
Data  Analysis  System  for  deci¬ 
sion-making  and  to  produce  ad 
hoc  reports.  Are  you  planning 
on  adding  more  of  these  types 
of  features? 

Richard  Tamberrino 
Di  rector  of  Resea  rch 
and  Statistics 
Ma  ryland  Depa  rtment  of 
Public  Safety  and 
Correctional  Services 
Baltimore,  Md. 

SPSS,  INC.:  While  no  date  is  yet  set 
for  the  release,  we  are  planning  to 
add  customizable  report  features, 
such  as  utilities  for  incorporating 
supporting  graphs  and  text  into  re¬ 
ports  and  merging  SDAS  output 
with  that  of  other  software,  such  as 
word  processing  packages. 

How  can  I  express  “unquantifi- 
able”  elements  in  terms  that 
Expert  Choice’s  decision  sup¬ 
port  system  can  understand? 

Ern  Reynolds 
Attorney 
Ern  Reynolds  Professional 
Corp. 

Falls  Church,  Va. 

EXPERT  CHOICE,  INC.:  Suppose 
you’re  trying  to  decide  whether  to 
market  Product  A,  B  or  C  and 
you’re  concerned  with  a  few  differ¬ 
ent  variables,  such  as  making  a  prof¬ 
it,  maintaining  the  company’s  im¬ 
age  and  increasing  market  share. 

First,  state  the  goal:  choosing 
the  best  product  to  market.  Next, 
plug  in  the  criteria:  profit,  company 
image,  market  share.  Then,  enter 
the  products:  A,  B,  C. 

Expert  Choice  will  take  you 
through  a  series  of  judgments  about 
the  relative  importance  of  pairs  of 
criteria.  You  would  then  make  judg¬ 
ments  based  on  your  experience,  in¬ 
tuition  and  knowledge  of  the  com¬ 
pany’s  culture.  These  judgments 
can  be  expressed  either  on  a  nu¬ 
merical  scale,  ranking  one  to  10,  or 
on  a  verbal  scale,  using  the  words 
“equal,”  “moderate,”  “strong,” 
“very  strong”  or  “extreme.” 

You  would  then  make  a  series  of 
judgments  about  the  products  in 
terms  of  how  well  they  satisfy  each 
criterion. 

In  making  judgments  about  price 
and  profits  —  both  quantifiable  ele¬ 
ments  —  you  may  use  primarily 
hard  data,  such  as  figures  provided 
by  the  production  and  engineering 
departments.  In  making  judgments 
about  preference  of  said  product  in 
terms  of  company  image,  you  are 
likely  to  rely  on  personal  experi¬ 
ence  and  intuition,  perhaps  mixed 
with  the  results  from  a  marketing 
survey. 

Expert  Choice  synthesizes  the 
results  of  all  the  judgments  — 
whether  or  not  they’re  based  on 
tangibles  or  intangibles  —  and  ar¬ 
rives  at  a  choice  that  incorporates 
your  expertise  and  knowledge  as 
well  as  quantifiable  data. 
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Command  Center  slips  past  Commander  (barely) 


BY  MICHAEL  L. 
SULLIVAN-TRAINOR 

CW  STAFF 


Coke  or  Pepsi,  Burger  King  or  McDon¬ 
ald’s,  Ford  or  GM  —  which  do  you  pre¬ 
fer?  If  you  find  those  choices  hard,  then 
you  begin  to  understand  the  difficulty 
information  systems  professionals  face 
in  choosing  between  executive  infor¬ 
mation  systems  (EIS)  rivals  Comshare, 
Inc.  and  Pilot  Executive  Software. 

While  Comshare ’s  Commander 
owns  an  imposing  55%  of  the  installed 
base,  as  opposed  to  Pilot  Command 
Center’s  34%,  the  two  are  nearly 
equal  in  the  types  and  qualities  of  fea¬ 
tures  they  offer,  according  to  Compu- 
terworld’s  Buyers’  Scorecard  survey 
of  50  users  of  each  product. 

Introduced  in  the  early  1980s,  Pi¬ 
lot’s  EIS  products  lost  an  early  lead  in 
share  to  Comshare,  which  introduced 
Commander  in  1985.  These  were  fol¬ 
lowed  in  October  1988  by  Execucom 
Systems  Corp.’s  Executive  Edge, 
which  has  5.7%  of  the  installed  base 
(See  Executive  Edge  ratings  and  meth¬ 
odology  page  89). 

The  closeness  of  Pilot’s  and  Corn- 
share’s  packages  is  reflected  in  a  whis¬ 
ker-thin  difference  in  the  overall  rat¬ 
ings.  Command  Center  edged  ahead 
with  58.1  points  to  Commander’s 
57.9.  The  point  totals  are  derived  from 
multiplying  the  ratings  each  user 
group  gave  his  own  product  by  the  im¬ 
portance  factors  all  users  assigned  to 


the  17  criteria. 

Despite  the  closeness  in  overall 
scores,  the  two  packages  do  have  dif¬ 
ferent  approaches  in  key  areas.  For  ex¬ 
ample,  Command  Center  is  a  host- 
based  product,  with  data  downloaded 
to  personal  computers  on  request. 
Commander,  on  the  other  hand,  uses 
host-based  data  but  requires  all 
screens  to  be  downloaded  to  the  PC. 

Another  feature  that  wins  user 
points  for  Command  Center  is  an  auto¬ 
matic  program  generator  that  sup¬ 
ports  screen  design  and  maintenance. 
The  product  received  its  highest  rat¬ 
ing  —  8.8  out  of  a  possible  10  —  in  the 
area  of  screen  design,  which  is  one  of 
the  most  key  considerations  for  users. 
Screen  design  was  rated  8.7  in  impor¬ 
tance  by  all  users  on  a  one  to  10  scale. 
Command  Center  also  topped  other 
application  development  categories. 

Commander  scored  higher,  howev¬ 
er,  in  data  access  and  integration  cate¬ 
gories.  The  package  comes  with  spe¬ 
cific  links  to  different  types  of  internal 
databases.  This  feature  was  reflected 
in  a  rating  of  7.5  for  data  extraction 
from  existing  databases.  In  addition, 
Comshare  was  the  first  to  forge  rela¬ 
tionships  with  other  vendors  that  offer 
external  database  services.  Users  rec¬ 
ognized  these  ties  with  a  7.5  rating  for 
access  to  external  databases. 

The  strength  of  Commander’s  Sys¬ 
tem  W  decision  support  system  was  re¬ 
flected  in  a  score  of  7.7  for  well-inte¬ 
grated  decision  support. 


Full  capability  executive 
information  systems 

Total  scores  reflect  all  criteria  and  their 
user-assigned  importance.  Response  base: 
50  users  per  product 


Product 


First  place  Second  place 

finishes  finishes 


Pilot’s 

Command  Center 


Top  five: 


Integrating  data  from 
different  sources 

Ease  of  screen  design 
and  maintenance 

Quality  of  service  and 
technical  support 

Ease  of  customization 

Interfaces  to  other 
software,  such  as  Profs 
&  Lotus  1-2-3 


Bottom  five: 


Presenting  graphics, 
text  and  tables  on  the 
same  screen 

Data  extraction  from 
existing  databases 

Support  for  rapid 
prototyping 

Support  for  multiple 
interfaces 

Security  for  data, 
screens  and  systems 


Comshare’s 

Commander 


57.9 


Presenting  graphics, 
text  and  tables  on  the 
same  screen 

Data  extraction  from 
existing  databases 

Support  for  rapid 
prototyping 

Support  for  multiple 
interfaces 

Security  for  data, 
screens  and  systems 


Integrating  data  from 
different  sources 

Ease  of  screen  design 
and  maintenance 

Quality  of  service  and 
technical  support 

Ease  of  customization 

Interfaces  to  other 
software,  such  as  Profs 
&  Lotus  1-2-3 


Each  product  shows  its  strengths  in  user  ratings  of  EIS  capabilities.  Commander  wins  by  a  considerable  margin  in  three  of  the  five  data  access  categories 
and  takes  a  fourth  by  a  hair.  Command  Center  has  a  slight  edge  in  integration,  price  and  user  features  and  excels  in  several  ratings  related  to  ease  of  use. 


User  importance 
rating: 


8.7 


8.0 


Data  access 

Integrating  data  from  different  sources 


User  importance 
rating: 


8.7 


Application  development 

Ease  of  screen  design  and  maintenance 


User  importance 
rating: 


8.9 


Command  Center 

7.9 

Command  Center 

8.8 

HHjp| 

:  Command  Center  8.5 

Commander 

7.8 

Commander 

7.5 

Commander  8.6 

8.4  Efficient  data  extraction  from  existing  databases  8.4  Ease  of  customization 


8.5 


User  features 

Well-presented  graphics,  text,  tables  on  screen 

ft  ! 

Quality  of  service  and  technical  support 


Command  Center 

6.4  Jg 

Command  Center  7.9 

Command  Center 

7  4 
■ 

Commander 

7.5 

Commander  7.5 

Commander 

7.3 

Efficient  access  to  external  databases 


|7.5 1  Multilevel,  ad  hoc  query  capability 
Command  Center  7.2 
Commander  7.3 

1 7.  l~j  Well-integrated  decision  support  system 


8.3  Support  for  rapid  prototyping 


7.9 


Effective  interfaces  to  software  such  as  Profs 


Command  Center 

6.3  f  j 

Command  Center  8. 1 

;  Command  Center 

7.5  WM  \ 

Commander 

7.5 

Commander  8. 1 

Commander 

7.0 

8.0  Effective  support  for  multiple  user  interfaces 


7.2 


Pricing  of  installation  &  maintenance 


Command  Center 

7.4 

Command  Center  6.7 

Commander 

7.4  §|  | 

Commander  5.7 

7.8 


Good  security  for  data,  screens  and  systems 


7.2 


Easy  to  create  hard  copy  output 


Command  Center 

6.2 

Command  Center 

6.8 

: 

Command  Center 

7.2 

Commander 

7.7 

Commander 

7.6 

Commander 

6.4 

7.4 


Varied  application  shells 


6.5 


Useful  on-line  Help  screens 


Command  Center 

7.7  Mi  1 

Command  Center 

6.3 

Commander 

7.0 

Commander 

6.1 
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PRODUCT  SPOTLIGHT 


First  in  pursuit 


How  many  executives  use  these  products? 

Number  of  executives  Number  of  respondents 


1 


2-10 

11 

11-20 

12 

21-60 

15 

61  or  more 

11 

1 

if  l 

2-10 

15 

11-20 

13 

21-60 

14 

61  or  more 

7 

How  much  do  the  executives  use  these 
products  each  day? 


Time 

Number  of  respondents 

15  minutes  or  less: 

20 

16-30  minutes: 

18 

31  minutes  to  an  hour: 

IHH7 

More  than  an  hour: 

i 

15  minutes  or  less: 

12 

16-30  minutes: 

16 

31  minutes  to  an  hour: 

9 

More  than  an  hour: 

|  6  | 

How  long  has  the  package  been  in  use? 

Number  of  years  Number  of  respondents 


0-1  year: 
2-3  years: 


0-1  year: 


21 

22 


$500,001  to  $1  million: 

! 

4-5  years: 

7  More  than  $1  million: 

2 

Less  than  $10,000: 

1 

32 


$100,001  to  $300,000: 

13 

2-3  years: 

18 

$300,001  to  $500,000: 

9 

$500,001  to  $1  million: 

9 

4-5  years: 

More  than  $1  million: 

3 

How  much  did  it  cost  to  get  the  EIS  up  and 
running? 

° — -t  Number  of  respondents 

i  i  I 

4 


Cost 
Less  than  $10,000 
$11,000  to  $100,000 
$100,001  to  $300,000 
$300,001  to  $500,000 


$11,000  to  $100,000 


8 


3: 
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Loyalties 


Would  you  buy  the  product 
again? 

(Reasons  based  on  most  frequently  stated 
responses) 

Command  Center 

Response  base:  50 

—  46  Likely 

Why:  Meets  our  needs 


Number 
of  respondents 


Unlikely 

Why:  Too  mainframe- 
dependent 


Commander 


Number 
of  respondents 


Response  base:  50 

—  46  Likely 

Why:  Meets  our 
needs 


Unlikely 

Why:  Not  user  friendly 


a 


Verbatim 


yy 


Responses  are  based  on  the  most  frequently  stated  answer  to: 

“What  do  you  like  best/least  about 
this  product?” 

(Response  base:  50  per  product) 

Command  Center 
Likes 


“Ease  of  use” 
“Ability  to  customize” 
“Graphics” 


Dislikes 


“Weak  external 
database  access” 

“Inability  to  create 
ad  hoc  PC  files” 

"Poor  technical  support  ” 


Commander 


Likes 


Dislikes 


“Graphical  user 
interface” 


“Ease  of  use” 
“Prototyping  capability” 


“Maintenance” 

“Briefing  book 
capabilities” 

“Not  user  friendly” 


Execucom  Systems  Corp.’s  Executive  Edge  owns 
third  place  in  the  EIS  battle  for  installed  base.  About 
50  companies  are  now  using  the  product,  which  was 
introduced  in  October  1988.  Many  of  these  were  al¬ 
ready  users  of  Execucom’s  IFPS/Plus  decision  sup¬ 
port  system  (DSS). 

Execucom  is  one  of  a  group  of  vendors  pursuing 
pioneers  Comshare  and  Pilot.  Other  competitors  in¬ 
clude  Information  Resources,  Inc.,  with  its  fairly  new 
EIS  based  on  its  Express  DSS,  and  IBM’s  Executive 
Decision.  Express  EIS  is  in  beta  testing  with  about  12 
users,  and  IBM’s  product  was  just  released  last  Sep¬ 
tember. 

The  Buyers’  Scorecard  ratings  from  20  Executive 
Edge  users  reflect  the  company’s  strong  tradition  of 
service  and  support.  That  was  the  category  in  which 
the  product  received  its  highest  score.  The  product 
features  an  “explain”  function  that  automates  the  tra¬ 
ditional  drill-down  process.  This  expert  system-based 
function  did  not  seem  to  influence  survey  users,  who 
assigned  a  fairly  low  grade  for  multilevel,  ad  hoc  query 
capability. 


EXECUTIVE  EDGE  RATINGS 


Response  base:  20 

■  Quality  of  service  and 
technical  support 

■  Well-presented  graphics, 
text,  tables  on  screen 


■  Ease  of  customization 

■  Well-integrated  decision 
support  systems 

■  Support  for  rapid 
prototyping 

■  Integrating  data  from 
different  sources 


■  Varied  application  shells 

■  Ease  of  screen  design  and 
maintenance 

■  Useful  on-line  Help  screens 

■  Pricing  of  installation  & 
maintenance 

■  Multilevel,  ad  hoc  query 
capability 

■  Efficient  data  extraction 
from  existing  databases 

■  Efficient  access  to  external 
databases 

■  Effective  support  for 
multiple  user  interfaces 

■  Easy  to  create  hard  copy 
output 

■  Effective  interfaces  to 
software  such  as  Profs  & 
Lotus  1-2-3 

■  Good  security  for  data, 
screens  and  systems 


8.5 


8.2 


8.2 


7.7 


7.4 


7.4 

7.3 

7.3 


7.3 


6.4 


METHODOLOGY 

Products  rated  in  Computerworld’s  Executive 
Information  Systems  Buyers’  Scorecard  were 
chosen  based  on  the  following  criteria: 

Products  selected  for  review  by  users  had  to 
be  full-capability  EIS,  which  means  they  had  to  be 
designed  for  use  by  top-level  management  and  of¬ 
fer  the  following  functions:  drill  down;  exception 
reporting;  data  extraction  from  existing  data¬ 
bases;  access  to  external  databases;  support  for 
multiple-user  interfaces;  on-line  context-depen¬ 
dent  Help  screens;  command  files;  multiple  meth¬ 
ods  for  locating  information;  integrated  decision 
support;  screen  design  templates;  application 
shells;  graphics,  tables  and  data  on  the  same 
screen;  hard  copy  output;  and  integration  with  of¬ 
fice  software. 

The  products  also  had  to  be  one  of  the  share 
leaders  in  both  installed  base  and  revenue.  For 
example,  Comshare  leads  the  pack  with  55%  of 
the  installations,  followed  by  Pilot  and  Thom 
EMI,  which  both  sell  Command  Center  and  have  a 
combined  share  of  34%.  The  firm  with  the  third- 


Vendor  shares  of  worldwide 
host-based  EIS  installations 

As  of  1989 


Information 

Comshare 

Resources 

55% 

1.3% 

IBM 

4.0% 

Pilot/Thorn* 

34% 

Execucom 

5.7% 

*Thorn  sells  Pilot’s  Command  Center 
Source:  Internationa]  Data  Corp. 

largest  base  of  users,  Execucom,  has  5.7%  of  the 
market. 

Because  of  the  large  market  share  difference 
and  a  consequent  difference  in  the  number  of  us¬ 
ers  available  to  be  surveyed,  the  user  ratings  for 
Execucom’s  Executive  Edge  are  presented  sepa¬ 
rately  from  those  of  Commander  and  Command 


Center.  While  Commander  and  Command  Center 
are  installed  in  more  than  200  sites  per  product, 
Executive  Edge  is  installed  in  only  about  50  sites. 
While  respondent  populations  of  50  per  product 
were  used  for  the  Commander  and  Command 
Center  ratings,  a  population  of  20  respondents 
was  used  for  Executive  Edge.  In  addition,  less 
than  one-third  of  the  Commander  and  Command 
Center  respondents  were  supplied  by  the  ven¬ 
dors,  while  more  than  80%  of  the  Executive  Edge 
respondents  were  supplied  by  the  vendor. 

The  ratings  were  based  on  telephone  surveys 
conducted  by  First  Market  Research  in  Austin, 
Texas.  Result  tabulation  was  performed  by  IDG 
Research  Services  in  Framingham,  Mass. 

The  total  scores,  which  are  weighted  accord¬ 
ing  to  the  criteria  that  all  the  respondents  find 
most  important,  are  computed  by  multiplying  the 
mean  scores  all  users  assigned  to  the  importance 
of  each  criteria  by  the  mean  scores  each  user 
group  gave  to  its  own  product. 

For  example,  the  criteria  —  ease  of  screen 
design  and  maintenance  —  received  a  mean  im¬ 


portance  rating  of  8.7  on  a  scale  of  one  to  10. 
Command  Center  users  gave  their  product  a  rat¬ 
ing  of  8.8  for  performance  in  this  criteria.  To  de¬ 
velop  a  total  score,  these  two  factors  are  multi¬ 
plied  for  a  total  of  76.56.  This  total  is  then  added 
to  the  other  totals  of  criteria  importance  ratings 
and  performance  ratings.  This  sum  is  divided  by 
the  total  number  of  ratings  for  a  total  score  for  all 
17  criteria. 
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It  Gets. 

GetltFast 


1H 


486/MC 


Odk 


The  NCR  PC486/MC  is  one  fast  machine.  PCI  Computing  reports  “the 
PC486/MC  is  on  the  front  edge”  of  486  desktops.*  With  its  dual  high-speed 
cache  design,  the  system  takes  full  advantage 
of  the  performance  potential  of  the  i486™  micro¬ 
processor.  And  its  implementation  of  Micro 
Channel™  architecture  makes  it  the  clear  leader 
in  providing  full  32-bit  performance. 

According  to  BYTE  Lab  benchmarks,  the 
PC486/MC’s  “mass  storage  subsystem  (with 
a  100MB  SCSI  hard  drive)  turned  in  the  fastest 
performance  we’ve  ever  measured!’" 

Our  PC  is  the  only  native  design  486  Micro  Channel  machine  from 
a  major  vendor  now  available.  We’ve  not  only  released  it  for  sale,  we’re  deliv¬ 
ering  it  in  volume.  The  competition  will  eventually  release  a  native-design 
486.  But  how  long  will  it  be  before  they  can  deliver? 

The  PC486/MC  is  ideal  for  MIPS-hungry  applications  like  large  spread¬ 
sheets,  financial  modeling,  simulations,  CAD,  and  networking. 

It’s  the  first  of  a  family  of  advanced  PCs  that  will  lead  the  market  in 
speed,  power,  and  availability. 

Our  PC  family  also  includes  high-performing  286™  and  386™-based  PCs. 
Backed  by  the  resources  of  a  $6  billion  computer  company  with  service  and 
support  in  nearly  every  country  in  the  world.  And  a  commitment  to  quality 
that  is  unequaled. 

Call  1  800  544-3333  for  a  free  six-page  486  PC  comparison  brochure. 
We’ll  also  put  you  in  touch  with  the  NCR  or  Businessland  representative, 
or  other  Authorized  NCR  Reseller  nearest  you. 


Standard  Features 

i486  Native  Design 

a 

Micro  Channel  Architecture 

a 

128KB  Of  High-Speed  Cache  Memory 

a 

SuperVGA  Display  Adapter 

a 

Small  Computer  System  Interface 
(SCSI)  Multi-Peripheral  Controller 

a 

Worldwide  Service  and  Support 

a 

Available  Now 


NCR 


Open,  Cooperative  Computing. 
The  Strategy  For  Managing  Change. 


NCR  is  the  name  and  mark  of  NCR  Corporation.  Micro  Channel  is  a  trademark  of  IBM  Corporation.  486, 386,  and  286  are  trademarks 
of  Intel  Corporation.  'Sources:  PCI  Computing,  March  1990.  RYTEWEEK,  11/13/89.  <  1990  NCR  Corporation. 
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PRODUCT  SPOTLIGHT 


VENDOR 

PRODUCT 

HARDWARE  PLATFORM 

OPERATING  SYSTEM 

DISK  SPACE  NECESSARY  TO 

LOAD  PROGRAM  (BYTES) 

GRAPHICS  CAPABILITIES 

IMPORTS  GRAPHICS  FROM 

EXTERNAL  SOURCES 

OFFICE  AUTOMATION  TOOLS 

INTERFACED  WITH 

REPORT  GENERATION 

(STATIC  OR  AD  HOC) 

UPDATE  PROCEDURE 

(AUTOMATIC  OR  MANUAL) 

AUTOMATED  APPLICATION 

DEVELOPMENT 

NETWORKS  SUPPORTED 

WINDOWING  FACILITY  SUPPORTED 

EXTERNAL  ON-LINE  SERVICES 

ACCESSED 

USER  INTERFACES  AVAILABLE 

OTHER  FEATURES 

PRICE 

Ashton-Tate  Corp. 
(213)329-8000 

Framework  III 

IBM  PC  AT,  XT, 
PS/2  and 
compatibles 

DOS,  OS/2 

3M 

Bar,  line,  pie, 
scatter, 
stacked  bar, 
XY 

No 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Both 

Automatic 

Yes 

3Com,  AT&T 
Stargroup, 
Banyan,  IBM  PC 
LAN,  Novell 
Netware 

Proprietary 

Dow  Jones 

News/Retrieval, 

CompuServe, 

Ashton-Tate 

BBS,  others  on 

request 

Keyboard, 

mouse 

Outlining 

capability 

$695 

Channel  Computing,  Inc. 
(800)  289-0053 

Forest  & 

Trees 

IBM  PC  AT,  XT, 
PS/2  and 
compatibles 

DOS  3.1  and 
higher 

750K 

Bar,  line,  pie, 
XY 

No 

Databases, 

spreadsheets 

Both 

Automatic 

Yes 

Any  PC-based, 
Token-Ring 

None 

None 

Keyboard, 

mouse 

None 

$495 

Cogent  Information 
Systems,  Inc. 

(201)  795-4003 

EIS/Corporate 

Performance 

Analysis 

Any  minicomputers 
that  support 
operating  systems 
listed  at  right 

Unix,  Unidata, 

Universe, 

Prime 

Information, 

Pick 

28M 

Bar.  line,  pie, 
XY,  others 
from  external 
graphics 
packages 

Yes 

Databases, 

E-mail,  spread¬ 
sheets,  word 
processing 

Ad  hoc 

Either 

No 

Primenet 

None 

Dow  Jones 
News/Retrieval, 
Mead  Data 
Central, 

Reuters,  UPI, 

AP 

Keyboard 

Built  in  on 
request 

$35,000  + 

Comshare,  Inc. 

(800)  922-7979 

Commander 

EIS 

DEC  VAX  3000, 
6000  and  8000 
series,  IBM  PC  and 
compatibles,  IBM 
9370  series,  PS/2, 
Apple  Macintosh 

VM,  MVS, 
VMS,  DOS, 
OS/2,  Apple 
Macintosh  OS 

lOMforPC, 
40M-100M 
for  host 

3-D,  bar,  line, 
pie 

Yes 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Both 

Automatic 

Yes 

3Com,  Banyan, 
Decnet,  SNA, 
Novell  Netware, 
Token-Ring 

OS/2,  Apple 
Macintosh 
Multifinder, 
proprietary 

Dow  Jones 

News/Retrieval, 

Infoglobe 

Mouse,  touch 
screen; 
keyboard 
optional  with 
DOS  machines 

CD-ROM 
support,  imaging 
capabilities, 
large  screen 
display,  on-line 
tickler  file,  voice 
annotation 

$48,000 

Decision  Technologies, 
Inc. 

(203)  327-4000 

Probus  EIS 

Apple  Macintosh 

Apple 

Macintosh  OS 

500K 

Bar,  line,  pie 

Yes 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Static 

Automatic 

Yes 

3Com, 

Appletalk, 

Novell  Netware, 
other  AFP- 
compatible 
networks 

Apple  Macintosh 
Multifinder 

Dow  Jones 
News/Retrieval 

Keyboard, 

mouse 

CD-ROM 
support,  imaging 
capabilities, 
large  screen 
display,  video, 
voice  annotation 

$45,000  for 
site  license 

Dialogue,  Inc. 
(212)425-2665 

Access 

Executive 

IBM  370  series, 

DEC  VAX,  Unix 
machines,  IBM  PC 

CMS,  TSO, 
VMS,  Unix, 
DOS 

8M 

3-D,  bar,  line, 
pie,  text,  XY 

No 

Communications, 
databases, 
spreadsheets, 
word  processing 

Both 

Automatic 

Yes 

DEC  PCSA, 
Novell  Netware 

None 

No  direct 
support,  but 
interfaces 
written  on 
request 

Keyboard, 

mouse 

None 

$1,000- 

$200,000 

Dun  &  Bradstreet 
Software 
(404)  239-2000 

Smartview 

IBM  370  series,  IBM 
PC,  PS/2  and 
compatibles 

MVS,  DOS 

3.1  and 
higher,  OS/2 

6M  for  PC, 
300 

cylinders 
for  host 

3-D,  bar,  line, 
pie,  XY 

No 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Both 

Either 

Yes 

Novell  Netware, 
IBM  PC  LAN 

Microsoft 
Windows  3.0 

None 

Keyboard, 
mouse,  track 
ball,  touch 
screen 

Large  screen 
display,  on-line 
calendar 

$50,000 

Execucom  Systems  Corp. 
(800)  531-5038 

Executive 

Edge 

Any  machines  that 
support  operating 
systems  listed  at 
right 

MVS,  VM, 
AIX,  SCO- 
Unix,  VMS, 
Micro  VMS, 
Ultrix,  RISC 
Ultrix,  MPE- 
XL,  HP-UX, 
Dynix,  DOS 
3.3  and 
higher,  Apple 
Macintosh  OS 

360K-720K 
for  worksta¬ 
tion,  20M 
for  host 

Area,  bar, 
high-low- 
close,  line,  pie, 
variance,  XY 

Yes 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Both 

Either 

Yes 

Any  PC-based 
network 

Microsoft 

Wmdows, 

proprietary 

Dow  Jones 
News/Retrieval, 
others  on 
request 

Keyboard, 

mouse, 

remote 

control 

On-line  calendar, 
scheduling 
template,  CASE- 
style  application 
generator  with 
object-oriented 
capabilities,  icon 
library 

$50,000- 

$300,000 

Ferox  Microsystems,  Inc. 
(703)  684-1660 

Encore  EIS 
Toolkit 

IBM  PC  AT  and 
compatibles 

DOS 

20M 

Bar,  line,  pie 

Yes 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing 

Ad  hoc 

Both 

No 

Novell, 

Imaginet, 

Token-Ring 

None 

None 

Keyboard, 

mouse 

None 

$3,000 

Global  Software,  Inc. 
(800)  326-3444 

Global  EIS 

IBM  PS/2  and 
compatibles 

DOS  3.0  and 
4.0,  OS/2 

3M 

3-D,  bar,  high- 
low-close,  line, 
pie,  scatter, 
XY 

No 

Communications, 
spreadsheets, 
others  built  in  on 
request 

Ad  hoc 

Either 

No 

3Com,  IBM  PC 
LAN,  Novell 
Netware,  others 
on  request 

OS/2 

Presentation 

Manager 

Dow  Jones 
News/Retrieval, 
CompuServe, 
others  on 
request 

Keyboard, 
mouse,  touch 
screen 

Large  screen 
display 

$75,000- 
$100,000; 
annual  lease 
available 

IBM 

Contact  local  office 

Executive 

Decisions 

IBM  370  series, 

PS/2 

VM,  MVS, 
OS/2 

Extended 

Edition 

2M 

3-D,  bar,  line, 
pie,  XY, 
others  from 
external 
graphics 
packages 

Yes 

Databases, 

E-mail, 
spreadsheets, 
word  processing; 
communications 
optional 

Both 

Automatic 

No 

Any  supported 
by  OS/2 
Extended 

Edition 

Communications 

Manager 

OS/2  Extended 
Edition 
Presentation 
Manager 

Dow  Jones 
News/Retrieval, 
others  via 
service 
workstation 

Keyboard, 
mouse,  touch 
screen 

Automatic 
telephone 
dialing,  imaging 
capabilities, 
large  screen 
display,  on-line 
calendar  and 
address  book, 
stock  trends 
graphing 
capability,  voice 
annotation 

$7,500- 

$68,400 

(host 

component), 

$500  per 
workstation, 

$100  for 
optional 
communi¬ 
cations 
feature 

IMRS 

(203)  323-6500 

IMRS  On 

Track 

Compaq  286, 386 
and  compatibles, 

IBM  PC  AT,  PS/2 
and  compatibles 

DOS 

1M-2M 

Bar,  line,  pie, 
XY 

Yes 

Communications, 
databases,  E-mail, 
spreadsheets, 
word  processing, 
Micro  Control  and 
Fastar  financial 
packages 

Static 

Automatic 

No 

3Com,  Ethernet, 
IBM  PC  LAN, 
Netbios,  Novell 
Netware 

Microsoft 

Wmdows 

No  direct 
support  but  can 
access  any  on 
request 

Mouse,  touch 
screen 

Large  screen 
display,  on-line 
calendar 

$35,000- 
$50,000, 
includes  five 
end-user 
licenses 

Information  Resources, 
Inc. 

(617)  890-1100 

Express/EIS 

Any  machines  that 
support  operating 
systems  listed  at 
right 

MVS,  VM, 
VMS, 
MPE/XL, 
Primos,  DOS 

2M 

3-D,  area, 
clustered  and 
stacked  bar, 
line,  pie,  XY 

Yes 

Communications, 
database,  E-mail, 
spreadsheets, 
word  processing 

Both 

Either 

Yes 

3Com,  bisynch, 
asynch,  Banyan, 
Ethernet,  Novell 
Netware,  Token- 
Ring,  SNA, 

SDLC 

Proprietary 

Dow  Jones 

News/Retrieval, 

CompuServe 

Keyboard, 
mouse, 
remote 
control,  touch 
screen 

CD-ROM 

support 

$50,000  + 

All  products  perform  exception  reporting.  All  have  drill-down  capabilities  except  those  from  Ashton-Tate  Corp.,  Meta  Media,  Inc.  and  New  Generation  Software,  Inc. 


The  companies  included  in  this  chart  responded  to  a  recent  survey  conducted  by  Computer  world.  When  a  vendor  is  unable  to  provide  specific  information  about  its  product, 
the  abbreviation  NP  (not  provided)  is  used.  When  a  question  does  not  apply  to  a  vendor’s  product,  the  abbreviation  NA  (not  applicable)  is  used.  Further  product  information  is 
available  from  the  vendors. 
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VENDOR 

PRODUCT 

HARDWARE  PLATFORM 

OPERATING  SYSTEM 

DISK  SPACE  NECESSARY  1 

LOAD  PROGRAM  (BYTES) 

GRAPHICS  CAPABILITIES 

IMPORTS  GRAPHICS  FROi 

EXTERNAL  SOURCES 

OFFICE  AUTOMATION  TO 

INTERFACED  WITH 

REPORT  GENERATION 

(STATIC  OR  AD  HOC) 

UPDATE  PROCEDURE 

(AUTOMATIC  OR  MANUA 

AUTOMATED  APPLICATIO 

DEVELOPMENT 

NETWORKS  SUPPORTED 
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EXTERNAL  ON-LINE  SERV 

ACCESSED 

USER  INTERFACES  AVAILA 

OTHER  FEATURES 

PRICE 

Interactive  Images,  Inc. 

Manager’s 

IBM  PC,  PS/2  and 

DOS,  OS/2 

2M-I- 

3-D,  bar,  line. 

Yes 

Communications, 

Both 

Manual 

Yes 

Any  PC  network 

OS/2 

Dow  Jones 

Keyboard, 

Imaging 

$7,500  + 

(617)  938-8440 

Portfolio 

compatibles 

pie,  XY 

databases,  E-mail, 

Presentation 

News/Retrieval 

mouse,  touch 

capabilities, 

spreadsheets 

Manager 

screen 

large  screen 
display,  on-line 
calendar 

Interactive  Software 

AMIS 

IBM  AS/400, 

OS/400,  CPF 

35M 

Bar,  line,  XY 

No 

Any  externally 

Ad  hoc 

Automatic 

No 

None 

None 

None 

Keyboard 

Large  screen 

$25,000- 

Services,  Inc. 

(Advanced 

System/38 

defined  file 

display, 

$75,000 

(800)  288-8550 

Management 

multidimensional 

Information 

System) 

database 

Man&geware,  Inc. 

Compete 

IBM  PC,  AT,  PS/2 

DOS,  OS/2 

1M 

Dependent  on 

No 

Databases, 

Both 

Either 

Yes 

Any  that  can  run 

Microsoft 

None 

Keyboard, 

None 

$4,995 

(203)  359-9397 

and  compatibles 

external 

spreadsheets, 

under  Microsoft 

Windows  3.0 

mouse 

graphics 

word  processing. 

Windows 

package 

ASCII  files 

Meta  Media,  Inc. 

Executive 

IBM  PC  and 

DOS  3.3  and 

1M 

Line 

Yes 

Communications, 

Static 

Automatic 

No 

Any  that  are  PC- 

None 

Signal,  Reuters 

DigiPad, 

Imaging 

$50,000 

(404)  892-7921 

Information 

compatibles  with 

higher 

databases,  E-mail, 

based,  Netbios- 

keyboard, 

capabilities, 

licensing  fee 

System 

Video  Show 

spreadsheets, 

compatible 

mouse 

large  screen 

hardware/software 

unit 

word  processing 

display 

Metaphor  Computer 

IBM  Data 

IBM  PS/2, 386-, 

DOS,  OS/2 

200K,  plus 

Bar,  curve, 

No 

Databases, 

Both 

Manual 

Yes 

Ethernet, 

Proprietary 

Dow  Jones 

Keyboard, 

None 

$40,000  plus 

Systems,  IBM 

Interpretation 

1486-based  PCs 

that 

line,  pie,  XY 

E-mail, 

Token-Ring 

News/Retrieval 

mouse 

$4,000  per 

(800)  255-5803 

System 

required  for 

spreadsheets, 

workstation 

dedicated 
file  server 

word  processing 

New  Generation 

I.  Q. 

IBM  AS/400, 

OS/400,  CPF 

18M 

Bar,  line,  pie, 

No 

Spreadsheets, 

Ad  hoc 

Automatic 

No 

None 

None 

None 

Keyboard 

None 

$1,750- 

Software,  Inc. 

(916)  920-2200 

System/38 

XY 

word  processing 

$13,500 

Pilot  Executive  Software 

Command 

IBM  370  series, 

VM,  MVS, 

400K  for 

3-D,  bar,  line, 

No 

Communications, 

Both 

Automatic 

Yes 

Any  supporting 

Apple  Macintosh 

Comtex,  Dow 

Keyboard, 

4GL,  CD-ROM 

$45,000- 

(617)  350-7035 

Center  EIS 

DEC  VAX,  HP  9000 

VMS,  Unix, 

PC.20M- 

pie,  scatter, 

databases,  E-mail, 

HLLAPI, 

Multifinder, 

Jones’  Dow 

mouse,  touch 

support,  large 

$150,000 

IBM  PC  XT  and 

DOS,  Apple 

30M  for 

symbol,  XY 

spreadsheets. 

EHLLAPI, 

proprietary 

Vision,  News 

screen 

screen  display; 

compatibles,  Apple 

Macintosh  OS 

host 

word  processing 

EEHLLAPI, 

Net,  Reuters, 

imaging 

Macintosh 

Ethernet 

others 

capabilities  and 

protocols 

voice  annotation 
on  Apple 
Macintosh 

SAS  Institute,  Inc. 

The  SAS 

IBM  370,  4300, 

MVS,  CMS, 

10M  + 

3-D,  bar,  line, 

No 

Communications, 

Both 

Either 

Yes 

Novell  Netware, 

OS/2,  DEC,  X, 

None 

Keyboard, 

Large  screen 

$595  for  PC 

(919)677-8000 

System 

9370, 3000  series, 

VSE,  VMS, 

pie,  XY 

databases, 

Ethernet, 

proprietary 

mouse 

display,  on-line 

component, 

PC  AT,  PS/2,  DEC 

DOS, 

spreadsheets, 

Decnet 

calendar 

up  to 

VAX,  Data  General 

ADS/VS, 

word  processing 

$19,000  for 

and  Prime 

Primos,  HP- 

host 

minicomputers,  Sun 
and  HP  workstations 

UX,  Sun  OS 

component 

Software  2000 

Vision  2000 

IBM  PC  and 

DOS  3.1  and 

750K 

Bar,  line,  pie 

No 

Databases, 

Ad  hoc 

Automatic 

No 

Any  PC  network 

None 

None 

Keyboard, 

None 

$15,000, 

(508)  778-2000 

compatibles,  AS/40C 

higher. 

spreadsheets 

mouse 

plus  $2,500 

OS/400 

per  five  users 

Products  that  already 
understand  the  lingo 

BY  RUDOLPH  PIZZANO 


Executive  information  systems 
(EIS)  now  come  in  special-pur¬ 
pose  flavors. 

Several  software  developers 
have  recently  released  packages 
that  cater  to  particular  indus¬ 
tries,  such  as  financial  services 
or  medical  institutions,  or  to  spe¬ 
cific  business  departments,  such 
as  human  resources  and  informa¬ 
tion  systems. 

In  some  instances,  these 
packages  are  really  just  applica¬ 
tions  software  with  a  twist  —  an 
EIS  front  end  that  provides  a 
graphical  user  interface,  drill¬ 
down  capabilities  and  exception 
reporting.  In  others,  they  began 
as  specific  applications  and  grew 
into  full-blown  EISs  that  can  be 
used  independently  of  the  origi¬ 
nal  software.  In  both  cases, 
these  packages  have  something 
to  recommend  them. 

For  one  thing,  tailored  EISs 

Pizzano  is  president  of  Pizzano  &  Co., 
an  economic  and  management  consulting 
firm  in  Woburn,  Mass. 


can  reduce  customization  time 
because  they  are  geared  to  the 
vocabulary  and  practices  of  a 
particular  area  and  written  to 
gather  and  present  data  accord¬ 
ingly.  While  a  hospital  adminis¬ 
trator  tracks  “DRGs,”  a  televi¬ 
sion  network  programming 
director  may  monitor  “over¬ 
nights,”  and  the  leveraged  buy¬ 
out  specialist  who  owns  both 
firms  watches  the  yield  curve. 

These  departmental  and  ver¬ 
tical  EISs  can  also  save  money. 
Buying  an  EIS  front  end  for  a  de¬ 
partmental  application  costs  ap¬ 
proximately  $50,000  per  appli¬ 
cation  —  well  under  the  price 
range  of  a  general-purpose  EIS, 
which  typically  costs  from 
$100,000  to  $200,000. 

A  departmental  EIS  is  only 
cost-effective  for  one  or  two  ap¬ 
plications,  however.  For  three 
or  more  departments,  it  is  more 
economical  to  purchase  a  gener¬ 
al-purpose  EIS  and  customize 
the  interface  to  each  departmen¬ 
tal  system. 


For  vertical-market  EISs, 
prices  range  from  less  than 
$50,000  to  $150,000. 

To  develop  EIS  capabilities  in 
their  systems,  applications  soft¬ 
ware  vendors  either  license 
technology  from  traditional  EIS 
vendors  or  go  it  alone. 

All  three  of  the  top  EIS  ven¬ 
dors  —  Comshare,  Pilot  Execu¬ 
tive  Software  and  Execucom 


Tailored  eiss 

can  reduce  custo¬ 
mization  time 
because  they  are 
geared  to  the  vocabu¬ 
lary  and  practices  of  a 
particular  area. 


Systems  Corp.  —  are  currently 
licensing  their  technology  to 
software  firms. 

Pilot  has  formed  a  relation¬ 
ship  with  HBO  &  Co.,  a  software 
developer  for  hospitals  in  Atlan¬ 
ta.  HBO’s  system  keeps  track  of 
financial  data,  which  administra¬ 
tors  must  report  to  insurance 
companies  or  government  agen¬ 
cies.  It  also  tracks  patient  care 
information,  such  as  drugs  ad¬ 
ministered,  hours  of  physical 
therapy  and  surgical  procedures. 


With  Pilot’s  EIS  front  end,  ad¬ 
ministrators  can  more  easily  ac¬ 
cess  both  types  of  data. 

Medicus  Systems  Corp.  in 
Evanston,  Ill.,  another  health¬ 
care  software  developer,  formed 
a  similar  alliance  with  Comshare, 
which  also  offers  an  EIS  tailored 
for  the  retail  industry. 

For  its  part,  Execucom  has  li¬ 
censed  its  front  end  to  Telos 
Corp.,  a  telecommunications 
company. 

Several  software  firms  have 
developed  EIS  capabilities  inter¬ 
nally,  including  Legent  Corp., 
Multitrak,  Software  2000,  Inc. 
and  Information  Resources,  Inc. 
(IRI). 

Whereas  Legent’s  and  Multi- 
trak’s  EIS  offerings  are  designed 
to  work  with  their  applications 
software,  Software  2000  and  IRI 
are  pitting  general-purpose  sys¬ 
tems  against  offerings  from  the 
top  three  EIS  vendors. 

Legent,  based  in  Vienna,  Va., 
and  Boston-based  Multitrak 
both  offer  project  management 
software  for  IS.  These  systems 
track  the  progress  on  projects  as 
well  as  capacity  planning. 

After  finding  that  its  clients 
spent  a  lot  of  time  pulling  togeth¬ 
er  information  generated  from 
their  system  to  prepare  manage¬ 
ment  presentations,  Legent  de¬ 
cided  to  add  the  EIS  function. 


Multitrak’s  original  project 
management  software  was  IBM 
mainframe-based;  when  it  came 
out  with  a  personal  computer 
version,  it  decided  to  add  an  EIS 
front  end.  Legent  and  Multitrak 
each  price  their  systems  at  less 
than  $50,000. 

Software  2000  in  Hyannis, 
Mass.,  is  a  vendor  of  human  re¬ 
sources  and  accounting  software 
that  licensed  an  EIS  front  end 
from  Forest  &  Trees,  Inc.  in 
Portsmouth,  N.H.  With  this 
technology,  Software  2000  has 
developed  a  general-purpose 
EIS  that  can  work  with  many 
other  applications  packages  than 
its  own.  Now  in  beta  testing,  the 
product  is  intended  to  compete 
directly  against  Pilot,  Comshare 
and  Execucom  with  a  price  point 
of  less  than  $50,000. 

Similarly,  IRI  in  Waltham, 
Mass.,  is  positioning  its  Express/ 
EIS  against  the  “big  three,”  al¬ 
though  its  original  data  retrieval 
software  was  intended  for  con¬ 
sumer  packaging  firms.  Express/ 
EIS,  now  in  beta  testing,  is 
priced  at  $50,000,  plus  $2,500 
per  workstation. 

With  the  popularity  of  graphi¬ 
cal  interfaces,  exception  report¬ 
ing  and  drill-down  capabilities, 
this  trend  of  adding  these  EIS  ca¬ 
pabilities  into  systems  will  most 
likely  continue.  • 
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Software  copyright:  Two  views 


United  States: 

4 An  o rde rly  u n fold i ng ’ 


Soviet  Union: 
Opening  new  doors 


BY  ANTHONY  L.  CLAPES 

Bullfighting  is  an  activity  in  which  it  is  required  at  some  point 
to  enter  the  terrain  of  the  bull.  Writing  software  is  not  such 
an  activity.  Entering  the  gray  area  —  offering  programs 
that  mimic  aspects  of  someone  else’s  program  —  is  an  op¬ 
tion,  not  a  necessity.  Those  who  do  so  enter  that  arena 
with  their  eyes  open  and  with  the  extremists  on  either  side  of  the  in¬ 
tellectual  property  spectrum  shouting  at  them  from  the  stands  to  get 
closer  or  pull  farther  back. 

The  copyright  law  imposes  a  set  of  civilizing  rules  on  competitors 
in  the  software  corrida.  Those  rules  balance  the  rights  of  the  bull  — 
the  innovator  —  and  those  of  the  bullfighter  —  the  follower  —  so 
that  the  barbarism  of  the  traditional  bullring  does  not  leak  into  this 
large  and  important  area  of  socioeconomic  activity.  When  the  rules  of 
the  game  are  followed,  the  bull’s  blood  is  not  drawn  and  the  bullfight¬ 
er  is  not  gored. 

Ideas  from  an  original  program,  including  those  reflected  in  its 
structure,  logic  and  flow,  as  well  as  in  its  user  interface,  are  made 
available  for  free  appropriation  by  the  follower.  The  expression  cho¬ 
sen  by  the  innovator  remains  his  exclusive  property  to  exploit,  unless 
it  is  necessary  to  the  idea  or  unless  the  follower  serendipitously  ar¬ 
rives  at  the  same  expression  without  access  to  the  original.  This  for¬ 
mula  has  set  human¬ 
ity’s  affairs  in  order 
for  more  than  200 
years  in  relation  to 
written  expression. 

No  good  reason  has 
been  advanced  for 
departing  from  it  in 
the  case  of  computer 
programs. 

The  silicon  spice 
that  gives  life  and 
personality  to  the 
computer  consists  of 
works  of  authorship 
in  which  the  range  of 
expression  can  be 
both  broad  and  deep, 
but  that  is  not  always 
so.  Some  programs 
exhibit  no  great  cre¬ 
ativity  and  by  their 
nature  cannot  do  so. 

For  such  programs,  traditional  copyright  protection  will  be  as  thin  as 
it  is  for  recipe  books. 

Generally  speaking,  however,  programs  of  any  significant  size  and 
complexity  are  works  of  authorship  that  exhibit  all  the  attributes  of 
those  imaginative  literary  works  of  the  type  with  which  the  general 
public  —  and  copyright  law  —  are  already  quite  conversant. 

Despite  being  written  in  languages  unfamiliar  to  most  of  us,  pro¬ 
grams  are  not  qualitatively  different  from  traditional  works  of  imagi¬ 
nation  in  ways  that  should  affect  the  protection  available  for  their  de¬ 
tailed  internal  and  external  designs. 

Copyright  is  not  only  an  appropriate  form  of  protection  for  com¬ 
puter  programs,  but  its  application  is  also  critical  for  their  continued 
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215.  Abridged  and  reprinted  with  permission  of  the  author  and  Greenwood  Publish¬ 
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BY  LAWRENCE  SAVELL 

For  U.S.  companies  looking  to  harvest  the  products  of  inven¬ 
tors  and  designers  in  the  Soviet  Union,  imminent  changes  in 
the  way  the  Soviet  government  views  and  protects  the 
fruits  of  private  efforts  indicate  the  time  to  reap  may  be 
about  to  come. 

Among  the  products  of  greatest  potential  interest  to  U.S.  busi¬ 
nesses  is  computer  software  designed  by  the  virtually  untapped  and 
growing  legion  of  Soviet  programmers. 

It  is  generally  agreed  that  the  level  of  copyright  protection  afford¬ 
ed  in  the  Soviet  Union  has  failed  to  keep  up  with  changing  technologi¬ 
cal  and  political  realities  and  needs.  This  deficiency  is  a  reflection  of 
the  long-standing  Marxist  philosophy  that  there  is  no  such  thing  as 
private  property.  As  a  result,  intellectual  property  has  been  viewed 
as  being  in  the  public  domain  and  unprotected;  therefore,  copying  of 
software  has  been  legal  and  rampant. 

Changing  Soviet  law 

Although  current  Soviet  copyright  law  does  not  expressly  include 
protection  for  computer  software,  changes  are  on  the  horizon. 

The  U.S./Soviet  Union  “Agreement  on  Trade  Relations”  signed 
by  President  George  Bush  and  President  Mikhail  Gorbachev  on  June 

1  during  their  sum¬ 
mit  in  Washington, 
D.C.,  represents  the 
first  normalizing  of 
trade  relations  be¬ 
tween  the  two  su¬ 
perpowers  since 
1951.  It  includes  ex¬ 
tensive  provisions 
on  copyrights  and 
other  intellectual 
property. 

The  agreement, 
which  would  become 
effective  upon  ap¬ 
proval  by  Congress, 
reflects  the  Soviet 
government’s  prom¬ 
ise  to  increase  the 
level  of  protection 
afforded  within  their 
country.  It  therefore 
helps  the  Soviets  re¬ 
duce  their  economy’s  isolation  while  allowing  Western  investors  in¬ 
terested  in  Soviet  products  and  planning  joint  ventures  with  newly 
formed  Soviet  business  cooperatives  to  obtain  a  greater  measure  of 
Western-style  protection  for  their  investments. 

One  article  of  the  agreement  provides  for  the  “Protection  of  Intel¬ 
lectual  Property.”  The  two  nations  agreed  to  “ensure  in  accordance 
with  the  provisions  of  internal  legislation,  protection  and  implemen¬ 
tation  of  intellectual  property  rights,  including  copyright  on  literary, 
scientific  and  artistic  works  such  as  computer  programs  and  data 
bases . . .” 

The  parties  agreed  to  “ensure  that  their  international  commit¬ 
ments  in  the  field  of  intellectual  property  rights  are  honored.”  Thus, 
both  nations  “reaffirmfed]  the  commitments  made”  in  prior  agree¬ 
ments,  including  those  “made  with  respect  to  copyright  in  the 

Continued  on  next  page 
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cates  CCCP-Intemational  Lawyers,  which  provides  legal  services  to  Western  and 
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Soviet  Union 

FROM  PREVIOUS  PAGE 

Universal  Copyright  Convention  of  Sep¬ 
tember  6,  1952 . . 

In  the  agreement,  the  parties  also  con¬ 
sented  to  provide  “protection  for  com¬ 
puter  programs  and  databases  as  literary 
works  under  the  copyright  laws ...”  The 
Supreme  Soviet  also  directed  the  Council 
of  Ministers  to  introduce  this  year  for  its 
examination  draft  legislation  regarding 
intellectual  property,  creating  conditions 
necessary  for  the  USSR’s  participation  in 
the  International  Berne  Convention  for 
the  Protection  of  Literary  and  Artistic 
Works.  The  Soviet  government  agreed  to 
introduce  draft  legislation  in  1991  that 
will  include  the  following: 

•  Extending  copyright  protection  “to  all 
types  of  computer  programs,  including 
application  programs  and  operating  sys¬ 
tems  that  may  be  expressed  in  any  lan¬ 
guage,  whether  in  source  or  object  code 
and  regardless  of  their  medium  of  fixa¬ 
tion.” 

•  Equating  the  “duration  and  level  of  pro¬ 
tection  for  computer  programs”  to  “that 
provided  to  other  literary  works.” 

•  Allowing  owners  of  a  copy  of  a  computer 
program  to  make  or  authorize  the  making 
of  a  single  copy  or  adaptation  of  that  pro¬ 
gram.  The  institution  of  more  protective 
and  progressive  copyright  legislation 
should  help  to  foster  the  blossoming  of  the 
Soviet  software  industry  —  and  its  poten¬ 
tial  to  eventually  become  the  new  Silicon 
Valley.  • 


The  Tetris  case 


The  vast  financial  potential  of  marketing  Soviet-creat¬ 
ed  products  —  as  well  as  the  pitfalls  of  dealing  with  a 
society  where  copyrights  have  historically  been 
somewhat  nebulous  —  are  reflected  in  the  experi¬ 
ence  regarding  the  game  “Tetris.” 

Tetris  is  one  of  the  hottest  selling  video  and  computer 
games  in  recent  years.  In  Tetris,  players  manipulate  descend¬ 
ing  geometric  shapes  to  form  solid  rows  at  the  bottom  of  the 
screen,  using  the  available  space  as  efficiently  as  possible. 
The  shapes  are  combinations  of  four  boxes  (in  Greek,  “tetra” 
means  “four”).  The  playing  area  is  surrounded  with  changing 
pictures  of  Soviet  scenes;  catchy  regional  folk  tunes  play  in 
the  background. 

Tetris  was  created  in  1985  by  Alexey  Pazhitnov,  a  pro¬ 
grammer  and  scientific  assistant  at  the  Soviet  National  Acad¬ 
emy  of  Sciences  in  Moscow.  The  granting  of  rights  by  the  So¬ 
viet  government  to  import  Tetris  into  the  U.S.  and  elsewhere 
has  been  the  subject  of  protracted  and  heated  litigation  be¬ 
tween  Atari  Games  Corp.  and  Tengen,  Inc.  on  one  side  and 
Nintendo  of  America,  Inc.  and  related  entities  on  the  other. 

Andromeda  strain 

Atari  and  Tengen  claimed  rights  to  the  game  originating  from 
the  purchase  of  rights  by  Andromeda  Software  Ltd.  from 
Electronorgtechnica  (Elorg),  a  Soviet  foreign  trade  agency. 
Mirrorsoft  Ltd.,  a  British  company  and  division  of  Maxwell 
Communications,  then  acquired  rights  from  Andromeda. 
Atari  bought  its  rights  from  Mirrorsoft. 

Nintendo,  however,  claimed  ownership  of  certain  specific 
rights  relating  to  the  Tetris  game  arising  out  of  its  own  subse¬ 
quent  agreement  with  Elorg,  allegedly  conveying  the  world¬ 


wide  handheld  rights  and  an  option  for  the  lucrative  home  vid¬ 
eo  rights  to  the  game. 

Nintendo  subsequently  issued  a  press  release  giving  Atari 
notice  of  its  rights  to  Tetris,  and  brought  Tetris  out  for  its 
regular  home  video  game  system  and  handheld  Game  Boy  ma¬ 
chines.  To  date,  Nintendo  has  sold  more  than  2.5  million 
copies  of  the  game. 

Injunction  granted 

Claiming  superior  rights,  Atari  and  Tengen  filed  suit  against 
Nintendo  for  copyright  infringement.  However,  the  United 
States  District  Court  for  the  Northern  District  of  California 
granted  Nintendo’s  motion  for  a  preliminary  injunction,  en¬ 
joining  Atari  and  Tengen  from  making,  copying  or  distribut¬ 
ing  the  game  or  any  works  copied,  derived  from  or  substan¬ 
tially  similar  to  it. 

The  court  held  that  the  evidence  did  not  show  that  either 
Tengen  or  its  predecessors  in  the  licensing  chain  were  ever 
granted  the  television  video  game  rights  to  Tetris. 

The  court  pointed  to  numerous  communications  between 
the  Soviet  agency  and  its  licensee  showing  that  Nintendo  was 
likely  to  prevail  on  the  merits  of  its  claim.  Nintendo  subse¬ 
quently  was  granted  summary  judgment  on  its  claim  to  home 
video  rights  to  Tetris  because  the  court  ruled  that  Androme¬ 
da  had  purchased  only  the  personal  computer  rights  to  the 
game.  Thus,  according  to  the  court,  Mirrorsoft  and  Atari  had 
paid  for  something  —  the  home  video  rights  —  that  Androm¬ 
eda  did  not  own.  Atari  is  appealing  the  decision  and  accuses 
the  Soviets  of  knowingly  selling  the  same  rights  to  Nintendo 
that  they  sold  to  Andromeda. 

LAWRENCE  SAVELL 
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commercial  availability.  Other  forms  of 
protection  do  not  provide  adequate  cover¬ 
age.  The  principal  additional  forms  of  pre¬ 
serving  the  asset  value  of  original  soft¬ 
ware  are  patents  and  trade  secrets  — 
neither  of  which  provide  sufficient  protec¬ 
tion. 

Patent  protection.  This  is  only 
available  for  software  that  contains  inven¬ 
tions,  which  is  only  a  small  proportion  of 
the  software  written  in  a  given  year. 
Moreover,  when  a  program  does  embody 
an  invention,  protection  is  only  available 
for  those  portions  of  the  software  package 
comprising  the  invention.  IBM  has  a  pat¬ 
ent,  for  instance,  on  a  particular  method 
of  checking  for  spelling  errors  by  compu¬ 
tationally  matching  the  words  in  the  text 
against  candidate  words  from  a  stored  dic¬ 
tionary.  Spell  checking  is  currently  of¬ 
fered  as  part  of  many  word  processing 
systems.  The  patent  covers  only  small 
portions  of  some  of  IBM’s  word  process¬ 
ing  programs. 

Moreover,  the  patenting  process  is  not 
a  cheap  one.  Unlike  copyrights,  which 
arise  automatically  as  soon  as  the  pro¬ 
gram  is  written  down  or  otherwise  “fixed 
in  a  tangible  means  of  expression,”  patent 
rights  do  not  accrue  until  a  patent  has 
been  issued  by  the  patent  office,  and  for 
that  to  happen,  the  inventor  must  pre¬ 
pare,  submit  and  prosecute  an  applica¬ 
tion. 

Trade  secret  protection.  This  mode 
of  protection  is  commonly  used  in  con¬ 
junction  with  copyright.  Trade  secret 
protection  is  only  good  as  long  as  the  code 
of  the  program  is  kept  secret.  For  soft¬ 
ware  distributed  commercially,  that  may 
Continued  on  next  page 


An  issue  in  Europe  and  Japan,  too 


The  software  protection  question  is  international  in 
scope.  The  innovators  and  the  clones  —  and  their 
respective  supporters  in  government  and  academia 
—  jet  around  the  world  to  seminars  and  meetings, 
trying  to  drum  up  support  for  their  points  of  view.  At 
such  a  seminar  in  Phoenix,  early  in  1989,  there  were  lawyers 
and  business  professionals  from  Japan,  a  representative  from 
the  European  Commission  and  a  judge  from  Taiwan. 

Not  long  ago,  a  seminar  on  “reverse  engineering  of  soft¬ 
ware”  sponsored  by  Japanese  computer  manufacturers  was 
held  in  Berlin  with  speakers  from  the  UK,  U.S.,  West  Germa¬ 
ny  and  Japan.  Articles  on  U.S.  copyright  law  as  it  applies  to 
software  appear  in  European  legal  periodicals.  Articles  on 
Japanese  copyright  law  as  it  applies  to  software  appear  in  U.S. 
legal  periodicals.  The  subject  receives  a  lot  of  attention,  and  it 
deserves  it. 

The  Commission  of  the  European  Community  has  recently 
had  occasion  to  consider  the  various  forms  of  protection  avail¬ 
able  for  computer  programs  in  connection  with  a  study  of  the 
need  for  harmonizing  the  laws  of  Common  Market  countries 
regarding  legal  protection  for  software. 

It  concluded  that  if  research  and  investment  in  computer 
technology  are  to  continue  at  a  sufficient  level  to  allow  the 
Community  to  keep  pace  with  other  industrialized  countries, 
protections  are  needed. 

Specifically,  in  a  proposal  for  a  council  directive  on  the  le¬ 
gal  protection  of  computer  programs  detailing  its  proposed 
harmonization,  the  EC  said  it  was  essential  to  create  a  legal 
environment  that  will  afford  a  degree  of  protection  against 
unauthorized  reproduction  of  the  computer  program  at  least 
comparable  to  that  given  to  works  such  as  books,  films,  musi¬ 
cal  recordings  or  industrial  designs. 

In  the  commission’s  view,  the  “overwhelming  weight  of 
evidence  . . .  indicated  that  protection  by  copyright  is  the 
most  appropriate  measure  to  adopt.”  The  commission  fur¬ 
ther  said  that  “within  the  framework  of  copyright,  protection 
as  a  literary  work  is  desirable”  because  a  program  “has  all  the 
characteristics  of  a  literary  work;  namely,  that  it  is  the  ex¬ 


pression  in  language  and  in  a  perceivable  form  from  which  it 
can  be  reproduced  of  an  idea  or  series  of  ideas,  created  by  the 
expenditure  of  human  skill  and  labor.” 

In  Japan,  the  picture  is  mixed.  The  Japanese  Ministry  of  In¬ 
ternational  Trade  and  Industry  (MITI)  tried  a  few  years  ago 
to  have  a  special  law  of  software  protection  adopted  in  place 
of  traditional  copyright  protection.  The  special  legislation 
would  have  limited  fairly  substantially  the  scope  of  protection 
for  software  in  Japan.  The  attempt  failed,  but  MITI  has  not 
given  up. 

Meanwhile,  the  amendment  to  the  Japanese  copyright  law 
that  did  pass  the  Japanese  Diet  excluded  from  protection  “al¬ 
gorithms,  rules  and  programming  languages.” 

New  recognition 

Even  in  Japan,  however,  where  one  after  another  of  the 
world’s  industries  has  been  overtaken  by  a  strategy  whose 
early  phases  have  consisted  of  slavish  copying,  there  is  a  new 
recognition  that  —  at  least  in  the  case  of  software  —  a  differ¬ 
ent  strategy  is  necessary. 

In  major  part,  that  realization  is  the  result  of  the  pressures 
put  on  Japan’s  industrial  base  by  competition  from  the  newly 
industrialized  nations  of  the  Pacific  Rim,  such  as  Korea,  Tai¬ 
wan  and  Singapore.  Products  from  those  nations  are  now  not 
only  eating  into  Japan’s  share  of  the  U.S.  market  but  also  in¬ 
vading  Japan  itself. 

With  specific  reference  to  software,  Peat  Marwick  Main  & 
Co.’s  Yukuo  Takenaka,  head  of  the  firm’s  Project  Japan,  says 
that  Japan  can  become  a  global  leader,  but  only  if  the  Japanese 
government  changes  its  attitude  toward  intellectual  property 
protection.  He  says  that  this  is  not  just  a  short-term  business 
issue;  rather,  it  is  “a  moral  issue  that  demands  that  Japan 
adopt  a  global  point  of  view  in  its  truest  sense.” 

In  other  words,  intellectual  property  rights  have  now  be¬ 
come  “global  business  etiquette.”  Whether  Takenaka’s 
views  will  be  more  widely  adopted  in  Japan  remains  to  be 
seen. 

ANTHONY  L.  CLAPES 
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SPEEDY  AUTO  RENT* 


When  you  need  multipart  forms 
and  you  need  them  fast,  don't  just 
take  them  as  they  come.  Get  them  on 
the  go.  With  a  Datasouth  Demand 
Document  printer. 

Datasouth  Demand  Document 
printers  are  heavy  duty,  no-nonsense, 
dot  matrix  printers  with  a  zero  tear-off 
feature.  So  you  can  print  to  the  very 
bottom  of  your  form  and  tear  it  right 
off,  without  wasting  the  form  that 
follows.  Your  next  form  is  left  aligned, 
in  one  piece,  and  ready  to  print. 

Which  means  you  not  only  save 
forms,  you  also  save  time.  And  that's 
critical  for  transaction  oriented  out¬ 
put  like  hotel  bills,  airline  tickets,  pack¬ 
ing  slips,  and  shipping  invoices.  You 


can  even  print  Code  39  bar  codes  for 
auto-ID  and  tracking  systems. 

You  also  save  headaches,  be¬ 
cause  a  Datasouth  is  built  for  years  of 
trouble  free  printing,  even  in  100% 
duty  cycles.  With  a  straight-through 
paper  path,  so  hard  to  manage  media 
doesn't  bunch  up  or  jam.  And  a  high 
powered  ballistic  printhead  for  legible 
text  and  bar  codes  on  forms  up  to  six 
copies  thick. 


And  Datasouth  Demand  Docu¬ 
ment  printers  are  compatible  with 
IBM  3270,  System/3X,  or  AS/400  sys¬ 
tems,  DEC  VAX  systems,  or  ASCII 
minis  and  micros. 

So  when  you  need  fast  forms, 
and  you  need  them  to  go,  go  for 
a  Datasouth  Demand  Document 
printer. 

Call  1-800-476-2120  today 
for  the  name  of  your  nearest 
Datasouth  distributor. 


Datasouth 

AMERICA’S  HIGH  PERFORMANCE 
PRINTER  COMPANY 

Tel:  (704)523-8500,  Tlx:  6843018,  DASO  UW 
Sales:  1(800)476-2120;  Service:  1  (800)476-2450 
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Please  send  me  information  on  the  Demand  Document  printer  that  keeps  my  forms  on  the  go. 


NAME 


TITLE 


COMPANY 


STREET  ADDRESS 


Mail  to:  Datasouth  Computer  Corporation 
P.O.  Box 240947,  Charlotte,  NC 28224  ( 


CITY/STATE/ZIP 
) 


i  i.  i,  ; 

© 


PHONE  CW  7/16/90 

©  1990  Datasouth  Computer  Corporation.  DEC  is  a  registered  trademark  of  Digital  Equipment  Corporation.  IBM,  System/3X.  and  AS/400  are 
trademarks  or  registered  trademarks  of  International  Business  Machines  Corporation. 


It  seemed  so  simple.  You  had  to  connect  two  LANs 
so  you  put  in  a  repeater.  Then  more  LANs  cropped 
up,  and  more  network  traffic  appeared,  so  you  put  in 
a  bridge  to  improve  response  times.  And  then  you 
breathed  easier  because  the  network  was  segmented 
and  under  control  again.  Until  other  networks 
sprang  up  in  other  cities.  Dallas.  New  York.  L.A. 
Paris.  With  each  running  different  protocols.  What 
began  as  a  simple  project  is  now  a  geo-strategic 
headache. 

It  doesn’t  have  to  be  this  way.  You  can  manage 
growth  on  your  network  less  painfully.  With 


NETBuilder™  and  MultiConnectf 

NETBuilder  combines  a  bridge,  router,  or 
brouter  in  a  single  hardware  platform.  You  choose 
the  solution  you  need  by  changing  a  single  diskette. 
And  you  can  transform  NETBuilder  from  local  area 
to  wide  area  by  adding  a  single  board. 


As  your  network  grows  around  the  world, 


NETBuilder  makes  network  management  easy.  You 
can  install,  configure  and  manage  your  network  from 
any  workstation  on  your  system  worldwide.  And 
because  3Com  is  an  active  leader  in  developing  net¬ 
work  management  standards,  your  3Com®  network 
management  system  will  be  interoperable  with  the 
rest  of  your  network  products.  What’s  more,  as  you 
segment  your  network,  MultiConnect  Ethernet 
repeaters  allow  you  to  mix  and  match  virtually  any 
cabling  medium. 

The  result:  modular  internetworking  that  lets 
you  manage  your  network  growth  intelligently. 

To  learn  more,  just  call  l-800-NET-3Com  Dept. 
D5013.  You’ll  receive  a  detailed  internetworking 
tutorial,  along  with  an  introduction  to  3Com  inter¬ 


networking  solutions.  At  3Com  we  make  products 
that  network  more  types  of  systems  to  more  types  of 
systems.  Whether  it’s  network  adapter  boards,  oper¬ 
ating  systems  or  servers.  Because  what  good  is 
connectivity  along  one  part  of  the  network  if  you  can’t 
rely  on  the  rest  of  it  as  well? 

3Com 

We  network  more  types  of  systems 
to  more  types  of  systems?’ 


©1990  3Com  Corporation.  3165  Kifer  Road.  Santa  Clara.  CA  95052  Telephone  (408)  562-6400  3Com.  NETBuilder. 
MultiConnect  and  the  3Com  tagline  are  trademarks  of  3Com  Corporation. 


IN  DEPTH:  SOFTWARE  COPYRIGHT 


ONCE  COMPETITORS  can  acquire  a  copy 
of  the  program,  even  an  object-code  copy 
on  diskette,  the  process  of  unraveling  the 
secret  begins. 


Continued  from  previous  page 
not  be  very  long.  Once  competi¬ 
tors  can  acquire  a  copy  of  the 
program,  even  an  object-code 
copy  on  diskette,  the  process  of 
unraveling  the  secret  begins. 
Software  suppliers  commonly 
attempt  to  protect  themselves 
against  loss  of  secrecy  by  con¬ 
tract. 

Although  most  authors  of 
commercial  programs  distribute 


their  products  in  object-code 
form  only,  specifically  to  pre¬ 
serve  the  source  code  as  a  trade 


secret,  dumping,  tracing  and  de¬ 
compiling  are  all  activities  that 
compromise  that  secrecy.  Ac¬ 


cordingly,  most  software  suppli¬ 
ers  license  their  software  under 
terms  explicitly  prohibiting  such 
activities. 

It  is  not  clear  how  effective 
such  provisions  are.  For  one 
thing,  the  terms  of  those  license 
agreements  cannot  prevent 
dumping,  tracing,  decompilation 
or  other  translation  activities  by 
persons  who  legitimately  have 
access  to  the  object  code  of  the 


Statistical  Multiplexers 
Made  Simple. 


Control  costs,  eliminate  errors  and  increase  security. 

Simplify  your  asynch  communications  with  a  pair  of 
MultiMux  statistical  multiplexers.  By  replacing  your  dial-up 
lines  with  one  or  two  leased  lines,  you'll  save  money  and 
improve  your  network  integrity. 

Simply  more  intelligent. . . 

A  4,  8,  16  or  32  channel  MultiMux  gives  you  full  command  control,  with 
statistical  reporting,  remote  configuration  and  test,  9600  and/or  14,400 
bps  link  modems,  and  much  more. 

. . .  and  easy  to  use. 

With  your  MultiMuxes'  easy  installation,  you'll  be  up  and  running  quickly. 
Then  you'll  forget  they're  even  there,  except  once  a  month  when  you  get 
your  smaller  phone  bill. 


MultiTech  simplifies  your  choice  in  data 
communications,  with  a  full  line  of  modems, 
multiplexers,  LAN  systems  and  3270  emulators. 

Multi  Tech  A 

Systems 

The  right  answer  every  time 

Multi-Tech  Systems,  Inc. 

2205  Woodale  Drive 
Mounds  View,  Minnesota  55112  U.S.A. 
(612)  785-3500  (800)  328-9717 
U.S.  FAX  (612)  785-9874 
International  Telex  4998372  MLTTC 
International  FAX  (612)  375-9460 


target  program  without  being 
obligated  under  those  agree¬ 
ments.  For  another  thing,  the 
narrow  protectionists  have 
moved  beyond  copyright  and 
have  begun  clamoring  for  legisla¬ 
tion  that  would  render  contrac¬ 
tual  prohibitions  on  reverse  en¬ 
gineering  unlawful. 

Copyright  is  thus  a  critical 
mode  of  protection  for  the  asset 
value  of  software  despite  the 
availability  of  patent  or  trade  se¬ 
cret  protection.  It  protects  origi¬ 
nal  expression,  whether  that  ex¬ 
pression  is  an  invention  or  not, 
and,  therefore,  covers  software 
writing  more  generally  than  pat¬ 
ent  protection.  On  the  other 
hand,  it  does  not  provide  the  ex- 


COPYRIGHT  is 

thus  a  critical 
mode  of  protec¬ 
tion  for  the  asset  value 
of  software  despite 
the  availability  of  pat¬ 
ent  or  trade  secret 
protection. 


elusory  powers  that  patents  do, 
and  its  broad  applicability  does 
not  therefore  risk  hindering  pro¬ 
gress. 

Unlike  trade  secret  protec¬ 
tion,  copyright  protection  does 
not  vanish  if  the  work  in  question 
is  made  public. 

In  the  U.S.,  the  state  of  the 
law  is  clear:  Computer  programs 
are  eligible  for  traditional  copy¬ 
right  protection.  As  the  body  of 
case  law  expands,  the  paths 
through  the  gray  area  of  the 
idea-expression  dichotomy  be¬ 
come  clearer.  An  orderly  unfold¬ 
ing  is  under  way,  providing  a  bal¬ 
anced  legal  environment  for  the 
further  development  of  a  vital  in¬ 
dustry. 

As  a  medium  of  expression, 
software  is  evolving  quite  rapid¬ 
ly.  The  force  behind  that  evolu¬ 
tion  is  innovational  competition. 
Copyright  protection  both  in¬ 
duces  and  facilitates  innovational 
competition  by  protecting  origi¬ 
nal  expression  while  simulta¬ 
neously  permitting  the  free  use 
of  ideas.  While  the  trial  of  soft¬ 
ware  copyright  cases  can  pre¬ 
sent  challenging  problems  of 
proof,  the  courts  have  succeeded 
so  far  in  coming  to  grips  with  the 
facts  and  applying  the  well- 
known  principles  of  copyright  to 
those  facts. 

A  useful  and  fascinating  body 
of  legal  precedent  is  developing. 
Firms  active  in  supplying  soft¬ 
ware  to  users  in  the  U.S.  and 
elsewhere  in  the  world  know  — 
or  can  know  —  what  is  expected 
of  them  when  they  choose  to  re¬ 
fer  to  their  competitors’  prod¬ 
ucts  in  developing  their  own 
products.  There  is  every  reason 
to  believe  that  the  judiciary  body 
will  continue  to  succeed  in  adapt¬ 
ing  copyright  doctrine  to  the  ar¬ 
cane  epic  poetry  of  the  Comput¬ 
er  Age.  • 
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Its  not  that  were  cramped 
for  space  at  ROLM.  Very 
simply  we  believe  that 
every  moment  our  field 
force  spends  in  our  office 
is  a  moment  that  they 
could  be  spending  with  you. 
Learning  your  business. 
Asking  questions.  Finding 
out  what  they  need  to 
know  to  make  your  tele- 


through  new  applications 
like  CallPath.™ 

You  see,  at  ROLM 
we  make  it  our  business  to 
know  yours.  And  that’s 
something  we  cant  do  sitting 
behind  a  desk.  Or  standing 
around  the  coffee  machine. 
Which  means  as  a  ROLM 
customer,  you’ll  be  seeing  a 
lot  more  of  our  people  than 


communications  system,  8:56  a.m.:  the  ROLM  representative  reporting  to  work  at  we  do.  And  that’s  fine  with 

J  READER'S  DIGEST  World  Headquarters. 


and  your  companys  operations,  as  effective 
as  possible.  From  combining  voice  and  data 
facilities  into  one  integrated  system  and 
explaining  to  each  employee  exactly  how  to 
use  it.  lo  improving  call  center  productivity 


us.  Because  we’ll  always  know  just  where 
to  find  them.  And  so  will  you.  For  more  in¬ 
formation,  call  us  at  1-800-624-8999  ext.  235. 

WE  ASK  BETTER  QUESTIONS. 
YOU  GET  BETTER  ANSWERS. 

An  IBM  and  Siemens  Company 


Readers  Digest  is  a  registered  trademark  of  the  Reader's  Digest  Association.  Inc. Call  Path  is  a  trademark  of  IBM  ©1990  ROLM  Company. 
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Courtship  rituals 

Texas  Instruments,  Inc. 

returned  last  week  to  a  lucra¬ 
tive  arena:  the  federal 
court’s  patent  jurisdiction. 
This  time,  TI  is  contending 
that  Analog  Devices,  Inc., 
Cypress  Semiconductor 
Corp.,  Integrated  Device 
Technology,  LSI  Logic 
Corp.  and  VLSI  Technol¬ 
ogy,  Inc.  have  been  using  a 
patented  chip-packaging  pro¬ 
cess  without  benefit  of  li¬ 
cense.  TI  wants  the  court  to 
decree  that  licenses  must  be 
obtained;  if  it  prevails,  the 
firm  will  reportedly  collect 
about  $20,000  per  year. 


Ask  and  receive 

Mountain  View,  Calif. -based 
Ask  Computer  Systems, 
Inc.  broadened  its  market¬ 
ing  span  and  completed  the 
management  transition  initi¬ 
ated  last  fall  by  founder  San¬ 
dra  Kurtzig’s  return  as  chief 
executive  officer  with  the  ap¬ 
pointment  of  Eric  Carlson  as 
vice-president  of  engineer¬ 
ing  and  product  operations. 
The  position  places  Carlson  in 
charge  of  product  develop¬ 
ment  not  only  for  Ask’s  tradi¬ 
tional  Hewlett-Packard  Co. 
and  Digital  Equipment  Corp. 
platforms,  but  also  for  the 
more  recently  added  IBM  and 
open  systems  product  lines. 

More  briefs  on  page  110 


Parallel  systems:  United  they  stand 

Computer  firms,  universities  and  their  home  state  pitch  in  to  plant  ‘Silicon  forest ’ 


All  together  now... 

Several  Portland-area  companies  are  counting  on  their  combined  efforts  -  and  those  of  the 
state  and  universities  of  Oregon  -  to  benefit  the  development  of  a  parallel  computing  market 


Company 

Processor 

1989 

Target 

Architecture 

Sales 

Market 

Sequent 

Up  to  30 
concurrent 

Commercial: 

Computer 

$145  million 

Platforms  -  Intel  386-based, 

Systems,  Inc. 

Unix-based,  computers  with  shared 
memory 

Scientific  Intel 

$20  million 

Scientific: 

Intel  Corp. 

386  or  I860 

Up  to  128  processors,  Unix  and 

processors 

proprietary  distributed  memory 

NCube 

Proprietary 

processors 

N/A 

Scientific: 

64  to  8,000  processors,  Unix  and 
proprietary,  distributed  memory 

Cogent 
Research  Inc. 

Up  to  32 
INMOST800 

N/A 

Scientific: 

Proprietary  with  Unix  emulation. 

processors 

distributed  memory,  with  hypercube 
or  shared  memory  emulation 

N/A=Not  available 
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Beaverton,  Ore.  —  when 
Hewlett-Packard  Co.,  Mips 
Computer  Systems,  Inc.  and 
Sun  Microsystems,  Inc. 
aimed  at  developing  a  new 
architecture  —  reduced  instruction 
set  computing  (RISC)  —  each  of  those 
Silicon  Valley  companies  pursued  the 
market  in  its  own  competitive  way. 

A  handful  of  companies  cultivating 
another  new  architecture  —  parallel 
computing  —  in  the  Portland,  Ore. 
area  are  developing  it  in  their  own 
competitive  ways  as  well,  but  they  are 
also  developing  it  together,  for  the 
benefit  of  all  of  them  and  with  an  added 
economic  benefit  going  to  the  state  of 
Oregon. 

The  extra  benefit  to  users,  vendors 
said,  will  be  code  that  runs  faster  on 
parallel  computers  and  could  be  lever¬ 
aged  to  other  architectures. 

Parallel  computing  itself  is  not  new; 
some  of  its  prototypes  date  back  to  the 
early  1980s.  What  has  kept  it  from  tak¬ 
ing  off  before  now  is  a  lack  of  software, 
particularly  for  commercial  applica¬ 
tions.  For  the  most  part,  new  algo¬ 
rithms  must  be  devised  to  spread  com¬ 
putations  over  many  CPUs  at  once  to 
take  advantage  of  the  architecture. 
That's  where  the  consortium  comes 
into  the  picture. 

Called  the  Oregon  Advanced  Com¬ 
puting  Institute,  or  Oacis,  the  consor¬ 
tium  will  not  carry  products  all  the  way 
to  application  software  for  specific 
firms,  but  it  will  take  them  approxi¬ 
mately  90%  of  the  way,  said  Sudir 
Bhagwan,  president  of  the  group. 

“None  of  our  companies  are  big 
enough  to  do  the  research  and  devel¬ 
opment  themselves,”  Bhagwan  said. 


Indeed,  of  the  five  principal  hard¬ 
ware  companies  involved,  Sequent 
Computer  Systems,  Inc.  is  the  largest, 
with  revenue  of  $145  million  last  year. 
While  Sequent  continues  in-house  soft¬ 
ware  development,  it  will  get  to  mar¬ 
ket  faster  if  it  takes  “raw”  software 
from  Oacis  and  fine-tunes  it  for  the 
company’s  particular  architecture, 
said  Stephen  Verleye,  core  products 
marketing  manager  for  the  company. 

In  establishing  Oacis  last  October 
with  a  $5  million  grant,  Oregon  Gov. 
Neil  Goldschmidt  stated,  “The  insti¬ 
tute  is  pooling  the  talents  of  these  com¬ 
panies  and  computer  scientists  from 
Oregon  universities  into  research  ac¬ 
tivities  they  all  can  use  but  none  alone 
could  afford.” 

With  a  well-publicized  decline  in  the 
availability  of  high-quality  timber  to 
build  Oregon’s  primary  industry,  the 
state  is  looking  to  diversify  its  econom¬ 
ic  base.  In  an  effort  to  keep  Oacis  from 
going  the  way  of  some  other  consortia 
—  such  as  the  Austin,  Texas-based 


semiconductor-oriented  Sematech  — 
that  had  little  federal  funding  and  are 
now  suffering  from  withering  support, 
Oregon  is  actively  pushing  a  technol¬ 
ogy  policy. 

Practically,  parallel  software  will  be 
able  to  take  existing  applications  and 
break  them  into  pieces  to  be  run  con¬ 
currently  on  many  processors.  “Tradi¬ 
tional  algorithms  were  devised  for  se¬ 
quential  processing,  even  though  the 
problem  may  be  inherently  parallel,” 
said  Wendy  Vittori,  director  of  market¬ 
ing  at  Intel  Scientific  Computers. 

“Code  and  algorithms  get  old,  like 
computers,”  said  Steve  Colley,  presi¬ 
dent  of  NCUBE.  “The  side  benefit  of 
parallelizing  software  is  that  people 
are  revisiting  programs. 

“Mathematics  keeps  moving,”  he 
said.  “Fifteen  years  ago,  the  best  way 
to  solve  a  problem  was  this  [particular 
algorithm].  Then  it  got  buried  in  a  pro¬ 
gram.  When  software  developers  look 
at  it  again,  they  could  use  new  math 
and  make  it  run  twice  as  fast.” 
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Rdb  is  the  data 
And  here’s  the 


More  customers  have  installed 
Rdb/VMS™  on  their  VAX®  systems 
than  any  other  relational  database. 

When  you’re  considering  a  data¬ 
base  for  production  systems,  compare 
Rdb  with  other  databases  in  key  areas, 
and  you’ll  see  why  customers  have 
made  Rdb  their  #1  choice. 

Consider: 

Performance 

With  Rdb,  our  highest  priority  is 
performance.  Customer  benchmarks 
show  that  Rdb  outperforms  the  com¬ 
petition  on  real-world  applications. 
Rdb’s  sophisticated  tuning  capabilities 
and  optimizer  provide  high  perform¬ 
ance  and  availability  for  both  query 
and  update  applications.  And,  with 
RdbExpert™,  we’re  the  only  vendor 
with  expert  system-based  design  and 
tuning  tools  that  automatically  opti¬ 
mize  Rdb  performance  according  to 
your  environment  and  applications. 


Integration 

As  you’d  expect,  because  it’s  made 
by  Digital,  Rdb  is  fully  integrated 
with  the  entire  VAX  computing  family 
-  from  the  desktop  to  the  VAX  9000 
mainframe.  On  standalone,  SMP,  net¬ 
worked,  and  VAXcluster™  systems, 
Rdb  delivers  full  support  with  func¬ 
tionality  that’s  optimized  for  the 
VMS®  operating  system.  Integration 
doesn’t  stop  with  hardware.  A  system- 
wide  data  dictionary,  TP  monitors, 
and  a  full  range  of  information  man¬ 
agement  products  take  advantage  of 
the  full  power  of  Rdb. 

Interoperability 

With  SQL/Services,  a  standard 
feature  of  Rdb,  you  can  read  and 
write  Rdb  data  from  the  desktop 
of  your  choice,  including  MS-DOS®, 
ULTRIX™,  VMS,  Macintosh®  and 


OS/2®.  Rdb  is  designed  to  let  you 
integrate  your  existing  data,  accessing 
information  from  IBM  systems  run¬ 
ning  DB2™,  IMS™,  and  VSAM™ 
databases. 

Standards 

Because  we  champion  open  stan¬ 
dards,  Rdb  is  based  on  SQL  ANSI/ISO 
standards.  Only  Rdb  supports  SQL 
module  language  allowing  SQL  com¬ 
mands  to  be  used  from  any  language. 
And  the  interfaces  for  Rdb  and  for 
CDD/Plus™,  our  enterprise- wide  data 
dictionary,  are  published.  This  means 
there  is  a  world  of  software  tools  and 
applications  for  Rdb  -  from  Digital 
and  from  hundreds  of  vendors  in  our 
Rdb  Solutions  Vendor  Program 
(RSVP). 
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base  of  choice, 
data  it’s  based  on. 


Production  Systems 

Choosing  a  production  system 
database  is  serious  business  and  Rdb 
is  designed  to  deliver  high  availability 
and  integrity  that  mission  critical  ap¬ 
plications  require.  Rdb’s  integration 
with  our  full-function  TP  monitors, 
VAX  ACMS™  and  DECintact™,  make 
it  the  ideal  database  for  supporting 
high- volume  transaction  processing. 
Rdb  is  tightly  integrated  with  the 
VMS  operating  system  to  take  full 
advantage  of  automatic  failover  capa¬ 
bilities  on  VAXclusters. 

Security 

With  Rdb,  you  can  feel  secure 
about  your  data.  Rdb  features  data¬ 
base  enforced  referential  integrity 
and  level  C 2  security  as  defined  by  the 
National  Computer  Security  Center. 
Because  Rdb  is  integrated  with  VMS, 
it  insures  consistent  access  control  and 
data  integrity  checking  at  all  levels. 


Distributed 

Digital  pioneered  distributed  com¬ 
puting.  No  wonder  Rdb  has  been  giv¬ 
ing  customers  remote  access  to  data 
since  Version  1.0.  The  optional  VAX 
Data  Distributor  provides  Rdb  users 
with  the  ability  to  extract  and  repli¬ 
cate  copies  of  their  database,  moving 
it  around  the  organization  for  fast 
access  to  critical  data. 

In  addition,  Rdb’s  support  of  two- 
phase  commit  lets  you  update  multiple 
databases  throughout  the  enterprise 
with  guaranteed  integrity. 

Value 

Since  Rdb  is  part  of  every  VMS 
system,  the  runtime  license  is  yours  at 
no  additional  cost.  That  means  that 
once  you’ve  developed  an  application, 
you  can  run  it  on  any  of  your  VMS 
computers  without  the  cost  of  addi¬ 
tional  licenses. 


But  value,  of  course,  is  more  than 
price.  The  true  value  of  Rdb  -  the  rea¬ 
son  why  it  is  the  database  of  choice  - 
is  based  on  its  leadership  functionality 
and  the  service  and  support  from 
Digital. 

Digital’s  Rdb/VMS.  Now  that 
you’ve  considered  the  data,  there’s 
only  one  thing  left  to  do.  Call  1-800- 
343-4040  ext.  386  or  your  local  Digital 
sales  office  for  more  information. 

Digital 

has 

it 

now 


©  Digital  Equipment  Corporation  1990.  The  DIGITAL  logo, 
Digital  has  it  now,  Rdb/VMS,  VAXcluster,  ULTRIX,  RdbExpert, 
CDD/Plus,  ACMS  and  DECintact  are  trademarks  and  VAX  and 
VMS  are  registered  trademarks  of  Digital  Equipment  Corporation. 
MS-DOS  is  a  registered  trademark  of  Microsoft  Corporation. 
Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc. 

OS/2  is  a  registered  trademark  and  DB2,  IMS  and  VSAM  are  trade¬ 
marks  of  International  Business  Machines  Corporation. 
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Dorenfest  diagnoses  ills  of  hospital  IS 


BY  MICHAEL  FITZGERALD 

CW  STAFF 

CHICAGO  —  Weak  and  wan, 
hospital  information  systems 
vendors  visited  the  doctor  late 
last  month  and  came  away  with  a 
prescription  for  rapid,  radical 
change. 

Former  colleague-turned- 
consultant  Sheldon  Dorenfest 
played  the  role  of  doctor,  telling 
some  80  attendees  at  his  Eighth 
Annual  Conference  on  Business 
Opportunities  in  the  Hospital 
Market  that  they  had  fallen  be¬ 
hind  the  times  in  the  strategic 
use  of  information. 

“You  have  to  change,”  Dor¬ 
enfest  said. 

Dorenfest  cited  statistics  tak¬ 
en  from  the  Dorenfest  3000  + 
Database,  which  contains  infor¬ 
mation  on  more  than  3,000 
American  hospitals.  The  num¬ 
bers  showed  hospitals  spending 
$4.05  billion  on  IS  in  1989,  up 
only  4.5%  from  1988  totals.  By 
way  of  contrast,  total  hospital 
spending  in  1989  rose  9.1%. 

Whereas  last  year  he  predict¬ 
ed  that  hospitals  would  spend  $6 
billion  on  IS  in  1993,  this  year 
Dorenfest  revised  that  figure 
down  to  $5  billion. 

He  also  chided  vendors  for 
shipping  products  before  they 
were  finished. 

Tough  customers 

Vendors  in  attendance  generally 
agreed  with  Dorenfest.  Most  of 
them,  however,  focused  on  the 
difficulty  of  dealing  with  hospi¬ 
tals. 

“They  [users  in  hospitals] 
complain  about  things,  and  a  lot 
of  the  complaints  are  legiti¬ 
mate,”  said  Joanne  Clark,  who 
left  a  hospital  radiology  depart¬ 
ment  to  become  a  marketing 
manager  for  Community  Health 
Care  Corp.,  a  maker  of  systems 
for  hospital  labs  and  radiology 
units. 

“But  it’s  difficult  to  come  up 
with  the  things  users  want,  be¬ 
cause  things  change  so  fast,” 
particularly  government  regula¬ 
tions,  she  added. 

Cliff  Carroll,  director  of  busi¬ 
ness  development  at  Ferranti 
Healthcare  Systems  Corp.,  an 
$18  million  supplier  of  turnkey 
information  systems  for  long¬ 
term  and  acute  patient  care  and 
patient  scheduling,  agreed.  “It’s 
really  difficult  to  automate  47 
different  procedures  with  multi¬ 
ple  signatures  required  for  all  of 
them,”  he  said. 

The  hospital  IS  vendor  com¬ 
munity,  Carroll  said,  suffers 
from  complaints  familiar  to  IS 
vendors  in  general  —  a  lack  of 
standards  and  the  diversity  of 
potential  customers. 

“Every  hospital  is  a  different 
business,”  he  said.  Moreover, 
“you  have  different  factions 
within  [each  of]  them,  usually  di¬ 
vided  between  the  financial  side 
and  the  clinical  side,  and  they 
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don’t  have  the  same  priorities,” 
he  added. 

In  addition,  Dorenfest  said, 
hospitals  tend  toward  inflated 
expectations  of  what  the  rela¬ 
tively  young  hospital  IS  products 
market  currently  can  provide.  In 
response,  he  said,  vendors  fre¬ 
quently  oversell  product  fea¬ 


tures  they  cannot  deliver.  As  a 
result,  Dorenfest  said,  current 
systems  are  inflexible,  difficult  to 
use,  lacking  in  necessary  fea¬ 
tures  and  slow. 

For  example,  Dorenfest  not¬ 
ed,  much  has  been  made  of 
Health  Level  7,  an  evolving  stan¬ 
dard  software  protocol  for  inex¬ 


pensive,  fast  interfaces  between 
systems.  However,  he  said,  it 
was  being  “oversold”  and  was 
just  the  beginning  of  a  solution. 

“This  is  a  marketplace  where 
things  are  all  screwed  up,”  Dor¬ 
enfest  said.  “This  industry  is 
[stuck]  in  the  early  1980s  and 
late  1970s;  hospitals  are  making 
the  kinds  of  mistakes  that  banks 
made  in  the  early  1980s,”  over¬ 
simplifying  their  needs  in  the 


hopes  of  getting  systems  that 
will  automate  their  whole  pro¬ 
cess,  he  said. 

IS  is  not  a  top  priority  for 
most  hospital  administrators, 
said  Tito  Weiss,  senior  vice- 
president  of  Florida  Hospital,  an 
1 , 1 00-bed  facility  in  Orlando. 

However,  Dorenfest  stressed 
repeatedly  that  hospitals  will 
spend  much  more  heavily  on  HIS 
when  software  improves. 


In  1863, 

S.  Langhorne 
Clemens 
decided  to  change 
his  name. 
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SEC  says  consulting,  auditing  can  mix 

BY  ELLIS  BOOKER 

CW  STAFF 


Accounting  firms  can  do  consult¬ 
ing  work  for  their  audit  clients 
provided  they  keep  the  two  func¬ 
tions  separate,  according  to  a  re¬ 
cent  ruling  by  the  Securities  and 
Exchange  Commission  (SEC). 


While  the  SEC  ruling  could 
spur  consulting  alliances  be¬ 
tween  accounting  firms  and  their 
computer  company  clients  — 
deals  that  the  old  rule  discour¬ 
aged  —  and  might  even  simplify 
mergers  between  accounting 
companies,  critics  said  they 
were  worried  it  could  undermine 


the  integrity  and  objectivity  of 
the  auditing  process. 

Up  until  now,  the  SEC  has 
pulled  a  blackout  shade  down 
over  accounting  firms  that  want¬ 
ed  to  do  consulting  work  for 
their  audit  clients.  The  earlier 
rule  prohibited  them  from  direct 
or  materially  indirect  business 


relationships  with  the  companies 
they  audit. 

Earlier  this  month,  however, 
the  SEC  ruled  in  favor  of  a  re¬ 
quest  by  Chicago-based  Arthur 
Andersen  &  Co.  to  reconsider 
the  prohibition  in  light  of  Arthur 
Andersen’s  new  corporate 
structure.  Last  year,  Arthur  An¬ 
dersen  separated  its  accounting, 
tax  and  auditing  business  and  its 
fast-growing  consulting  busi- 


It  worked 
for  him. 


Sorbus  Inc.  has  changed  its  name. 
We’re  now  Bell  Atlantic  Business  Systems 
Services. 

Our  new  name  describes  us  even  better. 
Along  with  high-quality  Sorbus®  service, 
we  provide  enhanced  system  and  software 
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support,  disaster  recovery  and  the  expansive 
resources  of  Bell  Atlantic.  Which  means  we 
offer  the  widest  range  of  independent  computer 
services  on  either  side  ^ Bl  - .. 

.  ©Bell Atlantic 

of  the  Mississippi.  Business  Systems  Services 

Or  the  Atlantic  Ocean. 

Wre  More  rIhan  Just  Talk. 


nesses.  The  two  units  now  re¬ 
port  to  parent  Arthur  Andersen 
&  Co.  S.C.  in  Switzerland. 

The  SEC  said  consulting 
work  can  be  done  for  audit  cli¬ 
ents  so  long  as  it  has  no  “materi¬ 
al”  impact  on  any  of  the  parties. 
A  “material”  impact  is  usually 
one  with  significant  revenue  im¬ 
plications  for  either  party. 

In  March  1988,  prior  to  Ar¬ 
thur  Andersen’s  restructuring, 
the  SEC  had  turned  down  a  simi¬ 
lar  petition  from  Arthur  Ander¬ 
sen  and  two  other  accounting 
firms. 

This  month’s  retreat  from 
the  earlier  hard  line  “could  be 
viewed  as  a  plus  for  consulting 
service  buyers,”  Andersen  Con¬ 
sulting  Managing  Partner  and 
Chief  Executive  Officer  George 
T.  Shaheen  said. 

Dallas-based  Electronic  Data 
Systems,  which  does  some  con¬ 
sulting  but  is  best  known  as  a 
systems  integrator,  “has  no 
problems  living  with  [the  SEC 
ruling]  and  looks  forward  to  com¬ 
petition  in  the  open  market,” 
spokesman  Jon  Senderling  said. 

However,  Senderling  added, 
“To  say  an  auditor  will  not  be  in¬ 
fluenced  by  the  business  his  com¬ 
pany  is  doing  [for  the  audit  client] 
is  a  little  naive.”  Senderling  said 
it  was  incumbent  on  the  SEC  or 
some  other  governmental  agen¬ 
cy  to  follow  up  the  ruling  with 
strict  monitoring. 


Turnkey  tools 
unbundling 

MOUNTAIN  VIEW,  Calif.  — 
Traditional  turnkey  system  ven¬ 
dors  are  unbundling  their  sys¬ 
tems  and  moving  toward  soft¬ 
ware  and  services  to  sustain 
growth  into  the  mid-1990s,  ac¬ 
cording  to  a  recent  report  by 
market  research  firm  Input,  Inc. 

Turnkey  system  vendors, 
which  aim  their  product  lines  at 
narrow  vertical  business  applica¬ 
tions,  are  finding  that  systems 
standards  are  making  their  busi¬ 
ness  less  dependent  on  plat¬ 
forms,  and  they  are  changing 
their  business  structure  to  cope. 

“Historically,  many  firms 
have  financed  their  software  ap¬ 
plication  development  through 
profits  made  from  the  hardware 
portion  of  their  turnkey  systems 
solution.  As  the  profit  margins 
from  the  capital  equipment  por¬ 
tions  continue  to  decline,  alter¬ 
native  sources  for  capital  to  fund 
product  development  become  a 
major  issue,”  the  report  said. 

While  Input  estimated  that 
growth  will  continue  at  about 
10%  for  the  next  four  years,  the 
total  systems  package,  including 
hardware,  will  decline. 

Input  suggested  that  turnkey 
system  firms  emphasize  licens¬ 
ing  of  new  products  and  provid¬ 
ing  interfaces  to  other  standard 
software  products. 

J.A.  SAVAGE 
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Lotus  takes  inward  look  to  see  future 


ANALYSIS 


BY  PATRICIA  KEEFE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Between  bom¬ 
barding  users  with  a  wide-reaching  and 
potentially  confusing  array  of  its  1-2-3 
spreadsheets  and  peppering  competitors 
with  copyright  infringement  suits,  Lotus 
Development  Corp.  has  found  the  time  to 
take  a  hard  look  inward. 

Twice  this  year  the  spreadsheet  maker 
has  tinkered  with  its  internal  business 
structure,  most  recently  in  the  last  two 


weeks  [CW,  July  2].  These  adjustments, 
which  have  included  a  reshuffling  of  the 
executive  deck,  have  come  during  a  12- 
month  period  in  which  the  company  has 
rebuilt  a  crumbling  reputation,  boosted 
once- worrisome  financials  and  garnered  a 
self-satisfying  court  victory. 

The  machine-gunned  delivery  this 
year  of  an  armful  of  products  not  only 
fleshed  out  a  2-year-old  shadow  of  a  cross¬ 
platform  strategy  but  also  relieved  Lotus 
of  a  public  relations  nightmare. 

The  new  products  have  boosted  both 
sales  and  the  company’s  image.  A  court 
victory  following  a  three-year  fight  has 


set  the  stage  both  for  building  a  founda¬ 
tion  for  software  copyright  law  and  for  po¬ 
tentially  adding  at  least  several  million 
dollars  to  the  Lotus  coffers. 

Lotus  has  learned  the  hard  way  neither 
to  dwell  on  its  past  exploits  nor  to  adhere 
rigidly  to  product  plans.  Although  the 
company  favors  an  OS/2  environment,  it 
said  it  will  heed  user  interest  in  Microsoft 
Corp.’s  Windows  with  a  1-2-3  port. 

These  days  the  company  is  keeping  a 
close  eye  on  the  future,  watching  both  its 
competition  and  emerging  markets. 

The  most  recent  reorganization  ap¬ 
pears  to  focus  on  the  latter  issue.  “We  will 


change  the  [internal]  structure  to  reflect 
opportunities  that  we  see,”  Lotus  Senior 
Vice-President  Frank  King  said.  Toward 
this  end,  two  executives  —  David  Roux 
and  Frank  Ingari  —  have  been  moved  into 
planning  roles  to  seek  new  market  oppor¬ 
tunities,  potential  acquisitions  and  strate¬ 
gic  investments.  “There  is  a  tremendous 
piece  of  the  computer  software  business 
in  markets  where  today  we  have  no  prod¬ 
ucts  or  presence,”  King  said. 

Battling  Medusa 

“Now  that  their  strategy  with  Novell  has 
unraveled,  they  have  to  think  about  how 
they  can  attain  the  critical  mass  necessary 
to  compete  head-to-head  with  Micro¬ 
soft,”  said  Barbara  Isgur,  a  vice-president 
at  Needham  &  Co.  “Microsoft  is  a  many¬ 
headed  Medusa  with  tentacles  every¬ 
where,  where  Lotus  has  a  strong  share  in 
only  one  area  of  the  market.  I  think  Lotus 
thinks  that  unless  it  has  enough  compo¬ 
nents  to  play  in  several  areas  and  stay 
abreast  of  trends,  it  will  become  irrele¬ 
vant.” 

This  is  important  because  Lotus, 
which  is  about  to  head  into  a  slower 
growth  period  along  with  the  rest  of  the 
software  industry,  is  coming  off  a  failed 
merger  that  was  to  have  set  the  tone  for 
much  of  its  future  product  direction. 
Moreover,  some  of  its  new  offerings  have 
either  failed  to  excite  —  for  example,  1-2- 
3  Release  3.0  —  or  will  require  longer 
sales  cycles,  such  as  Notes,  compact  disc/ 
read-only  memory  products  and  the  host- 
based  spin-offs  of  1-2-3. 

To  coordinate  those  efforts,  King  — 
who  himself  came  to  Lotus  to  whip  devel¬ 
opment  into  shape  —  created  a  position 
to  enable  former  IBM  colleague  Don  Ca¬ 
sey  to  oversee  the  next  stage  of  1-2-3’s 
growth.  Casey  was  most  recently  vice- 
president  of  networking  operations  at  Ap¬ 
ple  Computer,  Inc.,  and  his  abrupt  depar¬ 
ture  after  less  than  two  years  there  has 
raised  some  eyebrows. 

“I’ve  been  after  him  for  a  long  time,” 
King  said,  describing  Casey  as  an  avid  per¬ 
sonal  computer  user  who  has  many  years 
of  experience  in  a  wide  range  of  areas,  in¬ 
cluding  databases,  networking,  the  Apple 
Macintosh,  marketing  and  development. 

Lotus  1-2-3  remains  king  of  the  hill  in 
the  spreadsheet  market,  and  it  still  gener¬ 
ates  roughly  60%  to  70%  of  the  compa¬ 
ny’s  revenue.  Therein  lie  two  threats,  ac¬ 
cording  to  analysts,  who  said  the 
spreadsheet  market  is  about  80%  saturat¬ 
ed.  As  such,  Lotus  needs  to  find  other 
sources  of  revenue  to  carry  the  ball.  “Lo¬ 
tus  is  attempting  to  broaden  the  definition 
of  a  spreadsheet  by  using  it  as  a  connect¬ 
ing  point  between  mainframes,  minis  and 
micros,”  said  John  Maxwell  III,  a  techni¬ 
cal  analyst  at  Dillon,  Read  &  Co. 

Meanwhile,  many  market  research 
firms  said  that  Lotus’  sales  have  either  re¬ 
mained  steady  or  have  dipped  somewhat, 
while  Microsoft’s  Excel  and,  more  notice¬ 
ably,  Borland  International’s  Quattro  Pro 
have  picked  up  market  share. 

Some  critics  hold  that  the  real  reason 
behind  Lotus’  current  copyright  infringe¬ 
ment  suit  against  Borland  and  The  Santa 
Cruz  Operation  [CW,  July  9],  which  has 
seen  the  greater  growth  in  market  share, 
is  to  quash  the  competition. 

Lotus’  biggest  problem  right  now,  ac¬ 
cording  to  David  Cearley,  a  software  ana¬ 
lyst  at  Gartner  Group,  Inc.,  is  that  it  lacks 
a  clear  vision  —  not  of  what  to  do,  but 
how  to  do  it.  “How  complete  is  their 
[cross-platform  and  networking]  vision 
and  how  sincere  is  it?”  he  said. 


The  direct  route  to 
reducing  3270  backlog 


a4  AshtonTate 

dEASE  DIRECT 


(i  ({BASE  3270  language  extension  to  trminjmm 


Announcing  the  way  to  get  the  backlog 
off  your  desk  once  and  for  all. 

dBASE  DIRECT™  for  3270. 

It  allows  dBASE®  applications  to  com¬ 
municate  with  mainframe  applications 
through  the  familiar  dBASE  III  PLUS®  inter¬ 
face.  So  you  can  transparently  transfer 
mainframe  data  in  and  out  of  your  dBASE 
application.  Create  reports  with  mainframe 
data.  Or  automate  mainframe  access  for 
greater  user  productivity. 

Best  of  all,  you  can  add  a  PC  look  and 
feel  to  your  mainframe  applications.  So  your 
dBASE  users  can  do  everything— including 
all  their  queries  and  customized  reports— 
from  the  comfort  of  their  own  PCs. 

Without  any  expensive  mainframe 
upgrades.  All  you  need  is  your  3270  emula¬ 
tion  and  HLLAPI,  plus  dBASE  DIRECT  for 
3270  and  dBASE  III  PLUS. 

dBASE  DIRECT  works  through  your 
existing  host  security  system  to  ensure  data 
integrity.  So  it’s  completely  safe  and  compati¬ 
ble  within  your  mainframe  environment. 

Which  means  your  mainframe  can  now 
be  freed  up  for  other  tasks.  And  so  can  you. 

Call  1-800-437-4329,  ext.  1705,  for 
more  information,  or  for  the  name  of  the 
AshtonTate®  dealer  nearest  you. 

Ask  about  the  dBASE  DIRECT  series  for 
IBM  minicomputers,  too. 

Do  it  now.  Because  any  other  route  to 
your  mainframe  is  just  a  detour. 

A  AshtonTate 
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■  INTRODUCING  LEVEL5  FOR  FOCUS. 

THE  ONLY  4GL  INTEGRATED  WITH  AN  EXPERT  SYSTEM 


Now  you  can  meet  your  company’s  ever-growing 
demands  for  better  information  with  the  only  proven 
4GL  to  integrate  the  power  of  expert  systems 
technology.  We  call  it  LEVEL5  for  FOCUS.  You'll  call  it 
The  Expert  4GL. 

LEVEL5™  for  FOCUS  is  a  complete  application- 
development  environment  that  combines  4GL  tools 
and  data  management  with  a  fully  optimized  rule- 
based  inferencing  system.  Now  you  can  create  a  new 
generation  of  FOCUS  applications  that  capture  and 
apply  knowledge.  The  rules  and  regulations,  policies 
and  procedures  on  which  every  company  relies.  You 
can  turn  simple  decision  support  into  advanced 
decision  management. 

FOCUS  is  proven  technology  for  accessing, 
manipulating,  and  storing  data.  For  the  first  time, 


strategic  knowledge  can  be  consulted  from  any  of 
these  critical  functions  from  any  point  in  your 
application.  And  since  you  can  do  this  from  many 
applications,  you  can  better  address  consistency  and 
maintenance  across  your  organization. 

It’s  from  Information  Builders,  so  you  can  apply 
these  unique  capabilities  to  data  in  every  file  and 
database  in  your  IBM  or  DEC  data  center  including 
DB2,  SQL/DS,  IMS,  Rdb,  DBMS,  and  RMS. 

Only  Information  Builders  provides  seamless 
integration  between  the  most  widely  used  4GL  and 
the  fastest  growing  expert  system  to  give  you  The 
Expert  4GL.  Now  give  your  applications  the  power  to 
deliver  the  best  information.  Contact  Information 
Builders,  Inc.,  1250  Broadway,  New  York,  NY  10001, 
or  call  212-736-4433  ext.  3700. 


LEVEL5  For  FOCUS  D 


INFORMATION  BUILDERS,  INC.,  1250  BROADWAY,  NEW  YORK,  NY  10001 

212-736-4433  Ext.  3700 
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Taiwan  software  firms  ponder  world  market 


BY  CHRIS  BROWN 

IDG  NEWS  SERVICE 


TAIPEI,  Taiwan  —  Facing  a  long-term 
transition  from  a  manufacturing  to  a  ser¬ 
vice  economy,  Taiwan  industry  and  gov¬ 
ernment  leaders  are  growing  increasingly 
interested  in  the  global  software  market. 

So  far,  however,  interest  does  not 
equal  action.  Taiwan  is  up  against  national 
stumbling  blocks  such  as  software  piracy 
[CW,  July  9]  and  a  reliance  on  Chinese  pro¬ 
grams.  Many  industry  representatives  in 
Taipei  are  calling  on  the  government  to 
lead  the  way  in  software  as  it  did  in  hard¬ 
ware  10  years  ago. 


It  is  still  far  from  clear  how  this  should 
be  done,  however.  The  rise  of  Taiwan’s 
personal  computer  and  computer  compo¬ 
nent  sectors  in  the  early 
1980s  hinged  on  government 
efforts  to  underwrite  re¬ 
search  and  development  and 
manufacturing  costs.  Tax 
breaks  and  state-led  research 
paved  the  way. 

The  trend  now  is  toward 
services.  Taiwan’s  Council  of 
Economic  Planning  and  De¬ 
velopment  forecast  that  by  the  next  cen¬ 
tury,  50%  of  the  island’s  gross  national 
product  will  come  from  services.  Recent 


growth  in  the  services  sector  has  topped 
7%  per  year. 

Predictions  are  running  high  that  soft¬ 
ware  services  will  grow 
sharply  in  Taiwan  but  that 
overseas  sales  will  be  small. 
This  was  the  concern  voiced 
when  a  delegation  of  16  Tai¬ 
wanese  software  developers, 
users  and  market  watchers 
held  a  press  conference  earli¬ 
er  this  month  after  attending 
the  World  Computing  Ser¬ 
vices  Industry  Congress  in  Washington, 
D.C.,  early  last  month. 

Their  belated  observations  based  on 


the  show  and  a  subsequent  tour  of  major 
U.S.  software  producers  —  including  Or¬ 
acle  Systems  Corp.,  Computer  Associates 
International,  Inc.  and  IBM  —  brought 
them  to  the  same  conclusion:  Taiwan 
should  take  steps  now  to  ensure  that  it 
will  not  miss  out  on  the  next  wave  in  the 
software  market. 

However,  there  is  no  consensus  yet  as 
to  how  this  should  be  accomplished. 
Speaking  at  the  press  event,  Hwang  Tai- 
yang,  president  of  Information  Integrat¬ 
ed,  called  on  the  government  to  clarify  its 
software  tendering  procedures  and  to 
move  away  from  a  “price  only”  attitude  in 
evaluating  tenders. 

Others,  such  as  Arthur  Hwa,  vice- 
president  of  Taipei-based  Information 
Management  Systems,  noted  that 
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It’s  buying  time  again 

Hewlett-Packard  Co.  is  about  to 
acquire  Edmonton,  Alberta-based 
Idacom  Electronics  Ltd.,  a  pri¬ 
vately  owned  vendor  of  protocol  test¬ 
ing  products  with  a  strong  track  re¬ 
cord  in  the  crafting  of  research  and 
development  alliances,  according  to 
HP.  Details  of  the  deal,  which  will  be 
done  through  HP’s  Canadian  subsid¬ 
iary,  were  not  released.  “For  the  fore¬ 
seeable  future,”  however,  HP  said, 
Idacom  will  keep  its  120  employees, 
its  Edmonton  address  and  its  product 
focus  when  it  becomes  a  division  of 
the  HP  communications  test  busi¬ 
ness  unit. 


Hard  times 

John  J.  Barry,  president  and  chief  op¬ 
erating  officer  of  Reston,  Va.-based 
software  vendor  Systems  Center, 
Inc.,  resigned  last  week,  ceding  his 
duties  to  Chairman  and  Chief  Execu¬ 
tive  Officer  Robert  E.  Cook.  The  rea¬ 
sons  for  Barry’s  sudden  departure 
from  the  executive  suite  —  he  re¬ 
mains  on  the  firm’s  board  —  may  be 
rooted  in  his  successor’s  first  an¬ 
nouncement  from  the  presidential 
podium:  a  warning  that  the  firm, 
dragged  down  by  the  costs  of  two  re¬ 
cent  acquisitions,  expects  to  report  a 
loss  for  its  recently  closed  second 
quarter. 


Over  the  Pacific 

Unisys  Corp.  veteran  executive 
Edward  Blechschmidt  last  week  be¬ 
came  president  of  the  company’s  Pa¬ 
cific  Asia  Americas  Division,  a  7,500- 
person  unit  that  added  some  $2 
billion  to  Unisys’  bottom  line  last 
year.  In  his  new  office,  Blechschmidt 
will  oversee  19  subsidiaries  and  18 
distributorships  as  well  as  joint  ven¬ 
tures  in  Japan,  India  and  Thailand.  It 
won’t  be  entirely  new  terrain;  prior 
to  the  promotion,  the  37-year-old  ex¬ 
ecutive  served  as  Unisys’  vice-presi¬ 
dent  for  Japan  operations  and  presi¬ 
dent  of  Unisys  Japan  Ltd. 
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Taiwan  firms  face  a  maddening  barrier  in 
communications  with  their  overseas  op¬ 
erations.  Hwa’s  firm  has  been  writing  tai¬ 
lor-made  applications  for  U.S.  clients  for 
the  last  three  years,  mostly  based  on  the 
IBM  mainframe  family  platform.  It  is 
about  25%  cheaper  to  develop  software  in 
Taiwan  than  in  the  U.S.,  he  said,  but  the 
distance  makes  it  difficult  to  communi¬ 
cate,  especially  on  custom  jobs. 

There  is  increasing  interest  in  Taiwan 
in  packaged  software,  although  in  the 
past,  most  of  Taiwan’s  success  in  this  sec¬ 
tor  has  been  limited  to  Chinese  language 
programs.  To  spur  development  in  Tai¬ 
wan,  the  government-sponsored  Institute 
for  Information  Industry  (III)  has 
launched  a  Chinese  version  of  Unix  and 
the  X  Window  System  interface. 


Huang  Wei-teh,  vice-president  at  the 
III,  said  that  he  thinks  packaged  software 
on  the  new  Unix  workstations  poses  a 
good  opportunity  for  Taiwan.  Five  Tai¬ 
wanese  firms  have  already  made  plans  to 
introduce  Sun  Microsystems,  Inc.’s  Scal¬ 
able  Processor  Architecture  (Sparc)- 
based  Unix  machines  over  the  next  five 
years. 


Foreign  attraction 

This  number  will  almost  certainly  grow. 
The  III  has  just  finalized  its  Sparc  work¬ 
station  and  will  soon  be  looking  for  firms 
that  want  to  license  the  technology.  How¬ 
ever,  many  in  Taiwan  said  they  feel  that 
one  of  the  keys  to  developing  the  local  in¬ 
dustry  is  attracting  overseas  firms  to  do 
design  work  here.  This,  Huang  said, 


would  ideally  be  one  stage  of  a  broader 
move  into  Asian  markets  —  especially  an 
expansion  into  China. 

The  latter  opportunity  appears  to  be 
long-term  at  best.  Several  speakers  pre¬ 
dicted  that  Taiwan  will  one  day  oversee 
software  code  work  and  packaging  on  the 
mainland  and  then  sell  the  end  products 
overseas.  However,  this  scenario  could 
take  1 0  years  to  unfold,  they  said. 

In  the  meantime,  the  III  plans  to  sub¬ 
mit  proposals  to  the  Ministry  of  Economic 
Affairs  addressing  ways  to  encourage 
software  development  in  Taiwan.  Invest¬ 
ment  incentives,  especially  at  the  Hsinchu 
Science-based  industrial  park  and  at  a 
similar  park  to  be  built  in  Yunlin  County, 
are  likely  to  be  one  of  the  main  tools  pro¬ 
posed. 


It’s  the  best  part.  Which  means  if  you  want  the  most  out  of  your  laser  printer,  make  sure  it  has 
PostScript  software  from  Adobe  Systems  inside  it.  Whether  you  depend  on  lines  that  rotate  or  lines 
that  communicate,  PostScript  printers  are  a  real  treat.  So  call  Adobe*  at  1-800-952-6300, 
Dept.  127,  for  the  complete  list.  Simply  stated,  they  can’t  be  topped. 
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Up,  up  and  away 

Japanese  firm  Mitsubishi  Electric 
Corp.’s  acquisition  last  month  of  UK- 
based  personal  computer  maker 
Apricot  Computers  Ltd.  marked 
the  company’s  first  purchase  of  an 
entire  company  rather  than  a  division, 
asset  package  or  product  line.  Now 
Mitsubishi  has  announced  plans  to  use 
Apricot  —  complete  with  the  newly 
launched  Intel  Corp.  80386SX-based 
diskless  workstation  —  as  a  wedge 
into  PC  markets  first  in  the  U.S.,  then 
in  West  Germany  and  finally  across 
Europe.  Apricot,  operating  as  a  Mit¬ 
subishi  subsidiary,  will  also  run  its 
new  parent’s  first  foreign-based  re¬ 
search  and  development  center  in 
Birmingham,  England. 


Not  so  fast 

The  Hong  Kong  government  is 
about  to  put  its  supercomputing  proj¬ 
ect  on  hold  for  three  to  five  years, 
according  to  reports  last  week.  Nei¬ 
ther  the  government  nor  its  informa¬ 
tion  technology  subcommittee  would 
comment  officially,  but  sources  close 
to  the  project  said  the  committee  was 
persuaded  by  a  report  prepared  by  a 
team  of  outside  consultants  that  ad¬ 
vised  Hong  Kong  to  plan  ahead  with¬ 
out  making  commitments  to  any  one 
supercomputer  strategy  or  vendor. 


Meanwhile,  in  Malaysia . . . 

The  Malaysian  government  is  ex¬ 
pected  to  unveil  a  national  technology 
policy  at  the  International  Confer¬ 
ence  on  Information  Technology  and 
Information  Technology  Exposition 
that  Malaysia  will  host  in  September. 
“In  view  of  the  fact  that  the  informa¬ 
tion  technology  industry  is  [$370  mil¬ 
lion]  in  size  and  a  hive  of  increasingly 
important  activity,”  the  announce¬ 
ment  should  draw  a  keenly  interest¬ 
ed  audience,  said  Abdullah  Abdul  Rah¬ 
man,  director-general  of  the 
Malaysian  Administration  and  Man¬ 
agement  Planning  Unit. 


Holding  onto  a  good  thing 

UK-based  computer-aided  software 
engineering  (CASE)  tools  developer 
Intelligent  Environments  Ltd. 
based  its  CASE  products  on  OS/2; 
now,  the  firm  said  last  week,  it  is  also 
basing  its  European  distribution  strat¬ 
egy  on  IBM.  According  to  Chief  Ex¬ 
ecutive  Officer  Laurence  Shafe,  dis¬ 
tribution  partnership  agreements 
with  IBM  subsidiaries  in  Denmark, 
Switzerland  and  the  Netherlands  are 
only  the  beginning:  Similar  deals  in 
other  countries  will  follow.  Shafe 
said  his  company’s  goal  is  to  replicate 
in  Europe  the  success  its  Application 
Manager  tool  set  is  having  in  the  U.S. 
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“...Based  on  number 
of  leads  per  dollar 
invested,  I  always  win 
with  Computerworld 
Response  Cards.” 

—  Paul  D.  Boone 
President 
Stile  Software  Company 


Paul  D.  Boone,  President  of  Stile 
Software  Company,  distributes 
OUTBOUND,  an  amazing  new 
file  transfer  system  developed  by 
Firesign  Computer  Company  of  San 
Francisco.  His  start-up  company, 
based  in  Orford,  New  Hampshire,  is 
relying  on  Computerworld  Direct 
Response  Cards  to  help  expand  its 
customer  base  throughout  the 
United  States  and  Canada. 

“OUTBOUND”  is  unique  in 
that  it  transfers  files  direct¬ 
ly  between  PCs  and  a  main¬ 
frame  in  one  easy  step,  with¬ 
out  having  to  depend  on  or 
even  involve  the  end  users. 
Since  it’s  initiated  and  con¬ 
trolled  by  the  mainframe,  files  can 
be  transferred  at  any  time  —  day 
or  night.  In  fact,  as  long  as  the  PC 
is  turned  on,  can  communicate 
with  the  host,  and  is  running 
OUTBOUND  under  MS-DOS, 
OUTBOUND  can  go  right  to  work. 
It’s  so  productive  that  it  even  lets 
the  end  users  run  other  applica¬ 
tions  on  their  PCs  while  the  host  is 
transferring  data  back  and  forth. 
The  central  site  can  transport  files 
to  and  from  the  users  without  hav¬ 
ing  the  end  users  do  anything.  It 
just  can! get  any  easier  than  that. 

“Now  it’s  my  job  to  show  potential 
buyers  what  this  ultimate  user- 
friendly*  system  can  do  for  them. 
Specifically,  Pm  targeting  applica¬ 
tions  development  managers  and 
info  center  managers  in  larger 
companies  with  distributed  com¬ 
puting  environments.  My  goal  is  to 
get  the  OUTBOUND  message  out  to 
lots  of  people  quickly,  easily,  and 
economically.  So  I  chose  Computer- 
world  Response  Cards. 


“And  it  was  the  right  choice.  I 
was  extremely  impressed  with  the 
number  of  inquiries  I  received  very 
quickly  —  calls  actually  started 
coming  in  the  very  first  day.  My 
advertisement  in  the  August 
Computerworld  Response  Card 
deck  alone  generated  over  300  good 
leads.  In  following  up,  Pve  already 
installed  a  number  of  OUT¬ 
BOUND  systems  under  our  30-day 
“No  Hassle”  Free  Trial  Program. 
And  that’s  good  news  for  me,  since 
typically  80%  of  all  OUTBOUND 
trials  result  in  sales. 

“Converting  leads  into  sales  — 
economically  —  is  the  backbone  of 
my  business.  Here,  based  on  cost 
per  reader  and  number  of  leads 
per  dollar  invested,  I  always  win 
with  Computerworld  Response 
Cards.  And  to  keep  on  winning 
next  year,  I  plan  to  double  my 
frequency  schedule  in  Computer- 
world  Response  Card  decks.  ” 

Computerworld  Direct  Response 
Cards  give  you  a  cost-effective  way 
to  reach  Computerworld’ s  powerful 
buying  audience  of  over  134,000 
computer  professionals.  Every 
month.  Call  Norma  Tamburrino, 
National  Account  Manager, 
Computerworld  Direct  Response 
Cards,  at  (201)  587-0090,  or 
(201)  587-0297  to  reserve  your 
space  today. 
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Maintenance  is  looking  good 

As  a  career,  it  offers  challenge,  education,  stability  and  healthy  pay 


BY  JANET  RUHL 

SPECIAL  TO  CW 


Among  the  misconcep¬ 
tions  that  haunt  the 
information  systems 
field,  none  is  more  per¬ 
vasive  than  this:  A  ca¬ 
reer  in  systems  maintenance 
means  going  nowhere.  The  be¬ 
lief  is  that  managers  and  pro¬ 
grammers  “stuck”  in  mainte¬ 
nance  are  not  good  enough  to 
make  it  onto  hot  development 
teams. 

A  survey  of  124  managers 
and  programmers  who  attended 
the  annual  meeting  of  the  Soft¬ 
ware  Maintenance  Association 
in  April  tells  a  different  story.  It 
suggests  that,  compared  with 
many  of  their  peers,  mainte¬ 
nance  professionals  may  be  more 
experienced,  better  paid  and 
more  likely  to  have  won  a  recent 
promotion. 

According  to  the  survey,  the 
median  salary  of  this  group  of 
self-defined  maintenance  profes¬ 
sionals  is  $49,000.  Fifteen  mem¬ 
bers  of  the  group  earn  more  than 
$70,000  per  year;  the  highest 
salary  reported  was  a  whopping 
$150,000.  Sixty-eight  percent 
have  been  working  in  the  field  for 
more  than  10  years,  and  a  sur¬ 
prising  23%  have  been  in  IS  for 
20  to  35  years.  Finally,  the  re¬ 
sults  suggest  that  these  careers 
are  still  viable:  A  full  two-thirds 


of  the  group  reported  being  pro¬ 
moted  within  the  last  two  years. 
(To  learn  more  about  the  activi¬ 
ties,  publications  and  chapters  of 
the  Software  Maintenance  Asso¬ 
ciation,  contact  administrator 
Robin  Gross  at  (707)  643-4423.) 

Of  course,  maintenance  peo¬ 
ple  have  suffered 
their  share  of  layoffs 
and  career  setbacks 
in  the  recent  push 
for  corporate  down¬ 
sizing.  Nicholas  Zve- 
gintzov,  editor  of 
Software  Mainte¬ 
nance  News,  polled 
a  sample  of  his  read¬ 
ers  in  February  and  reported 
that  11%  have  left  their  jobs  in 
the  past  year  and  another  23% 
plan  to  leave  soon.  He  says  many 
seem  to  have  become  “jumpier” 
over  the  last  year,  chiefly  in  re¬ 
sponse  to  layoffs  within  their 
company.  Several  managers  he 
spoke  with  said  they  need  to 
hone  their  technical  skills  and 
perhaps  return  to  a  more  techni¬ 
cal  career  path  to  keep  moving 
ahead.  However,  Zvegintzov 
concludes  that  despite  the  un¬ 
ease,  maintenance  professionals 
are  “holding  their  own.” 

One  reason  for  their  confi¬ 
dence  is  that  maintenance  can  of¬ 
fer  unparalleled  opportunities 
for  building  both  technical  and 
business  skills.  In  a  tight  job  mar¬ 
ket,  the  more  skills  you  possess, 


the  more  employable  you  are. 

Maintenance  pros  develop 
these  skills  because  maintenance 
groups  are  usually  understaffed, 
leaving  the  responsibility  for 
hundreds  of  modules  and  thou¬ 
sands  of  lines  of  code  with  a 
handful  of  people.  Development 
teams  may  employ 
tiers  of  software  en¬ 
gineers,  systems  an¬ 
alysts,  business  spe¬ 
cialists,  liaison  per¬ 
sonnel  and  coders, 
each  with  strictly  de¬ 
fined  boundaries  to 
their  roles.  Mean¬ 
while,  maintenance 
staffers  assigned  to  support  a 
system  often  find  that  they  must 
fill  all  these  roles. 

In  addition,  development 
groups  must  work  within  the 
constraints  of  rigid  methodolo¬ 
gies  that  limit  the  impact  any  one 
individual  can  make  on  the  sys¬ 
tem.  In  their  more  unstructured 
environment,  maintainers  are 
expected  to  show  initiative  and 
use  any  available  resources  to 
foresee  and  solve  problems. 

People  who  succeed  in  this 
environment  are  flexible  self¬ 
starters  who  can  handle  the  un¬ 
expected.  They  teach  them¬ 
selves  how  to  work  in  unfamiliar 
software  environments  armed 
only  with  manuals  because  they 
can’t  wait  for  the  company  to 
send  them  to  a  course.  Good 


maintenance  staffers  design  and 
develop  the  quick  and  dirty  utili¬ 
ties  that  may  save  their  compa¬ 
nies  thousands  of  dollars  during 
the  life  of  a  system. 

However,  the  maintenance 
environment  teaches  more  than 
technical  skills.  Because  their 
groups  are  understaffed,  mainte¬ 


as  the  accomplishments  of  a  suc¬ 
cessful  development  team,  but 
the  truth  is,  not  all  development 
teams  are  successful.  Many  de¬ 
velopment  projects  never  get 
implemented;  they  are  canceled 
after  developers  have  spent  a  lot 
of  time  and  ink  on  the  preliminar¬ 
ies,  leaving  little  to  show  for 


IN  THIS  AGE  of  organizational  downsizing, 
maintenance  professionals  have  one  further 
edge  over  developers:  They  produce  a 
steady  stream  of  achievements  to  add  to  their 
resumes. 


nance  people  usually  interact  di¬ 
rectly  with  users  without  the  in¬ 
termediary  groups  typical  of 
development  teams.  They  also 
learn  the  workings  of  an  entire 
system  rather  than  focusing  on 
the  details  of  smaller  units.  For 
both  reasons,  they  are  more  like¬ 
ly  than  developers  to  master  the 
business  issues  relating  to  their 
systems. 

Maintenance  staffers  must  in¬ 
teract  on  a  daily  basis  with  the 
technical  support  staff  as  well  as 
users  at  all  levels,  so  they  also 
may  have  more  opportunity  than 
developers  to  hone  communica¬ 
tions  skills. 

Finally,  in  this  age  of  organi¬ 
zational  downsizing,  mainte¬ 
nance  professionals  have  one 
further  edge  over  developers: 
They  produce  a  steady  stream  of 
achievements  to  add  to  their  re¬ 
sumes.  The  individual  achieve¬ 
ments  may  not  be  as  impressive 


their  efforts.  Even  with  success¬ 
ful  development  teams,  the  lion’s 
share  of  kudos  often  goes  to  a 
small  number  of  people  while  the 
rest  of  the  team  remains  anony¬ 
mous. 

In  contrast,  says  Judith  Marx 
Golub,  president  of  the  Software 
Maintenance  Association,  main¬ 
tainers  experience  the  “constant 
gratification”  of  solving  large 
and  small  problems  day  after 
day.  Producing  consistent  and 
visible  results  can  give  the  suc¬ 
cessful  maintenance  professional 
a  high  profile  within  the  compa¬ 
ny  and  a  reputation  for  compe¬ 
tence.  This  kind  of  visibility  can 
tip  the  balance  when  companies 
are  making  decisions  about 
downsizing. 


Ruhl  is  a  consultant  and  programmer  in 
Connecticut  and  author  of  The  Program¬ 
mer’s  Survival  Guide:  Career  Strate¬ 
gies  for  Computer  Professionals. 


Northern 

California 

Near  mountains,  ocean, 
Tahoe,  Yosemite. 

Contractors  &  Full  Time 

OB2,  CICS.  VSAM,  IDMS 
IMS.  CSP.  ESA 

•  Oata  Base  Managers 

•  Director  Data  Center 

•  Data  Security  Analysts 
(RACF) 

•  Project  Managers 

•  Programmer  Analysts 

•  Systems  Programmers 

•  Systems  Analysts 

•  Data  Base  Analysts 

Free  1 990  salary  survey 
available  Send  resume 

Chuck  Klein  &  Assoc. 

3840  Thorson  Dr. 
Placerville.  CA  95667 
(916)  644-6396 


Senior  Consultants 
and  Programmers 


CW  Systems  Inc.  is  a  leading  consulting  firm 
specializing  in  custom  software  development 
projects  using  the  latest  software  engineering 
techniques  in  challenging  environments.  If  you 
have  proven  skills  in  one  of  the  following  ar¬ 
eas,  please  call  and/or  send  your  resume  to  the 
addresses  below: 


•  CASE 

•  ORACLE 

•  MODEL  204 

•  POWERHOUSE 


•  AIX,  OS2 

•  FOCUS 

•  CREDIT  CARD 

•  TRANSFORM  IMS 


•  ADABAS/NATURAL 

•  SECURITY  ADMINISTRATOR 


600  Congress  Avenue  1 4643  Dallas  Parkway 

Ste  2780,  Dept  CW6/25  Ste  525,  Dept.  CW6/25 
Austin,  Texas  78701  Dallas,  Texas  75240 

(512)469-0245  (214)980-0071 

2925  Briarpark 
Ste.  830,  Dept.  CW6/25 
Houston,  Texas  77042 
(713)781-7466 


Data 
Processing 
in  Paradise 


For  talented  DP  professionals,  this  is  the  career] 
you’ve  always  dreamed  of  . .  in  beautiful,  sunny  I 
Tampa  Bay,  Florida.  And  what's  even  better  is  the  [ 
fact  that  you’ll  be  working  for  one  of  the  country’s  I 
leading  data  processing  consulting  firms— Compu-  | 
ter  Horizons  Corporation. 

We  have  exciting  positions  available  for  quali¬ 
fied  Programmer  Analysts, Sr.  Programmer 
Analysts  and  Documentation  Specialists  with 
knowledge  of  any  of  the  following: 


•  PL/1 

•  SAS 

•  MODEL  204 


CICS 

DB2 

IMS  DB/DC 


In  addition  to  the  pace  and  challenge  that  on¬ 
ly  an  industry  leader  can  provide,  you’ll  enjoy 
a  competitive  salary  and  a  generous  benefits 
package  that  indudes  tuition  reimbursement, 
a  401 K  plan,  relocation  assistance,  health/ 
dental /life  insurance  and  liberal  vacation  time. 
Stop  dreaming . . .  send  your  resume  and 
salary  requirements,  in  confidence,  to:  Kim 
Heinz,  (813)  287-6611  or  FAX  (813)  289-8909 

m  COMPUTER 

HORIZONS  CORP. 


NETWORK 

COMMUNICATIONS 

ENGINEER 

GTE  Retail  Information  Services  is  seeking 
a  Network  Communications  Engineer  for  our 
Atlanta  location. 

The  individual  will  participate  in  the 
development  of  application  software  products 
as  well  as  technical  architectures  and 
systems  designs.  Qualifications  include  a  BS 
degree  or  equivalent,  1-2  years  experience 
as  a  senior  member  (project  leader,  chief 
programmer,  etc.)  of  a  development  project 
team,  3-4  years  of  high-level  language 
programming  and  experience  in  retail 
systems,  high-level  design  and  systems 
analysis  techniques.  Experience  with 
communication  and  network  environments 
and  UNIX  is  mandatory.  Specific  knowledge 
of  SNA,  TCP/IP  and  X.25  is  required 

GTE  Retail  Information  Services  offers 
competitive  salaries,  genuine  advancement 
opportunities  and  a  full  range  of  company- 
paid  benefits.  Qualified  candidates  should 
forward  their  resume,  including  salary 
history,  in  confidence  to: 

GTE  Retail  Information 
§  j  Services,  Inc. 

1  L  ■  1  3  Dept,  of 

Human  Resources  RISCW 

Information  100  Galleria 

Services  Inc  Gu',e 
services,  me.  At|anta  GA  30339 

An  Equal  Opportunity  Employer 

JULY  16, 1990 


COMPUTERWORLD 


113 


COMPUTER  CAREERS 


Institute  of  Systems  Science 
National  University  of  Singapore 


Spearhead  an  R&D 
Project  in 

Information  Technology 


At  the  ISS,  R&D  projects  are  on  the  grow.  We  want  leaders  to  spear¬ 
head  projects  in  advanced  software  prototypes  and  products.  Our 
work  employment  challenges  the  frontiers  of  information  technology  for 
higher  human  productivity.  If  you  have  the  talent,  we  have  the  latest 
computing  facilities  in  the  region  and  a  competitive  remuneration  pack¬ 
age  to  match. 

Build  a  career  with  us  as  R&D  PROJECT  LEADERS 
in  the  areas  of: 


Neural  Networks 
Distributed  &  Parallel 
Computing 
High-Speed 
Communications 

Advanced  Technology 
Development 


•  Hypermedia  Systems 

•  Visualisation 
(Video  &  3D  Interfaces) 

•  Object  Oriented  Database 
Systems 

•  Information  Retrieval 

•  Natural  Language 
Processing 

To  qualify  you  should  have: 

•  a  PhD  in  Computer  Science,  Electrical  Engineering,  Cognitive 
Science,  Linguistics  and  related  disciplines 

•  Several  years’  experience  in  R&D  laboratory  work,  a  portion  of 
which  have  been  spent  as  a  project  leader. 

If  you  are  keen  about  R&D  breakthroughs  in  Information  Technology, 
send  your  complete  resume  to: 

Director  of  Personnel 
National  University  of  Singapore 
10  Kent  Ridge  Crescent 
Singapore  0511 

OR 

Fax  ISS  Recruitment  Manager  (R&D) 
at  (65)-775-0938 


SYSTEMS  MANAGEMENT 


CAREER  TURN  AHEAD. 

If  you  ore  reody  for  a  new  rood,  turn  to  SETPOINT, 
a  leading  supplier  of  automated  systems,  manage¬ 
ment  information  systems  and  applications 
engineering  for  petrochemical  and  manufacturing 


clients 


worl 


Jwide. 


SETPOINT  offers  an  environment  that  encourages 
advancement  through  professional  training  and 
development.  SETPOINT  invites  the  following 
professionals  to  join  us  on  the  road  to  success. 

VAX/VMS  CONSULTANT 
AND  SYSTEM  MANAGER 

BS  in  Math  or  science  related  field  required.  Experi¬ 
ence  in  the  following  VAX/VMS  and  DECNET  areas 
essential: 

•  Installation  and  management 

•  Performance  analysis  and  tuning 

•  Security  management 

•  Print  and  job  queue  management 

•  Load  management 

•  Assistance  with  user  problems 

•  Analysis  of  system  and  network  problems 

•  Cluster  management 

PROGRAMMER/ANALYSTS 

BS  in  Engineering,  Math  or  Computer  Science 
required. 

•  3-5  years  actual  experience  in  real  time  data 
communications  software  using  the  FORTRAN  and 
"C"  languages 

•  Familiarity  with  use  of  operating  systems  service 
calls  on  major  operating  systems  for  DEC,  Hewlett 
Packard,  or  Data  General 

•  Knowledge  of  ma  jor  communication  specifications, 
including  RS-232,  X.25,  Ethernet,  or  IEEE-488. 

We  offer  you  a  highly  competitive  compensation 
package,  if  you  are  ready  to  take  a  turn  for  the  better. 
Forward  your  resume  to:  Recruiting  Coordinator, 
File  #345,  SETPOINT,  INC.,  14701  St.  Mo 


Lane,  Houston,  Texas  77079.  U.S.  Citizenship 
or  Resident  Visa  required.  Principals  only.  SETPOINT 
is  an  equal  opportunity  employer. 

SETPOINT  inc. 


COMPUTERPEOPLE, 

INC. 

-National  Division- 


permanent  &  Consulting 
opportunities  abound 
nationwide  in  these 
technical  areas: 


Database 


$25-$55K 


IDMS/ADSO 
IMS  -  DBRC  a  plus 
DB2 

4th  Dimension  (Macintosh) 
Image  (HP  3000) 

AS400/ 

SYSTEM  38  $22-$38K 

RPG  III 

C/UNIX  on  DEC  or  IBM 

Informix  to  $45K 

Oracle  to  $45K 

Networking  to  $40K 


IBM/MVS/ 
CICS,  P/A’s 


$25-$35K 


Free  Consultation 
Call  1-800-955-9695 
Colleen  or  Noreert 

Fax  Resume 

1-716-883-0776 

*  Resume  not  required 


SOFTWARE 

OPPORTUNITIES 

1-800-423-5383 

Let  our  National  Award  winning 
computer  specialists  assist  you 
in  your  search.  We  have  over 
300  affiliated  offices  around  the 
country  ready  to  work  for  youl 

LIFE  INSURANCE  To$60K 

UNIX  INTERNALS  To  $60+ 

SYSTEM/38  To$40K+ 

IDMS,  IMS  or  AOABAS  To  $S0K 
P/A  (COBOL  or  ALC)  To  $40K 
UNIX/C  To  $S5K 

MVS  or  VM  INTERNALS  SOPEN 
ACF/VTAM/NCP  To  $50K 
DB2/SQL  To  S60K+ 

COBOL/CICS  To  $40K 

Software  Engineers  To  $60K 
OVERSEAS  S  OPEN 

ROBERT  SHIELDS  & 
ASSOCIATES 

P.O.  Box  890723,  Dept.  C 
Houston,  TX  77289-0723 

FAX:  713-486-1496 


Weekly. 

Regional. 

National. 

And  it  works! 


Just  four  reasons  why  more  companies  run 
more  recruitment  advertising  in  Computer- 
world  than  in  any  other  specialized  business 
newspaper. 

For  more  information  or  to  place  your  ad 
regionally  or  nationally,  call  Lisa  McGrath  at 
800-343-6474  (in  MA,  508-879-0700). 


COMPOTE  CAREERS 


inside  AT&T  bids  Workstation  price  war  raging 

for  broader 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 


A 
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COMPUTER  CAREERS 


Florida 

DON’T  DREAM  THE  LIFE, 
LIVE  THE  DREAM!!! 

Florida,  with  gentle  winds  bending  the 
palms  and  an  average  temperature  of 
72 *.  is  one  of  the  finest  places  to  live  and 
work 


AMD  Consulting  Services  is  experiencing 
phenomenal  growth.  Our  customers. 
Florida's  premier  information  processing  centers, 
have  immediate  needs  for  professionals  with  ex¬ 
perience  in  any  of  the  following: 

•  COBOL  PU.  ALC.  RPG3.  "C ",  CICS 

•  FOCUS.  ORACLE,  INFORMIX 

•  DB2/SQL  IDMS.  M204,  IMS 
t/S/ZSi •  TANDEM  COBOL  tal  pathway 

•  DEC/VAX,  UNIX.  PICK 

•  PCS/ADS.  MCCORMACK  &.  DODGE 
It's  your  move,  make  it  the  RIGHT  ONE 


AMD 


One  Harbour  Place 
Suite  885  C 


e  coNsuinnc  services 

Tampa,  Florida  33602 
(813)  229-9208 


Software 
Design  & 
Development, 
Inc. 


972  West  Main  Street 
Rock  Hill,  SC  29730 

1-800-634-8086 

rax 

The  UNIX®  Specialists  1-803-329-1331 

Software  Engineers* 

UNIX,  VMS,  FORTRAN,  VRTX,  SDU,  AYK-14, 
JTIDS,  LINK-11,  MLSTD 1553  &  1679,  C*l 
ADC,  OS/2,  Pros.  Mgr., X-Windows, MOTIF 
Comminications,  SNA,  TCP/IP 
Systems  •  Internals  •  Hardware  •  UNIX  Tools 

•  Florida  •  North  Carolina  • 

•  Georgia  •  Texas  • 

Call  us  or  FAX  your  Resume  for  our 
immediate  response 

*2  y— re  minimum  experience 


DATA  SYSTEMS  DEVELOPMENT 
PROJECT  MANAGER 

The  State  of  Wisconsin,  Department  of  Health  and  Social  Services  is 
seeking  applicants  to  serve  as  contract  administrator  for  a  major  sys¬ 
tems  development  contract  to  transfer  and  modify  another  state's  in¬ 
come  maintenance  system,  i.e.,  AFDC,  Food  Stamps,  MA  to  meet  Wis¬ 
consin's  requirements.  Extensive  knowledge  of  computer  hardware  and 
software  environments  and  applications,  project  management  and  con¬ 
tract  administration  is  required.  Start  between  $48,746  and  $70,528  per 
year  depending  on  qualifications.  Apply  with  a  current  detailed  resume 
highlighting  your  qualifications  and  years  of  experience  related  to  the 
above  responsibilities  and  knowledge  required.  Send  materials  to 

Joanne  Brockmann  (60S)  266-0559  or  (608)  266-1865  (TDD);  DHSS; 
Bureau  of  Personnel  and  Employment  Relations;  Room  669,  1  West 
Wilson  Street;  P.O.  Box  7850;  Madison,  Wl  53707-7850. 

Deadline  date  for  receipt  of  resumes  at  the  Bureau  of  Personnel  and  Em¬ 
ployment  Relations  is  July  30.  Resumes  will  be  reviewed  and  the  most 
qualified  candidates  will  be  invited  to  participate  further  in  the  examina¬ 
tion  process  AN  EQUAL  OPPORTUNITY  EMPLOYER 


IT’S  CALLED  THE  GOLDEN  GATE 
FOR  GOOD  REASON 

System  professionals  can  discover  career  enrichment, 
personal  satisfaction  and  rewarding  employment  with 
our  prestigious  clients.  Sophisticated  technologies 
include  Mainframes,  Minis,  Micros,  PC's,  Networks, 
Communications,  System  Software,  Data  Bases,  4-Gl.'s, 
design,  development  and  software  engineering. 

THE  SEARCH  FIRM,  INC. 

5%  MARKET  STREET,  SUITE  1400,  SAN  FRANCISCO,  CA  94105 

(415)  777-3900  FAX  777-8632 


INFORMATION  SYSTEMS  SPECIALISTS 


IDMS 

Major  So.  New  England 
client  seeks  individuals  with 
COBOL,  IDMS  and  ADS/0  to 
join  new  projects.  CICS  is  a 
plus.  Opportunity  to  learn 
DB2,  CASE  tools.  Full  relo¬ 
cation  paid.  Call  Hartford  for 
details. 

535- 52K  HTF104 

PC  SYS 
ANALYSTS 

Your  experience  developing 
applications  systems  using 
PC's,  LAN’s  in  an  IBM  main¬ 
frame  environment  are  key 
for  this  NE  industry  leader. 
Will  be  trained  in  DB2.  Full 
relocation  paid.  Call  Hartford 
office. 

536- 45K  HTF105 

DB2/CASE/DATA 

MODELING 

Nat'l  consult  firm  seeks 
indivs  w/3-10  yrs  DB2,  Case 
Tools,  or  Data  Modeling.  Ex. 
benefits,  full  relo.  Opptys  for 
SRS/MGRS.  Positions  in 
ATL,  BALT/WASH,  CALIF. 
Call  San  Diego  for  details. 
$50-1 20K  SAN103 

SR  PROG / 
ANALYST 

Work  at  the  Beach  in  Los 
Angeles!  Highly  visible 
direct  mail  co  seeks  P/A  with 
IBM  Mainframe 
Assembler/VM/VSI  and  Di¬ 
rect  Mail  experience. 

$48K  LAX  103 


COBOL  CICS 
PROS 

Established  San  Francisco 
area  clients  are  looking  for 
seasoned  programmers 
and  analysts  with  experi¬ 
ence  in  IBM  VM,  MVS  and 
DOS  systems.  2+  yrs  CO¬ 
BOL  &  CICS  experience  re¬ 
quired. 

$47  K  SFQ103 


COBOL  CICS  MVS 
SR  P/A 

Seattle  hdqrts  of  int'l  firm 
needs  your  skills.  3+  yrs 
sophisticated  on-line  batch 
exp  req’d.  Great  oppt’y  for 
super  energetic  &  indepen¬ 
dent  pro  who  seeks  hi  tech 
environ  &  technical  career 
growth. 

$38K  SEA103 


INGRES 

PROFESSIONALS 

Outstanding  oppty's  for 
programmers  &  DB  ana¬ 
lysts  in  established 
San  Jose  based  electronics 
company.  Requires  2+  yrs 
solid  INGRES  exp  in  a  DEC 
VAX  environ.  Excellent 
career  growth  potential. 
$55K  SJC103 


PROGRAMMER/ 

ANALYST 

NY-NJ  Fortune  100  firm 
seeks  5+  yrs  systems  and 
programmer/analysts  with 
skills  in  the  following 
technical  disciplines: 
COBOL  DOS/VSE  VSAM, 
TANDEM  TAL/PATHWAY, 
UNIX  “C”  AS/400  net¬ 
working  and  PC  support. 
$45-70K  NYC104 


AS400 

COBOL 

International  Conglomerate 
looking  for  programmer  an¬ 
alyst  with  2+  years  experi¬ 
ence  on  the  AS400.  Batch 
and  on-line  COBOL  re¬ 
quired.  Queens,  NY  loca¬ 
tion.  Call  Jericho,  NY  office 
for  details. 

$42K  LIJ100 


PROGRAMMER 

National  consulting  service 
has  multiple  permanent  po¬ 
sitions  requiring  your  skills 
in  MVS/XA,  COBOL,  SAS, 
ADABASE/NATURAL, 

PC's,  UNIX  "C”,  Windows 
or  assorted  4GL’s.  RH 
JOB  BOARD  MODEM 
214/987-1957 
$45K  DFW103 


P/A,  S/A,  P/L, 
MGR,  DIR! 

We  have  numerous  oppty’s 
with  the  Twin  Cities'  finest 
firms.  If  you  have  any  of  the 
following  skills:  FOCUS, 
AS400  RPGIII,  CASE 
TOOLS/IEW,  call  our 
Bloomington  office  for  in¬ 
formation! 

DOE  BLO103 


IBM  MAINFRAME 

Positions  exist  both  in 
Houston  and  San  Antonio 
for  IDMS/ADSO  and  IMS 
DB/DC  programmers  and 
analysts.  Client  company 
will  train  in  DB2.  Full  relo¬ 
cation  paid. 

$45K  HQU103 


DB2/ORACLE/SQL 

PROFESSIONALS 

Three  Del.  Valley  “Blue 
Chip"  Corporations  have 
new  development  projects 
started.  Programmers 
through  Project  Leaders, 
2+  years  with  Oracle,  DB2 
or  SQL  experience  on  IBM 
or  DEC  VAX  platforms. 
$50K+  PHL103 


Call  the  Robert  Half  office  nearest  you 

(please  refer  to  the  underlined  six  digit  job  axle) 


California 

Los  Angeles 
(213)  386-6805 
FAX  (213)  487-0826 

San  Diego 
(619)  291-7990 
FAX  (619)296-8784 

San  Francisco 
(415)  434-1900 
FAX  (415)  434-0705 

San  Jose 
(408)  293-9040 
FAX  (408)  293-1509 


Connecticut 

Hartford 
(203)  278-7170 
FAX  (203)  278-0320 

New  York 

New  York  City 
(212)  221-6500 
FAX  (212)  575-3050 

Long  Island 


(516)  333-2121 
FAX  (516)  333-2188 


Minnesota 

Bloomington 
(612)  893-9585 
FAX  (612)  893-0833 

Pennsylvania 

Philadelphia 
(215)  568-4580 
FAX  (215)  561-4434 

Texas 

Dallas 

(214)  363-3300 
FAX  (214)  373-7480 


Texas 

Houston 
(713)  623-4700 
FAX  (713)  623-6782 

Washington 

Seattle 

(206)  624-9000 
FAX  (206)  624-5093 


t  1 990  Robert  Half 
International  Inc 


TPF  PROGRAMMERS 

ASSIGNMENTS  IN  EUROPE, 
FAR  EAST  AND  U.S. 

Bedford  Associates,  Inc.,  a  subsidiary  of  British  Air¬ 
ways,  is  a  leading  international  information  technology 
service  firm  specializing  in  management  consulting  and 
the  development  of  high  performance  on-line  transac¬ 
tion  systems.  We  do  business  all  over  the  world. 

We  have  immediate  openings  for:  TPF  and  MVS  Sys¬ 
tems  Programmers  with  performance  and  capacity 
planning  experience;  TPF  Communications  with  inter¬ 
processor  and  SNA  knowledge;  Documentation  Spe¬ 
cialist  with  bookmaster  experience;  schedule  change 
offline  or  online  experience;  and  TPF  Test  System  Pro¬ 
grammers. 

To  find  out  about  our  generous  compensation  and  ben¬ 
efits  packages,  including  overseas  living  allowances, 
Please  Fax  your  resume  immediately  or  call  collect  To¬ 
day.  Personal  interviews  will  follow  initial  screening. 


Patsy  Bauer 
Recruiting 

Bedford  Associates,  Inc. 
101  Merritt  7 
Norwalk,  CT  06851 

(203)  846-6251 
Fax:  (203)  846-1487 


Bed  fad 
Associates 
inc. 


An  Equal  Opportunity  Employer 


AS/400  S/38 

A  GET  TO  THE  HART 
OF  THE  BUSINESS... 


i;|l, 


With  Whittman  Hart,  the  largest  diversified  technical  services  company  (dedi 
cated  strictly  to  the  AS/400  and  S/38  systems)  in  the  country.  Providing  technical 
support  to  many  of  the  top  Fortune  20  companies  in  America,  we  are  the  consulting 
experts,  committed  to  mastering  technologies,  attending  to  details  and  creating 
solutions.  Our  accelerated  growth  and  phenomenal  success  has  created  a  need  for 
talented  Data  Processing  PROFESSIONALS  to  share  in  a  future  of  significant  chal 
lenge  and  reward  in  a  highly  progressive  team  environment. 

We  currently  require  individuals  with  2*  years  solid  System  38.  RPGIII,  COBOL 
experience  and  proficiency  in  any  of  the  following: 


Technical  Consulting 
Design 

Education  A  Training 


Data  Communications 
Project  Management 
Product  Development 


III 


'll 


POSITIONS  ARE  CURRENTLY  AVAILABLE  IN 
CHICAGO,  LOS  ANGELES  AND  INDIANAPOLIS. 

Get  to  the  HART  of  challenge  and  reward  at  Whittman  Hart.  We  offer  one  of  the 
finest  compensation  packages  in  the  industry,  including  high  earning  potential, 
project  diversity,  incentives,  paid  insurance  coverage,  relocation  allowance  and 
i|.|  other  impressive  benefits.  Please  send  your  resume  in  strict  confidence  to:  J.ired 

1  Bobo,  Director  of  Recruiting,  Whlttman-Hart,  INC.,  377  East  Butterfield 
Road,  Suite  425,  Lombard,  IL  60148.  (708)  971-2270.  Equal  Opportunity  Em 
ployer  M/F 


A 


Whlttman-Hart 

The  Leader  in  the  Midrange  Solutions. 
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COMPUTER  CAREERS  EAST 


AIRLINE 

OPPORTUNITIES 


USAir,  America’s  Most  Frequent  Flyer,  is  seeking  experienced  data 
processing  professionals  and  managers  for  our  rapidly  expanding 
MIS  department  in  Arlington,  VA,  Pittsburgh,  PA,  and  Winston- 
Salem,  NC. 


Working  in  a  state-of-the-art  IBM  mainframe  environment,  the 
successful  candidates  can  expect  competitive  salaries  and  an  excellent 
benefits  package  with  liberal  travel  privileges.  The  following  positions 
and  locations  are  currently  available  for  those  with  the  necessary 
experience: 


IMS  PROGRAMMERS/ANALYSTS/MANAGERS 
(VA,  PA,  NC) 

2-7  years  programming  and/or  systems  analysis  experience  in 
COBOL,  JCL,  and  IMS  is  required  with  a  strong  business 
background  assisting  users  with  various  automated  financial, 
accounting,  payroll,  airport  operations,  and  inventory  control 
systems  in  a  project  oriented  environment  is  required.  A  four  year 
degree  is  preferred,  with  experience  with  SAS,  4GL,  DB2  and 
mainframe  software  packages  a  plus. 


DATABASE  ADMINISTRATOR  (NC) 

Work  with  logical  and  physical  database  design  methods  associated 
with  application  development  projects.  Requires  3  +  years  experience 
with  DB2.  Degree  preferred. 


TPF  SYSTEMS  DESIGN  ANALYST  (NC) 

Design,  develop,  and  implement  large  reservations  application 
systems.  4+  years  experience  in  a  development/programming 
environment,  with  knowledge  of  large  systems  interactions  necessary. 


PRODUCTIVITY  PROGRAMMER/ANALYST 
(NC,  VA) 

Research,  create  and  maintain  MIS  department,  assisting  with 
standards  and  procedures.  2-3  years  experience  working  with  lifecycle 
methods  and  CASE  tools.  A  background  using  SCRIPT,  GML, 
CMS,  and  TSO  is  preferred. 


NETWORK  OPERATOR  (NC) 

Monitor  and  operate  multiple  data  communications  network. 
Provide  technical  support  to  MIS  functions  and  user  departments. 
Requires  education/experience  in  electronics,  communications  and 
computer  sciences. 


Catch  a  career  you  can  fly  with  by  calling  (703)  4 1 8-7870 
on  Wed.,  Thurs.  orFri.,  (July  18,  19,  20)  between  9am 
and  4pm  to  discuss  your  background  with  a  USAir 
representative  or. . .  by  forwarding  your  resume  with 
salary  history  and  position/location  desired  to:  USAir 
Employment  Services,  Dept.  COMPWLD, 

P.O.  Box  15866,  Arlington,  VA  22215. 
EOE/M/F.  PRINCIPALS  ONLY. 


USAir 


PROGRAMMER 


Our  success  has  created  a  need  to 
expand  and  several  opportunities  exist 
within  Information  Systems  for  Application 
Programmers. 

Our  ideal  candidate  will  have  2-7  years 
programming  experience  with  exposure  to 
property/casualty  insurance  or  financial 
applications  preferred.  Technical  experi¬ 
ence  in  COBOL  is  required;  IBM 
Mainframe,  DOS/VSE,  VSAM  and  VOL- 
LIE  is  helpful.  The  ability  to  perform  inde¬ 
pendently  and  assist  in  the  estimating  and 
scheduling  of  assigned  projects  is  a  cus¬ 
tomary  activity  in  our  application  develop¬ 
ment  process. 

Promotion  from  within,  exceptional  bene¬ 
fits  and  a  small  company  atmosphere  are 
just  some  of  the  advantages  our  employ¬ 
ees  have  been  enjoying  for  years. 

Interested  candidates  should  send 
resume  with  salary  requirements  to  the 

Human  Resources  Dept.,  AMERICAN 
RELIANCE  INSURANCE  COMPANY, 
1000  Lenox  Drive,  Lawrenceville,  NJ 
08648.  Equal  Opportunity  Employer. 


J 


^American  Reliance 


fe&iwss! 


FLORIDA  OPPORTUNITIES 

CONSULTANTS/PERM 


•  UNIX/C/INFORMIX, ORACLE, OS/2, AIX 

•  IMS/DB/DC,CICS,DB2 

•  VAX,  W/COBOL.DECNET.ACMS,  DEC-FORMS 

•  H-WELL,DPS8,AS400,RPGIII 

•  PC-LAN,  KEYENTRY-3 


135  W.  Central  Blvd.,  Suita  840 
Orlando,  Florida  32801 
4 07/839-4707,  Fax  407-839-4337 


Hardcore 
Software 
People 


We  need  analysts/pro- 
-3  years  ex- 


grammers  2-3  years 
pirence  in  a  Hewlet-Packard 
environment.  According  to 
INC.  Magazine  WTW  is  #130 
of  America's  fastest  growing 
companies,  join  our  team 
and  earn  what  you're  worth 
WTW  is  a  national  software 
consulting  firm  offering 
excellent  salary  and  benefits 
and  the  opportunity  to 
position  yourself  for 
success. 

Call  immediately  or 
send  resume: 
1-800-833-2895 

Attn:  Nancy  Lawless 
Wesson,  Taylor,  Wells 
P0.  Box  3046 


Valley  Forge  PA 
19484-3046 


Wesson.  1  aytor. 
Wells  is  an  equal 
opportunity  employer 


WTW 


SOFTWARE 

CONSULTING 

SERVICES 


RESEARCH  TRIANGLE 
OPPORTUNITIES 


Currently  recruiting  experi¬ 
enced  computer  pros  with 
background  in  any  of  the  fol¬ 
lowing:  IBM  COBOL;  CICS; 
IDMS;  IMS;  ADS/O;  ORACLE; 
INGRES;  DB  2;  UNIX;  HOGAN; 
ASSEMBLER;  AS400;  DEC/ 
VAX/VMS;  ORACLE/C;  CIM; 
POS;  MSA;  Financial;  Mfg.; 
Banking;  Inaurance;  MVS,  VM, 
NCP/VTAM  or  CICS  Syatems 
Progra;  DEC/VAX  Systems 
Mgra;  TANDEM;  Adabas/Natu- 
ral;  PC  LAN;  Banyon;  Data¬ 
base  Analysts.  Partial  Using  of 
local,  regional  &  nat’l  fee  paid 
position*.  Call  or  write: 


The  Underwood  Group,  Inc. 

3924  Browning  PI.,  Suita  7 
Raleigh,  NC  27609 
(919)782-3024 
FAX  (919)  783-0492 


AS/400  PROFESSIONALS 


ADM,  Inc.,  based  in  Cheshire,  CT,  is  recruit¬ 
ing  for  technical  and  applications  program¬ 
mers  and  analysts  with  5+  years  experience 
in  S/3X  and  AS/400  platforms.  As  a  leading 
IBM  midrange  consultant,  ADM  has  a  wide 
variety  of  assignments  and  clients.  Skills  in 
data  communication,  performance  tuning, 
database,  connectivity,  and  S/2000  products 
are  especially  valuable.  Candidates  who  also 
have  System/370  skills  and  experience  are 
especially  desirable.  ADM  offers  a  package 
of  above-market  salaries,  profit  sharing,  ben¬ 
efits,  and  professional  skills  advancement. 
Reply  in  confidence  to  Mr.  Keith  Okano, 
ADM  Inc.,  1247  Highland  Avenue,  Cheshire, 
CT  06410.  Fax  (203)272-8744 


FLORIDA 

FT.  LAUDERDALE  -  MIAMI  -  WEST  PALM  BEACH 
TAMPA  -  ORLANDO  -  JACKSONVILLE 


If  you  are  a  Programmer/Anafyst,  Information  Center  Analyst,  DBA, 
Systems  Programmer,  or  Software  Engineerwith  experience  in  any  of  the 
areas  listed,  contact  us  today.  We  will  provide  all  the  information  you 
need  to  consider  a  move  to  Florida  -  a  better  way  of  life. 


■FOCUS 
•CASE  TOOLS 
•C.  X-WIND0WS 
•ASSEMBLER 


•TELL-A-GRAF 
■CICS 
ORACLE 
■  AS/400,  S/38 


•  DB2 

•  UNIX,  C 

•  TANDEM 
•MUMPS 


•APL 

•  IDMS,  ADS/0 
•ADR/IDEAL 

•  IMS-DL/I 


2005  N.W.  62nd  ST.  •  SUITE  #3  •  FT.  LAUDERDALE,  FL  33309 
1-800-777-8603  •  FAX  305-491-8152 


CDUIPUTERPEDPLE 


M.I.S.  MANAGEMENT 
OPPORTUNITIES 


ng  frr 

S/3X  to  AS-400's;  strategic  planning  for  hardware  and  softwa 
Requires  8+  yrs.  exp.,  MAPICS  and  degree.  To  $60's. 


CORP.  DIRECTOR  MIS  -  Multi-faceted  service  organization 
seeks  professional  with  8+  yrs.  IBM/DEC  exp.  to  manage  a 
statewide  network;  staff  of  40.  Salary  negotiable  depending  on 
experience. 


m 


-o-r-t-u-n-e 


Personnel  Consultants  of  Columbia 
P.O.  Box  23728 
Columbia,  SC  29224 
ATTN:  Ron  Doerfler 

Phone:  803-788-8877  FAX:  803-788-1509 


Great  CONSULTING 

Assignments! 
and  Exceptional 
FULL  TIME 
Opportunities 


Call  &  send  your  resume  to 


MIMI 

SIMON  ASSOC. 


90  West  Street,  Suite  1 1 05 
New  York,  NY  10006 


406-1705 

Pax  #  (212)  406-1768 


PITTSBURGH 


Programmers  needed^  for  posi¬ 


tions  in  Pittsburgh,  PA. 
cient  in  one  or  more  of  the  fol¬ 
lowing: 

Sybase 
Ingres 
C 

Cobol/CICS 
370/Assembler 


Oracle 

4GL 

SQL  Tools 
DB2 

Tandem 


Adabas/Natural2 


Send  or  fax  your  resume  to 
Monica  McDermott,  Corn- 
source  Technical  Services,  150 
River  Ave.,  Pittsburgh,  PA 
15212 


(412)  321-5730 
FAX  (412)321-6674 


TAMPA 


At  AiC  opportunities  abound  for 
professionals!  We're  celebrating 
our  25th  Anniversary  with  another 
year  of  above  average  growth.  AiC 
Tampa  offers  you  the  ability  to 
achieve  your  goals  while  enjoying 
a  tropical  lifestyle.  Current  open¬ 
ings  exist  for  P/A's  with  experi¬ 
ence  in  any  of  the  following  areas: 


DB2 

C-OS/2 


IMS 

FOCUS 


For  these  and  other  openings  in 
Florida  contact: 


talysts  In¬ 
ternational  Corporation,  5401  W, 
Kennedy  Blvd.,  Suite  480,  Tam¬ 
pa,  FL  33609.  Phone:  (813)  281- 
0458  or  Fax:  (813)  289-9475  EOE 


Director/Manager 

of 

CAD  Operations 


lly  1 

mous  Architectural  Firm. 
Direct  and  maintain  in¬ 
stallation,  hire  and  train 
staff.  Salary  commensu¬ 
rate  to  experience. 


Send  resume  to: 

Richard  Meier 
&  Partners 

475  Tenth  Ave.,  NYC  10018 


Systems  Analyst  B.S.  in  Com¬ 
puter  and  Information  Science,  one 
year  experience  as  Systems  Ana¬ 
lyst  or  one  year  experience  as  Com¬ 
puter  Programmer  required.  Experi¬ 
ence  must  include  one  year  work  in 
relational  database  normalization 
techniques.  Will  analyze  and  design 
computerized  database  systems. 
Formulate  systems  scope  and  ob¬ 
jectives  to  develop  or  modify  data 
processing  systems.  Designs 
codes,  tests,  and  prepares  specifi¬ 
cation  of  these  systems.  Utilize  rela¬ 
tional  database  normalization  tech¬ 
niques.  Salary  $519./wk.  Apply  or 
send  resume  to  Ms.  D.  Abernathy, 
Alabama  State  Employment  Ser¬ 
vice,  4130  C  Government  Blvd., 
P.O.  Box  190399,  Mobile,  Alabama 
36619,  or  apply  in  person  at  any  Al¬ 
abama  State  Employment  Service 
Office  JO#  AL  0680789  EEO 


SYSTEMS  ANALYST  -  M.S. 
in  Computer  Science  plus  1 
yr.  experience  programming 
UNIX  System  V  using  C,  For¬ 
tran,  and  SQL,  (or  B.S.  in 
Comp.  Sci.  with  2  years  ex¬ 
perience  in  aforesaid  pro¬ 
gramming)  and  ability  to  pro¬ 
gram  on  DOS  &  Macintosh 
systems;  will  do  large  data¬ 
base  design  applications  in 
medical  instrumentation/labs. 
Sal:  $29,700/yr.  References. 
Apply:  Ga.  Dept,  of  Labor, 
1275  Clarendon  Avenue, 
Avondale  Estates,  Georgia 
30002,  or  to  the  nearest 
Georgia  Job  Service  Center. 
Control  GA#  5437232 


One  thing 
every 

executive 


should 
have  after 
retirement: 


An  adventure. 


Gold  watches  are  fine  for  some 
retired  executives.  But  after  a  lifetime 
of  experience,  moving  from  the 
trenches  to  the  front  offices,  your 
knowledge  is  worth  more— to  us  and 
to  hundreds  throughout  the  world  in 
need  of  your  special  skills. 

Through  the  International  Execu¬ 
tive  Service  Corps— the  not-for-profit 
organization  that  sends  U.S.  man¬ 
agers  to  help  businesses  in  develop¬ 
ing  nations— you  can  volunteer  for 
short-term  assignments  in  foreign 
countries  where  you’re  truly  needed. 
Although  you  will  not  be  paid,  you 
and  your  spouse  will  receive  all  ex¬ 
penses,  plus  the  personal  satisfaction 
of  teaching  others  while  you  discover 
more  about  yourself. 

It’s  an  adventure  of  the  spirit.  And 
the  time  to  explore  it  is  now.  So 
please,  don’t  let  this  golden  opportu¬ 
nity  pass  by.  Send  for  more  informa¬ 
tion  today. 


International 
Executive 
Service  Corps 


E! 


Turn  your  lifetime  of  experience 
into  the  experience  of  a  lifetime. 


YES,  I'd  like  to  share  my  lifetime  of  experience 
with  others.  I  recently  retired  from  my  position  as 
a  hands-on  manager  with  a  U.S.  company.  I  also 
understand  that  volunteers  and  their  spouses 
receive  expenses,  but  no  salary.  Please  send  me 
more  information  now. 


Name. 


Address. 


City. 


.State. 


.  Zip . 


In  what  publication  did  you  see  this  ad? 


Write  to:  I  CSC,  8  Stamford  Forum,  P.O.  Box  10005 
Stamford,  CT  06904-2005.  Or,  tor  faster 
response,  call  this  number:  (203)  967-6000.  BP 
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Declare 

Your 

Independence 

In  today's  world  of  mergers  and  buyouts,  your  future 
with  a  company  can  be  uncertain.  You  owe  it  to  yourself  to 
take  charge  of  your  career  and  declare  your  independence. 

TECH  FAIR®  offers  an  excellent  opportunity  for  engi¬ 
neers  and  computer  systems  professionals  to  meet  face-to- 
face  with  high  technology  companies  who  can  show  you 
what's  available  in  today's  high  tech  career  marketplace. 

At  TECH  FAIR,  you  can  find  out  what  you’re  worth, 
explore  new  career  possibilities,  get  a  closer  look  at  projects 
and  position  openings,  all  in  an  informal,  no  pressure 
atmosphere. 

So,  come  to  TECH  FAIR  and  declare  your  independence. 

There's  a  TECH  FAIR  coming  to  your  area  soon. 

AUGUST  TECH  FAIRS 

August  6-7 

Westcourt  in  the  Buttes,  Phoenix,  AZ 

August  18-19 

(Black  Expo  ’90) 

Washington  Convention  Center, 
Washington,  DC 

August  20-21 

Airport  Marriott,  Long  Beach,  CA 

TECH  FAIR 

THE  NATION'S  #1  JOB  FAIR  FOR  ENGINEERING.  SYSTEMS  ft  SOFTWARE  DEVELOPMENT  PROFESSIONALS 
TECH  FAIR  is  a  Trade  Mark  of  Business  People  Inc. 

Sponsored  by  BPI,  2905  Multifoods  Tower.  33  South  Sixth  Street,  Minneapolis.  MN  55402 

For  information  call  (612)  370-0550.  We  are  not  an  employment  agency 


Systems 

Professionals 

North  Carolina 
Locations 
Permanent  and  Contract 
Posltions-Two  or  more 
years'  experience 

•  DB2/CSP  •  dBASE  III 

•  CUPPER  •  DEC  VAX 

•  ORACLE  •  INGRES 

•  INQUIRE  •  SAS 

•  C0B0LCICSIMS 

•  BANYAN  VINES 

•  0S2  PRESENTATION 
MANAGER 

•  C/MICR0S0FT/ WINDOWS 


5000  Falls  of  the  Neuse 
Road,  Suite  400,  Dept  C, 
Raleigh,  NC  27609 


Toll-Free:  (800)  832-3443 
FAX:  (919)  876-2127 
E0E. 


f  j_omputer 
Jn  tel  ligence, 
Jncorporated 


AS  400/38 


Full-Time, 

In-House  Positions  for: 

MIS  Director  (to  $60K) 

Sr.  Programmer /Analyst  (to  $45K) 
Programmer  Analyst  (to  $37K) 
Programmer  (to$32K) 

Jr.  Programmer  (to  $25K) 

Applications  include  distnbution, 
inventory  control,  manufactunng, 
accounting,  and  human  resources 


For  into  on  these  and  other  com¬ 
puter  opportunities,  please  con¬ 
tact  MSI  DATA  SEARCH,  8280 
Greensboro  Dr.,  #780,  McLean, 
VA  22102,  TEL  (703)  556-0606, 
FAX  (703)893-1453 


Data  Processing 
Consultants 


Broughton  Systems,  an  established  Richmond, 
VA  computer  services  firm,  has  current  needs  for 
Programmer  Analysts  with  the  following  skills 
(minimum  of  three  years  work  experience): 

SYS  3X/AS400 
IMS 
DB2 
APS 
CICS 

MAC  HYPERCARD 
DEC  VAX 

LAN/COMMUNICATIONS 

Our  people  pride  themselves  in  offering  excel¬ 
lent  technical  skills  and  a  commitment  to  pro¬ 
vide  the  best  service  to  our  clients.  We  offer  our 
staff  opportunities  to  work  on  varied  assign¬ 
ments,  excellent  benefits  and  competitive  sala¬ 
ries.  If  you  have  the  technical  skills  and  desire  to 
begin  a  challenging  career,  we're  anxious  to  talk 
with  you.  Please  send  resume  or  call: 


EOE 


BROUGHTON  susrcms 

Attn:  S.  Holloway 
41 0  West  Franklin  Street 
Richmond,  Virginia  23220 
Telephone  (804)  788-4185 


Unrestrictive  thinking.. .spirited  innovation.  These  are  the  tools  that  drive  the  informa¬ 
tion  age.  At  The  Computer  Company  we  have  been  leaving  restrictive  ideas  behind  for 
over  20  years  in  the  development  of  advanced  technical  and  consulting  MIS  solutions 
that  encompass  everything  from  initial  systems  conceptualization  to  full  DP  facility 
management.  Today,  we  rank  among  the  top  1%  of  DP  firms  based  on  annual  sales. 
And  we  serve  a  base  of  governmental,  business  and  industrial  clients  throughout  North 
America,  providing  healthcare  claims  processing,  eligibility  information  systems,  sys¬ 
tems  specifications  and  pharmacy  claims  processing  services.  Consider  our  future 
directed  environment  (IBM  System  3090- 1 80J).  Consider  an  industry  pacesetter  who 
encourages  enlightened  thinking  and  idea  sharing.  Consider  a  record  of  continued 
business  growth  that  means  exceptional  careers  for  professionals  with  COBOL  pro¬ 
gramming  experience  in  a  large  IBM  mainframe  environment.  Ideal  skills  would  also 
include  TSO,  ROSCOE,  JCL  or  CICS.  Consider  immediate  opportunities  at  our 
Corporate  Headquarters  in  one  of  the  country’s  most  vibrant  and  liveable  cities, 
Richmond,  Virginia. 

•  SYSTEMS  ANALYSTS 
•  PROGRAMMER  ANALYSTS 
•  SR.  PROGRAMMER  ANALYSTS 


THE  COMPUTER 
COMPANY 


In  addition  to  top-level  challenge  we  offer  a  high 
quality  of  life  in  Richmond,  Virginia  near  Wash¬ 
ington  D.C.,  sunny  Virginia  Beach,  Colonial 
Williamsburg.. .For  details  and  consideration 
please  send  or  FAX  your  resume  to: 

Flo  Beale 
Dept.  CW716 
4300  Cox  Rd. 

Glen  Allen,  VA  23060 
fax  #  804-965-7416 
EOE/AA-M/F 


A  Terrific 
Opportunity 


Computer  Consulting  Group, 
one  of  the  Southeasts  fast¬ 
est  growing  contract  pro¬ 
gramming  and  consulting 
firms,  has  immediate  open¬ 
ings  for  talented  Programmer- 
/Analysts  with  2  or  more 
years  experience  Excellent 
salary  &  benefits  package. 
We're  especially  seeking: 

NATURAL/ADABAS 
CICS/COBOL 
IMS  DB/DC 

IDMS/ADSO 
TECH.  WRITERS 
LIFECOM 
DB-2 

SYS.  PROGRAMMER 

VAX/FORTRAN/COBOL 

UNIX/C 

PL- 1 /COBOL 

VAX/C/INGRES 

A  S4O0/COBOL 

I -CAD 

IDEAUDATACOM 

Computer 

Consulting 

Group 

Contract  Professional  Services 


Research  Triangle  Area 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh,  NC  27609 

1-800-222-1273 
(803)738-1994 
FAX  (803)738-9123 


AS400 

Programmer/Analyst 
To  38,000 

Opportunity  exists  for  a  tal¬ 
ented  RPG  III  program¬ 
mer/analyst  with  excellent 
analytical  and  program¬ 
ming  skills.  Experience 
with  financial  or  manufac¬ 
turing  applications  would 
be  a  plus.  Heavy  emphasis 
will  be  in  new  development. 
If  you  desire  to  enhance 
your  technical  skills  and 
work  tor  a  goal  onented 
company,  call  for  further 
details 


ROSMT  HALF 

Information  Systems 


Ell 

9. 


7733  Forsyth 
St.  Louis,  MO  63105 
1 -800-922-HALF 
FAX:  (314)  727-1321 


We  give 

Programmer/  Analysts 
advancement  potential. 

Combine  your  programming  ubililies,  proven  organiza¬ 
tional  shills  and  enthusiasm  for  accomplishment  with  the 
fast  pace  and  energetic  atmosphere  of  New  England's 
number  one  mortgage  lender.  At  Commonwealth 
Mortgage  Company,  upward  mobility  goes  hand  in 
!t  the  stabiL . 


hand  with  i 


bility  of  .10  years  of  experience. 


Right  now,  our  Wellesley  Corporate  Headquarters 
with  one  of  the  most  advanced  AS/400  shops  in 
New  England- has  career  growth  opportunities  for 
MIS  professionals  with  the  technical  dexterity  to 
be  effective  in  new  development.  Put  yourself  on 
the  fast  track  in  this  structured  programming 
environment. 

RPG  III 

To  effectively  meet  the  challenges  presented  by  this 
key  position,  you  must  have  a  minimum  of  3  years ' 
hands-on  experience  in  RPG  III  and  CL  program¬ 
ming  on  SYS/3S  and/or  AS/400  computers.  Your 
background  must  also  include  significant  direct 
interface  with  users,  plus  program  design,  code,  test 
and  implementation  using  AS/400  utilities. 


COBOL 

If  you  have  at  least  5  years’  structured  COBOL  pro¬ 
gramming  experience  in  a  CICS  or  equivalent  environ¬ 
ment,  you  can  utilize  your  ability  to  its  full  potential  and 
receive  comprehensive  training  to  bring  you  into  the 
AS/400  RPG  III  skill  set. 


To  apply,  we  invite  you  to  send  your  resume  to 
Commonwealth  Mortgage  Company,  1 95  Worces¬ 
ter  Street,  Wellesley  Hills,  MA  02181, 

Attn:  Rebecca  Jones,  Employment  Specialist. 


An  equal  opportunity  employer. 
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Director, 

Computer 

Services 

□  t  Florida  Power  Corporation,  we’re 
proud  of  nearly  100  years  of  progressive 
utility  experience.  Enhance  your  career 
by  joining  a  proven  leader. 


To  meet  the  challenges  of  this  senior  position, 
you  should  possess  a  broad  business 
understanding  in  order  to  develop  operational 
plans  that  support  the  company’s  vision  and 
strategic  directions.  Your  background  must 
include  demonstrated  competencies  in  strategic 
planning,  leadership,  communication, 
negotiation  and  teamwork.  A  proven  track 
record  of  accomplishments  and  career 
progression,  as  well  as  a  hands-on,  participative 
management  style  is  critical.  Additional 
requirements  include  a  Bachelor’s  degree  along 
with  10+  years  of  experience  focusing  on  senior- 
level  managerial  accountabilities. 


Reporting  to  a  senior  vice  president,  your 
responsibilities  would  include  Information 
Services,  Data  Center  Operations  and 
Information  Network  Operations  in  support  of 
a  mainframe  with  CICS,  IDMS,  DB2  andTSO; 
6  DEC  VAX  mini-computers;  25  NovellLANs; 
and  1300  PC  workstations. 


For  confidential  consideration,  please  respond 
to:  Dean  Montgomery,  Florida  Power 
Corporation,  Dept.  CW/0716,  P.O.  Box 
14042,  St.  Petersburg,  FL  33733. 
Competitive  compensation  and  relocation 
assistance  available.  Equal  Opportunity 
Employer  M/F/H/V. 


AIAC 

IDMS  ADS/O 

CICS,  IDMS  and  ADS/O  are  In 
great  demand  with  my  clients  in 
TN,  SC,  NC,  VA,  FL  and  KY.  We 
have  many  openings  for  Pro¬ 
grammers  &  Prog/Analysts  with 
0-5  yrs.  experience  in  IDMS,  and 
salaries  from  S28-45K,  I  also 
need  a  MANAGER  OF  APPLI¬ 
CATIONS  PROGRAMMING  with 
IDMS,  4  yr.  degree  and  mfg.  ap¬ 
plications  experience.  Salary  to 
$70K+  bonus  I  also  need  sev¬ 
eral  IDMS  Data  Dase  Analysts 
with  salary  to  $50K.  We  need 
several  CICS  Prog/ Analysts  with 
salaries  to  low  $40's. 

Contact  JIM  BOSTIC,  PHILLIPS 
RESOURCE  GROUP,  P.O.  Box 
5664,  Greenville,  SC  29606  or 
call  803/271-6350  (D),  803/292- 
1181  (E),  or  803/271-8499 

(FAX). 


IBM  •MF*  MINI*  PC 

Placement  of  DP  Professionals  in 
Florida.  Call  or  fax  your  resume 
today. 

Prog/Analysts . 30-45K 

CICS,  COBOL,  OS/MVS.  DB2, 
IDMS/ADSO,  ADABAS/NATURAL 

Software  Engineers . 35-55K 

LAN,  WAN,  MULTILEX 

Systems/Analysts . 30-50K 

CICS,  DESIGN,  DEVELOPMENT 

ARI 

Attn:  Angela  or  Steve 
3900  NW  79th  Ave,  Suite  210 
Miami,  Florida  33166 
305-592-1455 
Fax:  305-592-6963 


TIm  Sour<«  For  CoMratioM  To  Como. 


A  Division  of  BTR  Paper  Group 

PROGRAMMER/ANALYST 

A  leading  manufacturer  of  specialized  industrial  fabrics  for 
paper  industry  application,  is  seeking  a  highly  motivated 
programmer/analyst  in  the  Raleigh,  NC  area.  The  ideal  can¬ 
didate  will  have  a  B.S.  in  Computer  Science  or  B.A.  in  Man¬ 
agement  Information  Systems  and  2-3  years'  professional 
experience  in  writing,  documenting,  maintaining,  and  train¬ 
ing  users  in  the  use  of  application  programs  to  support  all 
aspects  of  manufacturing  data  processing.  Unisys  systems 
and  software  experience  -  DMS,  COBOL,  4th  Generation 
language  with  strong  communications/interpersonal  skills 
required,  personal  computer  skills  preferred. 

For  the  qualified  individual  we  offer  a  challenging  career  op¬ 
portunity,  with  an  excellent  compensation/benefits  pack¬ 
age.  Send  your  confidential  resume  complete  with  salary 
history  and  requirements  to: 

Huyck  Formex/Division  of  BTR  Paper  Group 
Attn:  Personnel  Manager 
P.O.  Box  471 
Wake  Forest,  NC  27588 

Equal  Opportunity  Employer 


PROGRAMMER/ANALYSTS 
S  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A's  as 
well  as  systems  programmers 
and  DBA  s  Fee  Paid.  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Charlotte.  NC) 


MIS 

DIRECTORS 

If  you  need  good  peo¬ 
ple,  we’ve  got  them. 
Computerworld 
reaches  more  than 
612,000  computer 
pros  every  week. 
That’s  more  qualified 
computer  pros  than 
any  newspaper  can  de¬ 
liver.  And  you  can  se¬ 
lect  either  a  regional 
edition  or  national 
edition  of  Computer- 
world’s  Computer  Ca¬ 
reers  section  for  your 
ad. 

For  more  information, 
or  to  place  your  ad  re¬ 
gionally  or  nationally, 
call  Lisa  McGrath  at 
800-343-6474  (in  MA, 
508-879-0700). 

Weekly, 

Regional, 

National. 

And  It 
Works... 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS ... 


Computerworld  gives  you  large  numbers  of  professionals  who 
work  in  your  industry. 

When  you’re  recruiting  computer  professionals,  it’s  often  im¬ 
portant  to  find  ones  with  experience  working  on  systems  spe¬ 
cific  to  your  industry.  From  manufacturing  to  banking,  health¬ 
care  to  insurance,  Computerworld  reaches  the  right  people  in 
every  major  industry. 


Number  of  Computerworld  Readers  with 
Experience  in  Key  Industries 


_ (Entire  Career) _ 

Job  Industry  of  Coroputerworid’s  Audience . . . 


Computer  Vendor  and  Consulting .  147,897 

Computer  Manufacturer .  79,521 

large-scale  computers .  37,110 

medium-scale  computers .  45,938 

small-scale  computers .  33,851 

personal  computers .  47,758 

technical  workstations .  24,889 

Software  Vendor .  130,589 

for  large-scale  systems .  57,561 

for  medium-scale  systems .  74,967 

for  small-scale  systems .  61,274 

for  personal  computers .  76,787 

for  technical  workstations .  26,379 

Non-CPU  Computer  Products  Manufacturer  36,994 

VAR/dealer/retailer .  27,557 

DP  Service  Bureau/contract  DP  Services. .  53,077 
Consulting/planning .  86,677 

Manufacturer  (not  computers) .  168,664 

Insurance .  52,910 

Healthcare .  64,729 

Banking/financial  Services .  97,953 

Government  -  federal/state/local .  110,399 

Business  Service  (except  DP) .  40,108 

Communications  Systems .  28,913 

Public  Utilities .  54,364 

Transportation .  26,031 

Wholesale/retail  Trade .  111,095 

Education .  125,184 


SOURCE:  Skill  Survey  of  Computenrorid’a  Audience,  May  1989. 


To  place  your  ad  regionally  or  nationally,  call  John  Corrigan, 
Classified  Advertising  Director,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 
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COMPUTER  CAREERS 


Information  Services 
Opportunities 


Orlando  Regional  Medical  Center  is  a  leading  1100-bed,  multi-facility,  tertiary 
care  organization  with  more  than  200,000  annual  outpatient  visits. 

We  are  now  in  the  process  of  expanding  our  multi-hospital  Clinical 
Information  Systems  Network,  and  are  seeking  qualified 
professionals  for  the  following  positions.  Individuals  with  IDS 
experience  are  highly  desired. 

Applications  Support 

Clinical  Analysts  and  Instructors  are  now  required  for  the  installation  of  order 
entry,  results  reporting  and  advanced  nursing  functions  using  the  TDS  HC 
7000  applications  software  package.  Instructors  will  participate  in  system 
development,  and  teach  system  applications  to  a  broad  variety  of  our  clinical 
staff,  utilizing  PC-based  modules  and  mainframe  software. 

We  are  especially  interested  in  professionals  from  various  clinical  disciplines 
who  have  experience  installing  the  TDS  package  or  other  patient  care  sys¬ 
tems  in  a  similar  hospital  environment.  Additional  experience  with  screen 
and  report  formatting  is  desirable,  along  with  previous  involvement  in  the 
implementation  process  (data  collection,  design,  specifications,  etc  ).  Know¬ 
ledge  of  adult  learning  concepts  and  CBI  is  desired  for  Instructor  positions. 

Programming  Support 

All  levels  of  Applications  Software  professionals,  from  Programmers  to  Senior 
Systems  Analysts,  are  invited  to  apply.  We  are  especially  interested  in  those 
candidates  with  experience  on  IBM  3090  MVS  mainframe  systems,  and  profi¬ 
ciency  in  COBOL,  CICS,  IMS/DB  and  EASYTRIEVE  PLUS.  Additional 
experience  in  developing,  implementing  and  supporting  TDS  patient  care 
applications  is  a  definite  plus.  Effective  communication  skills  are  a  must,  as  is 
the  willingness  to  work  across  organizational  disciplines  and  functions. 

In  exchange  for  your  specialized  talents,  we  provide  an  attractive  salary/ 
benefits  package  along  with  an  exceptional  Central  Florida  location.  You'll  be 
sure  to  enjoy  the  added  advantages  of  abundant  recreational/entertainment 
activities,  and  no  state  income  tax  or  snow. 

For  immediate  consideration,  please  forward  your  resume,  specifying 

position  of  interest,  to:  Orlando  Regional  Medical  Center,  Employment 
Department,  1414  Kuhl  Avenue,  Orlando,  FL 32806.  An  Equal 
Opportunity  Employer. 

II  Orlando  Regional 
^^i  Medical  Center 


INFORMATION  SYSTEMS  SPECIALIST 

($4245  -  $5162  Monthly) 

Immediate  position  available  for  Director  of  the  Information  Systems  Of¬ 
fice  located  in  the  Santa  Clara  County  Health  Department/Mental  Health 
Bureau.  The  position  will  supervise  13  employees  and  oversee  an  on-line 
patient  tracking  and  billing  service  system,  utilizing  the  DEC  VAX  8550 
and  providing  linkage  with  approximately  200  computer  terminals  located 
throughout  the  County. 

Applicants  must  possess  a  baccalaureate  degree  in  computer  science,  math¬ 
ematics,  business  administration,  or  related  field  and  five  years  experience 
performing  computer  system  design  and  programming,  including  two 
years  of  project  leader  responsibility  in  an  information  systems  depart¬ 
ment.  Experience  in  health  care  systems  is  preferred. 

For  information  on  application  procedure,  contact: 

Dave  Wytock  or  Pat  Garcia  at 

(408)  299-5935 


County  of  Santa  Clara 


Yuma  County  Arizona 

is  seeking  a  Programmer/Ana¬ 
lyst  who  is  experienced  in  de¬ 
signing  either  Financial  Ac¬ 
counting  applications  or  GIS  ap¬ 
plications  The  applicant  must 
be  an  experienced  RPG  pro¬ 
grammer  preferably  with  back¬ 
ground  in  IBM  System  3 XI 
AS400.  County  Government  ex¬ 
perience  is  desirable  Salary 
range  is  $30,529  -  $42,686  with 
hiring  at  beginning  step  Direct 
any  phone  inquiries  to  MIS  Di¬ 
rector  (602)  329-2071 .  Send  re¬ 
sumes  to  Administrative  Ser¬ 
vices  Department,  198  South 
Main  Street.  Yuma.  Arizona 
85364  Closing  date  is  August 
6, 1990  for  applications 


SYSTEMS  ANALYSTS/PROGRAMMERS 

Long-term  opportunities  in  North  Carolina  with  fast  growth 
information  services  consultant  (250  employees) 

Current  requirements  include  the  following  skills  at 
all  experience  levels: 


■  VM  HPO/SP/XA 

-  CMS,  Assembler.  REXX, 
ISPF,  PL1 ,  SQL 

■  UNIX/AIX  -  "C 

Send  or  FAX 
Resume  NOW! 


■  MVS 

-  JES3.  PL1 ,  AS,  JCL,  IMS. 
SAS,  DB2,  QMF,  VSAM 

■  OS/2  -  XT 

8000  Regency  Pkwy 
Suite  285 

Cary,  North  Carolina  2751 1 


Information  Services  919-481-0215 


«  otimox  or  sius  i  siurtnu  r 


FAX  919-460-9094 


FLORIDA 

D.P. 

CAREERS 


Immediate  openings  for  pro¬ 
fessionals  with  any  of  the 
following  skills: 


FOCUS 

cics 

DB2/SQL 

AS400-S/38 

I0MS 

ASSEMBLER 
TANDEM/TAL 
INFORMIX 
ORACLE 
IMS  0B/ DC 


CASE  TOOLS 
PATHWAY/SC0B0L 
VAX 
UNIX 
IMS 
HP3000 
PL/1 

M&D  OR  MSA 

S/P  MVS 
PC/C 


Call  or  send  resume  to 
COMPUTERPEOPLE,  Dept  C2: 

2005  W  Cypress  Creek  Rd,  Ste  3 
Ft  Lauderdale,  FL  33309 
800-777-8603 
305-771-8603 
12225  28th  Street  N. 

St  Petersburg.  FL  33716 
813-573-2626 
20  N.  Orange  Avenue  Ste  1400 
Orlande  FL  32801 
800-888-1064 


enmPUTEBFEOPLE 


Software  Engineer  Develop,  de¬ 
sign,  implement,  debug,  maintain 
and  document  statistical  software 
to  be  used  in  social  science,  medi¬ 
cal  science,  industrial,  manufac¬ 
turing  and  biological  and  physical 
science  applications  for  micro¬ 
computers  and  microcomputer- 
based  networks  using  FORTRAN, 
C,  and  8086  ASSEMBLER  lan¬ 
guages.  Set-up  and  manage  hard¬ 
ware  and  our  proprietary  statisti¬ 
cal  software  to  run  on  a  variety  of 
microcomputer  networks  includ¬ 
ing,  but  not  limited  to,  Novell, 
3COM,  IBM  PC  LAN,  Banyan 
VINES,  and  PC-NFS.  40  hrs/wk.  9 
a.m.  to  5  p.m.  $34,250/yr.  Must 
have  Masters  with  major  field  of 
study  in  one  of  the  social  sciences 
or  computer  science  plus  one  year 
experience  in  the  offered  position 
or  one  year  experience  as  lecturer 
or  teaching  fellow.  Must  have  at 
least  one  graduate  level  course 
(Qtr.)  in  the  following  areas  of  sta¬ 
tistics  for  social  science  applica¬ 
tions:  Survey  research;  linear 
analyses;  structural  models;  and 
time  series  analysis.  Education 
and/or  experience  required  must 
have  included  advanced  academic 
research  using  statistical  software 
and  data  analysis.  Experience 
must  have  included  management 
of  microcomputer  networks  Send 
resumes  to:  Illinois  Department  of 
Employment  Security,  401  S. 
State  St.,  3-S,  Chicago,  IL  60605, 
Attn:  J,  Sykstus,  Ref.  No. 
1606-S.  An  employer  paid  ad 


CA& AZ 
CONTRACTS 


P  Murphy  &  Associate!.  Inc. 

4405  RIVERSIDE  DRIVE.  SUITE  100 
BURBANK.  CA  91505 
(818)641-2002  (714)552-0506 
FAX:  (818)  841-2122 


★  GET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS.  fiiZT  NOT  YQUB 
CAREER  OPPORTUNmr  THE  COM¬ 
PUTER-TECH  NETWORK  OF  00 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
PLACEMENT  AND  PAID  RELOCA¬ 
TION  OF  COMPUTER  PERSONNEL 
TO  ALL  AREAS  OF  TH  E  U  S  A.. 

(216)-356-9990 
FAX#(216)-356-9991 
TOLL-FREE  1-800-752-3674 


computkrIIJ  W!l  network" 


21010  Center  ltidge  lid. 
Rocky  River,  Ohio  44116 


CONTRACT  AWARD 
RS  6000  (AIX)  PORT 

We  have  100  immediate  needs 
for  Software  Engineers  who 
want  to  work  on  the  MOST  VISI¬ 
BLE  PROJECT  IN  NEW  EN¬ 
GLAND  Requires  3-5  years  ex¬ 
perience  in  UNIX/ "C  ".  X-WIND- 
OWS.  AIX.  MOTIF,  INGRES  are 
all  a  desirable  plus!  Call,  fax  or 
forward  your  resume  to: 

CONTRACT 
SOLUTIONS,  INC. 

2  KEEWAYDIN  DRIVE 
SALEM,  NH  03079 
800-227-81 52/603-893-6776 
FAX:  (603)  893-4206 


HOW  MUCH  IS  YOUR 
NEXT  JOB  WORTH? 

FREE  Salary  Survey  Includes 
The  Latest  Statistics  In  Your  Area! 


itTIH 

Local  metropolitan 

COMPUTER  SALARY  SURVEY 


^  IF  you  know  how  much  you  should  be  making  in  your 
▼present  position  —  or  what  you  can  expect  to  earn  as  you 
advance  in  your  career? 

Now  you  can  find  out  exactly  what  you’re  worth  in  our  new 
Salary  Survey.  It  reviews  the  latest  local  data  on  salaries  in  52 
areas  where  computer  professionals  live  and  work.  Included 
are  63  position  titles  and  responsibility  levels  ranging  from 
entry-level  Programmers  to  MIS  Directors. 

Get  a  free  copy  of  this  valuable  Survey  now,  by  calling  Source 
Edp.  We're  the  leading  recruiting  firm  that  specializes  exclu¬ 
sively  in  the  computer  profession. 

Call  1-800-272-4473,  ext.  157 

source<^edp 

Computer  Recruiting  Speciahsts^V^^ 


Or.  write  Source  Edp.  Department  NH1.  PO  Box  152109.  Irving.  TX  75015-2109  (If  you  write  to 
request  a  copy,  please  include  your  position  title  and  home  address. ) 


SR.  COMPUTER  SCIENTIST 

You  could  be  the  driving  force  behind  state-of-the-art 
software  development  that  will  identify  Lockheed  as 
a  world  leader  among  software  engineering  organiza¬ 
tions.  Your  responsibility  will  be  to  lead  our  company, 
and  the  industry,  into  the  next  generation  of  software 
development,  methodologies  and  processes. 

To  qualify  for  this  position,  you  must  be  experienced 
in  DoD  standard  software  development  and  the  latest 
advancements  in  CASE  tools.  As  the  successful 
candidate,  you  will  interact  between  the  systems,  soft¬ 
ware  development  and  test  functions.  You  will  also 
develop  new  layered  software  processes  and  training 
programs.  A  BS  degree  in  a  technical  discipline  is 
required.  An  MS  or  PhD  is  highly  desirable. 

Qualified  candidates,  please  send  your  resume  for 
immediate  consideration  to  Lockheed-Austin,  Dept. 
653-76,  PO.  17100,  TO23/30B,  Austin,  TX  78760.  We 
are  an  equal  opportunity,  affirmative  action  employer 

Lockheed-Austin 

Giving  shape  to  imagination 
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★  MVS/VM  INTERNALS  EXPERTS  * 

1990  SYSTEMS  SOFTWARE  DEV.  CO.  MAJOR  INTER¬ 
NATIONAL  EXPANSION  •  $4SK  $210  •  SIGN-ON  BO¬ 
NUS  ■  STOCK  OPTIONS  ■  FULL  RELOCATION  ■  FLEX 
TIME  ■  SPORTS  CLUB  ■  PRIVATE  OFFICE  •  401 K 
RELAXED  ENVIRONMENT  AND  ATTIRE 

*  pbesmnt* 

*  v.p.  support  obdtv.  ormarketm&sales  * 

+ SYSTEMS  SOFTWARE  DEVELOPERS  &  SYSTEMS  ENGINEERS  * 

The  majority  ol S/W  devel  is  done  in  So  Cal.  However,  a  maiorNalionwide 
&  International  expansion  as  well  as  the  possibility  to  'TELE-COMMUTF 
FROMHOME  parttime  are  all  in  the  plans  for  1990  We  are  seeking  sever¬ 
al  experts  with  3  yrs  RE-ENTRANT  BALS  MVS.  VTAM.  DB2  orCICS  IN¬ 
TERNALS  to  help  Design.  Install  or  Support  the  New  1990's  Systems  S/W 
Product  lines.  Several  traveling  positions  exist  for  instructors  to  live  any¬ 
where  in  the  USAS  TEACH  CICSor  062  Pert.  Tuning  &  DataBase  Design. 
082,  VTAM,  CICS  or  VM  INTERNALS  •  RE-ENTRANT 
BAL  •  VTAM  APRS  •  "C"  •  3270  UNE  CODE 
AOTOMATED  OPERATIONS  •  NETWORKING  •  DBMS 
ARTIFICIAL  INTELLIGENCE 

California  •  New  York  •  Washington  •  Virginia  •  Colorado  •  Jaoan 


CALL  WAYNE  CARTER  TODAY 
2 13  -  276  -  6339  FAX  658  - 1 599 
9100  WILSHIRE  BLVD  »442B£VERLY  HILLS.  CA  90212 


SENIOR  SOFTWARE  ENGI¬ 
NEER  -  Position  required  to  con¬ 
sult  on,  develop,  enhance,  sup¬ 
port,  and  plan  computer  and 
computer  related  applications  us¬ 
ing  new  and  emerging  Al  technol¬ 
ogies.  Must  provide  technical 
leadership  to  insure  quality  prod¬ 
ucts  in  a  timely  manner.  Areas  of 
responsibility  include  preparation 
of  system  specifications,  consul¬ 
tation  with  clients  for  system  de¬ 
sign  and  development,  in-depth 
research  for  application  design 
specifications,  design  application 
specifications,  code  system  mod¬ 
ules  from  specifications,  report  on 
assigned  computer  technologies, 
and  technical  support  and  guid¬ 
ance  for  development  staff.  Posi¬ 
tion  requires  a  Master  of  Science 
Degree  in  computer  science.  Em¬ 
phasis  in  major  field  of  study 
must  be  in  artificial  intelligence 
and  include  research  in  designing 
and  implementing  expert  sys¬ 
tems.  Knowledge  of  Tl  Explorer 
and  VAX  11/780  computer  sys¬ 
tems  using  LISP  and  “C”  pro¬ 
gramming  languages  required. 
Position  also  requires  one  year  of 
experience  as  a  Research  As¬ 
sistant  including  preparation  of 
proposals  for  new  Al  projects.  40 
hours  per  week,  8  a.m.  to  5  p.m., 
compensation  of  $42,000.00  per 
year.  Send  resume  with  social  se¬ 
curity  number  to  Indiana  State 
Employment  &  Training  Services, 
10  N.  Senate  Ave.,  Indianapolis, 
Indiana  46204,  Attn:  W.F.  Shep¬ 
herd.  Include  I.D.  No  3180513 
with  response. 


FLORIDA 

ARE  YOU  EARNING 
WHAT  YOU'RE 
WORTH? 


Our  computer  industry  salary 
survey  will  tell  you  if  you  are 
earning  what  you  are  worth. 
Please  call  today  to  request 
your  FREE  personalized  salary 
survey  information 


800-888-1064 


“Florida's  Leading 
Consulting  Firm" 


COmPUTERPEDPLE 


System  Analyst  for  Data  processing 
consultant  in  Shaker  Heights.  Ohio. 
Analyze  computer  needs,  design  al¬ 
ternatives,  given  capabilities  and  pa¬ 
rameters.  Design,  propose,  modify 
and  revise  systems  and  programs 
Study  and  recommend  language 
and  hardware  implementation.  Inter¬ 
face  with  users  to  meet  specific 
needs;  test  and  debug  systems  and 
maintain  documentation.  Program  in 
the  following  computer  languages: 
CICS,  PL1,  COBOL,  BASIC  BS  in 
Computer  Science  &  2  yrs  exp.  in 
the  job  described  40  hrs/wk,  8am- 
5pm,  Mon-Fri  $14.76/hr.  Must  have 
proof  of  legal  authority  to  work  per¬ 
manently  n  U.S.  Send  resume  in 
duplicate  (no  cals)  to  J.  Davies, 
JO#1084571,  Ohio  Bureau  of  Em¬ 
ployment  Service,  PO  Box  1618, 
Columbus  OH  43216. 


UNISYS 

PROGRAMMERS 


COBOL/DMS . to  $48K 

MAPPER  P/A's  .  to  $45K 

LINC  P/A's  .  to  $42K 

BANKING  Systems  to  $48K 
AIRLINES  Systems  to  $55K 
Performance  &  C/P  .to  $55K 
TRAVELLING  P/A’s  to  $43K 
Permanent  placement  for 
UNISYS  Programmers  & 
Analysts  throughout  the 
U.S.  Free  to  the  Candidate. 


COMPUTER  STAFFING 
Call  800/88UNISYS 


Sunbelt  Opportunities 


AS/400  -  S/38  Prog/Anal's.  30-37K 

DB2/SQL  Prog/Anal's .  30-40K 

MSA  or  M&D  Prog/Anal's  33-40K 

CICS  Prog/Anal's .  30-36K 

TANDEM  Prog/Anal's .  30-38K 

UNIVAC  1100  Prog/Anal's  ..  30-35K 
ADABAS/NAT  Prog/Anal's  30-36K 
DATACOM/IDEAL  Prog/Anal's  30-35K 
HP  3O0O-COBOL  Prog/Anal's  30-35K 
0RACLE-SQL  Prog/Anal's.  30-39K 
VAX/COBOL  Prog/Anal's  32-36K 
FOCUS  Prog/Anal's  29-35K 

IDMS-ADS/0  Prog/Anal's.  29-35K 
ASSEMBLER  Prog/Anal's. ...  29-34K 
EDP  Auditors  33-43K 

North  Carolina's  largest  employment 
agency,  in  business  since  1975,  300 
affiliates  Opportunities  in  the  South¬ 
east  and  nationwide 

€  Corporate 

Personnel 

Consultants 

3705-320  Latrobe  Dnve,  Box  221739 
Chadotte,  NC  28222  (704)  366-1800 

Attn:  Rick  Young,  C.P.C. 


VAX  PASCAL  PROGRAMMER 
ANALYST  required.  Design  and  de¬ 
velop  program  modules  for  creation 
of  a  fourth  generation  language 
and  communications  software 
package  for  end  user  access  to  air¬ 
line  and  travel  industry  databases 
including  hotel  and  car  rental  reser¬ 
vations,  ticketing,  and  seat  assign¬ 
ment.  Programming  and  analysis  in 
VMS/VAX  area  with  Pascal,  DEC 
Command  Language  and  Assem¬ 
bly  coding  of  applications.  Will  eval¬ 
uate  technical  and  functional  sys¬ 
tem  specifications  of  software  and 
hardware  as  relates  to  design  activ¬ 
ities.  Worksite:  Fort  Worth,  Texas. 
Applicants  required  to  have  a  bach¬ 
elors  degree  in  math,  computers, 
or  engineering  with  at  least  one 
year  VMS/VAX,  Pascal,  Assembly 
programming  and  analysis.  Annual 
salary  will  be  $36,000  per  year  for 
a  40-hour  work  week.  Additional 
salary  up  to  $39,000  per  year  may 
be  paid  if  education  and  experience 
warrant.  Interested  applicants  ap¬ 
ply  at  the  Texas  Employment  Com¬ 
mission,  Dallas,  TX  or  send  resume 
to  the  Texas  Employment  Commis¬ 
sion,  Austin,  TX  76/78-0001,  JO. 
number  5424636.  This  advertise¬ 
ment  was  paid  by  an  equal  oppor¬ 
tunity  employer. 


MAINE  -  NH 
$25,000  -  50,000 
Salary 

ROMAC,  the  largest  and 
oldest  placement  agency 
in  this  area,  is  seeking 
qualified  data  processing 
professionals  with  salary 
requirments  in  the 
$25,000-$50,000  range. 
Our  clients  pay  our  fees. 

SLllOMAC 

Att:  Dept.  2 
P.O.  Box  7040 
Portland,  ME  04112 
(207)  773-4749 
FAX  (207)  773-2645 


Software  Engineer.  Resp.  for  de¬ 
sign,  implementation,  &  support  of 
components  of  a  distributed  sys¬ 
tem  for  accessing  relational  host 
database  systems.  Components 
incl.  network  file  servers  &  clients, 
distributed  system  involves  soft¬ 
ware  running  both  in  mainframe  & 
in  PC  environments.  Reqs.  Ph  D. 
in  Computer  Science  &  2  yrs.  exp. 
in  job  offered  or  in  software  engi¬ 
neering  Also  reqs  strong  aca¬ 
demic  background  in  local  area 
networking  (Ethemet/Token  Ring) 
distributed  processing,  OS  ker¬ 
nels,  UNIX,  parallel  processing,  & 
network  file  systems  Salary: 
$51 ,000/yr.  Send  ad  with  resume 
to  Karin  Gassmann.  Sr  Employee 
Rep  ,  Metaphor  Computer  Sys¬ 
tems  Corp..  1965  Charleston  Rd., 
Mtn  View,  CA  94043  not  later 
than  7/31/90.  EOE 


Systems  Analyst;  40  hrs./wk.; 
8:30am  -  5pm;  $32,000/yr;  Over¬ 
time  as  needed,  compensated  at 
$15  38/hr.  Job  requires:  Masters 
degree  in  Computer  Science  and  1 
yr  experience  as  a  Programmer- 
Analyst  Job  also  reqs.:  1)  Em 
must  include  exp.  using  COBOL 
language  in  an  IMS  DB/E)C  environ¬ 
ment  on  an  IBM  Mainframe;  2)  1 
grad,  course  in  analysis  &  design; 
3)  1  grad,  crse.  in  systems  pro¬ 
gramming;  &  4)  1  grad.  crse.  in  da¬ 
tabase  management.  Job  duties: 
Analyze,  design,  develop,  test,  & 
implement  computer  systems  for  a 
variety  of  client  proiects  Code 
MFS  screens  whicn  are  accessed 
to  Real-time  to  inquire  &  update  da¬ 
tabase.  Design,  code,  &  test  IMS 
DB/DC,  DB2  database  system  on 
an  IBM  Mainframe.  Provide  prod¬ 
uction  support  as  needed  COBOL 
programming  language  will  be  used 
to  complete  job  duties.  Qualified 
applicants  should  send  resume  & 
verification  of  reqs  to:  731 0  Wood¬ 
ward,  Rm.  415,  Detroit,  Ml  48202. 
Ref  #51790.  Employer  paid  ad. 


Immediate  Contracts 
and  full  time 

Positions  Available: 

Call  or  Fax  Resume  to 

DataLink  Corporation 

1 53  Waverly  Place 
Suite  3  -  Seventh  Floor 
New  York,  N.Y.  10014 

212-243-5488 
Fax  #  212-989-6457 

“The  Missing  Link  In 
D.P.  Recruiting” 


VAX 

PROFESSIONALS 
-URGENT  NEEDS- 


•  VAX  SYS.  MGR'S 

•  VAX/INTACT  P/A'S 

•  VAX/C/SQA 

•  VAX/COBOL  P/A'S 

•  VAX/RDB/ACMS 

•  VAX/INGRES  P/A'S 

25  Immediate  contract/con¬ 
sulting  opportunities  avail¬ 
able  throughout  the  U.S. 
Please  call  or  forward  re¬ 
sume  to: 


CONTRACT 
SOLUTIONS,  INC. 

2  KEEWAYDIN  DRIVE 
SALEM,  NH  03079 
800-227-8152/ 
603-893-6776 
FAX:  603-893-4208 


MODEL  204 

•  Configuration  Specialist 

•  Senior  DB  Analyst 

•  Project  Leaders 

•  System  Analysts 

•  Programmer/Analysts 

send  resume  or  call 

301-381-5550 

DATA  COMPUTER  CORP. 
OF  AMERICA 

P.O.  Box  2665 
Columbia,  MD  21045 


TANDEM 


2  yrs  +  Experience 

COBOL,  PATHWAY 
NonStop  SQL 
CASE  TOOLS:  MENLO 

North  American 
Consulting  Services 

11800  31st  Court  North 
St.  Petersburg,  Florida  33716 

Phone  or  Fax: 
813-573-3511 


Contact: 


Arthur  Noren 
James  Genaro 


PROGRAMMER/ 

ANALYSTS 

Upcoming  positions  in 
the  Albany,  NY  area. 
Honeywell,  COBOL, 
IDS-II.  Outstanding 
salaries  on  a  contract 
basis,  benefits  avail. 

Send  resume  to: 

Able  Systems,  Inc. 

P.0.  Box  354 
SchroonLake,  NY  12870 
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r  Recruit  top 

computer  career  students  at 
America’s  universities  and  colleges 
without  leaving  your  office! 

Don’t  miss  Computerworld’s  second  annual  Campus  Recruitment  Edition, 
a  special  edition  of  Computerworld  written  just  for  and  distributed 


only  to  university  and  college  students  planning  computer  careers! 

Issue  date:  October  31,  1990 
Closing  Date:  September  28,  1990 

For  more  information  or  to  place  your  ad, 

1  call  John  Corrigan,  Classified  Advertising  Director, 

■  at  800/343-6474  (in  MA,  508/879-0700).  ,i 
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COMPUTER  CAREERS 


It’s  easy 

to  place  your  recruitment  ad 
in  Computerworld! 


All  the  information  you  need  is  right  here. 

Just  call  Lisa  McGrath  at  800-343-6474  (in  MA, 
508-879-0700).  Or,  if  you  want,  you  can  send  us 
the  form  below  via  mail  or  to  our  FAX  machine. 
You  can  reach  our  FAX  at  ext.  739  or  740  at 
either  of  the  above  numbers. 

The  following  information  will  help  you  deter¬ 
mine  the  size  ad  you’d  like  to  run  and  when 
you’d  like  to  run  it. 

CLOSING  DATES:  To  reserve  space,  you  need  to 
call  us  by  5PM  (all  continental  U.S.  time  zones), 
6  days  prior  to  the  Monday  issue  date.  We  need 
your  ad  materials  (camera-ready  mechanical  or 
copy  for  pub-set  ad)  by  5  PM,  5  days  prior  to  the 
weekly  issue. 

AD  COPY:  We’ll  typeset  your  ad  at  no  extra 
charge.  You  can  give  us  copy  via  phone,  U.S. 
mail,  or  FAX.  To  typeset  an  ad  for  you,  we  need 
clean,  typewritten  copy.  Figure  about  30  words 
to  the  column  inch,  not  including  headlines. 
(There  are  seven  columns  on  each  page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos 
or  special  artwork  should  be  enclosed  with  your 
ad  copy.  For  best  reproduction,  please  send  us 
either  a  stat  of  your  logo  or  a  clean  sample  on 
white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS: 

Your  ad  can  be  one  of  seven  different  widths. 
There  is  a  minimum  depth  requirement  for  each 
width.  You  can  also  run  larger  ads  in  half-inch 
increments.  The  chart  below  can  serve  as  a 
reference. 


line  or  $189.00  per  column  inch.  In  all  cases, 
you  can  earn  volume  discounts. 

The  minimum  ad  size  is  two  column  inches 
(1-1/4”  wide  by  2”  deep)  and  costs  $415.80  if  run 
nationally.  A  sample  of  this  size  appears  below. 
You  can  run  larger  ads  in  half-inch  increments  at 
$103-95  per  half  inch.  Box  numbers  are  available 
and  cost  $25  per  insertion  ($50  if  foreign). 


Programmer  Analyst 

This  is  a  sample  ad  for  Com- 
puterworld's  Computer  Ca¬ 
reers  section.  It  will  help  you 
decide  what  size  ad  you'd 
like  to  run.  Remember  that 
you  can  run  your  ad  either 
regionally  or  nationally  in  our 
recruitment  section  and  that 
the  minimum  ad  size  is  one 
column  (1  4/16  inches  wide) 
by  two  inches  deep  (like  this 
sample).  This  ad  would  cost 
$415.80  in  our  national  edi¬ 
tion,  $302.40  in  the  Eastern, 
Midwestern,  or  Western  edi¬ 
tion,  and  $378.00  in  two  re¬ 
gions;  volume  discounts  ap¬ 
ply. 


SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you 
in  planning  your  recruitment  advertising,  the 
following  shows  common  ad  sizes  and  their 
respective  costs. 


One  Region 
( East.  Midwest 

Two  Regions 
(  East /West 
East/Midwest. 

National 

or  West ) 

Miduest/Wcst) 

Edition 

1  column  x  2” 

1  302.40 

$  378.00 

$  415.80 

2  column  x  2” 

$  604.80 

$  756.00 

$  831.60 

3  column  x  3” 

$1,360.80 

$1,701.00 

$1,871.10 

4  column  x  5" 

$3,024.00 

$3,780.00 

$4,158.00 

5  column  x  7” 

$5,292.00 

$6,615.00 

$7,276.50 

NUMBER  OF  COLUMNS 

WIDTH 

MINIMUM  DEPTH 

1  column 

1-1/4" 

2" 

2  columns 

2-5/8" 

2" 

3  columns 

4-1/16" 

3" 

4  columns 

5-9/16" 

4" 

5  columns 

6-15/16" 

5" 

6  columns 

8-3/8" 

6" 

7  columns 

9-3/4" 

7" 

RATES:  Your  rate  will  depend  on  the  size  of  your 
ad  and  whether  you  choose  to  run  regionally  or 
nationally.  The  national  rate  is  $14.85  per  line  or 
$207.90  per  column  inch.  The  regional  rate 
(Eastern,  Midwestern  or  Western  editions)  is 
$10.80  per  line  or  $151.20  per  column  inch.  You 
can  run  your  ad  in  any  two  regions  for  $13. 50  per 


PAYMENT:  If  you’re  a  first-time  advertiser  or  if 
you  haven’t  established  an  account  with  us,  we 
need  your  payment  in  advance  (or  with  your  ad) 
or  a  purchase  order  number.  Once  you  have 
established  an  account  with  us,  we’ll  bill  you  for 
any  ads  you  run  as  long  as  your  payment  record 
is  good. 

COMPUTER  CAREERS  NETWORK  BUYS: 

You  can  take  advantage  of  special  rates  that 
let  you  run  your  ad  in  Computerworld  and 
Computerworld' s  sister  newspapers  at  special 
rates.  Choose  from  Computerworld  Focus  on 
Integration,  Network  World,  InfoWorld,  Digital 
News  and  Federal  Computer  Week.  Call  for 
details. 


Ad  Size: 


Computerworld  Recruitment  Advertising  Order  Form 

columns  wide  by  _ inches  deep 


Issue  Date(s): 


Name: 


Company: 


Address: 


Telephone: 


Region:  □  East 

□  East/Midwest 


□  Midwest 

□  Midwest/West 


□  West 

□  East/West 


National:  □ 


Send  this  form  to:  COMPUTERWORLD  RECRUITMENT  ADVERTISING 

375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701-9171 

800-343-6474  (In  MA,  508-879-0700) 

Telecopier  Extensions:  739  or  740 
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MARKETPLACE 


Picking  appropriate  technology 

There  are  plenty  of  money-saving  options;  the  trick  is  how  to  evaluate  them 


BY  THOMAS  D.  OLESON 

SPECIAL  TO  CW 

To  their  detriment,  many 
companies  espouse  a 
single  philosophy  for 
the  acquisition  of  hard¬ 
ware  and  stick  to  it  reli¬ 
giously.  Some  companies  wor¬ 
ship  new  technology  regardless 
of  circumstances.  Others  deny 
the  value  of  new  technology  re¬ 
gardless  of  the  implications.  Still 
others  stress  mainframes  and 
discourage  or  even  forbid  mid¬ 
range  and  microcomputer-based 
systems  for  production  applica¬ 
tions. 

These  doctrinaire  beliefs  are 
totally  inappropriate  given  to¬ 
day’s  requirements.  Companies 
need  solutions  that  are  flexible, 
responsive  to  the  user,  cost-ef¬ 
fective  and  serviceable  by  the  or¬ 
ganization  —  what  I  call  appro¬ 
priate  technology.  This  ap¬ 
proach  avoids  reliance  on  a 
single  supplier,  a  single  architec¬ 
tural  philosophy  and  a  single 
hardware  platform. 

The  central  proposition  is  to 
pay  top  dollar  for  systems  only 
when  the  expense  will  yield  a 
compelling  advantage.  Other¬ 
wise,  companies  should  investi¬ 
gate  a  less  expensive  solution, 
such  as  used  equipment,  hard¬ 
ware  from  plug-compatible  man¬ 


ufacturers  (PCM)  and  perhaps 
midrange  and  microcomputer 
systems. 

If  you  think  this  notion  of  ap¬ 
propriate  technology  is  self-evi¬ 
dent  —  like  apple  pie,  mother¬ 
hood  and  the  American  flag  —  I 
agree.  The  real  question  is  how  a 
company  can  apply  the  principle. 

Acquisition  deci¬ 
sions  should  be 
based  on  a  cost/ben¬ 
efit  analysis.  The 
key  to  such  decisions 
is  to  evaluate  cost- 
effectiveness  on  a 
present  value  basis, 
considering  expen¬ 
ses  of  hardware, 
software,  maintenance,  floor 
space  and  environmental  con¬ 
trols. 

The  analysis  must  take  into 
account  any  need  for  connectiv¬ 
ity.  It’s  important  to  realize  that 
integration  with  an  enterprise’s 
technology  infrastructure  de¬ 
pends  more  on  connectivity  is¬ 
sues  to  be  solved  by  in-house 
programmers  than  on  vendor 
support.  Managers  must  recog¬ 
nize  the  ability  of  their  technical 
personnel  to  service  the  system 
and  its  network. 

Last  but  not  least,  adoption  of 
an  appropriate  technology  strat¬ 
egy  requires  the  people  charged 
with  hardware  and  software  ac¬ 


quisition  to  align  plans  with  us¬ 
ers’  requirements.  In  doing  so, 
they  must  do  the  following: 

•  Consider  the  nature  of  the  ap¬ 
plications  serviced  by  the  equip¬ 
ment,  particularly  whether  they 
are  strategic. 

•  Provide  sufficient  initial  com¬ 
pute  cycles  and  weigh  the  need 

for  growth  in  those 
cycles. 

•  Understand  the 
software  implica¬ 
tions  of  the  operat¬ 
ing  system  and  the 
development  and  ap¬ 
plication  tools  it  sup¬ 
ports. 

Let’s  look  at  an 
organization  whose  mainframe 
processor  begins  to  reach  its  lim¬ 
it.  For  most  firms,  the  typical  re¬ 
sponse  is  an  expensive  upgrade 
to  the  latest  technology  or  re¬ 
placement  of  the  CPU  with  a 
larger  one,  whether  new  or  used 
or  from  the  same  vendor  or  a 
PCM. 

However,  let’s  not  limit  our 
thinking  to  bigger  processors. 
The  move  by  many  vendors  to 
equate  the  cost  of  software  with 
the  size  of  the  processor  it  runs 
on  makes  other  options  more  ap¬ 
pealing.  By  upgrading  to  a  higher 
class  CPU  for  the  sake  of  a  few 
applications,  you’re  increasing 
the  cost  of  all  the  software  run¬ 


ning  on  the  processor.  Consider 
a  small  machine  —  whether  new 
or  used  —  to  run  some  of  the  ap¬ 
plications. 

In  approaching  this  alterna¬ 
tive,  review  the  mix  of  applica¬ 
tions  on  the  processor.  Could 
some  of  them  run  successfully  on 
the  current  version  of  the  oper¬ 
ating  system  for  years?  If  so, 
consider  a  smaller,  used  proces¬ 
sor  to  relieve  pressure  on  the 
main  CPU.  Are  other  applica¬ 
tions  so  critical  that  they  must 
stay  current  with  technology?  If 
so,  you  may  want  a  second,  small 
CPU  that  is  state-of-the-art. 

Compare  the  financial  impli¬ 
cations  of  a  second  processor 
and  the  larger  state-of-the-art 
CPU  in  terms  of  all  the  relevant 
factors.  Take  into  account  the 
tendency  for  software  and  main¬ 
tenance  costs  to  inflate  at  a  rate 
greater  than  the  cost  of  bor¬ 
rowed  money.  Make  certain  you 
consider  the  shorter  life  of  to¬ 
day’s  CPUs:  You  cannot  justify 
60-month  depreciation  with 
such  rapid  technological  change, 
so  you  should  not  use  it  in  the  fi¬ 
nancial  analysis. 

The  questions  don’t  end  with 
comparison  of  a  single  large  CPU 
and  two  smaller  machines.  The 
appropriate  move  may  not  entail 
a  CPU  upgrade.  Two  such  exam¬ 
ples  come  to  mind. 

It  may  be  better  to  upgrade 
the  machine’s  memory  or  oper¬ 
ating  system  rather  than  the 
CPU  itself.  Depending  on  the 
condition  of  the  I/O  subsystem,  a 
memory  upgrade  could  provide 


sufficient  relief  for  a  while.  This 
option  underlines  the  need  for 
the  equipment  manager  to  work 
closely  with  the  people  charged 
with  fine-tuning  systems. 

Many  organizations  operate 
around  the  clock.  However,  if 
your  organization  doesn’t  run 
three  shifts  and  your  CPU  is 
bumping  up  against  maximum 
use,  a  second  or  third  shift  to 
handle  batch  jobs  might  be  far 
less  expensive  than  a  new,  $8 
million  CPU.  This  step  would 
lead  to  appropriate  use  of  your 
current  technology. 

Of  course,  all  of  this  analysis  is 
dependent  on  several  factors  be¬ 
yond  costs:  the  users  accepting 
the  functionality  of  the  alterna¬ 
tive,  its  reliability  and  a  judgment 
that  any  risks  associated  with  a 
used  machine  or  equipment  from 
a  PCM  are  appropriate. 


Oleson  is  financial  director  of  informa¬ 
tion  processing  at  John  Hancock  Finan¬ 
cial  Services  in  Boston. 
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Buy/Sell/Lease 


COMPUTER  ROOM 
EQUIPMENT 

LIEBERT 

Computer  Room  Air  Conditioners 
3  thru  22  Ton  Units 
Main  Frame  Chillers 
3  thru  12  Ton  Units 
Power  Distribution  Units 
30  thru  225  KVA 

PILLER 

40  &  75  KVA  Silentblocks 

LIEBERT,  EXIDE,  EMERSON 
EPE  &  I  PM 

18.75  -  556  KVA  UPS  Systems 

RAISED  ACCESS  FLOORING 

Thousands  of  square  feet  in  stock, 
wood  and  steel. 

All  items  listed  ere  reconditioned  with  warranty 


dp 

I  support 


DP  SUPPORT 

P.O.  Box  1409 
Plano,  TX  75086 
214-422-4551 
214/578-1236  Fax 


COMPUTERWORLDS’s 

CLASSIFIED  MARKETPLACE 

Examines  the  issues  while  Computer  Professionals 
examine  your  message.  Call  for  all  the  details. 

(800)  343-6474 

(In  MA„  508/879-0700) 


IBM  SPECIALISTS 


SELL# LEASEe BUY 
S/34  S/36  S/38  AS/400 
3741  3742 


*  New  and  Used 

*  All  Peripherals 

*  Upgrades  and  Features 


*  IBM  Maintenance  Guaranteed 

*  Immediate  Delivery 

*  Completely  Refurbished 


800-251-2670 

IN  TENNESSEE  (615)  847-4031 


CM^i 


COMPUTER  MARKETING 

PO  BOX  71  S  610  BRYAN  ST.  0  OLD  HICKORY,  TN  37138 


WE 

BUY 


Prime 

Experienced 
Systems 
New  &  Used 
Peripherals 
Worldwide  Service 

Buy  -  Sell  -  Lease 

OTW,  Inc 
305  Union  St 
Franklin  MA  02038 

508-520-0250 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  July  6, 1990 

Closing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$400 

$660 

$250 

XT  Model  086 

$500 

$700 

$350 

XT  Model  089 

$675 

$825 

$475 

AT  Model  099 

$1,050 

$1,375 

$850 

AT  Model  239 

$1,075 

$1,325 

$700 

AT  Model  339 

$1,325 

$1,400 

$900 

PS/2  Model  50 

$1,300 

$1,700 

$1,050 

PS/2  Model  60 

$2,500 

$2,600 

$2,400 

Compaq  Portable  II 

$1,475 

$1,725 

$1,400 

Portable  III 

$2,175 

$2,500 

$1,900 

Portable  286 

$1,500 

$1,875 

$1,300 

Plus 

$675 

$750 

$650 

Deskpro 

$825 

$900 

$800 

Deskpro  286 

$1,400 

$1,625 

$1,300 

Deskpro  386/16 

$2,500 

$2,750 

$2,475 

Apple  Macintosh  512 

$375 

$775 

$275 

512E 

$450 

$450 

$350 

Plus 

$1,175 

$1,275 

$1,000 

II 

$3,200 

$3,500 

$3,050 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 
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COMPUTERWORLD 


JULY  16, 1990 


CLASSIFIED 


Buy /Sell/Lease 


Save  50% 


REMANUFACTURED 

VS  •  CPUs  •  PERIPHERALS 
•  LASER  PRINTERS  • 

i  Free  installation  by  your  WANG  technician 
i  Unconditionally  guaranteed  for 
the  WANG  Service  Contract 
i  Disk  Drives,  Memory  Upgrades,  OIS  also 
i  New  ALTOSI  PCs  at  significant  savings 


An  Office  ™  Automation  i 


An  Office  p  Automation  Company 

1-800-223-9264 

AUTHORIZED  Q329  REMANUFACTURED  DEALER 


Buying 

Selling 


DEC -SUN 
Data  General 
Plus 

All  Peripherals 


Call  DCC 

617-837-7255 

or 

301-750-7200 


9370 

That’s  All 
We  Do! 


From  20’s  to  90’s 
Most  Machines, 
Peripherals  & 
Features 

IN  STOCK 


Call  us  for  a  quote 
708-831-1255 

Executive  Infosource 

1530  Eastwood  Ave.,  §  100 
Highland  Park,  IL  60035 

r  Til  s 


HEWLETT 

PACKARD 


1000  •  3000 
9000 

Computers 

Peripherals 

Terminals 

Buy  •  Sell 
Rent  •  Lease 


€UROMTfc  INC. 

2574  Sheffield  Road 
Ottawa,  Canada  K1B  3V7 

613-745-0921 

FAX:  613-745-1172 


PRIME 

EXPERIENCED 
SYSTEMS  AND 
PERIPHERALS 

BUY-SELL-LEASE 

BROKERAGE 

NEW  PLUG-COMPATIBLE 
DISK,  TAPE,  MEMORY 

PLUS 

THE  FASTEST  I/O 
AVAILABLE  ANYWHERE 

1ST  SOLUTIONS,  INC. 

1 1460  N  CAVE  CREEK  RD 
PHOENIX,  AZ  85020 

ASK  FOR  DON  SHIFRIS 

602-997-0997 

Fax:  602-997-1688 

g=  =====  ^  tma 


Computerworld's 

Classified 

Marketplace 

gives  you  reach  to  over 
612, 000  potential  buyers! 


And  this  audience  is  even  verified  by  the  Audit 
Bureau  of  Circulations  in  the  only  indepen¬ 
dently  audited  pass-along  survey  of  its  kind. 
What’s  more  Computerworld's  Classified  Mar¬ 
ketplace  penetrates  buying  companies  in  all 
major  industries.  That's  because  Comput¬ 
erworld's  total  audience  blankets  key  vertical 
markets  that  are  major  users  -  and  major  buy¬ 
ers  -  of  computer  products  and  services. 

So  if  you're  selling  computer  products  and  ser¬ 
vices,  advertise  in  the  newspaper  that  delivers 
over  612,000  potential  buyers.  Advertise  in 
Computerworld's  Classified  Marketplace! 


For  more  information ,  call 

800/343-6474 

(in  MA,  508/879-0700) 


BUY  •  SELL  •  LEASE 


Member 

Computer  Dealers 
&  Lessors  Association 


VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 
•  Upgrade/ Add-On  Flexibility 


•  6  Months  •  12  Months  •  24  Months 


BROOKVALE  ASSOCIATES 

Compute*  Oum  ('”V"'l0 

•  t  Lessors  Associates  LAy'wf  Associates 


EAST  COAST 
(516)  273-7777 


WEST  COAST 

(206)  392-9878 


FOR  SALE 

Symmetry  S81 
Building  Block  with: 


•  8  -  Intel  80386  CPUS 

•  2  -  memory  controllers  w/56 
megabytes  of  ECC  memory 

•  2  -  264  megabyte 
e  2  -  540  megabyte 

•  128  multibus  terminal 
connections 

•  6250  BPI  tape  drive 

•  1/4  inch  tape  drive 

•  Other  peripherals  included 

•  Available  Oct.  ’90 

Please  contact 
Peregrine  Systems,  Inc. 
1959  Palomar  Oaks  Way 
Carlsbad,  CA  92009 
Attn:  VP/MIS 

Or  call: 

619-431-2400 

Ext:  104 


fGTEX 
r  _  FINANCIAL 
S  GROUP  Inc 


IBM 

BUY  SELL 
LEASE 

PS/2  OPERATING 
LEASES 

3084  3090 

PERIPHERALS 

OEM/PCM 

LEASES 

800-888-7568 

FAX  214/783-1379 

Member  EST. 

tom  w* 


HONEYWELL 

LEVEL  6  DPS  6 
SERIES  16 


•  Complete  Minicomputer 

Line  -  New  &  Used 

•  All  Peripherals  & 
Terminals 

•  Upgrades  and  Features 

•  Depot  Repair  Capability 

•  Honeywell  Maintenance 


a  Immediate  Delivery 
Low  Prices 

a  HDS  5  and  H0S  7 
Compatible  Terminals 

The  Recognized  Leader 
in  Honeywell  Minicomputer 
Sales  and  Support 


mmm 


BOUDREAU 
COMPUTER  SERVICES 
100  Bearfoot  Road 
Northboro,  MA  01532 
(508)  393-6839 
FAX  508-393-3781 

“Since  1974" 


HONEYWELL 


NEW/USED  EQUIPMENT 

a  All  Models 

•  Ultimate  Equipment 

•  Older  Equipment 
Available 

•  Buy-Sell-Lease-T  rade 

PARTS  &  REPAIR 
FULLY  GUARANTEED 
PROMPT  DEUVERY 


Call:  Level  6  Systems 

1-216-951-2221 


BULL 


II  l-in. 


BUY  •  SELL 

PfRIPMIRALS 


LEASE  •  NEW  •  USED 

SYSTfMS  •  UPGRADES 


mTOMTIMM  CMNTtt 
EXCHANGE  u. 


I  -800 -ICS -OU  VS 


iw  Data  General 

SUN 

apollo 

PC/AT/PS2 


RECONDITIONED 
COMPUTER  EQUIPMENT 

Whatever  your  Equipment  needs  are 
Call  us  today  whether  you  are  buying, 
selling,  trading,  leasing  or  consignments- 
with  1 4  years  in  the  trade  -  ICE,  Ltd  does 
it  all  All  our  equipment  comes  with  a  30 
day  unconditional  guarantee 

WANTED 

EXCESS  AND  OBSOLETE 
COMPUTER  EQUIPMENT 

$  TOP  CASH  PAID  $ 

-  Call  today  for  quote  • 

1 -800-ICE-BUYS 


INTERNATIONAL  COMPUTER  EXCHANGE,  LTD. 

TEL.:  (617)  565-8688  •  FAX:  (617)  585-9177 
•  163  MAIN  ST.  •  KINGSTON,  MA  02364  • 


WE  BUY  and  SELL 

NEW  -  USED  -  AS  IS 

APOLLO,  DEC,  HP,  SUN,  WANG 
CDC,  MAXTOR,  MICROPOLIS 

Fax  us  your  excess  listings 
Call  us  (or  current  inventory  on  above 

Industrial 

Electrosurplus 

Tel  (508)  768-3480 
FAX  (508)  768-3479 


•  Data  General 

•  Fujitsu 

•  Data  Products 

•  CDC 

•  Printronix 

•  Zetaco 

BUY  SELL 
TRADE 

617/982-9664 

FAX: 

617/871-4456 


BUY •  SELL*  LEASE 


AS/400 
S/38, 36, 34 
SERI®*  * 


B  UPGRADES 

sourcedata 

w  products 


New/Reconditioned 

wmn  i 

Equipment 

Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  A  IBM  Equipment, 
call  CSI  first!  Buying,  sell¬ 
ing.  trading,  leasing,  con¬ 
signments  -  we  do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  allgibla  for  DCC  or 
IBM  maintananca. 

Oflenng  systems,  disk 
drives,  tape  drives  printers, 
terminals,  memory  options, 
boards,  upgrades  and  many 
more 


Compurex 

V*Of  Systems,  Inc. 

83  Eastman  St, 
Easton.  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass  (508)  230-3700 
FAX  (508)  238-8250 
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CLASSIFIED 


Buy/Sell/Lease 


CALL  US  LAST 


S 


* 


GET  YOUR  BEST  PRICE 
THEN  CALL 

COMPUTER  BROKERS,  INC. 

WE 

Buy  -  Sell  -  Lease 
New  and  Used  IBM  Equipment 
AS400  -  System  36,  38,  43XX 


SHORT  TERM  RENTALS 


Call  800-238-6405 
IN  TN  901-372-2622 


A.MFRKAN 
im  OF 
COMPt  TER 
DEA1FRS 


COMPUTER  BROKERS,  INC. 
2978  Shelby  St.,  Memphis,  TN  38134 


'Since  1974 ‘ 


CBCB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CBCB 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer’s  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/643-4954  213/829-2277 

FAX  21 3/829-9607 


WE  WILL  BUY 


it  SYSTEMS  OR  PARTS  if 

AS  IS  OR  REFURBED 


IBM 

14XX  29XX  30XX 
40XX  50XX  XT  AT  PS2 
Token  Rings 

Apple  Compaq  Clones 

Drives  Seagate  Tandon 

Please  call  the 
"Offer  De»k" 


Computer  Service 
Supply  Corp. 


1-800-255-7815 


In  N.H.  (603)437-0634 
Fax:  (603)622-0128 


The  Computer  Parts  Vaults 


Buy 


Sell 


RT 
R  S/6000 
SERIES/1 
3X,AS/400 
937X 
4300 


Rent 


Currently  replacing  Series/l's 
with  the  new  RS'GOOO  line  via 
EDX  to  ADC  migration 

612-942-9830 


Data trend 


10250  Valley  View  lload 
Suite  149 

Eden  Prairie,  Minnesota  55344 


COMPUTERWORLDS’s 


CLASSIFIED  MARKETPLACE 


Examines  the  issues  while  Computer 
Professionals  examine 
your  message. 

Call  for  all 
the  details. 


(800)343-6474 

(In  MA„  508/879-0700) 


Your  used  computer 
equipment  deserves 
a  second  chance. 


If  you  have  used  computer  equipment  to  sell,  Comput- 
erworld’s  Classified  Marketplace  is  the  best  place  to  do  your 
selling.  That’s  because  the  Classified  Marketplace  features 
a  Buy/Sell/Lease  section  to  help  you  market  your  equip¬ 
ment  to  the  very  people  who  are  looking  to  buy. 


And  when  you  advertise  in  Computerworld  Classified  Mar¬ 
ketplace,  you  reach  a  total  (ABC-audited)  audience  of  over 
612,000  computer  professionals  who  turn  to  Computerworld 
for  news,  information,  features  -  and  the  Classified  Market¬ 
place  -  every  week. 


So  give  your 
used  computer 
equipment  a 
second  chance 
today.  To  reserve 
your  space,  call: 


800/343-6474 

(in  MA,  508/879-0700) 


Time/Services 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


COMDISCO  COMPUTING 
SERVICES  CORP. 


Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 


Systems  Software: 

MVS/XA,  TSO/E,  ISPF/PDF, 
CICS,  VM/XA,  VM/SP,  HPO,  CMS 


•  Application  Software: 
Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 


Multiple  Communications 
Methods 


•  Technical  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Pricing  to  fit  your  needs 

Call:  Robert  Marino 

201-896-3011 

c«mDi/co 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


Quality  Outsourcing 

We  Match  Any  Reasonable  Offer 


♦  IBM  Mainframe/Peripherals 

♦  Full  Technical  Support 

♦  24  hour  Help  Desk  w /  800# 

♦  Database  Conversions 

♦  Automated  Print  Distribution 

♦  S/38  Disaster  Recovery 

Resources  Available  Include: 


♦  Consulting  Services 

♦  Network  Specialists 

♦  Capacity  Planning 

♦  Automated  Operations 

♦  Laser  Printing 


MVS/XA,  VM/XA,  CMS,  CICS,  DB2/QMF,  TSO/E, 
ISPF/PDF,  SAS,  Librarian,  IBM  IN,  PANVALET, 
EASYTREIVE,  Telenet/Tymnet,  TOP  SECRET 


I'pAC  Call:  (201) 216-3216 


INFORMATION  TECHNOLOGY  ALLIANCE  CORPORATION 


ICOTECH 


MVS/XA 
TSO/ISPF/SDSF 
CICS 
AD ABAS 
LIBRARIAN 


VTAM 
FILE-AID 
INTERTEST 
SAS 
$  AY'RS 


DB2 

SIMWARE 
ACF2 
A  DC  2 


•  24  hour  availability  -  Uninterrupted  Power 
■  International  access  Supply 

•  Superior  technical  -  Certified  on-slte  vault 

support  staff  -  Disaster  recovery 

-  Impeccable  service 


Call  Now  -  Solve  Your  Computing  Worries 
TODAY  &  TOMORROW! 
(201)685-3400 


NEW  &  USED 
RAISED 
FLOORING 


Immediate 

Delivery 


Quality 

Installation 


Raised 

Computer  Floors 

One  Charles  Street 
Westwood,  NJ  07675 


(201)666-8200 
FAX  (201)  666-3743 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

.  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4GLs 

-  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

.  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 


1501  Opus  Place.  Downers  Grove.  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Rameri 


ON-LINE  WITH 
COMPUSOURCE 


^Multiple  centers 
^RACF,  CICS,  IMS 
~  Volume  &  term  discounts 
^Full  technical  support 
^ :  Disaster  recovery  services 


A  MVS/XA,  VM,  DOS 
A  SAS,  DB2 
A  Worldwide  access 
A  Laser  printing 


^COMPCISOuRCE 

(919)  469  3325 


OUTSOURCING-PROCESSING  SERVICES 


MVS/TSO  •  VSE  •  VM  CMS  •  CICS  •  ISPF  •  VTAM 
SQL  -  DB2  •  QMF  -  SAS  '  Laser  Printing 


Top  Management  Involvement  With  Every  Account 
Low  Cost  Provider  In  Los  Angeles 


call:  Stan  Feinstein,  Exec.  V.P. 

800-899-5178 


PYRAMID  Pyramid  Information  Services,  Inc. 
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COMPUTERWORLD 


JULY  16,  1990 


-A. 


CLASSIFIED 


Time/Services 


Computerworld's 


Classified 

Marketplace 


gives  you 
reach  to  over 
612,000 

potential  buyers! 


And  this  audience  is 
even  verified  by  the  Au¬ 
dit  Bureau  of  Circula¬ 
tions  in  the  only  inde¬ 
pendently  audited 
pass-along  survey  of  its 
kind.  What’s  more 
Computerworld’s  Clas¬ 
sified  Marketplace  pen¬ 
etrates  buying  compa¬ 
nies  in  all  major  indus¬ 
tries.  That’s  because 
Computerworld's  total 
audience  blankets  key 
vertical  markets  that  are 
major  users  -  and  ma¬ 
jor  buyers  -  of  com¬ 
puter  products  and  ser¬ 
vices. 


So  if  you’re  selling  com¬ 
puter  products  and  ser¬ 
vices,  advertise  in  the 
newspaper  that  delivers 
over  612,000  potential 
buyers.  Advertise  in 
Computerworld's  Clas¬ 
sified  Marketplace! 


For  more 
information, 
call: 


800 

343-6474 

(in  MA,  508/879-0700) 


Outsourcing . . . 
When  Time,  Capital 
And  Quality  Count 


Litton  Computer  Services  frees  you 
from  the  day-to-day  grind  of  data  center 
management .  .  .  so  you  can  concentrate 
on  your  business. 

Cost-effective,  fixed-price  solution  to 
in-house  computing  with  the  resources 
and  expertise  necessary  to  fit  your 
needs. 

►  Multiple  Data  Centers 

►  Large-Scale  Information  Systems 

►  Nationwide  Network 

►  Remote  Facilities  Management 

►  Migration  Specialist 

►  Operating  System  Conversions 

►  Integrated  Financial  Systems 

►  Major  third  Party  Software  Packages 

Contain  your  costs  without  losing 
control  .  .  . 

CALL  1  800  PLAN  LCS. 

(1  800  752-6527) 

Litton _ 

Computer  Services 


ORPORATE  DISK  COMPANY 

CD  TECHNOLOGIES  INC  •COMARKETING  INC 


TAPE  AND  DISKETTE 
DUPLICATION 


‘THE  ONE  STOP  SHOP  FOR 
SOFTWARE  DEVELOPERS” 

STOP  going  to  5  different 
suppliers!  It  can  all  be  done 
with  one  easy  phone  call. 


Our  Services  Include: 

m  Special  Silk  Screening  Process  for  3 1/2"  and  5 1/41’ 
Diskettes.  We  can  print  right  on  the  shutter  of  each 
31/2"  disk  or  right  on  the  jacket  of  5 1/4”  disks!! 

m  Printed  Diskette  Sleeves 

m  Printed  Diskette  Labels 

m  Printed  Binders  &  Slipcases 
n  Printed  Documentation  Pages 
►*  Duplication  Equipment 
Low  Cost  Diskettes 

‘You  have  to  make  but  one  phone  call  to  the  Corporate 
Disk  Company  and  can  consider  the  job  done. " 

In  Illinois  (708)  439-DISK 
Nationwide  1  (800)  634-DISK 

>  1989  by  CD  Marketing  Inc. 


Computerworld's 

Classified  Marketplace 

delivers  your  message  in  companies  that  plan  to 
buy  your  product  or  service. 


From  PCs  to  minis,  mainframes  to  supercomputers,  Computerworld’s 
readers  buy  products  across  all  ranges  of  today’s  computers.  So  if 
you’re  selling,  advertise  in  the  newspaper  that  delivers  readers  that 
plan  to  buy  YOUR  product  or  service.  Advertise  in  Computerworld’s 
Classified  Marketplace! 


For  more  information,  call: 

800/343-6474 

(in  MA,  508/879-0700). 


REMOTE 

COMPUTING 


•  We  locate  COMPUTER 
TIMESHARING. 

•  OUTSOURCING 
SPECIAUSTS. 

•  ALL  mainframes. 

•  We  find  your  LOWEST 
prices. 

•  NEVER  a  charge  to 
the  Buyer. 

•  Our  fees  paid  by 
the  Seller. 

•  Nationwide  service 
since  1968. 

CALL  DON  SEIDEN  AT 

COMPUTER 
RESERVES,  INC. 

(201)  688-6100 


CLASSIFIED 

MARKETPLACE 

Where  Computer 
Professionals  Shop 

(800)  343-6474 

(in  MA;  508/879-0700) 


Computer  Services 

is  your  link  to  perfection. 


State-of-the-art 
IBM  compatibility: 

MVS-ESA  *  VM/XA  *  TSO/E 
ROSCOE  *  CICS  *  IMS  * 
IDMS/R  *  DB2  *  QMF  * 
PROFS 


Programmer  productivity 
aids: 

FILE-AID  *  CICS  PLAYBACK  * 
dBUG-AID  *  ABEND-AID  * 
CICS  *  ABEND-AID 


At  MCN  Computer  Services,  we  provide  outsourcing  solutions 
to  major  international  clients.  With  one  of  the  finest  computer 
facilities  in  the  country,  your  data  is  secure,  yet  readily  avail¬ 
able  to  you.  Our  high-quality,  cost-effective  services  include: 

•  Operations  7  days  a  week,  24  hours  a  day 

•  Network  Management 


MCN 

Computer 
Services,  Inc 


For  more  information,  call  Lisa  Walker  at: 

1-800-521-0444 

5225  Auto  Club  Drive 
Dearborn,  Michigan  481 26 


Financial 

technologies 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 

IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


REMOTE  COMPUTING  OUTSOURCING 


•  MVS/XA 
•CICS 

•  DB2 


•  VM/370 

•  TSO 

•  IMS/DBDC 


•  DOS/VSE 

•  CMS 


OVER  1 50  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS.  INC 


815  Commerce  Drive.  Oak  Brook.  IL  60521 


708-574-3636 


New  England 
617-595-8000 


SERVICES 


•  TRAINING,  INSTALLATION, 
SALES  AND  SUPPORT 

-  WordPerfect  5  0  for  VAX/VMS 

-  WordPerfect  "Office”  for  VAX/VMS 

-  WordPerfect  PlanPerfect  for  VAX/VMS 

-  WordPerfect  All-In-One  Integration 

-  WordPerfect  upgrade  4.2  to  5.0 

-  VMS  System  Management 

-  VMS  Installation 

•  EXPERTS  IN: 

-  Office  Automation/Feasibility  Studies 

-  Document  Management  Systems 

-  VAX/VMS.  Novell 

-  Networking.  VAX  -  PC  Connectivity 

•  INSTALLATION 

•  SOFTWARE  DEVELOPMENT 

•  DATA  CONVERSION 

•  HARDWARE  MAINTENANCE 

•  DATA  WIRING 

(Unshielded  Twisted  Pair,  Thin  Wire,  ETC.) 

•  TIMESHARING 

•  SITE  SUPPORT/OUTSOURCING 

•  EXECUTIVE  PLACEMENT 


Omnicomputer,  Inc 
1440  Broadway 
New  York,  NY  10018 


Tel 

Fax. 


944-9230 

869-2846 


SUNGARD 


COMPUTER  SERVICES 


.  OUTSOURCING  EXPERTISE 

.  FIXED  PRICE  COMPUTING 

.  ECONOMICAL  PRICES  -  SIGNIFICANTLY  LESS  THAN 
IN-HOUSE 

IBM  3090  COMPUTERS  WITH  MVS/ESA,  AND  VM 
TECHNOLOGY 

.EXTENSIVE  NATIONWIDE  TELCOM  NETWORK 

.  EXTENSIVE  LIBRARY  OF  THIRD  PARTY  SOFTWARE 

.  PROFESSIONAL  SERVICES  FOR  APPLICATION 
SUPPORT  A  DEVELOPMENT 

FOR  MORE  INFORMA  TION  CALL: 

(800)  441-4203  (215)387-3890 
(21 2)  943-9540 

SUNGARD  COMPUTER  SERVICES  INC. 

128S  DRUMMERS  LANE 
WAYNE.  PA  18086 
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Conversions 


CONVERSION 

EXPERTS 


MACRO  TO  COMMAND 

Automatically  convert  your  CICS 
Macro  to  CICS  Command. 

•  License  Product 

•  Per  Line  Service 

•  Turn-Key  Conversion 

Neosynetics,  Inc.  offers  a  family  of 
integrated  software  tools  to: 

•  Translate  Languages 

•  Convert  Data 

•  Create  JCL 

Products  &  services  on  your  site  or 
ours,  fixed  fee  or  T&M. 


NEOSYNETICS,  INC. 

2860  Des  Plaines  Avenue, 
Suite  375 

Des  Plaines,  Illinois  60018 
708/299-0900 


When  it’s  time  to  get 

SERIOUS 

about  document  and  data 

CONVERSION 

MMC  has  the  skill  and  experience  to  help  you 
get  from  old  system  to  new  quickly  and  cleanly. 
This  industry  pioneer  provides  both  service 
bureau  and  in-house  conversion  solutions.  The 
firm's  R&D  has  produced  many  unique  and 
unusual  capabilities.  Large  and  technically 
challenging  projects  are  a  specialty. 

■We  do  the  tough  onesl' 

Muller  Media  Conversions,  Inc. 

32  Broadway,  New  York,  NY  10004 
(212)  344-0474_ fax:  (212)  968-0789 


Software 


FREE  BUYER’S  GUIDE 


When  you  need  programmer's 
development  tools.  Program¬ 
mer's  Connection  is  your  best 
one-stop  source.  We  are  an  in¬ 
dependent  dealer  representing 
more  than  400  manufacturers 
with  over  1200  software  prod¬ 
ucts  for  IBM  personal  comput¬ 
ers  and  compatibles  including: 
COBOL  compilers  and  utilities, 
relational  databases,  and  much 
more.  Cal  today  to  receive  a 
FREE  comprehensive  Buyer's 
Guide,  and  find  out  why  Pro¬ 
grammer's  Connection  is  your 
best  connection  for  software 
tools. 

Programmer’s  Connection 

7249  Whipple  Ave  NW 

North  Canton,  Ohio  44720 

US . 800-336-1166 

Canada . 800-225-1166 

International.  .216-494-3781 

FAX . 216-494-5260 


It’s  the 

Classified 

Marketplace 

Reach  Computer 
Professionals 
Where  They 
Shop  For: 


□  Buy/Sell/Lease 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop  Publishing 

□  Time/Services 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunity 


CALL  NOW 

800-343-6474 

(in  MA„  508/879-0700) 


Business  Opportunities 


WE’RE  LOOKING  FOR  A  FEW 
GOOD  PARTNERS! 

We’re  Legato  Systems,  Inc.,  a  leader  in  network  applica¬ 
tion  software.  And  we're  looking  for  dealers  and  technical 
consultants  who  want  to  make  good  money  by  selling  a 
hot,  much-needed  new  network  administration  tool  for 
Sun/UNIX  networked  environments. 

As  a  Legato  dealer,  you'll  be  provided  with  training,  out¬ 
standing  support  and  sates  referrals  from  our  expenenced 
d  technic. 


sates  and  t 


rtical  staffs. 

For  more  information,  call 
(415)  329-7891  and  ask  for  Dennis. 


Legato  Systems,  Inc. 

260  Sheridan  Ave.,  Palo  Alto,  CA  94306 
(415)329-7880  ■  FAX  (415)  329-8898 


Graphics/Desktop  Publishing 


PC  SCREEN  TO  BIG  SCREEN 

Look  to  B0XLIGHT  for  the  Larged  Selection  of  LCD  Pads 


TRUE  COLOR 
SYSTEMS  from  $4995 

MONOCHROME 
SYSTEMS  from  $599 


Solutions  for  VGA,  EGA,  CGA 
All  Macs,  DEC  VT  100s,  220s 
IBM  Terminals  and  More 


£>BOXLIGHT 

CORPORATION 

VISA,  M/C,  AMEX,  COD  206/697-4008 

Computer-Based  Presentation  Systems  Since  1984 


Peripherals/Supplies 


9-Track  Tape 
For  Your 
IBM 

PC/XT/AT/PS-2 ' 


Read  1600  or  6250  bpi 
9-track  tapes  from  a  micro, 
mini  or  mainframe  in  EBCDIC 
or  ASCII  as  mirror  image  or 
by  individual  files. 

Use  the  2000  PC'  for 
disk  backup,  data  inter¬ 
change  or  archival  storage. 

PC/XT/AT/PS-2  are  trademarks  ol  IBM. 


.  First  In  Value 

DIGI-DATA  CORPORATION 
8580  Dorsey  Run  Road 
Jessup,  MD  20794-9990 
(800)  782-6395 
FAX  (301)498-0771 


612,00  MIS/DP 
Professionals 
seethe 

CLASSIFIED 

MARKETPLACE 

each  week.  Call  for 
advertising  information: 

(800)  343-6474 

(In  MA ,  508-879-0700) 


Computerworld's 

Classified 

Marketplace 

gives  you  buyers 
with  extensive 
purchase  influence. 


That’s  because  Comput¬ 
erworld’s  Classified  Mar¬ 
ketplace  reaches  MIS/DP 
professionals  who  have 
extensive  involvement  in 
volume  purchasing.  In 
fact,  a  full  95%  are  in¬ 
volved  in  purchase  deci¬ 
sion  making  for  their  or¬ 
ganizations.  They  deter¬ 
mine  needs,  evaluate 
technologies,  identify  so¬ 
lutions,  and  select  prod¬ 
ucts  and  vendors  for  the 
entire  range  of  informa¬ 
tion  systems,  as  well  as 
related  products  and  ser¬ 
vices. 


So  if  you’re  selling  com¬ 
puter  products  and  ser¬ 
vices,  advertise  in  the 
newspaper  that  delivers 
buyers  with  volume  pur¬ 
chasing  influence.  Adver¬ 
tise  in  Computerworld’s 
Classified  Marketplace! 


For  more 
information, 
call 

800 

343-6474 

(In  MA,  508/879-0700). 


Bids/Proposals/Real  Estate 


Audit 

Software  Bids 


Sealed  bid  proposals  will  be 
received  by  Korrine  Lang, 
Job  Service  North  Dakota, 
P.O.  Box  1537,  Bismarck, 
ND  58502  until  5:00  p.m. 
July  30.  1990  for  the  pur¬ 
chase  of  audit  data  query 
and  retrieval  software  to  op¬ 
erate  on  a  Unisys  A  Series 
computer.  Detailed  specifica¬ 
tions  may  be  obtained  by 
calling  701-224-3077.  Job 
Service  North  Dakota  re¬ 
serves  the  right  to  reject  any 
and  all  bids. 


The  Mississippi  Center  For  Su¬ 
percomputing  Research,  lo¬ 
cated  at  the  University  of  Mis¬ 
sissippi,  has  been  given  author¬ 
ity  by  the  Mississippi  State  Cen¬ 
tral  Data  Processing  Authority 
to  request  proposals  for  a 
CRAY,  or  equivalent,  super¬ 
computer  system.  Copies  of  the 
Request  For  Bids  are  available 
from  Mr.  Roger  K.  Lyles,  Di¬ 
rector  of  Purchasing,  Room  114 
East  Weir  Hall,  University,  MS 
38677,  Ph  (601)  232-7446.  Ref¬ 
erence  Bid  File  Number  4220. 
Vendors  should  provide  three 
copies  of  bid  responses.  They 
must  be  received  by  2:30  PM 
on  Tuesday,  July  31,  1990,  in 
the  Office  of  Purchasing  to  be 
considered. 


MISSISSIPPI  CENTRAL  DATA 
PROCESSING  AUTHORITY 

als  will  be  received 
DDPA,  301  N.  Lamar  St„ 
301  Building,  Suite  508,  Jackson, 
MS  39201  for  the  following  equip¬ 
ment  and  services: 

Request  for  Proposal  No.  1831, 
due  Tuesday,  July  31,  1990  at 
3:30  p.m.  for  the  acquisition  of  a 
turnkey,  LAN-based  system  to 
host  courses  in  computer-as¬ 
sisted  instruction  and  composition 
for  the  English  Department  of 
HINDS  COMMUNITY  COLLEGE. 
Detailed  specifications  may  be  ob¬ 
tained  from  the  CDPA  office.  The 
CDPA  reserves  the  right  to  reject 
any  and  all  bids  and  proposals 
and  to  waive  informalities. 

Patsy  Stanley  @  (601)  359-2604 


Computerworld’s 

Classified 

Marketplace 

needs  only 
6  days  notice 
to  run  your  ad! 

Call: 


( 800)343/6474 

(in  MA:  508/879-0700) 


Advertise  Your 
Products  In  The 

Classified 

Marketplace 


Featuring 

□  Buy/Sell/Lease 

□  Software 

□  Conversions 

□  Time/Services 

□  Communications 


□  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Business  Opportunities 

□  Bids/Proposals/Real  Estate 


Reach  over  612,000 
information  systems  professionals 
by  placing  your  company’s  message  in 

Classified  Marketplace. 


Name: . 
Title:  _ 


Company: 

Address:- 


City: 


State:. 


Zip:. 


Telephone:. 
Ad  Size: 


columns  widex. 


.  inches  deep. 


□  I  am  enclosing  ad  material  with  this  form. 


Return  this  form  and 
advertising  material  to: 

Computerworld 
Classified  Marketplace 

375  Cochituate  Road,  Box  9171 
Framingham,  MA  01701-9171 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 
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Moving  over  from  Cobol  to  C 

Before  training,  think  about  your  staff  and  its  project  schedule 


BY  JESSICA  KEYES 

SPECIAL  TO  CW 


For  the  last  20  years  or 
so,  Cobol  has  reigned 
supreme  as  the  pro¬ 
gramming  language  of 
choice  in  most  busi¬ 
nesses.  But  today  Cobol  is  facing 
some  serious  competition. 

A  few  years  ago,  the  typical 
Cobol  shop  ran  centralized  main¬ 
frames  tethered  to  dumb  termi¬ 
nals;  today’s  organization  is  any¬ 
thing  but  centralized,  featuring 
local-  and  wide-area  networks, 
minicomputers,  workstations 
and  personal  computers.  With  all 
this  newfangled  hardware,  it’s 
no  wonder  managers  are  looking 
for  software  tools  that  can  run  on 
all  of  it  and  handle  increasingly 
complex  requirements  as  well. 
For  many  companies,  one  an¬ 
swer  has  been  C. 

If  your  organization  is  plan¬ 
ning  the  leap  to  the  C  language, 
it’s  going  to  take  more  than  buy¬ 
ing  a  new  compiler.  It’s  going  to 
take  careful  planning  and,  most 
of  all,  training.  The  information 
systems  manager  must  take  into 
account  a  few  unassailable  points 


about  the  move  from  Cobol  to  C 
and  plan  a  training  program  ac¬ 
cordingly. 

•  Cobol  inertia.  First,  there 
are  billions  of  dollars  invested  in 
Cobol  programs,  so  there  will  al¬ 
ways  be  a  need  for  Cobol  pro¬ 
grammers.  The  savvy  manager 
realizes  that  he  needs  either  bi¬ 
lingual  programmers  or  both  C 
and  Cobol  factions.  He  also  real¬ 
izes  there  are  many 
programmers  who 
just  don’t  want  to 
learn  a  new  lan¬ 
guage.  Generally, 
they  have  been  writ¬ 
ing  Cobol  for  so  long 
they  know  it  as  well 
as  English;  these 
people  get  their  ku¬ 
dos  from  expertise  in  Cobol,  and 
learning  a  new  language  would 
put  them  back  at  square  one,  a 
place  they’d  rather  not  be.  If  Co¬ 
bol  is  where  they’d  rather  be, 
leave  them  there.  They’ll  revel 
in  maintaining  those  billions  of 
dollars  of  Cobol  code. 

•  Once  trained  —  use  it  or 
lose  it.  Once  the  programming 
manager  has  selected  candidates 
for  C  training,  he  should  take 


stock  of  the  schedule  of  delivera¬ 
bles  and  modify  it  to  accommo¬ 
date  new  C  programmers. 

The  manager  should  plan 
training  to  coincide  with  the 
launch  of  new  projects.  If  a  staff 
member  is  working  on  a  Cobol 
project  when  he  goes  into  a  C 
class,  putting  him  back  on  the 
project  would  negate  the  train¬ 
ing  —  unless  the  manager  has 
set  aside  some  mod¬ 
ules  that  can  be  cod¬ 
ed  in  C. 

Because  new  C 
programmers  are  on 
the  low  end  of  the 
learning  curve,  the 
manager  must  adjust 
the  schedule  accord¬ 
ingly.  If  he  projected 
a  three-week  development  effort 
for  a  Cobol  module,  he  might  try 
five  weeks  for  this  first  attempt 
inC. 

•  The  dangers  of  C.  C  is  also  a 
systems  programming  language; 
the  operating  system  can  be 
changed  in  ways  that  might 
make  the  traditional  program¬ 
ming  manager  quite  nervous.  A 
change  in  one  application,  for  ex¬ 
ample,  might  leave  others  run¬ 


ning  on  the  same  processor  inop¬ 
erable.  It’s  wise  to  tackle  this 
sticky  subject  during  training. 
Some  of  C’s  powerful  constructs 
may  not  be  needed  in  a  given  ap¬ 
plication.  A  thorough  review  of 
the  features  will  let  the  program¬ 
ming  manager  develop  a  list  of 
functions  and  libraries  that  pro¬ 
grammers  should  avoid.  Train¬ 
ing  can  either  bypass  them  or 
cover  them  with  a  warning  not  to 
use  them  without  permission. 

•  The  distributed  shop.  Al¬ 
though  C  is  touted  as  the  most 
portable  of  programming  lan¬ 
guages,  differences  creep  in 
when  it  is  run  on  different  hard¬ 
ware  platforms.  If  training  is  to 
cover  C  programming  for  both 
IBM  and  Digital  Equipment 
Corp.  hardware,  for  example,  it 
must  take  into  account  differ¬ 
ences  in  libraries,  editors,  com¬ 
pilers  and  linkage  executions. 

•  Implementation  issues. 
Once  the  manager  has  decided 
who  to  train  and  what  to  cover, 
he  must  decide  how  to  train. 
There  are  three  chief  options: 
live  training,  video  and  disks. 
Live  training  is  usually  best; 
nothing  beats  human  interaction 
and  the  camaraderie  among  stu¬ 
dents  confronting  the  same 
tasks.  While  desirable,  however, 
this  approach  may  be  impractical 
in  many  cash-starved  firms. 

Fortunately,  there  are  quite  a 


few  vendors  ready  to  step  in. 
Nearly  every  PC-based  C  com¬ 
piler  comes  with  a  tutorial  on  the 
language.  While  they’re  usually 
thorough,  these  tutorials  are 
geared  to  the  individual  self¬ 
starter  more  than  to  a  firm  train¬ 
ing  a  large  number  of  people. 

I  can  recommend  two  training 
programs,  although  I  suggest 
shopping  around  before  buying. 
The  C  Workshop,  which  is  from 
Wordcraft  in  Oakland,  Calif.,  and 
available  at  computer  book¬ 
stores,  includes  a  set  of  disks  and 
a  350-page  text.  To  use  it,  make 
sure  that  students  are  self-start¬ 
ers.  If  such  people  are  not  to  be 
found,  Zortech,  Inc.’s  video 
course  may  be  the  ticket.  Zor¬ 
tech,  located  in  London  and  Ar¬ 
lington,  Mass.,  has  combined  10 
videos,  text  and  a  reference 
manual  along  with  its  C  compil¬ 
er. 

There’s  no  getting  around  it: 
C  is  becoming  the  programming 
language  of  choice.  In  luring  staff 
members  from  Cobol  to  C,  the 
wise  manager  needs  to  do  some 
careful  planning  to  balance  the 
needs,  wants  and  fears  of  his 
staff,  new  features  of  the  lan¬ 
guage,  the  schedule  of  delivera¬ 
bles  and  training  methodologies. 


Keyes  is  president  of  New  Art,  Inc.,  a 
management  and  computer  consulting 
firm  in  New  York. 
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??  JUST  ANOTHER  DP  TRAINING  FIRM  ?? 
OUR  CLIENTS  DON'T  THINK  SO! 

IBM *  INSTRUCTOR-LED  MAINFRAME  TRAINING 
AT  YOUR  SITE 
CALL  800-252-6696  *■ 
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THE  KNOWLEDGE  EXCHANGE,  INC. 

'IBM  IS  A  REGISTERED  TRADEMARK  OF  THE 
INTERNATIONAL  BUSINESS  MACHINES  CORPORATION 


Dr.  James  Martin 
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Booths 
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“By  the  end  of  the 
first  month,  our  ad 
in  Computerworld’s 
Classified  Marketplace 
had  paid  for  itself  five 
times  over.” 

—  Rick  Sprowl 
Partner 
BL  Associates,  Inc. 


At  BL  Associates  in  Hanover,  MA,  business 
means  much  more  than  buying,  selling,  and 
trading  Data  General  and  compatible  hard¬ 
ware.  It  also  means  providing  customers  with 
innovative  solutions.  According  to  Partner, 

Rick  Sprowl,  their  60  years  plus  of  combined 
experience  and  “shirt-sleeve”  approach  to 
customer  service  are  what  keep  buyers  and 
sellers  coming  back  again  and  again. 

“ Our  business,  the  purchase  and  sale  of  computer 
hardware,  obviously  revolves  around  equipment 
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base  of  users  worldwide.  Recently  I  even  received 
a  call  from  Israel,  and  that's  one  more  serious 
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800/343-6474  (in  MA,  508/879-0700). 
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Leasing  Companies  78.2  76.4 

Composite  Index  90.2  88.9 

S&P  500  Index  152.1  152.6 
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Computerworld  Stock  Trading  Summary 


CLOSING  PRICES  WEDNESDAY,  IULY11, 1990 

E  . - PRICE - . 

X  52-WEEK  CLOSE  WEEK  WEEK 

C  RANGE  JULY  11,  NET  PCT 

H  1990  CHNGE  CHNGE 


Communications  and  Network  Services 


N 

AMERICAN  INFO  TECHS  CORP 

68 

55 

59.625 

-1.4 

-2.3 

Q 

ANDREW  CORP 

26 

19 

20.5 

1.3 

6.5 

Q 

ARTEL  COMM  CORP 

10 

4 

4.875 

0.0 

0.0 

N 

AT&T 

47 

36 

37.375 

-1.3 

-3.2 

Q 

AVANTEKINC 

7 

2 

3 

0.1 

4.3 

N 

AYDINCORP 

21 

13 

14.5 

0.3 

1.8 

N 

BELL  ATLANTIC  CORP 

57 

43 

46.5 

-3.3 

-6.5 

N 

BELLSOUTH  CORP 

59 

49 

50.625 

-2.4 

-4.5 

Q 

COMPRESSION  LABS  INC 

16 

7 

16.125 

1.5 

10.3 

Q 

CONTELCORP 

37 

23 

28 

0.4 

1.4 

0 

DATA  SWITCH  CORP 

4 

2 

3.375 

-O.l 

-3.6 

Q 

DIGITAL  COMM  ASSOC 

27 

17 

23.75 

0.6 

2.7 

Q 

DYNATECHCORP 

21 

15 

16.125 

-O.l 

-0.8 

Q 

FIBRONICS INTNL  INC 

13 

5 

11.875 

-0.3 

-2.1 

Q 

GANDALF  TECHNOLOGIES 

7 

2 

3.75 

-O.l 

-3.2 

N 

GENERAL  DATACOMM INDS 

7 

3 

3.875 

0.4 

10.7 

N 

GTE  CORP 

36 

28 

31 

-1.4 

-4.2 

Q 

INFOTRON  SYS  CORP 

11 

3 

3.75 

0.0 

0.0 

N 

ITT  CORP 

65 

5! 

57.875 

0.4 

0.7 

N 

M  A  COM  INC 

9 

3 

4.875 

-0.4 

-7.1 

Q 

MCI  COMMUNICATIONS  CORP 

49 

31 

40 

-2.5 

-5.9 

N 

NETWORK  EQUIP  TECH  INC 

34 

8 

8.25 

-0.8 

-8.3 

Q 

NETWORK  SYS  CORP 

15 

7 

14.5 

0.4 

2.7 

N 

NORTHERN  TELECOM  LTD 

30 

18 

28.875 

0.5 

1.8 

Q 

NOVELL  INC 

57 

24 

56.25 

2.5 

4.7 

N 

NYNEX CORP 

92 

75 

79.75 

-3.0 

-3.6 

N 

PACIFIC  TELESIS  GROUP 

52 

41 

42.25 

-1.9 

-4.2 

A 

PENRILCORP 

9 

4 

8.5 

0.3 

3.0 

N 

SCIENTIFIC  ATLANTA  INC 

29 

19 

28.5 

0.8 

2.7 

N 

SOUTHWESTERN  BELL  CORP 

65 

51 

51.875 

-2.4 

-4.4 

Q 

3  COM  CORP 

19 

10 

17.75 

1.4 

8.4 

N 

US  WEST  INC 

41 

33 

35.875 

-0.6 

-1.7 

Computer  Systems 


Peripherals 


Q 

ALLOY  COMP 

2 

0 

0.688 

-O.l 

-12.0 

N 

AMINTLINC 

6 

2 

2.5 

0.0 

0.0 

Q 

AUTO  TROL  TECH  CORP 

5 

2 

3.313 

-0.4 

-11.7 

Q 

BANCTEC  INC 

24 

13 

20.25 

0.0 

0.0 

A 

COGNITRON ICS  CORP 

8 

3 

5.875 

0.1 

2.2 

Q 

CONNER  PERIPHERALS 

29 

10 

27.75 

-0.3 

-0.9 

A 

DATARAMCORP 

22 

8 

20.875 

2.4 

12.8 

N 

EASTMAN  KODAK  CO 

52 

36 

39.875 

-1.1 

-2.7 

N 

EMCCORP  MASS 

7 

3 

5.5 

-0.3 

-4.3 

Q 

EMULEXCORP 

9 

4 

7.125 

-O.l 

-1.7 

Q 

EVANS  &  SUTHERLAND 

35 

18 

27.75 

-1.8 

-5.9 

Q 

ICOTCORP 

2 

1 

1.625 

0.4 

30.0 

Q 

INTERLEAF  INC 

9 

5 

6.625 

4>.l 

-1.9 

Q 

IOMEGA  CORP 

6 

3 

5.75 

0.8 

15.0 

Q 

LEE  DATA  CORP 

3 

1 

1.375 

0.1 

4.7 

Q 

MASSTOR  SYS  CORP 

4 

1 

1.063 

-O.l 

-10.5 

Q 

MAXTOR  CORP 

17 

7 

14.875 

-0.5 

-3.3 

Q 

MICROPOLIS  CORP 

9 

3 

7.875 

0.0 

0.0 

N 

MINNESOTA  MNG  &  MFG  CO 

90 

68 

89.5 

1.9 

2.1 

Q 

PERSONAL  COMP  PRODUCTS 
INC 

5 

4 

3.938 

-0.1 

-3.1 

Q 

PRINTRONIXINC 

15 

7 

13.125 

0.4 

2.9 

N 

QMS  INC 

21 

8 

18.75 

0.3 

1.4 

Q 

QUANTUM  CORP 

25 

9 

24.875 

2.4 

10.6 

N 

RECOGNITION  EQUIP  INC 

12 

4 

5.25 

0.0 

0.0 

Q , 

REXON  INC 

10 

6 

7.375 

-0.5 

-6.3 

Q 

SEAGATE  TECHNOLOGY 

20 

10 

14 

-0.3 

-1.8 

N 

STORAGE  TECH  CORP 

35 

9 

32.625 

-2.0 

-5.8 

Q 

TANDONCORP 

4 

0 

3.813 

0.1 

1.7 

N 

TEKTRONIX  INC 

23 

12 

15.875 

-0.3 

-1.6 

Q 

TELEVIDEO  SYS  INC 

1 

0 

0.313 

0.0 

-9.0 

N 

XEROX  CORP 

69 

45 

45 

-1.4 

-3.0 

Leasing  Companies 


N 

CAPITAL  ASSOC  INTNL  INC 

8 

3 

2.875 

-0.3 

-8.0 

N 

COMDISCO  INC 

34 

17 

18.125 

0.0 

0.0 

Q 

LDI  CORPORATION 

18 

13 

15.75 

-0.3 

-1.6 

Q 

PHOENIX  AMERN  INC 

5 

3 

3.5 

-0.3 

-6.7 

Q 

SELECTERM  INC 

9 

5 

5.125 

0.1 

2.5 

EXCH:  N  =  NEW  YORK;  A  -  AMERICAN;  Q  =  NATIONAL 


Q 

ALLIANT  COMPUTER  SYS 

9 

4 

5.438 

-1.0 

-15.5 

Q 

ALPHA  MICROSYSTEMS 

8 

2 

2.5 

-0.5 

-16.7 

Q 

ALTOS  COMPUTER  SYS 

8 

5 

8.25 

0.9 

11.9 

A 

AMDAHL  CORP 

18 

11 

18.125 

1.0 

5.8 

Q 

APPLE  COMPUTER  INC 

50 

32 

47 

3.0 

6.8 

Q 

ASTRESHINC 

26 

7 

25.5 

2.3 

9.7 

N 

BOLT  BERANEK  &  NEWMAN 

9 

4 

5.125 

0.0 

0.0 

N 

COMPAQ  COMPUTER  CORP 

66 

37 

64.5 

-58.6 

-47.6 

N 

COMMODORE  INTNL 

13 

6 

7.75 

-0.4 

-4.6 

N 

CONTROL  DATA  CORP 

23 

16 

18.875 

-O.l 

-0.7 

N 

CRAY  RESH  INC 

51 

31 

47.375 

2.5 

5.6 

N 

DATA  GEN  CORP 

19 

8 

10.625 

-0.6 

-5.6 

N 

OATAPOINTCORP 

6 

2 

2.5 

0.3 

1 1.1 

Q 

DELL  COMPUTER  CORP 

14 

5 

13.625 

1.3 

10.1 

N 

DIGITAL  EQUIP  CORP 

103 

70 

86.625 

2.9 

3.4 

N 

FLOATING  POINT  SYS  INC 

4 

0 

3 

0.0 

0.0 

N 

HARRIS  CORP 

40 

28 

32.75 

-1.5 

-4.4 

N 

HEWLETT  PACKARD  CO 

58 

40 

47.25 

-0.6 

-1.3 

N 

HONEYWELL  INC 

105 

73 

104.5 

2.4 

2.3 

N 

IBM 

122 

93 

119.125 

1.5 

1.3 

Q 

INFORMATION  INTL  INC 

16 

12 

12.75 

-0.4 

-2.9 

Q 

IPLSYS  INC 

14 

5 

11.5 

1.0 

9.5 

N 

MAI  BASIC  FOUR  INC 

6 

2 

2 

-0.3 

-11.1 

N 

MATSUSHITA  ELEC  INDL  LTD 

180 

123 

144.25 

4.3 

3.0 

Q 

MENTOR  GRAPHICS  CORP 

26 

14 

18.5 

0.9 

5.0 

N 

NBI  INC 

3 

0 

0.313 

0.0 

-9.0 

N 

NCR  CORP 

72 

53 

64.25 

0.3 

0.4 

Q 

PYRAMID  TECHNOLOGY 

36 

10 

28.75 

-0.3 

-0.9 

Q 

SEQUENT  COMP  SYS  INC 

34 

12 

31 

1.3 

4.2 

Q 

SUN  MICROSYSTEM  INC 

36 

13 

35.5 

2.4 

7.2 

Q 

SYMBOLICS  INC 

2 

0 

0.313 

-0.1 

-28.5 

N 

TANDEM  COMPUTERS  INC 

30 

17 

23.875 

0.3 

1.1 

N 

TANDY  CORP 

49 

30 

37 

0.6 

1.7 

N 

ULTIMATE  CORP 

11 

5 

7.375 

-0.3 

-3.3 

N 

UNISYS  CORP 

25 

12 

13.25 

-0.3 

-1.9 

A 

WANG  LABS  INC 

7 

4 

4.375 

0.3 

6.1 

Software  &  DP  Services 


Q 

AMERICAN  MGMTSYS  INC 

18 

11 

17.75 

0.1 

0.7 

Q 

AMERICAN  SOFTWARE  INC 

27 

14 

25.5 

-0.5 

-1.9 

N 

ANACOMPINC 

7 

2 

2.75 

0.1 

4.8 

Q 

ANALYSTS  INTL  CORP 

24 

14 

22.75 

2.8 

13.8 

Q 

ASHTONTATE 

18 

9 

11.75 

-0.9 

-6.9 

Q 

ASK  COMPUTER  SYS  INC 

15 

7 

10.125 

1.4 

15.7 

N 

AUTO  DATA  PROCESSING 

59 

40 

56.375 

0.0 

0.0 

Q 

AUTODESK  INC 

59 

33 

58.5 

4.5 

8.3 

Q 

BMC  SOFTWARE  INC 

30 

13 

28.25 

2.0 

7.6 

N 

BUSINESSLANDINC 

14 

7 

7.875 

0.1 

1.6 

Q 

COGNOS  INC 

9 

4 

9 

-0.3 

-2.7 

N 

COMPUTER  ASSOC  INTL  INC 

20 

11 

16.5 

0.5 

3.1 

Q 

COMPUTER  HORIZONS  CORP 

16 

7 

14.5 

1.0 

7.4 

N 

COMPUTER  SCIENCES  CORP 

59 

40 

44.75 

-1.0 

-2.2 

N 

COMPUTER  TASK  GROUP  INC 

14 

9 

10.25 

O.l 

1.2 

Q 

COMSHARE  INC 

25 

15 

23.75 

-0.3 

-1.0 

Q 

CORPORATE  SOFTWARE 

15 

8 

13.25 

-0.8 

-5.4 

N 

GENERAL  MTRS(CLSE) 

38 

24 

37.5 

2.9 

8.3 

Q 

GOAL  SYSTEMS  INTL 

18 

10 

15 

-0.8 

-4.8 

Q 

HOGAN  SYS  INC 

7 

4 

3.625 

-0.1 

-3.3 

Q 

INFORMIX  CORP 

17 

8 

16.75 

1.1 

7.2 

Q 

INTELLICORP  INC 

8 

3 

7.125 

-0.6 

-8.1 

Q 

LEGENTCORP 

32 

19 

25 

-1.5 

-5.7 

Q 

LOTUS  DEV  CORP 

39 

21 

32.5 

-2.0 

-5.8 

Q 

MICROSOFT  CORP 

79 

26 

75.5 

3.5 

4.9 

Q 

NATIONAL  DATA  CORP 

35 

13 

15 

0.0 

0.0 

N 

ON  LINE  SOFTWARE  INTL  INC 

11 

6 

8.5 

-0.3 

-2.9 

Q 

ORACLE  SYS  CORP 

188 

15 

19.875 

-2.8 

-12.2 

N 

PANSOPHICSYSINC 

19 

10 

13.75 

-0.5 

-3.5 

Q 

PHOENIX  TECHNOLOGIES  INC 

7 

2 

4.25 

-0.3 

-5.6 

N 

POLICY  MGMT  SYS  CORP 

43 

30 

41.875 

0.6 

1.5 

Q 

PROGRAMMING  &  SYS  INC 

25 

16 

23.5 

-0.8 

-3.1 

Q 

RELATIONAL  TECH  INC 

11 

5 

6.375 

-O.l 

-1.9 

N 

REYNOLDS  &  REYNOLDS  CO 

27 

19 

20.125 

-0.6 

-3.0 

Q 

SAGE  SOFTWARE  INC 

16 

7 

13.375 

-0.3 

-1.8 

Q 

SEI  CORP 

22 

15 

21.5 

0.5 

2.4 

Q 

SHARED  MED  SYS  CORP 

17 

12 

12.75 

0.1 

1.0 

Q 

SOFTWARE  PUBG  CORP 

28 

13 

24 

0.4 

1.6 

N 

STERLING  SOFTWARE  INC 

11 

7 

10.125 

-0.4 

-3.6 

Q 

SUNGARD  DATA  SYS  INC 

26 

17 

24.25 

0.0 

0.0 

N 

SYSTEM  CENTER  INC 

26 

17 

17.875 

-4.3 

-19.2 

N 

SYS.  SOFT  INC 

29 

15 

26.5 

-0.8 

-2.8 

Q 

WORDSTAR 

2 

1 

1.094 

0.0 

-2.8 

Semiconductors 


N 

ADV  MICRO  DEVICES  INC 

11 

7 

9.375 

-O.l 

-1.3 

N 

ANALOG  DEVICES  INC 

11 

7 

7.25 

-O.l 

-1.7 

Q 

ANALOGIC  CORP 

11 

8 

9.25 

-0.3 

-2.6 

Q 

CHIPS  &  TECHNOLOGIES  INC 

26 

15 

21.5 

0.3 

1.2 

Q 

INTEL  CORP 

49 

28 

48 

0.5 

1.1 

Q 

MICRON  TECHNOLOGY  INC 

18 

7 

13.125 

-0.6 

-4.5 

N 

MOTOROLA  INC 

88 

53 

86.375 

0.9 

1.0 

N 

NATL  SEMICONDUCTOR 

9 

5 

6.875 

-0.4 

-5.2 

N 

TEXAS  INSTRS  INC 

44 

28 

39.125 

-0.1 

-0.3 

A 

WESTERN  DIGITAL  CORP 

15 

6 

13.75 

0.3 

1.9 

Carnival  rides 


Some  investors  left  the  midway 
after  low-earn  ings  forecast 

Step  right  up,  folks,  and  take  a  look  at  the  lat¬ 
est  giant  stock  drop  to  follow  negative  earn¬ 
ings  news  —  that  of  Computer  Associates 
International,  Inc.  After  the  company  said  its 
first  quarter  financials  would  fall  below  esti¬ 
mates,  CA  lost  55/s  points  for  the  week,  clos¬ 
ing  Thursday  at  a  new  low  of  1 0  Vi . 

CA  was  not  alone,  however.  Although  Or¬ 
acle  Systems  Corp.  showed  bigger  and  bet¬ 
ter  numbers  on  its  fourth-quarter  earnings 
statement,  the  improved  figures  were  not 
enough  to  appease  investors.  The  company’s 
shares  slipped  3%  points  to  19,  its  first 
weekly  drop  in  more  than  two  months.  Else¬ 
where  in  the  software  sector,  Microsoft 
Corp.  picked  up  4Vi  points  to  77V2.  Novell, 
Inc.  jumped  up  3%  points  to  57%  after  an¬ 
nouncing  a  two-for-one  stock  split.  3Com 
Corp.  and  IBM  each  climbed  2  points,  to  18% 
and  120,  respectively,  after  news  that  the 
two  will  work  together  on  network  manage¬ 
ment  products. 

The  ballyhoo  surrounding  this  year’s  Dec- 
world  ’90  exhibition  and  the  unveiling  of  a 
new  Microvax  minicomputer  may  have 
helped  boost  Digital  Equipment  Corp.’s 
stock  price  to  86%,  a  3-point  gain.  Amdahl 
Corp.  also  advanced,  rising  1  point  to  18%, 
while  NEC  Technologies,  Inc.  slipped  %  of  a 
point  to  66V2. 

The  rash  of  semiconductor  lawsuits  con¬ 
tinued  as  Texas  Instruments,  Inc.  filed  pat¬ 
ent  infringement  actions  against  five  smaller 
chip  makers  last  week  (see  story  page  103). 
TI  closed  at  401/8,  up  1%  points.  Motorola, 
Inc.,  which  agreed  more  than  two  weeks  ago 
to  settle  its  fracas  out  of  court  with  Hitachi 
Ltd.,  racked  up  1!4  points  to  86%  on  the  tails 
of  a  positive  earnings  statement. 

KIM  S.  NASH 
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Nynex  eyes  AI  system  savings 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


WHITE  PLAINS,  N.Y.  —  If 
Nynex  Corp.  can  actually  save  its 
projected  $4  million  to  $6  million 
per  year  with  the  expert  system 
now  running  in  40  of  its  mainte¬ 
nance  centers,  customers  could 
end  up  two-time  winners. 

Expert  systems  use  artificial 
intelligence  technology  to  cap¬ 
ture  the  knowledge  and  experi¬ 
ence  of  human  experts  and  em¬ 
bed  their  decision-making  rat¬ 
ionale  in  software.  Nynex 
announced  last  week  that  it  has 
been  using  an  expert  system,  the 
Maintenance  Administrator  Ex¬ 
pert  (Max),  to  diagnose  prob¬ 
lems  with  residential  and  small- 
business  telephone  services. 
The  company  said  it  plans  to  test 
a  larger  business  version  of  Max 
—  which  would  accommodate 


private  branch  exchanges  and 
Centrex  service  —  by  the  end  of 
the  year. 

The  savings  will  come  pri¬ 
marily  from  “fewer  erroneous 
dispatches,”  said  Jim  Euchner, 
expert  systems  director  at 
Nynex.  Users  should  reap  im¬ 
proved  customer  service  bene¬ 
fits,  he  said,  because  the  system, 
which  operates  around  the  clock, 
takes  10  seconds  to  screen 
phone  troubles,  compared  with 
five  to  10  minutes  by  a  human. 

Customers  may  also  see  low¬ 
er  phone  service  rates  or  net¬ 
work  enhancements,  because 
Nynex  is  regulated  by  rate-of-re- 
tum  legislation,  which  caps  re¬ 
gional  Bell  operating  company 
(RBOC)  earnings  at  about  12%, 
according  to  William  Pomeroy, 
director  of  telecommunications 
public  policy  at  the  International 
Communications  Association. 


Rate-of-retum  legislation,  he 
noted,  mandates  that  any  RBOC 
profits  above  and  beyond  that 
ceiling  must  be  passed  on  to  the 
ratepayer  in  the  form  of  reduced 
rates,  or  the  profits  must  be  re¬ 
invested  in  upgrading  and  ex¬ 
panding  the  local  network. 

Other  RBOCs  are  in  various 
stages  of  developing  similar  ex¬ 
pert  system  applications,  Euch¬ 
ner  said.  For  example,  Bell  At¬ 
lantic  Corp.  reported  that  it  has 
realized  “significant  savings”  for 
several  years  using  its  own  ex¬ 
pert  system. 

Euchner  stressed  that  Nyn- 
ex’s  immediate  goal  with  its  ex¬ 
pert  system  is  “not  to  eliminate 
manpower”  but  to  free  up  test¬ 
ers’  time  to  do  more  productive 
work,  such  as  preventive  main¬ 
tenance.  He  added,  however, 
that  in  the  long  run,  “we  may 
need  fewer  people  to  do  the  job.” 


Is  this  the  party. . .  ? 


Though  Nynex  acknowledged  that  the  “bawdy”  pri¬ 
vate  parties  reported  in  The  Wall  Street  Journal  last 
week  did  take  place,  the  company  denied  suggestions 
that  the  activities  may  have  translated  into  improper 
costs  to  Nynex  customers. 

In  a  statement,  the  telephone  holding  company  responded 
to  an  article  in  last  Thursday’s  Journal  reporting  that  during 
closed  regulatory  proceedings  in  a  state  rate  case  for  Nynex’s 
New  York  Telephone  unit,  evidence  emerged  about  “raucous” 
annual  week-long  gatherings  at  Florida  resorts  that  were  at¬ 
tended  by  employees  of  Nynex’s  purchasing  unit,  Materiel  En¬ 
terprises  Co.,  and  several  Nynex  suppliers  from  1984  to  1988. 

The  Journal  report  said  the  parties  included  illicit  activities 
such  as  prostitution  and  that  the  evidence  draws  a  correlation 
between  suppliers’  attendance  at  the  conventions  and  the  vol¬ 
ume  of  Nynex  business  steered  to  them. 

Nynex  stated  that  corrective  action,  including  the  dismissal 
of  two  employees,  was  taken  in  1988.  The  firm  said  the  action 
was  the  result  of  investigations  conducted  by  Nynex  and  non- 
Nynex  professionals.  Nynex  said  the  investigation  found  that 
none  of  the  Nynex  family  of  companies  engaged  in  business  ac¬ 
tivities  that  resulted  in  improper  costs  to  Nynex  customers. 


Weather 
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tornado  in  Limon,  Colo.,  that 
they  claimed  went  undetected  by 
a  Doppler  system  near  Denver, 
110  km  away. 

•  Representatives  of  the  Nation¬ 
al  Weather  Service  Employee 
Organization  said  the  new  sys¬ 
tem  creates  a  greater  work  load 
for  meteorologists  at  a  time 
when  the  government  is  stream¬ 
lining  its  staff. 

•  Other  meteorologists  said  the 
weather  service,  which  has  man¬ 
aged  the  project  from  its  incep¬ 
tion,  has  been  overly  secretive 
about  system  details. 

•  Supporters  of  Doppler  radar 
criticize  the  slow  flow  of  funds  to 
the  project. 

The  U.S.  departments  of  De¬ 
fense,  Commerce  and  Transpor¬ 
tation  joined  forces  in  1979  to 
form  the  Next  Generation 
Weather  Radar  Project,  or  Nex- 
rad,  the  agency  that  has  moth¬ 
ered  the  computer  technology 
needed  to  develop  WSR-88D. 

Under  the  project,  the  175 
stations  will  be  built  by  early 
1996,  Don  Sarreals,  special  as¬ 
sistant  to  Nexrad’s  director, 
Samuel  Williamson,  said.  Of  that 
number,  120  will  be  managed  in 
the  U.S.  by  the  National  Weath¬ 
er  Service,  38  will  be  used  by  the 
U.S.  Air  Force,  and  17  will  be  op¬ 
erated  overseas  near  U.S.  mili¬ 
tary  installations. 

Nexrad  is  one  to  two  years 
behind  schedule,  according  to 
various  government  sources. 
However,  it  is  not  over  budget, 
according  to  Sarreals. 

Doppler  radar  itself  has  exist¬ 
ed  since  the  1950s,  according  to 
Marvin  Miller,  National  Weath¬ 
er  Service  area  manager  for 
Ohio.  While  conventional  radar 
pictures  are  simply  echoes 
bounced  off  objects,  Doppler 
systems  act  like  a  police  officer’s 


radar  gun  trained  on  water,  ice, 
insects  and  dust  in  the  air.  The 
systems  can  tell  if  objects  are 
moving  toward  or  away  from  the 
transmitter  as  well  as  their 
speed.  In  this  way,  Doppler  sys¬ 
tems  can  see  phenomena  such  as 
wind  shear,  tornadoes  and  heavy 
rain  as  they  form. 

However,  the  complex  and 
voluminous  data  revealed  by 
Doppler  equipment  took  days  to 


process  by  previous  computers, 
creating  what  amounted  to 
“game  films”  for  meteorologists 
to  review,  Miller  said.  Informa¬ 
tion  output  by  Doppler  systems 
“can  fill  up  a  wastebasket  in  a 
couple  of  seconds  as  it  crunches 
algorithms  [representing]  how 
the  atmosphere  is  believed  to 
work,”  said  Ken  Crawford,  di¬ 
rector  of  the  Oklahoma  Climato¬ 
logical  Survey. 

“The  [Nexrad]  program  is  ex¬ 
tremely  software-intensive,” 
said  Art  Hansen,  formerly  the 
Federal  Aviation  Administra¬ 
tion’s  weather  radar  program 
manager. 

Concurrent  Computer  Corp. 
in  Tinton  Falls,  N.J.,  a  Nexrad 
subcontractor,  is  providing  one 
3280  and  two  3212  supermini¬ 
computers  for  each  station  to 
process  all  the  data  into  color  dis¬ 
plays  and  weather  forecasts. 
Concurrent's  3280,  the  larger  of 


the  two  systems,  has  an  I/O  re¬ 
sponse  rate  of  40M  byte/sec., 
providing  real-time  analyses  of 
Doppler  signals,  according  to  a 
company  spokesman. 

All  this  may  come  as  a  shock 
to  U.S.  radar  technicians  and 
meteorologists  accustomed  to 
working  with  technology  no 
more  current  than  1974.  Much 
of  the  service’s  existing  equip¬ 
ment,  in  fact,  was  purchased  in 


1957,  Sarreals  explained. 

“You  can’t  sit  behind  this 
thing  with  Piper  Cub  knowl¬ 
edge,”  Crawford  said.  “You 
have  to  have  Stealth  [aircraft] 
knowledge.”  Crawford  was 
Oklahoma  area  manager  at  the 
National  Weather  Service  for 
seven  years,  working  closely 
with  Nexrad  at  its  Norman, 
Okla.,  Doppler  prototype  site 
until  last  year. 

David  Pbwell,  president  of 
the  National  Weather  Service 
Employee  Organization,  said  any 
knowledge  of  the  system  has 
been  hard  to  come  by.  Powell, 
who  said  he  supports  efforts  to 
update  radars,  reported  that 
members  have  had  to  use  the 
Freedom  of  Information  Act  to 
find  out  key  features  of  the  proj¬ 
ect. 

One  source  who  helped  man¬ 
age  the  project  as  it  developed 
and  who  requested  anonymity 


said  that  is  a  legitimate  concern. 
“Employees  have  been  kept  in 
the  dark  for  so  long,”  the  source 
said. 

Resentment  has  built  up,  the 
source  said,  and  that  has  made 
concerns  grow  into  major  con¬ 
tentions  among  many  meteorol¬ 
ogists. 

Reasons  for  secrecy 

Defending  the  secrecy,  Ron  Al- 
berty,  director  of  the  Norman 
prototype,  said,  “There  was  a 
stage  when  we  had  to  be  very 
careful  with  the  information  pub¬ 
licly  disseminated  to  preserve 
fair  competition  between  Unisys 
and  Raytheon  as  they  prepared 
to  bid  on  the  project.” 

Powell  said  that  what  he  has 
learned  about  the  Doppler  radar 
makes  him  cautious.  Asked  if  the 
system  could  have  saved  any 
lives  if  it  had  been  operating  June 
14  in  Ohio,  when  Shadyside  was 
washed  from  the  face  of  the 
Earth,  Powell  said:  “If  it  was  be¬ 
ing  operated  by  a  competent 
person,  and  the  location  of  the 
radar  was  close  enough  to  the 
storm,  it  might  have.”  He  said 
that  70  to  80  km  is  a  Doppler’s 
maximum  accurate  range. 

A  less  sophisticated  Doppler 
system  in  Pittsburgh,  Miller 
said,  was  unable  to  predict  or 
spot  the  Shadyside  storm.  A  sim¬ 
ilar  example  is  the  Limon  torna¬ 
do  earlier  this  year,  he  said. 

Powell  said  that  another  such 
Doppler  station  near  Denver 
saw  only  “mild  [air]  circulation.” 
The  operator  of  a  conventional 
radar  system  noted  severe 
weather,  however,  and  issued  an 
advisory. 

Alberty  admitted  that  there 
has  been  some  “confusion” 
about  Doppler’s  tornado-spot¬ 
ting  abilities.  Smaller  tornadoes, 
he  explained,  can  be  clearly  seen 
only  to  about  80  km.  Larger  fun¬ 
nels  can  be  seen  out  to  230  km. 

To  be  at  its  most  accurate. 


the  system  must  be  used  by 
sharp  meteorologists,  said  Ed 
Berkowitz,  chief  of  systems  in 
Nexrad’s  engineering  branch. 
“If  you  try  to  trust  the  computer 
guidance,  you’ll  be  disappoint¬ 
ed,”  Berkowitz  said.  “If  you 
combine  the  computer  algorithm 
with  the  trained  human  brain, 
it’s  an  unbeatable  combination.” 

It  is  a  matter  of  writing  better 
software  to  accommodate  limita¬ 
tions  in  radar  hardware,  Alberty 
said.  He  said  he  believes  that 
software  improvements  will 
greatly  extend  tornado  range 
within  “a  year  or  two.”  His  own 
beef  centers  on  what  he  said  has 
been  foot-dragging  by  bureau¬ 
crats  holding  the  project’s  purse 
strings. 

Meteorologists  anxious  to 
trash  their  current  vacuum-tube 
systems  are  nonetheless  wor¬ 
ried  that  Nexrad’s  answer  may 
be  too  much.  Neal  Marchbanks, 
fire  and  weather  forecaster  in 
Anchorage,  Alaska,  said  Doppler 
systems  may  have  “too  many 
bells  and  whistles.” 

“It’s  very  labor-intensive,” 
said  Marchbanks,  who  is  national 
vice-president  of  the  National 
Weather  Service  Employee  Or¬ 
ganization.  It  can  take  two  or 
three  people  to  keep  up  with  it, 
Marchbanks  claimed. 

Doppler  systems  can  produce 
literally  dozens  of  ways  of  look¬ 
ing  at  any  storm:  hourly  storm 
accumulation,  large-scale  wind 
patterns,  microbursts  of  wind, 
storm  tracking  and  other  more 
esoteric  aspects. 

On  top  of  that,  Nexrad  will  in¬ 
crease  the  area  each  meteorolo¬ 
gist  monitors,  Marchbanks  said. 
“When  you  are  working  a  short- 
fuse  situation,  such  as  a  tornado, 
you  have  to  be  able  to  get  a  warn¬ 
ing  out  to  the  people  in  a  very 
short  time,”  he  said.  “You  may 
not  be  able  to  perform  all  the 
functions  that  this  thing  has  to 
accomplish.” 
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Stardent’s  Michels  sues  backer 


BY  NELL  MARGOLIS 
and  JAMES  DALY 

CW  STAFF 


SAN  FRANCISCO  —  Stardent 
Computer,  Inc.  co-founder  Allen 
H.  Michels  cast  the  word  “pio¬ 
neer”  last  week  in  a  new  light 
when  he  filed  a  $50  million  law¬ 
suit  charging  Kubota  Ltd.,  a 
strategic  ally  and  22%  stake¬ 
holder  in  his  company,  with  con¬ 
spiring  to  steal  Stardent’s  tech¬ 
nology. 

Stardent  itself  was  not  a  party 
to  the  suit.  President  and  Chief 
Executive  Officer  J.  William  Po- 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


“EDI  will  become  a  requirement 
for  doing  business  with  Sears.” 

That  was  the  mandate  deliv¬ 
ered  by  Michael  Bozic,  chairman 
and  chief  executive  officer  of  the 
Sears  Merchandise  Group,  in  a 
July  5  letter  to  all  of  the  firm’s  es¬ 
timated  5,000  suppliers  that  are 
not  currently  practicing  elec¬ 
tronic  data  interchange  (EDI) 
with  Sears. 

Bozic  said  that  parent  compa¬ 
ny  Sears,  Roebuck  and  Co.  ex¬ 
pects  all  of  its  suppliers  to  be  on¬ 
line  by  July  1992. 

A  four-page  implementation 
plan  accompanied  Bozic’s  letter. 
Sears  plans  to  have  suppliers 
come  on-line  in  stages,  begin¬ 
ning  in  January  1991.  Each  stage 
will  be  given  90  days  to  imple¬ 
ment  EDI  capabilities. 

Sears  said  it  will  provide  soft¬ 
ware  worth  some  $3,300,  along 
with  free  training.  The  plan  is 
being  offered  in  conjunction  with 
Sears  subsidiary  Sears  Commu¬ 
nications  Co.,  but  suppliers  will 
be  able  to  link  up  with  Sears 
through  any  system  they  choose. 


duska  was  also  conspicuously  ab¬ 
sent  from  both  the  legal  plead¬ 
ings  and  the  statements  issued 
by  Michels  and  Stardent  Co- 
Chairman  Matthew  Sanders. 

Stardent  was  formed  in  1989 
from  the  merger  of  then-rival 
supercomputing  workstation 
makers  Stellar  Computer,  Inc. 
—  founded  by  Poduska  and 
based  in  Newton,  Mass.  —  and 
Ardent  Computer,  Corp.,  found¬ 
ed  by  Michels  and  based  in  Sun¬ 
nyvale,  Calif. 

Naohisa  Matsuda,  vice-presi¬ 
dent  of  Kubota  Corp.  in  Santa 
Clara,  Calif.,  in  a  prepared  state- 


Sears’  Dailey  leads  firm’s 
EDI  charge 


“We  will  spend  $5  million 
over  the  full  implementation  pe¬ 
riod,”  said  Lance  Dailey,  EDI 
project  manager  at  Sears.  Dailey 
has  12  people  on  his  staff  and 
said  Sears  Communications  will 
provide  12  to  15  of  its  staff  for 
implementation  purposes.  Dai¬ 
ley  added  that  Sears  expects  to 
recoup  its  investment  within 
three  years. 

Bozic’s  declaration  ruffled 
few  feathers  in  the  supplier  com¬ 


ment  Friday  afternoon  ex¬ 
pressed  disappointment  with  the 
suit.  Matsuda  rejected  the 
charges  and  said  Kubota 
“learned  of  these  claims  several 
weeks  ago  when  Michels  and 
Sanders  approached  us  secretly 
—  obviously  hoping  to  extract  a 
payment ...” 

Kubota,  a  100-year-old  agri¬ 
cultural  equipment  maker  based 
in  Osaka,  Japan,  was  an  Ardent 
investor  and  44%  shareholder. 
Under  the  merger  agreement, 
which  Michels  claims  was  forced 
by  Kubota,  it  became  22%  own¬ 
er  of  Stardent. 


m unity.  In  fact,  Sears  was 
praised  by  every  supplier  con¬ 
tacted  for  its  even-handed  ap¬ 
proach,  which  differs  greatly 
from  that  of  competitors  such  as 
K  Mart  Corp.  [CW,  July  9]. 

“K  Mart  is  ramming  it  down 
our  throats,  and  they  want  it  ba¬ 
sically  overnight,”  said  one 
source,  who  asked  not  to  be  iden¬ 
tified.  “Our  experience  with 
Sears  has  been  more  positive; 
they  seem  to  recognize  that  you 
don’t  do  this  overnight,  and 
they’re  not  ramming  all  of  the 
costs  down  our  throat.”  The 
source  said  K  Mart’s  plan  re¬ 
quires  major  modifications  to  his 
order  systems  and  “they’re  forc¬ 
ing  us  to  eat  the  costs.” 

“To  my  knowledge  there 
hasn’t  been  anybody  who  has 
complained”  about  the  K  Mart 
requirements,  responded  Gary 
Sweetapple,  senior  director  of 
corporate  systems  development 
at  K  Mart.  He  said  he  was  very 
surprised  to  hear  there  was  any 
resentment  among  suppliers. 

Brad  Gaylord,  manufacturing 
systems  coordinator  at  Norgren 
Co.,  said  Sears  “is  taking  a  good 
approach.”  Norgren,  a  subsid¬ 
iary  of  UK-based  International 
Metal  Industries  that  has  plants 
in  Littleton,  Colo.,  and  Rockford, 
Ill.,  manufactures  compressed 
air  accessories.  “There’s  not  a 
single  deadline;  they’re  offering 
help  through  free  software  and 
free  training  ...  I  think  it’s  rea¬ 
sonable.” 

“I’d  say  Sears  is  meeting  us 
more  than  halfway,”  agreed 
Robert  Hille,  director  of  MIS  at 
Northvale,  NJ.-based  MEM 
Company,  Inc.,  a  supplier  of 
men’s  and  women’s  toiletries.  “I 
had  a  favorable  reaction,  espe¬ 
cially  compared  with  our  other 
customers,  like  Toys  ’R  Us, 
which  said  they’re  going  to 
charge  us  $25  for  every  piece  of 
paper  they  have  to  process,  or  all 
those  firms  that  say  we  have  to 
be  up  by  such-and-such  a  date.” 

The  biggest  concern  ex¬ 
pressed  by  suppliers  was  how 
Sears  would  handle  implementa¬ 
tion  schedules.  Dailey  confirmed 
that  the  retailer  was  still  in  the 
planning  stages  and  had  no 
schedule  to  offer  the  suppliers. 


Analysts  following  the  work¬ 
station  arena,  in  which  Stardent 
has  scrambled  with  questionable 
success  for  player  status,  report¬ 
ed  months’  worth  of  rumblings  of 
management-level  discord  at  the 
firm.  No  one,  however,  reported 
being  aware  of  ill  will  between 
Stardent  and  Kubota. 

In  the  suit  filed  in  Santa  Clara 
Superior  Court  last  Thursday, 
Michels  and  Sanders  said  that 
the  merger  was  a  shotgun  wed¬ 
ding,  forced  by  Kubota  on  threat 
of  withholding  critical  financial 
aid  from  Ardent.  Subsequently, 
according  to  the  complaint,  Ku¬ 
bota  contrived  to  shift  key  per¬ 
sonnel  and  technology  from 
Stardent  into  a  wholly  owned 
Kubota  subsidiary  created  this 
past  spring  and  located  in  Santa 
Clara. 

“This  case  is  a  flagrant  exam¬ 
ple  of  the  Trojan  horse  tech¬ 
nique,  by  which  small  creative 
American  companies  are  being 
controlled,  then  swallowed  up  by 
large  Japanese  concerns,”  said 
Joseph  Alioto,  attorney  for  Mi¬ 
chels  and  Sanders,  in  a  prepared 
statement. 

Flammable  comments 

One  Wall  Street  analyst  who  fol¬ 
lows  the  workstation  sector  re¬ 
ferred  to  Alioto’s  remarks  as  in¬ 
flammatory.  However,  added 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


GARDEN  CITY,  N.Y.  —  Com¬ 
puter  Associates  International, 
Inc.’s  stock  dropped  nearly  40% 
last  Thursday,  but  users  should 
not  feel  any  fallout  soon. 

The  firm’s  stock  plunged 
from  I6V2  Thursday  to  9%  at 
Friday’s  close  after  CA  an¬ 
nounced  that  revenue  for  the 
first  quarter  ended  June  30  will 
be  “significantly  less”  than  the 
revenue  for  last  year’s  first  quar¬ 
ter.  CA  will  not  release  specific 
revenue  and  earnings  figures  un¬ 
til  July  24,  a  spokesman  said. 

CA  said  that  product  develop¬ 
ment  plans  will  not  be  affected, 
however.  “This  quarterly  result 
will  not  affect  how  we  run  our 
business,”  said  Bryan  Shepherd, 
executive  vice-president  of  mar¬ 
keting.  “CA  ’90s  and  our  prod¬ 
uct  development  plans  are  still 
on  track.”  CA  ’90s  is  the  compa¬ 
ny’s  strategy  for  integrating  its 
diverse  product  line. 

In  a  teleconference  with  Wall 
Street  analysts  on  Thursday, 
Anthony  Wang,  CA’s  president, 
attributed  the  lower  revenue  to 
several  factors,  including  the 
longer  sales  cycle  and  higher 
prices  for  database  products 
than  for  their  usual  systems  soft¬ 
ware  products.  Also,  CA  sales¬ 
men  spent  a  lot  of  time  during 
the  quarter  explaining  the  CA 


Frederic  Cohen,  an  analyst  at 
Labe,  Simpson  &  Co.,  “I  expect 
that  the  [many]  computer  com¬ 
panies  that  are  involved  in  part¬ 
nerships  with  Japanese  and  oth¬ 
er  foreign  investors  —  some  of 
them,  in  fact,  with  Kubota  —  will 
simply  take  this  in  stride.” 

According  to  Sanders,  he  and 
Michels,  who  are  suing  Kubota 
in  their  capacities  as  minority 
shareholders  of  Stardent  and  as 
former  Ardent  shareholders,  are 
not  implying  that  either  Stardent 
or  Pbduska  were  complicit  in  Ku¬ 
bota’s  alleged  actions. 

“Don’t  interpret  that  there  is 
a  split  within  the  company,”  said 
Sanders.  He  said  the  allegations 
were  brought  to  the  attention  of 
the  Stardent  board  of  directors, 
which,  he  said,  is  currently  con¬ 
ducting  its  own  investigation. 

Not  all  people  close  to  the 
parties  subscribed  to  the  image 
of  veteran  industry  entrepre¬ 
neur  Michels  and  his  colleagues 
as  injured  innocents.  “Allen  [Mi¬ 
chels]  went  into  this  with  his 
eyes  wide  open,  so  what’s  he  try¬ 
ing  to  pull?”  asked  a  source  close 
to  the  former  Ardent,  who  asked 
not  to  be  identified. 

“He  went  aggressively  after 
Kubota  money.  When  someone 
puts  a  lot  of  money  into  your 
company,  they  get  a  lot  of  con¬ 
trol.” 


’90s  concept,  Wang  said. 

Wall  Street  analysts  did  not 
buy  that  explanation.  “I  don’t 
think  salesmen  are  irrational 
enough  to  do  something  that’s 
not  revenue-generating,”  said 
Rick  Sherlund,  vice-president  of 
investment  research  at  Goldman 
Sachs  &  Co.  in  New  York. 

What  is  really  happening,  said 
Andrew  C.  Brousseau,  vice- 
president  of  research  at  Cowen 
&  Co.  in  Boston,  is  “their  prod¬ 
uct  line  is  largely  focused  on  the 
mainframe  systems  market,  and 
that’s  growing  in  the  single-digit 
range.” 

Wall  Street’s  reaction  did  not 
sit  well  with  CA.  “Wall  Street  re¬ 
quires  a  quarterly  accounting, 
and  we’re  focused  more  on  the 
long  term,”  Shepherd  respond¬ 
ed.  “It’s  not  reality  to  suggest 
that  our  company  is  worth  40% 
less  today  than  it  was  yesterday. 
And  we’re  not  just  in  the  main¬ 
frame  world;  multiplatform  solu¬ 
tions  is  what  CA  '90s  is  all 
about.” 

Some  analysts  remained  bull¬ 
ish  on  CA’s  longer  term  pros¬ 
pects.  “They  have  the  largest 
customer  base  and  the  largest 
product  line  of  any  software 
company  in  the  industry,”  said 
Scott  Smith,  vice-president  of 
Donaldson,  Lufkin  &  Jenrette  in 
New  York.  “Those  are  great  as¬ 
sets.  It  will  take  some  time,  but 
things  will  improve.” 


An  easier  way 


Nearly  all  of  the  auto  industry’s  estimated  20,000  suppliers 
use  some  level  of  electronic  data  interchange  (EDI)  with  their 
customers,  according  to  John  C.  Martin,  managing  director  of 
the  Automotive  Industry  Action  Group  (ALAG)  in  Southfield, 
Mich.  So,  their  customers  —  the  Big  Three  auto  makers,  truck 
manufacturers  and  off-road  vehicle  manufacturers  —  have 
agreed  to  try  to  make  life  easier  for  them. 

A  group  of  28  AIAG  member  companies  have  agreed  to 
make  the  necessary  compromises  to  standardize  oft-used  EDI 
transaction  sets  in  their  industry.  The  move  is  expected  to 
nearly  eliminate  the  need  for  suppliers  to  bear  the  cost  of  main¬ 
taining  several  different  EDI  computer  systems  to  meet  the 
varied  needs  of  their  customers.  The  AIAG  said  it  expects  to 
have  published  implementation  guidelines  with  17  high-usage 
transaction  sets  by  the  end  of  the  year. 


Sears  puts  foot  down, 
insists  on  EDI  ability 


CA  stock  takes  40%  plunge 
after  firm  says  revenue  is  off 
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Multivendor  net  slated  for  fall 


Decworld  ’90  promises  of  mulitvendor  network  management 


BY  ELISABETH  HORWITT 

CW  STAFF 


BOSTON  —  Digital  Equipment 
Corp.  stirred  some  users’  hearts 
last  week  by  promising  a  com¬ 
mercially  usable  multivendor 
network  management  system  by 
November.  To  some,  however, 
the  most  exciting  features  of  the 
system  are  the  ones  slated  for 
next  year  and  beyond. 

Decmcc  Director  for  the 
VMS  family  of  software,  the  ven¬ 
dor’s  first  commercial  imple¬ 
mentation  of  its  Enterprise  Man¬ 
agement  Architecture  (EMA), 
will  be  bundled  with  all  Decnet 
VAX  licenses  beginning  in  No¬ 
vember,  DEC  said.  Included  in 
the  package  or  offered  as  options 
will  be  all  the  basic  network  man¬ 
agement  functions,  DEC  said,  in¬ 
cluding  the  ability  to  collect 
alerts  and  alarms,  control  device 
parameters  and  analyze  network 
performance. 

Version  1.1  of  Decmcc  Direc¬ 
tor,  which  ships  in  February,  will 


include  a  graphics-based,  mouse- 
driven  user  interface. 

In  addition  to  managing 
DEC’s  own  Decnet  Phase  IV  and 
Phase  V  systems,  bridges  and 
routers,  the  initial  release  will  be 
able  to  manage  anything  that 
complies  with  the  Simple  Net¬ 
work  Management  Protocol 
(SNMP)  for  managing  Transmis¬ 
sion  Control  Protocol/Intemet 
Protocol  networks,  DEC  said. 

However,  DEC’s  initial  imple¬ 
mentation  of  Open  Systems  In¬ 
terconnect  (OSI)  network  man¬ 
agement  protocols  in  Director 
diverges  from  the  International 
Standards  Organization’s  speci¬ 
fications,  according  to  DEC 
product  marketing  manager  An¬ 
thony  Viola.  As  a  result,  some 
“minor  modifications”  may  be 
necessary  for  Decmcc  Director 
to  manage  OSI-compliant  de¬ 
vices,  he  added.  “Right  now, 
there  is  little  demand”  for  OSI  as 
the  basis  for  multivendor  net¬ 
work  management,  Viola  said. 

Not  all  users  agreed  with  the 


statement.  “The  OSI  support 
will  be  helpful  because  it  means 
we’re  not  locked  into  any  one 
vendor,”  and  it  also  eliminates 
the  need  to  have  a  different  man¬ 
agement  product  for  each  type  of 
networking  equipment,  said 
Price  Braddock,  a  telecommuni¬ 
cations  analyst  at  Hardee’s  Food 
Systems,  Inc.  Braddock  also 
praised  DEC’s  support  of  SNMP 
and  Ethernet  standards. 

What  seemed  most  exciting 
to  users,  however,  was  Micro¬ 
soft  Corp.’s  announcement  that 
it  will  deliver  by  early  next  year 
an  access  module  that  will  allow 
Decmcc  Director  to  manage  Mi¬ 
crosoft’s  LAN  Manager.  The 
product,  for  which  no  shipment 
date  was  given,  “is  fantastic,” 
said  John  Payne,  an  analyst  at 
Charles  Schwab  &  Co.  “The  big¬ 
gest  hole  in  integrated  network 
management  architecture  prod¬ 
ucts  is  their  inability  to  manage 
[local-area  networks].” 

In  addition,  DEC  and  Apple 
Computer,  Inc.  announced  a 


joint  project  to  develop  a  module 
that  will  allow  Decmcc  Director 
to  manage  Appletalk  networks. 
Schwab  is  also  interested  in 
DEC’s  plans  to  migrate  EMA  to 
a  true  distributed  processing  en¬ 
vironment,  Payne  said.  “You, 
the  end  user,  then  get  to  choose 
what  platforms  [different  com¬ 
ponents  of]  the  system  run  on, 
instead  of  getting  stuck  on  a  $15 
million  mainframe.” 

DEC  also  announced  pack¬ 


ages  for  converting  existing 
Decnet  systems  and  earlier  Dec- 
net  management  tools  to  the 
new  platform. 

DEC  is  scheduled  to  intro¬ 
duce  an  Ultrix  version  of 
Decmcc  Director  by  the  end  of 
next  year  and  a  Microsoft  OS/2 
version  at  an  undisclosed  date, 
Viola  said. 

Senior  writer  Joanie  M. 
Wexler  contributed  to  this  re¬ 
port. 


And,  of  course,  products 


EC  announced  the  following  prod¬ 
ucts  and  services  at  Decworld  ’90 
last  week: 

•  The  VAX  4000  Model  300  is  a  re¬ 
placement  VAX  for  the  Microvax 
3900  that  is  optimized  as  a  network  server  with 
up  to  1,600  I/O  requests  per  second.  Prices  for 
four  different  configurations  range  from 
$75,410  to  $233,000. 

•  Vaxserver  Base  Platforms  are  newly  pack¬ 
aged  server  platforms  in  the  4000  and  6000 
lines,  especially  configured  for  dedicated  file, 
print,  application  and  compute  services  for  per¬ 
sonal  computers  and  workstations.  The  serv¬ 
ers,  priced  at  20%  to  40%  less  than  time-shar¬ 
ing  systems,  support  desktop  systems  running 
MS-DOS,  OS/2,  Apple  Macintosh,  Unix  and 
VMS  operating  systems.  The  servers  come 
bundled  with  VMS  licenses,  DEC’s  RDB  data¬ 
base  and  Decnet  software. 

•  Specialized  servers  are  systems  earmarked 
for  database  access,  multivendor  electronic 
mail  networks,  messaging  and  office  functions 
such  as  document  processing.  Prices  range 
from  $31,500  to  $43,000. 

•  VAX  Vector  Compute  Server  is  for  large,  nu¬ 
merically  intensive  applications.  The  price  is 
$443,300. 

•  Decconcentrator  500,  which  is  said  to  attach 
DEC  workstations,  systems  or  bridges  to  a 
100M  bit/sec.  Fiber  Distributed  Data  Interface 


(FDDI)  backbone.  Priced  at  $15,000,  the  con¬ 
centrator  is  available  now. 

•  A  bridge  that  is  said  to  link  Ethernet  networks 
to  FDDI  backbones. 

•  Decelms  software,  which  is  said  to  manage 
both  802.3  Ethernet  and  FDDI  networks.  The 
software  package  is  priced  at  $  1 ,800. 

•  A  program  to  provide  an 
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CONTINUED  FROM  PAGE  1 

Lawrence  Livermore  National 
Laboratories  in  Livermore, 
Calif.  “It  will  not  be  a  case  of 
Suns  and  DECs  staring  at  each 
other  and  not  talking,  although 
there  may  be  a  few  rough  spots.” 

DEC’s  architectural  umbrel¬ 
la,  Network  Application  Support 
(NAS),  is  a  collection  of  DEC 
software  products  and  services 
—  14  of  them  shipping  now  — 
that  permit  multivendor  net¬ 
work  integration  and  resource¬ 
sharing  for  database  access,  file 
and  print  services,  for  example. 

Invited  to  this  network  party 
are  the  operating  systems  MS- 
DOS,  IBM’s  OS/2,  Apple  Com¬ 
puter,  Inc.’s  Macintosh,  Unix 
and  DEC’s  own  VAX/VMS  and 
Ultrix. 

The  different  user  interfaces 
are  one  obvious  stumbling  block, 
users  said,  noting  that  Sun  in¬ 
tends  to  keep  its  Open  Look  in¬ 
terface  while  OSF  supports  Mo¬ 
tif.  Yet  in  several  areas  where 
DEC  and  Sun  are  incompatible, 
each  company  and  some  third- 
party  vendors  already  offer  spe¬ 
cific  products  enabling  them  to 
interoperate,  Oberman  said. 

Sam  Moore,  a  systems  pro¬ 
grammer  at  North  Carolina 
State  University’s  computing 
center,  is  using  half  a  dozen  Sun 
380  workstations,  as  many  Vax- 
station  2100s  and  3100s  and  a 
host  of  other  DEC  machines  on  a 
campuswide  network. 

“If  DEC  is  using  things  now  in 
OSF  that  are  not  in  other  stan¬ 
dard  Unix  versions,  that  could 
cut  out  a  lot  of  people,”  Moore 
said.  “But  if  they  come  up  with 
something  really  good,  develop¬ 
ers  will  port  to  the  different  plat¬ 


forms,  and  it  won’t  be  that  big  of 
a  deal.” 

Overall,  users  at  Decworld 
seemed  acutely  interested  in  the 
NAS  strategy. 

“Our  requirements  span  a  lot 
of  what  NAS  is  offering,”  said 
Edward  Yodis,  chief  architect  for 
the  NASA  Software  Support  En¬ 
vironment  project  in  Houston, 
which  uses  DEC  and  IBM  host 
machines  for  engineering  work¬ 
stations  from  IBM,  Apple  and 
Hewlett-Packard  Co.’s  Apollo  di¬ 
vision.  “We  need  portability  and 
applications  communicating  on  a 
network.  We’d  like  to  be  able  to 
share  project  management  and 
design  information  between  the 
different  platforms.” 

Clayton  Foster,  a  senior  con¬ 
sultant  at  Du  Pont  Co.  in  New¬ 
ark,  Del.,  said  he  will  remain 
skeptical  until  he  sees  the  NAS 
promises  actually  at  work.  “I  ex¬ 
pected  to  hear  that  it  would  re¬ 
quire  a  lot  of  new  investment  and 
throwing  stuff  away,”  he  noted. 

However,  DEC  officials  re¬ 
peatedly  assured  users  that  the 
core  idea  behind  NAS  is  integra¬ 
tion  of  existing  systems  into  a 
more  productive,  multivendor 
computing  environment. 

“Vendor-neutral  is  important 
to  us.  We  want  to  be  nonpropri¬ 
etary,”  said  J.  P.  Johnson,  man¬ 
ager  of  scientific  systems  at  Tex¬ 
aco,  Inc.’s  exploration  and 
production  division  in  Houston. 
His  shop  includes  a  diverse  col¬ 
lection  of  computer  systems  al¬ 
ready  in  the  client/server  mode, 
with  a  Cray  Research,  Inc.  XMP 
2 1 6  as  the  main  engine  for  work¬ 
stations  from  Sun,  DEC  and 
IBM. 

“I  got  the  impression  that 
when  DEC  says  open,  it  means 
everybody,”  he  added.  “I  hope 
that’s  true.” 
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High-performance  \V5y>  Low-performance  PCs 


Despite  achievements  in  processor  speed,  storage  potential 
and  display  capabilities,  procurements  of  high-performance 
personal  computers  have  been  less  than  overwhelming 


PCs  by  processor  type 

Fewer  than  7%  of  the  PCs  installed  today  are  based  on  Intel’s  80386  or  I486 
processors.  However,  buying  plans  for  the  coming  year  indicate  that  386 
machines  will  be  purchased  more  than  any  other  (1486-based  PCs  accounted 
for  less  than  1%  in  each  chart) 

Percent  of  units 


8080/88/86-43% 
80386SX  -  1% 
80386DX  -  6% 
6502  -  2% 

68000  series  -  9% 

80286  -  39% 


80286  -  36% 
8080/88/86  -  9% 
80386SX  -  10% 

80386DX  -  3 1  % 


68000  series  -  1 4% 


Installed* 

Total  of  4,651,435  PCs 


12-month  purchase  plans** 

Total  of  288,508  PCs 


‘Installed  figures  based  on  a  survey  of  89,000  U.S.  sites 


“Purchase  plans  based  on  14,000  U.S.  sites 


Planned  PCs  by  industry 

Although  purchase  plans  of  high-  and  low-performance  PCs  vary  from 
industry  to  industry,  common  to  all  is  that  the  majority  of  PCs  that  are 
bought  will  be  low-performance  models 

Percent  of  sites 
(Total  of  14,000  U.S.  sites) 


|  Low-performance  (8080, 8086,  8088, 80286)  High-performance  (80386SX,  80386DX,  80486) 
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Source:  Computer  Intelligence.  La  Jolla.  Calif. 
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NEXT  WEEK 


*  here's  something  ► 
JL  about  working  here 
that  gives  me  a  special 
feeling,”  says  Lloyd 
Erickson,  an  IS  manager 
at  the  Johnson  Space  Cen¬ 
ter  in  Houston.  Erickson 
is  in  charge  of  the  Johnson 
Space  Center  Manage¬ 
ment  Information  Systems, 
a  common  interface  for 
users  to  access  multiple  da¬ 
tabases  seamlessly.  See 
Manager’s  Journal. 


Najlah  Feanny/SABA 


ife  at  the  elevation 
where  strategic  plans 
are  made  is  no  day  at  the 
beach.  Just  ask  Joseph 
Brophy,  once  top  IS  exec¬ 
utive  at  The  Travelers 
Corp.  and  now  president 
of  The  Travelers  Insurance 
Co.  He’s  barely  had  time 
to  blow  a  note  on  his  bag¬ 
pipes  since  that  first  big 
promotion.  For  the  inside 
story,  turn  to  Executive 
Report. 


INSIDE  LINES 

Moscow  in  the  chips 

Cypress  Semiconductor  chief  TJ.  Rogers,  who  is  in  the  USSR 
pursuing  joint  ventures  with  indigenous  chip  makers,  is  faxing 
in  a  daily  diary  to  a  San  Francisco  newspaper.  In  the  missives, 
we  find  that  Soviet  chip  makers  are  impressed  with  the  gadgets 
Rogers  has  brought  them  —  most  of  which  are  made  in  Japan. 
Rogers  has  also  engraved  on  prototype  chips  a  tiny  image  of  a 
Soviet  flag  and  American  flag  linked  by  an  integrated  circuit. 

Reshuffling  the  deck? 

Deere  Tech  Services  said  rumors  that  it  was  scaling  back  its 
computer-integrated  manufacturing  business  were  completely 
wrong.  Instead,  the  company  is  holding  conversations  with 
current  marketing  partner  IBM,  as  well  as  with  several  other 
companies,  to  explore  new  combinations  or  new  efforts  that 
would  gain  the  company  more  business  outside  of  parent  John 
Deere  Co.,  which  provides  some  80%  of  Deere  Tech’s  busi¬ 
ness.  An  official  at  Deere  Tech  said  the  parent  company  was 
giving  it  even  more  work  than  usual,  giving  the  appearance 
that  resources  were  shrinking. 

Netware  woes 

The  Computer  Emergency  Response  Team,  which  tracks  vi¬ 
ruses  out  of  the  Software  Engineering  Institute  at  Carnegie 
Mellon  University,  issued  an  alert  last  Friday  about  a  strain  of 
the  Jerusalem  virus  that  infects  Novell  local-area  networks 
running  Netware  2.15C  regardless  of  Novell  file  protections. 
The  virus  has  hit  at  least  one  Netware  user  site,  CERT  said. 

Rival  to  John  Wayne  International 

He  may  not  have  made  Sematech  fly,  but  the  late  Robert 
Noyce  may  be  commemorated  with  an  airport.  A  group  of  Intel 
employees  are  trying  to  rename  San  Jose  International  Air¬ 
port  as  Noyce  International.  It’s  reported  he  was  infatuated 
with  flying. 

Perfect  vision 

Access  Technology,  Inc.,  a  Natick,  Mass.-based  applications 
software  vendor,  is  expected  to  introduce  a  new  product  called 
20/20  Gold.  The  software,  due  out  next  week,  is  designed  for 
use  on  DEC  VAX/VMS-based  machines  and  is  expected  to  in¬ 
clude  20/20,  a  data  processing  connection,  a  word  processing 
connection,  DEC  All-In- 1  integration  and  Access  Openlink 
software.  The  big  news  is  that  it  will  all  be  bundled  together  at 
a  40%  discount  off  the  combined  price  of  the  individual  prod¬ 
ucts. 

Still  in  the  game 

Covering  its  bets  in  the  host-based  networking  management 
race,  NCR  Comten  is  expected  to  introduce  today  an  interface 
between  its  network  management  product  and  Systems  Cen¬ 
ter’s  Net/Master.  The  NCR  Corp.  subsidiary  already  has  an 
interface  between  its  Comten  Support  Facility  and  IBM’s 
Netview,  the  dominant  system  for  host-based  network  man¬ 
agement. 

Copywrite  craft 

Borland  went  on  the  offensive  last  week,  peppering  the  media 
with  a  new  ad  campaign  designed  to  counter  Lotus  Develop¬ 
ment’s  charges  of  copyright  infringement.  It  noted  that  “ac¬ 
cording  to  Lotus’  technical  support,  you  cannot  view  a  graph 
while  in  perspective  mode  in  1-2-3.”  Quattro  Pro  users  can. 
Claiming  that  more  than  300,000  users  have  switched  to  Quat¬ 
tro  Pro,  the  ad  copy  goes  on  to  note  that  “At  Borland,  we 
believe  in  software  craftsmanship  and  are  fighting  for  your  ac¬ 
cess  to  real  innovation.” 

With  NASA  seemingly  intent  on  fumbling  away  budget  sup¬ 
port,  defense  contractors  hoping  for  space  station  riches  may 
need  to  turn  to  more  mundane  products.  On  the  other  side  of 
the  defunct  Cold  War,  according  to  reports  from  Moscow,  a 
nuclear  missile  design  center  was  refitted  to  develop  wash¬ 
ing  machines.  Its  first  product  was  delivered  recently  —  with 
48  cycles.  News  Editor  Pete  Bartolik  weekly  cycles  through  the 
dregs  of  the  industry  to  bring  you  these  gems,  and  you  can  help 
brighten  up  his  load  by  throwing  dirty  laundry  at  him.  Call 
(800)  343-6474,  fax  to  (508)  875-8931  or  message  COMPU¬ 
TER  WORLD  via  MCI  Mail. 
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Due  to  a  software  error  at  the  credit  card  company, 
the  power  lunch  is  now  in  hot  water 


Software  problems  can  be  embarrassing.  Fortunately, 
tools  to  build  better  software  are  now  available  from 
IBM  and  its  business  partners.  KnowledgeWare  is  the 
industry  leader  in  Computer  Aided  Software  Engineering 
(CASE)  tools  and  technologies.  And  our  close  relation¬ 
ship  with  IBM  makes  us  the  natural  choice  of  IBM  users. 


For  more  information  on  KnowledgeWare 
CASE  tools,  call  1-800-338-4130.  KnowledgeWare,  Inc., 
3340  Peachtree  Road  N.E.,  Atlanta,  GA  30326. 


^  KnowledgeWare 


The  World’s  Most  Comprehensive  CASE  ToolSetm 


INTEGRAL  &  IBM 


w 


Deliver  the  Power  of  SAA 


’  *  and  HRMS  Solutions 


Today  you  need  answers.  Integral  and  IBM 
deliver  them.  Powerful,  proven  SAA  financial 
and  human  resource  management  solutions  that 
cross  all  of  IBM’s  strategic  platforms  —  main¬ 
frame,  midrange  and  PC  —  so  you  can  realize 
the  full  potential  of  your  hardware  and  software 
investment.  Now  and  in  the  future. 

Integral  products  have  established  the  bench¬ 
marks  for  efficiency,  flexibility  and  performance 
on  all  IBM  platforms.  And  we  continue  to  be  the 
industry’s  standard  bearer. 

Take  workgroup  computing  and  office  automa¬ 
tion.  They’re  the  wave  of  the  future.  And 
Integral  is  already  there,  in  the  forefront.  Our 
powerful  new  HR  Vision  implements  IBM’s 
OfficeVision,  breaking  new  ground  for  coopera¬ 
tive  processing. 

It’s  exactly  what  you’d  expect  from  the  com¬ 
pany  that  delivered  the  first  applications  to  take 
advantage  of  the  relational  capabilities  of  DB2  in 
1987.  And  we  continue  to  lead  the  industry  in 
SAA  solutions  with  more  DB2  product  installa¬ 
tions  than  all  our  competitors  combined. 

Integral  —  IBM’s  Prominent 
Business  Partner 

It’s  that  commitment  to  being  the  industry’s 
most  consistent  force  that  led  IBM  to  name 
Integral  its  Outstanding  Business  Partner  for  the 
second  consecutive  year.  It’s  a  recognition  for 
excellence  that’s  unprecedented  in  the  industry. 
We  earned  it  for  exceptional  performance  in  de¬ 
livering  software  solutions  to  IBM  customers. 
And  you  can  be  sure  we’ll  continue  the  tradition. 


To  Learn  More . . . 

Call  for  a  free  video  about  Integral  or 
HR  Vision,  our  new  IBM  OfficeVision 
product.  Ask  for  complete  product 
information  on  Integral's  SAA  financial 
and  HRMS  solutions. 

In  the  U.S.  800/824-8199; 

In  California  800/824-8198; 

In  Canada  415/939-3900. 

INTEGRAL 

2185  N.  California  Blvd.,  Walnut  Creek,  CA  945% 


